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MARINE BUSINESS FOR 
1919 NOT PROFITABLE 


Situation as to Hull Insurance 
Particularly, Is Not Regarded 
Satisfactory 


COMMENT AS TO SITUATION 


Rates Have Not Kept Apace With In- 
crease in Losses and Higher 
Cost of Repairs 


NEW YORK, Feb. 24.—American 
companies writing marine insurance re- 
port that their experience for the past 
year has not been particularly satisfac- 
tory, especially as regard hull insur- 
ance. The large majority of the com- 
panies do not emphasize that class of 
insurance and many of those who have 
gone into it extensively have found it 
unprofitable. The situation is even less 
promising now than in pre-war times, 
because the enormous increase in the 
cost of repairs and salvage has been ac- 
companied by little or no increase in 
premiums. The competition of com- 
panies located in foreign countries also 
has been found very difficult to meet. 
Several companies are endeavoring to 
reduce their hull business. One impor- 
tant company states that its hull 
business constituted only about 25 per 
cent of its entire business for 1919, as 
compared with 72 per cent in 1918. 

Profits Have Not Increased 


While the volume of marine insur- 
ance written during the past year 
showed an increase, it is not believed 
that the profits are likely to show a 
proportionate gain, inasmuch as rates 
have not been raised materially, and 
every item entering into the liability of 
an insurance company has multiplied 
many times. 

The expansion of the American mer- 
chant marine has created a new situa- 
tion in regard to marine insurance in 
the United States. Underwriters in this 
country realize that they are operating 
in a great and broadening field. The in- 
creased cost of shipping is reflected in 
the marine insurance market by 
increased values that have to be cov- 
ered. The present insurance value on 
a 6,000-ton dead weight steamer which 
was valued at $160,000 in 1914 is now 
placed at $345,000. It could not actu- 
ally be replaced for that money. The 
gross premium on a time hull policy on 
that steamer, which represents the 
largest proportion of the business to- 
day, rose from, $9,600 to $29,400. On 
a new steamer of 7,500 tons dead weight 
which was covered in 1914 on a value of 
about $225,000, the owners in 1919 took 
out a policy of $600,000. The gross 
premium of that vessel in 1914 was $13,- 
500, and today it is $52,500. 


Marine Disasters 
A number of the disasters in which 


heavy losses have been experienced on 
cargoes have been due to the war’s 
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ON TO RICHMOND 








LETTER has been sent out to 
the members of the National As- 
sociation of Insurance Agents 
signed by President Fred J. Cox and 
James L. Case, chairman of the execu- 


tive committee, regarding the mid-win- 
ter conference at Richmond, Va., March 
17-19, which reads as follows: 

When Maine talks to Texas and 
Florida to Washington, and the other 
states get into the argument too, things 
are said worth going miles to hear. 
This is just what is going to happen at 
the midyear meeting, March 17-19, Jef- 
ferson hotel, Richmond, Va., when we 
discuss in an intimate way our agency 
and organization problems. 

Do you know how rapidly the non- 
agency mutuals are getting our business 
away from us? 





What is going to be the answer if we 
can’t stop the landslide? 

What about the big broker? Is he 
gaining or losing, and at whose expense? 

Have you noticed the continually in- 
creasing number of large risks that are 
no longer written through the local 
agent, but disappearing in thin air 

If we can’t check this alarming devel- 
opment where will the American agency 
system land some of the wisest insur- 
ance men in the country? Answer, “In 
the scrap heap.” 

What do you say and, more important 
still, what are you going to do? 

Your officers are doing their best but 
they can’t do it all unless you, yourself, 
help us. We won’t be able to do much 
with these great issues which will in 
the end mean our bread and butter. 

We ask you to come to Richmond and 
talk things over. 

Will you do it? 











aftermath. Following the cessation of 
hostilities on Nov. 11, 1918, war risk 
rates rapidly declined until they drop- 
ped to a mere nominal level. Occasional 
disasters after that date due to floating 
mines, many of which still imperil navi- 
gation in the Baltic Sea, failed to stir 
underwriters to advance rates until a 
year after the armistice, when several 
ships were sent to the bottom. It is 
roughly estimated that the four latest 
disasters cost the American underwrit- 
ing market approximately $10,000,009. 
They finally brought about an increase 
in rate and the schedule is now as fol- 
lows: 


United Kingdom 

Antwerp and Rotterdam 

Hamburg and Bremen 

Europe between Brest and 
Gibraltar 

Mediterranean not east of Sicily .. 

Mediterranean—Adriatic ports ... 

Mediterranean—Greece 

Black sea ports and Constanti- 
nople 

Denmark, Norway and Sweden not 
beyond Malmo 

Baltic ports not beyond Stock- 
holm (excluding Germany) .... 

Baltic ports other than above .... 

Archangel 

South Africa 

China, Japan, Australia, East of 
Good Hope generally: 

Via Suez (direct) 

Via United Kingdom and Suez... 

Via Cape of Good Hope (direct) .. 

Via Cape of Good Hope and U. K. 1-10% 

Via Panama Canal and Pacific 
Coast 

United States to United States ... 


West Indies and South America .. 1-20% 


Sixty-Three American Companies 


In spite of the emphasis which has 
often been placed recently upon the 
large number of American companies 
transacting marine insurance, records 
show that there are only 63 direct writ- 
ing American companies participating 
in ocean marine insurance and 69 in 
both internal and foreign commerce are 
considered. Of the 63 companies listed, 
6 are controlled by foreign companies 
through stock ownership or common 
management, while at least 5 others 
have a very intimate and sympathetic 
relation to foreign interests. Two addi- 
tional American companies, newly cre- 
ated, but not yet writing business, are 
also foreign controlled. A decided ma- 
jority of the companies are engaged in 
marine insurance in a very small way. 





Nearly one-fourth of the net premium 
income received by all the companies 
from actual marine insurance, after de- 
ducting motor vehicle, tourist baggage 
and registered mail business, was re- 
ceived by two of the uncontrolled 
American companies. Fifteen of the 63 
companies wrote three-fourths of the 
total business. Outside of the ten lead- 
ing companies, the uncontrolled Amer- 
ican companies writing marine insur- 
ance received approximately only 10 
percent of the net premium income 
from that source, while 5 percent was 
received from motor vehicle, tourists’ 
baggage and registered mail insurance 
and 80 percent from fire and allied lines. 

From the standpoint of net premium 
income—the most favorable showing— 
it would appear that uncontrolled 
American agencies wrote somewhat 
over half of the marine insurance 
transactions in the United States. The 
total marine premiums reported by the 
state insurance departments for 1918 
were $108,648,129. 


Westchester’s Statement 


The Westchester Fire has issued its 
eighty-third annual statement, the com- 
pany having been organized and started 
in 1837. Its assets are $9,408,912, prer 
mium reserve $5,551,055, capital $1,000,- 
000, net surplus $1,719,337. The West- 
chester is one of the leading American 
companies that has made steady ad- 
vances during all its history. In the 
west Sigfried Schwartz, the manager, 
has increased the business steadily and 
has made a handsome profit every year. 


Springfield F. & M. Figures 


The Springfield Fire & Marine’s annual 
statement shows assets $17,303,137, gain 
$2,560,435; reinsurance reserve $9,149,277, 
gain over $1,000,000; capital $2,500,000, 
net surplus $3,978,911, gain $900,551. It 
is interesting to note that the Springfield, 
since it was organized in 1849, has paid 
claims amounting to $80,107,827. It is an 
old established institution that is held 
in the highest regard. 


Ohio Farmers’ Figures 

The annual statement of the Ohio 
Farmers shows assets, $4,871,681; 
premium reserve, $2,971,374; emergency 
reserve, $125,000; net surplus, $1,447,153. 
The company charged off about $100,000 
last year on account of additions and im- 
provements to its home office property. 
The Ohio Farmers is in good shape in 
every particular. 








IN TWO 
PARTS— 


Part One 


AIRCRAFT INSURANCE 
DEVELOPING RAPIDLY 


Companies Prepared to Meet In- 
creasing Demand for that 
Form of Coverage 


MORE MEN WRITING LINE 


Business Written Both in U. S. and in 
Foreign Field—Dealer’s Policy 
Offered 


NEW YORK, Feb. 24.—With the 
development of airplanes—and_ the 
progress is far more rapid than is gen- 
erally supposed—has come an added 
demand for aircraft insurance, a con- 
dition that the companies writing this 
form of indemnity are meeting satis- 
factorily. The call for airplanes is from 
individuals and corporations planning 
passenger or merchandise carrying 
routes, and from large mining and land 
developing interests, who feel the pecu- 
liar need for this mode of transpor- 
tation for their employes. Hitherto the 
chief obstacle in airplane service has 
been the absence of landing fields, and 
the practical certainty that machines. 
forced to make sudden descent where 
such facilities were not available would 
be substantially damaged, thereby giv- 
ing the insurance companies a heavy 
loss under collision covers. ; 

The Curtis Airplane Company, which 
is spending hundreds of thousands of 
dollars in experimental work, is now 
preparing a chart, marking landing 
places all over the country, work in 
which the federal government has a 
very vital concern, and to which it is 
lending all possible assistance. Thus 
far the companies writing airplane in- 
surance are few in number, but addi- 
tions to the list may be looked for from: 
time to time, the business rapidly as- 
suming the stage where, under proper 
direction, it may very safely be as- 
sumed. 

Queen First In Field 


The Queen was the first of the Amer- 
ican companies to accept airplane risks. 
Later the Automobile of Hartford, 
Merchants, National Liberty, Home, 
Globe & Rutgers, Fireman’s Fund and 
the Columbia of Jersey City entered the 
lists. It is anticipated that the Hart- 
ford, North America and still other 
offices will follow suit, and eventually 
it is anticipated that practically all 
automobile writing companies will be 
issuing aircraft covers as well. 

Not only is the Home accepting this 


“class of business in the states, but it 


has agencies in the Hawaiian Islands 
and in Argentina as well. Recently the 
company had an application for repre- 
sentation from South Africa. It is not 
prepared as yet to go so far afield. 
Dealer’s Policy Offered 
A late departure by this progressive 


office is the issuance of a dealer’s air- 
(CONTINUED ON PAGE 4) 
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BURCHELL’S DECISION 
TO RETIRE REGRETTED 


President of Queen Is Expected to 
Withdraw From Active Busi- 
ness in April 


BARTOW IS NEXT IN LINE 


Vice-President Likely to Be Advanced 
to Head of Company—Careers of 
the Two Men 


NEW YORK, Feb. 24—Among the 
numerous important changes that have 
taken place in managerial fire under- 
writing circles within the past year, or 
that are likely to occur in the near fu- 
ture, none has or will be learned of with 
greater regret by the fraternity gener- 
ally than the pending retirement of 
George W. Burchell, from the presi- 
dency of the Queen of New’ York, which 
event is scheduled to take place at the 
annual meeting of the company’s direc- 
tors in April next. Mr. Burchell, who 
has been associated in an important 
capacity with the Queen of New York, 
and its corporate predecessor, the 
Queen of Liverpool, for 39 consecutive 
years, determined long ago to withdraw 
from active business life when he at- 
tained the age of 70 years, which period 
has now been reached, although his 


physical appearance and alert mentality 
“seem to belie the fact. 


Bartow Picked as Successor 


As president of the Queen, Mr. Bur- 
chell will undoubtedly be succeeded by 
Nevett S. Bartow, now vice-president, 
and it is assumed that Secretary Fred- 
erick P. Hamilton, and Assistant Secre- 
taries Frank E. Jenkins and John L. 
Collins will also be advanced, the long 
established policy of the office being to 
take care of the men who have shown 
capacity and loyalty in its service. 

Fifty-six years have elapsed since Mr. 
Burchell entered the fire insurance busi- 
ness, and save for a period of 24 months, 
he has been in it continuously ever 
since, earning for himself meanwhile, an 
enviable reputation for square dealing 
and general ability. His first service 
was with the Niagara, which office he 
joined as a boy, in 1864, continuing for 
five years. In 1871 the date made 
memorable by the Chicago conflagra- 
tion, he went with the old Phenix of 
Brooklyn, of which James A. MacDon- 
ald was the then general agent, having 
succeeded Tom Burch, who went to 
Chicago as manager of the company’s 
newly established western department. 
The Phenix, by the way, was the first 
fire insurance company to open a west- 
ern branch with headquarters in Chi- 
cago, 

Went to Queen in 1881 


When in 1881 Mr. MacDonald was 
given the United States management of 
the Queen of Liverpool, Mr. Burchell 
went with him as the company’s as- 
sistant manager. Upon the formation 
of the Queen of New York, to replace 
the British corporation, Mr. Burchell 


was elected to the secretaryship, ad- | 


vancing to the vice-presidency in 1900, 
so continuing until 1918 when he suc- 
ceeded the late E. F. Beddall as presi- 
dent. 

A fitting index to the underwriting 
and managerial ability of Mr. Burchell 
and those associated with him in the 
direction of the affairs of the Queen, 
is the progress attained by the com- 
pany since its organization. Its first 


annual statement in 1892 showed a 
capital of $500,000; assets of $3,181,753 
and a net surplus of $1,525,157, while 
the returns of Jan. 1, 1920, presented 
these figures: 


Capital, $2,000,000; as- 








WILL PUSH INSTITUTE 





TO HAVE SALARIED OFFICIAL 





Permanent Offices Will Be Secured 
and Plans Are Made to Advance 
the Work 





NEW YORK, Feb. 25.—Definite 
steps were decided upon yesterday for 
launching the Insurance Institute of 
America. Incorporation will be had 
probably under the laws of New York 
and permanent offices secured and a 
salaried secretary and other employees 
engaged. The tentative budget calls 
for an expenditure of $23,307 a year. 
C. W. Bailey, president of the Amer- 
ican of Newark; Frederick Richardson, 
general manager of the General Acci- 
dent, and E. R. Hardy of the New York 
Board, will seek subscriptions, while 
Messrs. Richardson and Hardy will ar- 
range for the incorporation. C. A. 
Ludium, vice-president of the Home; 
Otho E. Lane, president of the Niag- 
ara, and Mr. Richardson were named 
as a committee to seek a secretary. 


' The institute has for its primary pur- 


pese the education of the employees of 
insurance companies and their agents 
throughout the country to a better 
knowledge of the principles and prac- 
tices of insurance. Managing uwunder- 
writers generally are sympathetic with 
the movement. 








sets, $15,871,765, and policyholders’ sur- 
plus, $7,477,601. The capital was in- 
creased from its original amount to its 
present figure through the declaration 
of stock dividends, surplus accumula- 
tions easily permitting such action. 


Prominent in Organizations 


During the course of the years Mr. 
Burchell, long treasurer of the East- 
ern Union, and of the “Stoney Bureau”; 
director-at-large of the Underwriters’ 
Laboratories, vice-president of the New 
York Board of Fire Underwriters and 
for two successive terms president of 
the National Board. He is likewise 
president of the Underwriters’ Salvage 
Company and will likely continue upon 
its directorate. 

In addition, Mr. Burchell is a direc- 
tor of the Royal Indemnity and of the 
Lloyds Plate Glass. Although plan- 
ning to withdraw from the management 
of the Queen he will in nowise lose his 
interest in its affairs and will prob- 
ably remain as a director of the corpo- 
ration. 

Retaining a room in the Queen offices 
Mr. Burchell will continue in the in- 
surance district and will follow with 
lively interest further developments in 
the business with which he has been so 
long and so prominently identified. 


Bartow’s Business Career 


Mr. Bartow, slated to assume the presi- 
dency of the Queen when Mr. Burchell 
retires, has spent his entire business 
career thus far in its service, having 
started as a boy in the city department 
back in 1884. Advancing from desk to 
desk and making good at each, he was 
made assistant field man to C. G. Smith 
(now president of the Great American) 
when the latter represented the Queen 
in the New England field. When Mr. 
Smith went with the Factory Insurance 
Association as its secretary Mr. Bartow 
became chief special agent for the Queen 
in New England, so remaining until 
called to New York in 1900 as secretary 
of the company. His election to the vice- 
presidency followed in 1918, and it has 
since been understood that he would suc- 
ceed to the presidency once Mr. Burchell 
retired. Forceful and conspicuously able, 
Mr. Bartow is easily one of the strongest 
of fire insurance executives, and is 
known to have received a number of very 
tempting offers to take the management 
of prominent companies, all of which 
tenders were promptly declined, his loy- 
alty to the Queen and to Mr. Burchell 
dictating such action. 

Secretary Hamilton went to the Queen 
from the old Manchester of London, prior 





EXPECT ACT TO PASS 


PROTECT MARINE COMPANIES 





Aimed to Keep American Insurance in 
Domestic Institutions—Much In- 
terest in Move 





WASHINGTON, D. C., Feb. 24.—It 
is expected that the bill to remove any 
possible complications resulting from 
the marine insurance companies acting 
in unison and forming an association 
to take care of American shippers and 
shipowners will pass Congress without 
opposition. The subcommittee work- 
ing on recommendations to guide the 
companies in the future held a meeting 
this week. The United States Ship- 
ping Board and the House committee 
on merchant marine and fisheries are 
cooperating in the effort to help the 
insurance companies work out a satis- 
factory plan. 


Huebner Makes Report 


Dr. S. S. Huebner, insurance expert 
employed by the United States Ship- 
ping Board, has been in the city for a 
number of days, and stated that the 
marine insurance companies have been 
told that unless they get busy and meet 
the demands of the American shippers 
and ship owners the government will be 
forced to extend its insurance bureau 
to cover private owners and shippers. 
Dr. Huebner has prepared a compre- 
hensive report, going into the marine 
insurance situation from many angles. 
The report states that marine insurance 
is a powerful trade weapon and de- 
clares there is no reason why the Uni- 
ted States should allow two-thirds of 
its marine premiums to go into foreign 
hands. Dr. Huebner said that a com- 
petitive campaign is being waged by 
foreign companies in the effort to kill 
off American marine writing companies. 
It is his opinion that the smaller ma- 
rine companies cannot stand the gaff 
unless some method is devised to pro- 
tect them. 


Helped Shippers and Bankers 


Dr. Huebner says that shipping and 
banking are only two of three vital fac- 
tors that serve as a foundation of in- 
ternational trade. Congress has legis- 
lated in favor of them through the 
Webb-Pomerene and Edge acts and it 
now should do something to provide 
adequate American marine insurance 
properly protected and with permission 
to unite for self protection and ad- 
vancement. 


AIRCRAFT INSURANCE 
DEVELOPING RAPIDLY 


(CONTINUED FROM PAGE 3) 
craft policy, similar in purpose to that 
supplied automobile dealers. The com- 
pany is further credited with the pur- 
pose of equipping its agencies at cen- 
tral points with machine parts, so that 
in the event of damage to a plane minor 
repairs may be quickly and safely made, 
without the necessity of sending long 
distances for help. 

Airplane repair men are being en- 
gaged as loss adjusters by the insur- 
ance companies, it being appreciated 
that regulation fire men have no proper 
knowledge of airplane construction, and 
hence are not in position to appraise 
property damage. 








to which in turn he was connected with 
the Commercial Union. 

Assistant Secretary Jenkins was pre- 
viously assistant manager of the Under- 
writers’ Association of New York State, 
leaving a special agency with the 
Rochester German to take the post. 

Assistant Secretary Collins has been 
with the Queen for mofe than 25 years, 
serving both in the head office and in the 
field. 





NORTH DAKOKA’S STATE 
HAIL LAW A “‘HYBRID”’ 


Works Real Hardship on Many of 
Insured, Says Assistant At- 
torney General 


SAVING IS EXAGGERATED 


Claims That State Gained $7,000,000 
Called “Entirely Untrue”—Must 
Wait Many Months 


BISMARCK, N. D., Feb. 24.—“The 
hybrid North Dakota state hail insur- 
ance law works a hardship upon the in- 
sured in those areas where there is 
seldom hail,” is one of the statements 
made by F. E. Packard, assistant state 
attorney general, in an official sum- 
mary of the annual statement of the 
state hail insurance commission just 
made public. Mr. Packard further 
stated that the claim of the hail insur- 


ance commission that it had saved 
North Dakota $7,000,000 was entirely 
untrue. 

“According to the state insurance de- 
partment,” says Mr. Packard, “the 
total risks written by private com- 
panies in 1918 were $36,097,911.64; the 
gross premiums paid were $2,696,697.17; 
the losses paid were $2,694,412.20, and 
the net profit to the insurance com- 
panies was $2,284.85. The average 
premium was 75 cents on a $10-per- 
acre risk. The maximum risk_under 
the state law was $7 per acre. On this 
basis the old-line premium was 52% 
eents an acre. 


Errors Shown in Report 


“Still quoting the insurance depart- 
ment,” continued Mr. Packard, “the 
3-cents-an-acre tax levied by the pres- 
ent law on 28,006,990 acres produced 
a revenue of $840,209.70. The number 
of acres presumed to have been insured 
total 12,250,000, but owing to errors in 
listing the indemnity, tax was levied 
against only 11,000,000 acres, which, at 
25 cents an acre, yielded $2,750,000, 
making the total gross revenue under 
the act $3,590,209.70. The total risk 
assumed by the state amounted to 
$77,000,000. 

“Applying last year’s average old- 
line premium of 52%4 cents an acre to 
the 11,000,000 acres insured in 1919 
under the state law, we- get $5,775,000 
as the gross premiums. To arrive at 
the cost under the state department, 
we must deduct from this cost under 
old-line insurance the cost under state 
insurance, namely $3,590,290.70. This 
shows a saving of $2,184,709.03. 


Many Got No Benefit 


“It must not be forgotten, however, 
that the 3-cents-an-acre tax was levied 
on more than 28,000,000 acres, while there 
were only 11,000,000 acres insured, leav- 
ing more than 17,000,000 acres which 
paid a tax of 3 cents an acre without de- 
riving any benefit. To get at the actual 
saving to the people of the state, this 
tax of $510,209.70 must be deducted from 
the saving arrived at, further reducing 
it to $1,674,499.33. 

“Instead of saving the farmers of the 
state $7,000,000, the state hail insurance 
plan saved them $1,675,000, which is four 
times less than that claimed. 

“There is another phase of state hail 
insurance under the present law. The 
insured who suffers losses must wait 
until a tax is levied and paid, the greater 
part of a year after he actually suffers 
loss, for his money, or he may discount 
his warrant at a local bank, or cash it 
at par at the state bank. In any event, 
interest must be paid on the whole loss 
for a period of many months. 

“Complaint is very general that the 
adjustments were too conservative—that 


(CONTINUED QN PAGE 5) 
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NEW JERSEY AGENTS 
- ANNUAL MEETING 


Governor of the State Advocates 
Monopolistic State Compen- 
sation Fund 





MOFFATT IS PRESIDENT 





Many Able Speakers Before the Asso- 
ciation and Talk on the Day’s 
Problems 





OFFICERS ELECTED 
President—Thomas C. Moffatt, Newark. 
Vice-President—Ira P. Sharpe, Vine- 

land, 

Secretary-Treasurer—S. H. Calvert, As- 
bury Park. 

Executive Committee: W. A. Faunce, 
Atlantic City; F. B. Heller, Newark; Vin- 
cent R. Schenck, Jersey City, and H. G. 
Evans, Camden. 


BY FRANK W. BLAND 
NEWARK, N. J., Feb. 19.—Keeping 
pace with progressive sentiment, the 
New Jersey Association of Underwrit- 
ers at its annual convention held here 
today, decided to assume a thoroughly 
militant attitude in its advocacy of 
sound insurance practices; to broaden 
and improve the character of service 
rendered the assured, and to employ a 
salaried representative who will devote 
his sole energies to advancing the in- 
terests of the organization. 
Moffatt Again Relected 


The gathering was well attended, 
over 150. representative insurance 
agents from all sections of the state 
being present both at the business ses- 
sions, and at the banquet held in the 
evening. Approval of the administra- 
tion of Thomas C. Moffatt was given, 
through his unanimous re-election to 
the presidency, a post to which he has 
now been chosen for three successive 
years. 

Earnest consideration was given the 
subject of non-agency mutual competi- 
tion, which has already assumed large 
proportions in New Jersey and is be- 
coming increasingly important. Of 
scarcely less interest is the threat of 
competition from reciprocal organiza- 
tions; a bill permitting the operation of 
such concerns now being before the 
state legislature. A hearing upon its 
provisions will be held at Trenton 
March 1 and all agents anxious to pro- 
tect their interests are urged to be 
present and voice their protest against 
its passage. 

Monopolistic State Fund 


A still further matter of serious mo- 
ment to the local men is the advocacy 
by Governor Edwards of a monopolistic 
state fund for writing workmen’s com- 
pensation insurance. In a recent special 
message to the legislature upon this 
subject the governor quoted the vast 
sums expended by the business inter- 
ests of New Jersey for compensation 
insurance, and the relatively small 
payments made therefrom to the as- 
sured. As is customary by those hav- 
ing absolutely no knowledge of insur- 
ance practice, Governor Edwards 
jumped to the conclusion that the dif- 
ference between insurance premiums 
and loss payments represented pure 
profit. 

Not All Is Profit 


_No acocunt was taken of unearned 
liability, acquisition costs, service 
charges and overhead expenses. Truly, 
as some of the speakers said at today’s 
meeting, Governor Edwards is sadly in 
need of education upon insurance af- 
fairs. It devolves upon the local agents 
to counteract the influence of this mes- 








sage upon the minds of legislators and 
the business men. The speciousness of 
his arguments and conclusions can 
readily be pointed out, and the agents 
should lose no time in performing such 
service. 


Vincent R. Schenck’s Address 


Vincent R. Schenck, an exceedingly 
keen agent of Jersey City, argued in 
favor of more rigorous standards for 
the licensing of local agents, declaring 
that the business was seriously handi- 
capped by the limited knowledge of un- 
derwriting history and practice had by 
many men now holding commissions. 
He further advocated the creation of a 
department of insurance for New Jersey 
distinct and separate from that of bank- 
ing, with which it is now allied. It was 
Mr. Schenck’s contention that the in- 
surance commissioner should have a 
thorough knowledge of underwriting, 
and not be selected for office merely on 
account of his political standing. 


Insurance Commissioner Heard 


Speaking somewhat upon the same 
lines later in the day, T. B. Donaldson, 
the always interesting insurance com- 
missioner of Pennsylvania, told of the 
effort of his department to weed out un- 
worthy local agents. Mr. Donaldson 
said that some months ago he sent out a 
questionnaire to the agents of Pennsyl- 
vania, and that from the replies received 
he was firmly convinced of the unfitness 
of scores to properly handle their busi- 
ness, and refused to renew their licenses. 
If the practice of the Keystone State in 
this connection were adopted elsewhere 
throughout the country, the commis- 
sioner asserted, the general effect would 
be highly beneficial to the assured, the 
insurance companies and to those local 
agents who are honestly striving to and 
are rendering valuable service to their 
clients. 


Robert P. Barbour’s Talk 


A feature of the business programme 
that was greatly appreciated was the 
illuminating talk by Robert P. Barbour, 
United States branch secretary of the 
North British & Mercantile, upon meth- 
ods of securing new business and in- 
creasing the amount carried upon that 
already had. Mr. Barbour, as a former 
special agent and now an officer of four 
very aggressively managed corporations, 
knows a lot upon business getting, and 
has a record of successful accomplish- 
ment in such connection. Tersely he re- 
cited the numerous classes of business, 
other than the regulation forms, that the 
average progressive fire company writes; 
the need therefor and the arguments 
that could most effectively be used in 
their solicitation. While premiums upon 
many of these extraneous lines are 
small in themselves, in the aggregate 
they amount to considerable sums, and, 
moreover, as Mr. Barbour pointed out, 
the agent who fails to offer a full cover- 
age to his client, is derelict in his duty 
and leaves an opening for his more 
wideawake competitor. 


State Senator’s Message 


State Senator Charles C. Pilgrim, of 
Newark, chairman of the committee on 
banking and insurance of the New Jer- 
sey senate, and a notably strong public 
speaker, made a spirited address upon 
“Americanism.” Mr. Pilgrim has no 
sympathy with paternalistic legislation 
of any sort, holding that only through 
the development of individual initiative 
on the part of its people can this coun- 
try continue to maintain the high place 
in the world of affairs that it now oc- 
cupies. 

A further slap at government par- 
ticipation in private business affairs was 
made by A. Duncan Reid, president of 
the Globe Indemnity. who esvecially 
scored the attitude of Governor Edwards 
with respect to workmen’s compensation 
insurance. Incidentally Mr. Reid men- 
tioned the intended occupancy bv his 
comnvany of its new head office building 
at Newark, inviting all the members to 
inspect the offices upon their formal 
opening. Short though instructive ad- 
dresses were made by Charles S. Dodd 
and by Fire Marshal G. H. Nettleton of 
Minnesota, 


President Cox Talks 


Fred J. Cox, president of the National 
Association of Insurance Agents, was 
the chief sneaker at the banquet in the 
evening. Mr. Cox is a Jerseyman. highly 
popular with his associates, and was 
given a lively reception upon his intro- 
duction by Toastmaster Moffatt. To 
meet the competition of the big broker, 
one of the most serious problems in the 
business, President Cox declared agents 
“must equip themselves to render the 
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same service to the assured as does the 
broker.” Agents, furthermore, Mr. Cox 
declared, must keep constantly upon the 
alert to detect and promptly report un- 
fair practices or violations of the law 
on the part of the brokers, and in sea- 
son and out strive for more rigid stand- 
ards in the licensing of local company 
representatives. 

The association at its several sessions 
adopted resolutions, endorsing the ef- 
fort of the National Board to have in- 
struction in fire prevention made com- 
pulsory in the public schools; the Amer- 
icanization movement initiated by the 
same body and the self-graded dues plan 
of the National Association of Insurance 
Agents. 

President Moffatt, in his address, called 
attention to the fact that the local agent 
is constantly advancing in his work, 
taking on new forms of coverage and, 
in spite of mutual competition, the live 
agent is forging ahead. He said that 
there is no reason why the local busi- 
ness should not be controlled and placed 
by the local agent. Local agents, how- 
ever, must not be simply satisfied to 
supply the usual demands made upon 
them, but must go forth and render the 
largest possible service. The local agent 
must compete in service with the big 
brokers. Mr. Moffatt denounced in unmis- 
takable terms the recommendation of 
Governor Edwards that the state pass a 
monopolistic compensation act. President 
Moffatt, in speaking of the needs of the 
day, summarized them as economy, pres- 
ervation, loyalty and honesty. 


NORTH DAKOTA’S STATE 
HAIL LAW A “‘HYBRID”’ 


(CONTINUED FROM PAGE 4) 
the actual loss was not always paid. 
This would appear to be indicated by the 
fact that while there was considerably 
more than twice as many acres insured 
in 1919 as in 1918, that loss paid was 
only 25 percent more. 

“Taking these two considerations into 
account, it is exceedingly doubtful if the 
present act is any great improvement 
over private insurance. That the law 
could be made to be of considerable 
benefit to the people of the state is in- 
dicated by the experience of South Da- 
kota. In North Dakota the cost per acre 
runs approximately 32 cents for a $7-an- 
acre insurance. South Dakota furnishes 
$10-an-acre protection for 35 cents an 
acre. Had North Dakota furnished $10- 
an-acre protection, the cost would have 
been within 6.8 cents of the old-line 
average premium in 1918. A real state 
hail insurance act might have saved the 
people of the state several million dol- 
lars, while it is very questionable if the 
present act has saved them anything. 

“Had the act been compulsory, about 
10 cents an acre addition to the 3-cent 
tax would have paid the losses for 1919 
and would not have been a hardship for 
those who elect to try state insurance. 
The law should either work by zones 
after the South Dakota idea, or should be 
compulsory, after the Canadian idea. The 
hybrid North Dakota law works a hard- 
ship upon the insured in those areas 








AUTOMOBILE THEFTS 
TO BE DEALT WITH 





New Organization Known as Na- 
tional Theft Committee Has 
Been Established 


HARRISON IS SECRETARY 


Active and Energetic Campaign to Be 
Launched All Over the Country 
Against Stealing 


NEW YORK, Feb. 25.—At a recent 
meeting of the National Automobile 
Underwriters’ Conference held here, a 
new auxiliary was organized to be 
known as the “National Theft Com- 
mittee.” 

The members of the committee are 
the chairmen of the five local confer- 
ence theft committees: New Engiand— 
C. S. Timberlake, Hartford; Eastern— 
N. S. Bartow, New York; Pacific Coast 
—F. B. Kellam, San Francisco; South- 
ern—H. J. Hopkins, Atlanta; Western, 
F. J. Sauter, Chicago. John M. Har- 
rison of Atlanta, who is secretary of 
the Southern Conference and manager 
of the Automobile Underwriters’ De- 
tective Bureau, Southern Division, 
since it was established, was appointed 
secretary of the National Theft Com- 
mittee. He will have his headquarters 
in Atlanta until the work is thoroughly 
organized. 


Will Be No Conflict 


The work of the national theft com- 
mittee is not intended to conflict in any 
way with the present sectional organ- 
izations. On the contrary, it is hoped 
that a closer cooperation between the 
sectional bureaus will be accomplished, 
and that a more intensive campaign can 
be waged to secure the enactment of 
proper laws to minimize the crime of 
auto stealing. Through the coordination 
of effort, also, it will be possible to obtain 
a stricter enforcement of existing laws 
against the theft of cars. 


Will Seek Organized Help’ 


Besides its close affiliation with the 
insurance interests the national theft 
committee will seek to cooperate in the 
theft prevention plans of the National 
Automobile Chamber of Commerce, the 
national automobile dealers’ and manu- 
facturers’ associations, atuomobile clubs 
and other similar organizations. A care- 
ful survey of the situation in‘ all parts 
of the country is now being made and in 
the near future a definite program of 
activity for the national theft committee 
will be formulated and submitted to the 
companies for consideration. Meanwhile 
the committee will welcome any con- 
structive suggestions from those inter- 
ested in the question of how best to 
decrease the crime of auto stealing. 


Harrison Had Fine Experience 


Mr. Harrison has had long experience 
in the insurance business and has made 
an enviable record in his present position 
as secretary of the Southern Automobile 
Underwriters’ Conference, and manager 
of the Automobile Underwriters’ Detec- 
tive Bureau at Atlanta. He will enter 
upon his duties as secretary of the 
national theft committee just as soon as 
a successor is secured to relieve him of 
his present duties. In choosing Mr. Har- 
rison fc} the responsible duties involved 
in the operation of the national theft 
committee the parent organization has 
acted wisely, for the fine showing he has 
made in the field covered by the southern 
bureau has attracted wide attention and 
elicited high praise. 


George Donahue Has Resigned 
George Donahue has resigned as mana- 
ger of the automobile and farm depart- 
ments of the Twin City Fire of Minneap- 
olis. 


The Explosion Conference will meet 





where there is seldom hail,” 





March 3 in New York City to consider 
rates and rules. 
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GREAT LAKES LOSSES 
STORMS TOOK A HEAVY TOLL 


Hull Coverage Unprofitable—Insurance 
on Cargoes Shows Moderate 
Profit for 1919 


The past season of 1919 on the Great 
Lakes has been one of serious storms 
and consequent heavy losses to vessel 
owners and underwriters. Losses were 
particularly heavy after the closing of 
the regular season of navigation. In 
December alone six vessels were lost, 
perhaps the most prominent of these 
being the John Owen, valued at about 
$150,000, which went down with all on 
board, this loss striking home to lake 
mariners because of the great popular- 
ity of her captain. She is supposed to 
have struck a reef, possibly broken in 
two, somewhere in the vicinity of White 
Fish Point, that graveyard during 
storms of so much shipping. Perhaps 
the heayiest individual loss of the sea- 
son was the sinking of the D. R. Hanna 
as a result of a collision with the 
Quincy A. Shaw, this loss (as is usual 
in such cases) going to arbitration, still 
unsettled, but estimated in this season’s 
figures given below. 


Protective Associatien Helped Situation 


In the early years of the history of 
Great Lakes underwriting, each season 
for a long time spelled disaster, so far 
as any profits were concerned. Insur- 
ance companies became marks for irre- 
sponsible ship owners, risks were ac- 
cepted on vessels practically uninsur- 
able, and towing associations and dry- 
dock operatives charged unreasonable 
prices without check. There had to be 
an end to this, and it came with the 
organization of the Great Lakes Pro- 
tective Association, responsible owners 
of lake fleets. This organization raises 
its own fund for insuring 25 percent of 
its risks, the insurance companies co- 
operating in 75 percent of the insurance. 

The Great Lakes Protective Associa- 
tion’s figures for the 1919 season show 
income from assessments and_ all 
sources of $385,012, and total net losses 
of $546,334—or a 1919 loss deficit over 
their income of $161,322, which is made 
up by additional assessment. 


Losses of Previous Years 


In 1918 the association had total 

losses incurred of $544,000, almost as 
large as the past season, with a 1918 
deficit of $121,000. In 1917 their deficit 
was but $5,000 in excess of income for 
losses. The underwriters’ premium 
rate the past year was 334 percent. For 
some time previous to 1917 the under- 
writing showed a profit. The heavy 
losses have been on post-rate risks— 
those covering vessels after the closing 
of the regular season of navigation. 
_ The above figures are all exclusive of 
insurance on cargoes. Statistics on 
cargoes are not yet available for 1919, 
but the statement may be safely made 
that underwriting on Great Lakes car- 
aoe was, as usual, moderately profit- 
cable. 

In the classification of accidents to 
vessels, it is interesting to note that 
strandings in 1919 were but 16, com- 
pared with 22 in 1918; groundings, 48 in 
1919, compared with 44 in 1918, and 
collisions, 40 in 1919, compared with 
33 in 1918. 


Companies in Field Limited 


Marine insurance is a branch of un- 
derwriting requiring long experience, 
technical knowledge along many lines 
and a judgment based on a complete 
and accurate knowledge of shipping and 
all its surrounding conditions. Accord- 
ingly, the number of companies enter- 
ing marine business is comparatively 
limited. Safety to vessels in storms 
lies largely in unlimited sea room. Land 
limitations of the Great Lakes accord- 
ingly give an increased hazard to lake 
marine insurance to which ocean-bound 





























FIGURES FROM DECEMBER 31, 1919, STATEMENTS 


FIRE COMPANIES 








STOCK COMPANIES 
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vessels are not subject. The year 1913 
will probably always be looked upon 
as the most disastrous to Great. Lakes 
business, due to a cyclone on the water 
which played havoc with all shipping in 
its path, turning one large steamer over 
and over in the water, like a spinning 
log, and finally leaving it bottom side 


up. Luck was with the Great Lakes 
Protective Association during this cy- 
clone, in that most of its vessels were 
out of the cyclone’s path. The year 
1913 has the only record of a cyclone 
on the lakes, wherein vessels found 
themselves absolutely at the mercy of 
the elements. 








JOINT ACTION ON FIRE PREVENTION 








NEW YORK, Feb. 24.—The follow- 
ing resolutions were enacted by the 
special committee, on cooperation with 
the National Board of the Fire Mar- 
shals’ Association of North America, 
subsequent to the conference with the 
National Board officials last week: 

Resolved, that this committee hereby 
expresses its earnest conviction that the 
safety of the country demands the pro- 
motion of a sound and constructive 
policy of Americanization on the part of 
the various organizations and _in- 
dividuals in the country. A practical 
step in this direction having been taken 
by the National Board under the title of 
the “Fire Insurance Americanization 
Movement,” we hereby endorse this ac- 
tivity and pledge ourselves to co-operate 
with it in every practicable way. 

Resolved, that this committee hereby 
expresses the earnest hope that the 
spirit of co-operation which has already 
been manifested by the National Board 
with its interests and work be extended 
to include individual co-operation from 
and with the company members of the 
board. 


Desires to Promote Co-operation 


Resolved, that this committee hereby 
expresses its desire to promote the larg- 
est measure of practical co-operation 
along lines of fire prevention with the 
International Association of Fire En- 
gineers and with the individual fire 
chiefs which compose it. As a means for 
securing a larger measure of such co- 
operation, we recommend that all of the 
individual fire marshals render the 
greatest possible service to the fire 
chiefs within their jurisdiction. 

Resolved, that this committee hereby 
expresses its conviction that the ulti- 
mate solution of the problem of reduc- 
ing America’s abnormal fire waste rests 
with the children of the nation, and that 
the promotion of universal fire preven- 
tion education in the public schools is a 
necessary step to this end. We, there- 
fore, urge that every effort be made to 
secure the largest degree of intelligent 
co-operation from superintendents, prin- 
cipals and teachers in every state. As an 
important step in this direction, we rec- 
ommend the widest possible distribution 
and adoption of the manual entitled 
“Safeguarding the Home Against Fire.” 





Resolved, that this committee believes 
that the subject of fire prevention as a 
matter of public safety in all commu- 
nities which may well engage the se- 
rious consideration of city and town of- 
ficials, chambers of commerce and all 
other civic bodies. It, therefore, urges 
the greatest degree of mutual co-oper- 
ation between the members of the Fire 
Marshals’ Association and such _ rep- 
resentatives of all communities. 

Resolved, that this committee hereby 
endorses the fire investigation report 
form which is now in use by the Na- 
tional Board in its loss information 
service, and urges upon the members of 
the Fire Marshals’ Association of North 
America that they make regular employ- 
ment of this form in order to furnish 
prompt information to the National 
Board upon all suspicious fires which 
come within the range of their knowl- 
edg.e 

Resolved, that this committee recom- 
mends to the Fire Marshals’ Association 
a close co-operation with the National 
Board in urging cities to correct defi- 
ciencies in fire protection and in struc- 
tural conditions, as brought out in the 
“Standard Schedule for Grading Cities 
and Towns,” in order to reduce the 
severe conflagration hazard now present 
in American cities. 


Regulation of Oil Hazard 


Resolved, that cognizance be taken of 
the increasing use of oil as a fuel, and 
that the Fire Marshals’ Association make 
concerted effort to have adopted an en- 
forced proper rules and regulations cov- 
ering this hazard, which menaces both 
life and property. 

Resolved, that this committee recom- 
mends to the Fire Marshals’ Association 
consideration of the adoption of com- 
pulsory state laws requiring factory fire 
alarm systems which will not only notify 
occupants of the building but will 
quickly call out the fire departments. 

Resolved, that this committee recom- 
mends to the Fire Marshals’ Association 
that state-wide effort be taken to fur- 
nish fire protection to rural sections and 
small towns through legislative enact- 
ment providing for the formation of fire 
districts, and the issuance of bonds for 
motor fire apparatus. 

Resolved, that this committee recom- 
mends to the Fire Marshals’ Association 


that it urge each and every state fire 
marshal’s office in co-operation with the 
respective underwriters’ inspection and 
rating bureau having jurisdiction to at 
once devise ways and means for procur- 
ing one or more complete sets of stand- 
ardization tools and, employing the 
necessary personnel to maintain such 
tools in continuous use and operation 
with the aim and purpose of completing, 
in the near future, the state-wide stand- 
ardization of threads on fire hose 
couplings and fittings. 


Fires Due to Carelessness 


Resolved, that his committee hereby 
expresses its belief that the enactment 
of laws fixing personal responsibility for 
fires which are due to carelessness or 
negligence; accompanied by adequate 
penalties in all cases of damage to life 
and property from such fires, is desirable 
in all states of the Union; also that the 
members of the Fire Marshals’ Associa- 
tion should use their personal influence 
to secure the enactment of such laws in 
their respective states. 

Resolved, that this committee learns 
with much interest of the extension of 
the plan for conservation committees in 
the various states under the leadership 
of its chairman, T. Alfred Fleming, now 
supervisor of conservation for the Na- 
tional Board. 

Resolved further, that this committee 
recommends to the Fire Marshals’ Asso- 
ciation and to all of its members, as 
well as to all state and city officials, civic 
bodies, insurance organizations, special 
agents and local agents that they render 
earnest co-operation in order to secure 
the largest possible degree of effective- 
ness in this important work. 


Extend Reinsurance Bureau 


NEW YORK, Feb. 24—So satisfactory 
has been the past experience of the Re- 
insurance Bureau that it is now proposed 
extending its operations to cover the 
Pacific Coast territory, a field hitherto 
outside its province. At the annual meet- 
ing and dinner of the association last 
week Manager Howard DeMott pre- 
sented his report, showing in great de- 
tail the result of its activities during 
1919. These were decidedly pleasing to 
the Bureau members and Mr. DeMott 
was highly complimented upon his work. 
F. C. White, recently elected vice-presi- 
dent of the Hartford Fire, and Percival 
Beresford, United States manager of the 
Phoenix of London, were elected to mem- 
bership upon the board of governors of 
the organization for the full term of 
three years. Hugh R. Louden, United 
States manager of the Liverpool & Lon- 
don & Globe, and one of the governors 
of theeBureau, presided at the gathering. 





The contemplated absorption of the 
Legand & General Assurance of London 
by the Guardian of the same city, has 
been abandoned. 
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You Will Increase Lines of Insurance 


by Sounding the Slogan: 


“Insure on the Basis of Present Value’’ 


ohed many lines of insurance have been increased 
in your agency because of increased replacement 
values? 


It is time to sound an urgent warning to the assured. 


Some agents are writing all their clients so as to have 
it as a matter of record. 


Owners of property better forget past costs. Every- 
thing should be revalued on today’s costs. After a 
proper deduction has been made for actual deprecia- 
tion the proper value is made upon which insurance 
can be carried. 


The insured must be reminded that to replace his 
property today it would cost considerably more than 
it originally cost him. 


Show him what this means in relation to his insurance. 





The |loyd-Ihomas Co. 


RECOGNIZED AUTHORITIES ON PHYSICAL VALUES 


fp 
APPRAISERS \@/ ENGINEERS > 
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CHICAGO 


BRANCHES: Cincinnati, Cleveland, Detroit, Indianapolis, Milwaukee, 
Pittsburgh, St. Louis, Toronto and Memphis. 

















The Lloyd-Thomas Company 


necessity of increased insurance. 


1128 Wilson Ave., Chicago, III. 
We would’ appreciate your writing the following persons regarding increased replacement values and the 















WE have some startling facts 
that have converted a great 
many property owners who 
did not see the light because 
they thought the local agent 
was simply talking for more 
insurance. 
Maybe we can help because 


we are disinterested authorities 
in this line. 





Person Title 


Firm 


Address 


























i Do not refer to me. Agent 





Mention you are writing 
at my request. 


Address 
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What Lies Ahead? 


A fire insurance official who is rec- 
ognized as one of the deep students 
and thinkers in the business, sounded a 


he said that a great many companies 
are being deceived by the apparently 
flourishing condition of the business at 
this time. They are impressed with 
the fact that premiums are coming in 
as never before, that losses are com- 
paratively light and that during the 
year just closed they earned a hand- 
some trade and. investment profit. 
They have complete confidence that 
“things will keep up” and seemingly 
have little fear of, or at any rate are 
giving no thought to the possibility of, 
a let down in business and the arrival 
of a time when conditions will be much 
less favorable to the fire insurance busi- 
ness. They seem to see nothing ahead, 
but a continuation of the big. business 
that is being done at the present time. 

This underwriter submits that as a 
matter of fact, the fire insurance busi- 
ness is skating on-thin ice, so to speak, 
in spite of the apparent prosperity of 
the business. Fire companies are at 
the present time passing through a 
period of false prosperity that must 
be followed by one of high expenses, 
heavier losses, and a larger proportion 
of undesirable business. 

He makes the point that fire insur- 
ance is in a uniquely unfortunate po- 
sition at this time. The condition of 
the financial market has had a de- 
cidedly adverse effect upon the fire 
insurance business, the result of which 
is not as obvious at this time as it will 
be 2 few months or a year hence. A 
recent issue of Babson’s Reports, stated 
that the purchasing power of a dollar 
had dropped to forty cents. Most 
financial experts agree that-a doflar 
today is worth about one-half of what 
it was worth four or five years ago. 
The decreased purchasing power of a 
dollar has of course, affected everyone, 
but the fire insurance companies have 
suffered all out of proportion to other 
financial institutions. 

For example the big banks of the 
country have not felt the pinch as the 
fire companies have. The banks which 
finance the big business enterprises of 
the country are dealing principally in 
short time paper. They lend out their 
money for a period of 60 or 90 days 
and at the expiration of that time it 
comes beck to them. The fact that 
they are dealing in depreciated cur- 
rency has little effect one way or the 
other. They simply loan out more 
money and get more back. .They do 


| large measure similar to any institu- 
note of warning the other day when | 

















not lose anything by the transaction. 
The fire insurance company is in a 


tion doing a banking, financial or trust 
company business. It has no tangible 
manufactured products to sell. In re- 
ality the fire companies are buyers of 
property. For this reason they are 
bearing a double burden at this junc- 
ture, for the reason that they are being 
called upon to pay the high prices for 
labor, building material and every item 
that enters into the construction of 
new property. At the same time their 


everhead or operating expenses have- 


mounted about 50 percent. The best 
securities of the country have dropped 
on the average about 20 points. Thus, 
and great emphasis is laid upon this 
point, while the fire companies are 
dealing in depreciated currency they 
are at the same time being called upon 
to pay the highest prices for making 
repairs and rebuilding properties de- 
stroyed by fire. Their ability to earn 
a comfortable rate of interest on their 
securities has been impaired and over- 
head expenses have reached an un- 
equaled figure. This combination is 
one that should command the serious 
thought of officials who are trying to 
build for the future and to arrange 
their business programs on the basis 
of what lies ahead. 

No other class of insurance com- 
panies is in quite a similar position. 
The amount to be paid by the life in- 
surance company is determined at the 
time the policy is written. It is def- 
inite and fixed in advance, and is not 
affected by the high cost of living, or 
of doing business. Most forms of 
casualty insurance written permit the 
company to know in advance just what 
the maximum loss will be. But the 
fire insurance companies have been 
forced to pay the increases all along 
the line. 

The fact is made clear that there are 
good reasons for the heavy volume of 
business now being written and why 
the loss ratio has been favorable, but 
it must also be recognized that within 
a few months, the loss ratio will in all 
probability become higher and the in- 
crease in the proportion of new busi- 
ness smaller. 

To make a brief summary of what 
has happened in the past two or three 
years might be said that at a time 
when it seemed that the fire insurance 
companies must get additional income 
or be forced to operate at a loss, the 
surcharge was put into effect. This 


very trying period and was removed 
in the spring of 1919. 

Many predicted that the removal of 
the surcharge would bring about a no- 
ticeable slump in premiums, but shortly 
after it was taken off, companies and 
agents all over the country began a 
campaign designed to make property 
cwners see that they were not ade- 
quately covering their values. Most 
owners of buildings did not realize at 
that time the great increase in values 
that had taken place and this great 
Grive for adequate insurance brought 
results. The concentrated efforts upon 
the part of agents and companies 
brought in a great flood of new busi- 
ness. 

Then as time went on, property own- 
ers generally began to appreciate more 
fully the scarcity of building material, 
the high prices of labor, and other ob- 
stacles in the path of builders and 
contractors. They began to see that 
once a risk burned, it might be impos- 
sible to replace it. Gradually they 
commenced to conserve and take bet- 
ter care of their properties. The build- 
ing situation became acute and soon 
the moral hazard almost disappeared. 
A fire ceased to be an advantage to 
anyone. Even the most unscrupulous 
property owners saw the utter folly 
of setting fire to their own property. 
This condition very largely prevails 
at the present time. Money is cheap, 
but it cannot buy a new building to 
replace one that burns. Even the big- 
gest contractors will not today say they 
can replace a burned building or how 
much it will cost. 

On the other hand every company 
in the business has been forced to 
greatly increase salaries. Operating 
expenses generally have just about 
doubled. The companies today have to 
pay more rent, are paying high prices 
for field expenses, traveling, railroad 
fare, hotel bills, etc., and every article 
and item necessary to the conduct of 
the business has advanced in value and 
contributed to an unprecedented in- 
crease in expense. Underwriters have 
been deceived as to the real conditions 
by reason of the fact that this greatly 
increased expense ratio has not made 
itself evident on a pefcentage basis. 
That is, fire insurance officials are fully 
aware of the fact that expenses have 
increased so many thousand dollars, 
but they do not know or have not taken 
occasion to find out, what relation the 
increase in expenses has to the amount 
of premiums written. The premiums 
have been coming in so fast that the 
increases in expenses have not shown 
up glaringly. 

The time is approaching when the 
premium income will cease to show 
any noticeable increase. The high 
water mark has just about been 
reached. While it is not expected that 
there will be a slump in premiums, it 
is felt that there will be no further 
increases of the kind that have glad- 
dened the hearts of fire insurance men 
during the past year. But it does not 
follow that expenses will take a sudden 
drop. They decline to decline as a 
rule. The companies cannot commence 
to cut down salaries, nor can they reg- 
ulate the amount they are going to pay 
for office rent, stationery, printing, 
traveling or any other items of expense 





carried the companies along during a 


HAVE INTEREST IN TAX 


LOCAL AGENTS SOLICITOUS 





Internal Revenue Department Is Mak- 
ing Continued Inquiries on the 
Returns for 1917 





NEW YORK, Feb. 24.—Local agents 
are getting more apprehensive as to the 
position the internal revenue depart- 
ment may take as to the filing of their 
income tax returns. Local agents, as is 
known, have made up their blanks on 
the basis of their being personal service 
institutions. It now seems doubtful as 
to whether the internal revenue com- 
missioner ever made an absolute ruling 
as to insurance agents, although it has 
been the general understanding that 
after the committee of local agents 
called at Washington on the tax ques- 
tion and presented a brief the internal 
revenue départment issued a bulletin 
classifying insurance agents in the same 
category as real estate men, lawyers, 
etc. 

May Make New Ruling 


Now the 1917 returns are being 
scanned and some of the incorporated 
agencies have been queried as to their 
returns. The assumption is that the de- 
partment intends to reverse its previous 
decision or perhaps make a definite rul- 
ing that insurance agencies or at least 
those that are incorporated must make 
their returns on the same basis as a 
concern with capital stock. If this be 
true and the local agents are forced 
to go back to 1917 and make their re- 
turns on that basis, it will be a crushing 
blow to some offices, as the profits and 
returns for past years have all been dis- 
tributed. Local agencies that have in- 
corporated have done so purely for 
convenience, so that the interests could 
be sharply defined. Hence the capital 
stock has been put at a low figure. This 
works a greater hardship when it comes 
to figuring out the income tax return. 
Local agencies could just as well have 
incorporated for $500,000 as $25,000, and 
in paying their income tax, if iit is 
to be worked out on a capital stock 
basis, they would have been much more 
advantageous to be on the high capital 
stock basis. Local agents in some of 
the cities have employed legal counsel 
to file briefs with the internal revenue 
department. 


Personal Service Business 


The question arises as to whether un- 
incorporated agencies will be disturbed 
as to the basis of their returns. In 
almost all cases local insurance agencies 
are purely personal service offices. It 
is the partners or heads of the concern 
that swing most of the business or at 
least influence it. If they be removed 
the agency would no doubt disintegrate. 

The internal revenue department evi- 
dently is endeavoring to find out 
whether local agents are profiting 
largely through the work of others, or 
whether the business is gotten through 
their own efforts. 








trol. And when premium receipts go 
down, as ultimately they must, there 
will be an increase of several points 
in the expense ratio. There will be 
no sudden drop in expenses, but the 
return of more normal conditions will 
mean that the expense ratio will wipe 


and that there will be a decided in- 
crease in the loss ratio as the moral 
hazard becomes more evident and more 
of a factor in the frenqency of losses. 


N. F. P. A. Meeting 


The annual meeting of the National 
Fire Protection Association will be held 
in Chicago May 4-6. The National Uni- 
formity Association will also meet dur- 





over which they exercise no direct con- 


ing that week in Chicago. 


out any possible underwriting profit, 
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PERSONAL SIDE OF THE BUSINESS 











In naming W. H. Roadifer comp- 
troller and-D. H. Dresser and L. R. 
Hanawalt agency superintendents in the 
western department the National of 
Hartford promoted three of its most 
able men. Mr. Roadifer has been with 
the National for 28 years and has been 
one of the important lieutenants of this 
organization. He has always been 
in the accounting end of the business 
and has been for years chief clerk and 
cashier in the western department. He 
has attended to office management and 
supervised the accounting department. 

Mr. Dresser, who has been one of 
the chief examiners, has for some time 
had Indiana, Iowa, Minnesota, North 
and South Dakota and Canada as his 
territory. He also has been with the 
National for 28 years, having gone with 
the company when he graduated from 
school. He traveled as special agent 
of the company in Ohio for a few years. 
He is recognized as one of the best 
underwriters in Chicago. 

L. R. Hanawalt has spent his entire 
business life with the National and has 
heen with the company for 17 years. 
For some time he has been examining 
Ohio and Michigan business, and has 
given special attention to sprinklered 
risk business. He has traveled for the 
company in the field as an improved 
risk inspector and has filled nearly 
every desk-in the western department. 
Mr. Hanawalt has been active and 
prominent in the Examiners Club of 
Chicago and has on several occasions 
appeared before the various field or- 
ganizations in his territory. 


The Chamber of Commerce of the 
United States is now organizing its 
insurance department in conformity 
with the plans authorized at the annual 
meeting in St. Louis last year, when it 
was decided to departmentalize seven 
major lines of business. M. B. Treze- 
vant, field secretary of the Chamber of 
Commerce, has been made manager of 
the insurance department. He is a 
cousin of J. T. Trezevant, veteran in- 
surance man of Dallas, Tex., member 
of the firm of Trezevant & Cochran. He 
has a general knowledge of insurance. 
Mr. Trezevant will now organize the 
department. 

Mr. Trezevant has had a valuable 
experience in crganization work. Fora 
time he was general manager of the 
New Orleans Association of Commerce, 
prior to which he was publicity man- 
ager for the Atlantic system of the 
Southern Pacific and steamship lines 
and a directing manager of the New 
Orleans Railway & Light Company. 


The death of Hillborn C. Miller, 
which occurred Feb. 15, terminated the 
career of one of Ohio’s oldest insurance 
men and marked the passing of a citizen 
long identified with the best interests 
of his home town of Jackson, O. Mr. 
Miller was a veteran of the Civil War 
and served as a lieutenant. He was a 
man of great natural ability and re- 
sources and proved his worth in what- 
ever position placed. He served two 
terms as judge of the probate court 
with honor to himself and his county. 
He represented the Aetna, Royal, 
Phoenix of Hartford, Fireman’s Fund 
and North British & Mercantile until 
recently, when he sold his interests in 
the Aetna and Royal to W. H. Rose. 
He represented the Aetna for 56 years 
and the Phoenix for over 32 years. His 
death was the result of a fall on the ice 
three weeks prior, when he sustained a 
fractured hip, from which at his ad- 
vanced age he was unable to recover. 


Thomas H. Smith of Dayton, O., 
state agent of the Allemannia, and Mrs. 
Smith celebrated their golden wedding 
anniversary last week. he young 
couple were showered with letters, tele- 








grams, and cards of greeting, flowers, 
and messages of all kinds. Mr. Smith is 
greatly appreciative of the expressions 
of good will that came to him on this 
momentous occasion. Although Mr. 
Smith has spent more than 40 years of 
his married life in the insurance busi- 
ness, he is one of the youngest field 
men in the service and is able to travel 
at a fast pace. Mr. Smith is honored 
and beloved by a large circle of friends 
who wish him many more anniversaries. 

The late George W. Babb, long 
United States manager of the Northern 
of London, came of old Puritanical 
stock and inherited many of the traits 
of his ancestors. His father, also 
George W. Babb, in the days preceding 
the civil war, was an ardent abolition- 
ist and a thorough going militarist. He 
joined John Brown, the raider, and held 
the rank of first lieutenant in the forces 
of the latter when the company, taking 
refuge in the railway roundhouse at 
Harper’s Ferry, was stormed by the 
Virginia troops under command of then 
Col. Robert E. Lee. Although Brown 
and most of his followers were either 
killed or captured, Lieutenant Babb 
managed to make good his escape, 
eventually reaching Kansas, where he 
died not many years ago. 


— 


Walter Farady, manager of the surety 
department of Kuhns & Pogge, man- 
agers of the Iowa Bonding, has been 
appointed Chicago correspondent of 
the New York “Journal of Commerce.” 
Mr. Farady will continue his regular 
work, but will represent the “Journal 
of Commerce” on the side. He has had 
a long experience in surety lines and 
at one time was a daily newspaper man 
in Chicago. 


— 


H. T. Lamey of Denver, manager of 
the Western and British America, is in 
southern California recuperating from 
pneumonia which he contracted at San 
Francisco. Mr. Lamey was critically 
ill at one time and was in a hospital 
there. 


— 


Albert Berg, president and treasurer 
of the Great Northern of St. Paul, and 
well known in insurance circles in the 
Northwest, died of pneumonia last 
week. He served as secretary of state 
of Minnesota from 1895 to 1902 and 
had been in the banking business be- 
fore entering the insurance field. 


With a view to establishing fire 
agency connections in Cuba, W. Ell- 
wood Jones, secretary of the Automo- 
bile Insurance Company of Hartford, 
sailed for Havana several days ago. 


— 


A native of Hartford and formerly 
with the Automobile Insurance Com- 
pany, G. H. Buckingham of the under- 
writing department of the Phoenix of 
London, has resigned, effective Feb. 15, 
and will once more be in the insurance 
city. He lost his father in Hartford 
recently and will return to that city to 
become affiliated with the Phoenix of 
Hartford. 


<a 


Vice-President W. F. Whittlesey, in 
charge of the marine department of 
the Aetna, is now on his way to the 
Pacific coast. The Aetna does a very 
large business in the west and it is 
understood that the company expects to 
write a large share of the insurance 
on new industrial plants in the far 
west. 


_ Frederick C. White, newly elected 
vice-president of the Hartford Fire, was 
elected a director of the Reinsurance 
Bureau at the annual meeting of that 
organization in New York last week. 
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The dairy cow, author of milk, cream, 
butter, cheese and ingredients of pastry 
and confectionery, producer. of veal 
and beef—most useful of animals. 


To the owner—worth insuring. 


To the agent—worthy of his attention 
as one of the great sources of income. 


Live stock insurance protects the own- 
er against loss by death from any 
cause, accidental or otherwise. Be- 
sides annual policies, which are to 
livestock what life insurance is to peo- 
ple, there are special contracts—the 
calving policy which insures during 
the calving period and “‘sale contracts” 
which, insure from the time of sale 
till delivery of the animal to the pur- 
chaser. 





Live stock insurance in its various 
phases is interesting—-especially in- 
teresting pocketbookwise. 


For further details about insurance 
for blooded cattle, horses and pigs, 
as well as dairy cows, address 





I. J. KETMAN, Secretary and Manager 


FARMERS LIVE STOCK 


Insurance Company 
DES MOINES, IOWA 








THE COMPANY THAT APPEALS TO THE LIVE STOCK MEN 
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of LeRoy, Ohio 





ASSETS 


United States Gov’t Bonds 
Municipal, County and School Bonds 
Stocks 

First Mortgage Loans 

Collateral Loans 

Real Estate 

Cash in Banks and Office 

Uncollected Premiums, etc. 

Interest Due and Accrued 

War Savings Stamps 


LIABILITIES 


Reserve for Unearned Premiums 

Reserve for Losses 

Reserve for Commissions 

Reserve for Taxes and Expenses Accrued 
Reserve for Emergencies 125,000.00 
Net Surplus 1,447,153.44 
Surplus to Policyholders 








Seventy-Second Annual Statement of the 


OHIO FARMER 


INSURANCE COMPANY 


Statement of January Ist, 1920 


460,000.00 
751,345.64 
47,410.00 
2,001,390.00 
94,975.00 
166,455.00 
923,056.83 
369,964.39 
55,426.63 
1,658.00 


4,871,681.49 





2,971,374.38 
217,286.33 
66,086.99 
44,780.35 


1,572,153.44 
4,871,681.49 





F. H. HAWLEY, President 
W. E. HAINES, Secretary 
N. R. CHALFANT, Asst. 
J. W. CROOKS, Treasurer 


Sec’y 





| service of the Great American and is 
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| John T. 














CHANGES IN THE FIELD 














A. W. Baxter 


A. W. Baxter of Chicago has been 
appointed special agent of the Scottish 
Union & National in Illinois to i 
State Agent T. R. Fletcher. Mr. Bax- 
ter is now connected with the western 
department of the Continental. He for- 
merly was with the old western depart- 
ment of the Connecticut, later traveled 
for the National Inspection Company of 
Chicago and also served the Queen 
as examiner. He has had a most excel- 
lent training and is regarded as superior 
field timber. He is familiarly known 
among his friends as “Sandy” Baxter 
and has a large following. 





Fred P. Stoddard 


Fred P. Stoddard of Syracuse, N. Y., 
state agent of the National Liberty, has 
resigned to go to the home office of 
the Agricultural to take an executive 
position, either secretary or assistant 
secretary. He was formerly in the 


regarded as a high-grade man. 





E. J. Johnson 


E. J. Johnson has been appointed 
special agent of the Home in Indiana 
to assist State Agent Lasher, with head- 
quarters at Indianapolis. 

Mr. Johnson was special agent of the 
Fidelity-Phenix for a number of years 
and last fall resigned to take a position 
with the local agency of Lorenz 
Schmidt & Sons in Indianapolis, in the 
capacity of consulting fire prevention 
engineer. Mr. Johnson had valuable 
rating bureau experience before taking 
up field work, and now, having had 
local agency experience as well, he re- 
turns to the field for the Home excep- 
tionally well equipped. 





D. D. Fitzgerald 


D. D. Fitzgerald, who has been spe- 
cial-agent of the National of Hartford 
in Indiana, has resigned to become spe- 
cial agent of the recording department 
of the Continental in Indiana, assisting 
A. J. Dillon, state agent. 





Northwestern F. & M. Changes 


The Northwestern Fire & Marine 
_ has completed its field arrangements in 
North Dakota. C. C. Bye, formerly 
special agent of the Northwestern Mu- 
tual Fire of Fargo, has been appointed 
special agent in southern North Dakota, 
with headquarters at Fargo, succeeding 
Woodroffe. Charles G. Vikan 
of Bottineau, N. D., has been appointed 
special agent. He was formerly in the 
banking business, for two years was 
private secretary to Senator Gronna of 
North Dakota and served during the 
war as a commissioned officer attached 
to the general staff. He will travel in 


northern North Dakota with head- 
quarters at Bottineau. George A. 
Veitch, special agent at Grand Forks, 


will continue for the company, con- 
fining his work largely to farm losses. 





Elwood G. Harper 


Elwood G. Harper of Minneapolis 
has been appointed special agent of the 
Columbia Fire Underwriters for Min- 
nesota. 





E. T. Lawrence 


E. T. Lawrence has resigned as 
special agent for the farm department 
of the Hartford in Kentucky to become 
state agent for the Camden in Ken- 
tucky and Tennessee, with headquarters 
in Louisville. 





George M. Flaws 
George M. Flaws, who was with the 


chief clerk in the surveying department 
and later as special agent in Michigan, 
has been appointed special agent for the 
Bankers & Shippers in southern Cali- 
fornia. He went to Los Angeles some 
time ago and has since been in the local 
agency business at that city. 





R. A. Eliason 


R. A. Eliasen of Chicago has been 
appointed state agent of the Fire & 
Marine Underwriters of the Automobile 
of Hartford in Illinois, Michigan and 
Wisconsin, working under Western 
General Agent J. W. Robertson. Mr. 
Eliasen was for a number of years in 
the western department of the National, 
then served with the Ohio Inspection 
Bureau and for the last 18 months has 
been with the National Inspection 
Bureau of Chicago. He has had a su- 
perior schooling. 





John G. McHale 


McHale will succeed A. W. 
Dorbert, retired, as Ohio state agent 
for the Caledonian. He will make 
headquarters at Columbus. Mr. Mc- 
Hale is now Illinois state agent for 
the American Central and is an expe- 
rienced field man. He formerly trav- 
eled for the Queen in Missouri. 


John G. 





M. L. Degenaar 


M. L. Degenaar, Michigan state 
agent for the Fireman’s Fund, has re- 
signed to enter the local business in 
Detroit with the Union Insurance Agency. 





Alexander Cardle 


The Springfield has appointed Alex- 
ander Cardle as special agent for Min- 
nesota. He was formerly special agent 
for the Twin City Fire in the state and 
has a wide acquaintance. He has trav- 
eled in Minnesota for ten years. Mr. 
Cardle will specialize on farm, hail and 
automobile insurance. 





C. M. Varde 


C. M. Varde, formerly connected 
with the automobile department of Fred 
S. James & Co. of Chicago, has been 
appointed special agent of the North 
America to represent its automobile 
department in the western field. 





T. R. Phillips 


T. R. Phillips, who was formerly 
state agent for the Niagara in Arkansas, 
has been appointed Oklahoma state 
agent for the Continental with head- 
quarters in Oklahoma City. At one 
time Mr. Phillips was connected with 
the Oklahoma Inspection Bureau and 
specialized on oil property. 


Hartford’s Field Rally 


The annual field men’s rally of the 
western department of the Hartford was 
held in Chicago this week with over 75 
in attendance. There were present from 
the home office, President R. M. Bissell; 
vice-president Fred M. White, T. H. Rus- 
sell, assistant secretary, and J. W. Long- 
necker, advertising manager. In addition 
Norman R. Moray, vice-president, and J. 
Collins Lee, assistant secretary of the 
Hartford Accident were in attendance. 
Business sessions were held Tuesday and 
Wednesday and will continue through to- 
day (Thursday). The annual banquet 
will be held Thursday evening at which 
about 150 will be present. 

The various apartment heads of the 
ecémpany in Chicago held conferences 
with the field men concerning the devel- 
opment of the different branches of busi- 
ness written by the Hartford. 


Henry Clay Into New States 


The Henry Clay Fire of Lexington, Ky., 
which is now operating in thirteen states, 





western department of the Hartford 











Fire at Chicago for twelve years as 





is planning to enter several more shortly, 
according to Manager Claude F. Snyder. 
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WESTERN BRANCH OFFICE 


Insurance Exchange Bldg. 
CHICAGO 


PACIFIC BRANCH OFFICE 
219-221 Sansome Street 
SAN FRANCISCO 





Fire Rent 


Hail Parcel Post 





Marine Sprinkler Leakage Salesmen’s Samples 
Automobile Use and Occupancy Transit Floaters 
Tornado Registered Mail 


Tourists’ Baggage 


Riot and Civil 
Commotion 








Losses Paid over $183,000,000 































“Unexcelled Service to Agents and to Policyholders Alike’’ 














ELBRIDGE G. SNOW, President 


THE HOME 


INSURANCE COMPANY Organized 1853 


NEW YORK 


Cash Capital, $6,000,000.00 
SERVICE 


SERVICE in Fire Insurance means a Complete 
Organization at the Home Office of a Company 
for promptly supplying, in sufficient amounts, the 
indemnity required by the insuring public, and 
for Adjusting and Paying Loss Claims with equal 
promptness. 

The Reputation of “THE HOME OF NEW 
YORK” for the past Sixty-seven Years has been 
built up on this kind of Service. 








Fire and Allied Branches of Insurance 


Aircraft, Automobile (Complete Cover in Combination Policy), Explo- 
sion, Fire and Lightning, Hail, Marine (Inland and Ocean), Parcel Post, 
Profits and Commissions, Registered Mail, Rents, Rental Values, Riot 
and Civil Commotion, Sprinkler Leakage, Tourists’ Baggage, Use and 
Occupancy, Windstorm. ; 














STRENGTH REPUTATION SERVICE 














THE 


WESTERN AUTOMOBILE 


INSURANCE COMPANY 
FORT SCOTT KANSAS 


Statement January Ist, 1920 


ASSETS 

Municipal and County Bonds .............. $127,462.27 
U.S. Gov’t Bonds (Liberty Bonds) ......... 105,300.00 
Cash on hand and in Banks ................ 34,049.73 
Aadatie Walemeee <5 ee eh a ts 55,344.67 
Accrued interest on bonds .................. 3,504.28 
CRM NN os Ook soe tks & vas 3,929.42 

$329,590.37 

LIABILITIES 

Unearned Premium Reserve ................ $127,882.25 
Reserve, pending & undetermined claims .... 56,960.00 
Reserve for Taxes ................cc ee eeees 5,000.00 
Due Re-insurers ...................00eeeeeee 4,061.62 
Alb othe: Lasbaites . oo. os S05 ee eee eS 350.00 
SURPLUS TO POLICYHOLDERS. ........ 135,336.50 

$329,590.37 


The “WESTERN” gives to its policyholders: The assurance of 
financial strength. A service that is dependable. A low premium 
rate. 

The “WESTERN” gives to its Agents: Complete facilities for 
writing Automobile lines. Prompt service and the exhibition of a 
fair and liberal spirit in the settlement of claims and losses. 





LIABILITY PROPERTY DAMAGE FIRE THEFT COLLISION 
Insurance on Private Pleasure Cars, Commercial Trucks, Tractors, Motor Cycles 





OSCAR RICE Directors 
W. E. BROOKS, President Secretary & Gen. Mgr. JOHN H. CRAIN, W. C. GUNN 
D. G. COBB, Vice President E. C. GORDON, Treasurer KENNETH CALHOUN 
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Famous for Fair Dealing 
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**AMERICA FORE’’ 


The Four Corners of the Earth— 


To co-operate to the fullest extent with American 
commerce in all parts of the world, the 
FIDELITY-PHENIX is expanding its field to 


include the ‘‘four corners of the earth.” 


Wherever it operates, and at every opportunity 
that is offered, the FIDELITY-PHENIX will 
lend its underwriting strength and its sound 
American indemnity to the support of any fair 
enterprise insurable against fire and marine 
hazards. 


FIDELITY-PHENIX 


Fire Insurance Co. of New York 
Home Office: 80 Maiden Lane, New Yok HENRY EVANS 


President 


Cash Capital 
$2,500,000 


Canadian Department 





Pacific Coast Dept. 


C. E. Allan, Secretary 
Insurance Exchange Bidg. 
SAN FRANCISCO 


Western Department 





W. E. Baldwin, Manager 
17 St. John Street 
MONTREAL 


C. R. Street, Vice-President 
137 South La Salle St. 
CHICAGO 



























































-  LHE AUTOMOBILE _| 
INSURANCE COMPANY 


OF HARTFORD, CONN. 
MORGAN G. BULKELEY, President 


CASH CAPITAL 


$2,000,000.00 


ASSETS 


$9,216,200.73 


LIABILITIES, EXCEPT CAPITAL 


| $5,382,334.00 


SURPLUS TO POLICYHOLDERS 


$3,833,866.73 


LINES WRITTEN 


E MARINE WAR RISK 
TORNADO WINDSTORM MAIL PACKAGE 
RENTS LIGHTNING TOURIST BAGGAGE 
PROFITS EXPLOSION SPRINKLER LEAKAGE 
LLS COMMISSIONS USE AND OCCUPANCY 
CARGOES AUTOMOBILES INLAND MARINE 
FLOATERS LEASEHOLD INLAND TRANSPORTATION 


REGISTERED MAIL 


Affiliated with 


AETNA LIFE INSURANCE CO. 
AETNA CASUALTY &.SURETY CO. 









































MOTOR INSURANCE NEWS 











TALK OVER WESTERN ISSUES 


Companies Are Not Likely to Increase 
Commissions on Automobile Busi- 
ness to 25 Percent 
—— 


_ NEW YORK, Feb. 25.—At a meet- 
ing of the committee of seven of the 
National Automobile Underwriters 
Conference, held in this city, the trou- 
bles in the western territory were 
threshed out at length though no de- 
cisive action was taken. The sugges- 
tions of the three western members 
of the committee, T. E. Gallagher, J. 
C. Harding and W. A. Chapman, for 
dealing with the situation will be taken 
up at a further conference of com- 
panies’ executives to be held here to- 
morrow. The new country rate 
schedule, effective for use in the middie 
west as of Feb. 15, permits of a reduc- 
tion of 30 percent of former tariffs. 
It is assumed this will successfully 
meet the competition of the mutuals 
and reciprocals. Local agents have in- 
timated that coincident with the re- 
duction of rates their commissions 
should have been advanced 5 percent 
over the 20 percent now paid them. 
Company men are not sympathetic 
with this idea and are not likely to en- 
dorse it. 


May Be Made Excepted Cities 


The restoration of Omaha, Des Moines, 


| Duluth, Lansing and Grand Rapids to the 








> the annual meeting. 


list of excepted cities will be submitted 
for decision to the company members be- 
longing to the conference. The National 
association is aiso wrestling with the 
complaint that marine offices, through 
the payment of commissions beyond 
those granted by the fire companies, 
have an advantage in business getting 
over the latter. One leading marine firm 
of New York is on record as stating that 
if the regulations governing its member- 
ship are seriously altered it will with- 
draw from the organization, and with 
this viewpoint a second strong marine 
office is in sympathy. The question re- 
solves itself into acquisition costs, the 
fire, casualty and marine companies all 
holding different plans for business get- 
tine. 
To Deal with Theft Problem 


Next Tuesday a meeting of the execu- 
tives of all companies belonging to the 
theft department of the National confer- 
ence will be held in this city, when a 
decision will be asked upon the mooted 
point as to whether the organization was 
formed primarily to recover stolen cars 
or to run down gangs of organized auto 
thieves. It is announced that Manager 
Harrison of the Southern conference, 
who has made a brilliant record in his 
territory in the recovery of stolen cars, 
will shortly be transferred from Atlanta 
to the main office of the association in 
New York. 

The new rate manuals of the National 
conference are in the hands of the print- 
ers, and it is anticipated deliveries will 
be made to the association about March 
1. When they will be sent out to the 
agents will be determined later. The 
thought is that the new figures will be 
effective either as of April 1 or May 1, 
dependent largely upon the date of de- 
livery of the manuals. When the fire 
manuals are sent out it is expected that 
the automobile liability manuals of the 
National Workmen’s Compensation Serv- 
ice Bureau will also be distributed. 


Powers Made Manager 


James J. Powers, who several years 
ago was manager of the automobile de- 
partment of the Queen in the West, has 
been appointed manager of the automo- 
bile department of the American Eagle 
at Chicago. Mr. Powers has for some 
time been with the B. F. Goodrich Rub- 
ber Company. 


Auto Owners’ Report 


The Auto Owners’ Insurance Company 
of Lansing, Mich., had a good year in 
1919, according to reports submitted at 
In 1919 the dis- 
bursements amounted to $52,583.61. Fire 
losses decreased, but thefts increased. 
Another field man will be added by the 








company this year and the company will 
cover Michigan more thoroughly, add- 
ing to the agencies now being estab- 
lished by field men. At the close of 1919 
the company had 250 active agents in 
Michigan. 


New Minnesota Mutual 


ST. PAUL, MINN., Feb. 24—Articles of 
incorporation have been filed with the 
secretary of state by the Northwest- 
ern Automobile Insurance Company of 
Worthington. The company will be con- 
ducted on the mutual plan and will carry 
all kinds of risks covering automobiles, 
including loss by fire, burglary or theft 
and damages from accidents. The @fi- 
cers and incorporators are J. A. Cashel, 
president; Clyde S. Jones, vice-president; 
Cc. M. Smallwood, treasurer and adjuster; 
G. A. Flood, auditor; A. L. Getman, sec- 
retary. All the officers are residents of 
Worthington. 


Made General Agents 

Maurice J. Roscoe & Co. of Minneapo- 
lis have been appointed general agents 
for Minnesota for the International In- 
demnity. They will have charge of all 
adjustments, payments to be made from 
their office. During 1919 the Roscoe 
agency wrote a substantial volume of 
premiums in the automobile line, and 
during 1920 it expects to write at least 
$175,000 in premiums for the Interna- 
tional. 


New Association at Mattoon, III. 

The Crescent Agency Corporation has 
been organized with $100,000 capital at 
Mattoon, Ill., to act as attorney-in-fact 
for the Crescent Auto Protective Asso- 
ciation. Lincoln Bancroft is manager. 
The Protective Association will write 
automobile insurance. The agency com- 
pany is also general agent for the Farm- 
ers & Bankers Accident & Health Com- 
pany. Mr. Bancroft for several years 
was superintendent of agents for the 
Bankers Mutual Life of Freeport. 


ARRANGE FOR PRIVATE PLAN 


Many Railroads in the Country Will 
Now Have Their Insurance Han- 
dled by Regular Companies 


NEW YORK, Feb. 25.—Both houses 
of congress have now passed the Cum- 
mins bill restoring control of the rail- 
ways to their corporate owners on 
March 1, and the measure goes to the 
President. That Mr. Wilson will sign 
it is regarded as a foregone conclusion 
here, as he should be anxious to have 
the government relieved of the burden 
of managing the roads. Anticipating 
favorable action by Congress, many of 
the railways have already arranged for 
insuring their properties with the stock 
fire companies, lines being bound for 
large amounts. Schedules employed 
before the assumption of liability for 
loss by the federal government are be- 
ing used in the replacement of the busi- 
ness. Subject to revision on a thorough 
inspection of the physical properties of 
the roads can be made. It is generally 
understood that the rolling stock has 
sadly deteriorated and that several 
years will likely elapse before the en- 
gines and cars are brought up to their 
former condition. 


Says Some Companies Are Weak 


NEW YORK, Feb. 24—The “Journal of 
Commerce” quotes a branch manager as 
saying that aside from the resinsurance 
corporations backed by established com- 
panies, those floated in London recently 
“are poor in funds and have not suf- 
ficient to comply with United States re- 
quirements, while others are promotion 
schemes pure and simple.” 





Presidemt H. H. Stryker and Secretary 
Samuel Ludlow of the First Reinsurance 
of Hartford are very confident that new 
plans for purchasing control of the cor- 
poration from the alien property cus- 
todian will materialize. Nearly $800,000 
has been raised, or more than sufficient 
to buy the majority stock. 
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AS SEEN FROM CHICAGO 








BROKERAGE DEPARTMENT OPENED 


The Phoenix Assurance, Imperial and 
the Columbia of New Jersey have es- 
tablished a joint brokerage department 
at their western department headquar- 
ters in Chicago. The companies 
through this department will seek to 
secure for the account of their agents 
throughout the west a share of the 
business located in their respective 
cities, but controlled elsewhere. Agents 
may also secure prompt binders on 
business controlled by them, which may 
be located in other states or cities. The 
principal object in the establishment of 
this brokerage department is to bring 
the companies’ agents into touch with 
business not now benefiting them. 
Harry von der Leith, superintendent of 
the improved risk department, will be 
in charge of the brokerage department. 

* * * 
INSURANCE EXCHANGE 


The 1920 edition of the Insurance 
Exchange Directory at Chicago has just 
come from the press of Tue NATIONAL 
UNDERWRITER. This directory is sent 
complimentary to anyone who applies 
for it. It gives the list of insurance 
companies and people in the Insurance 
Exchange building, Chicago, also the 
insurance directory of the McKinlock 
building, 209 West Jackson boulevard, 
and the important insurance offices in 
Chicago outside of the Insurance Ex- 
change. The directory is much larger 
than ever. It now contains 64 pages, 
which is just about twice the size of last 
year. The Insurance Exchange Directory 
at first was a rather small proposition. 
The growth of the directory is indica- 
tive of the growth of the business. 
The success of this year’s directory is 
due to the energetic efforts of Otto E. 
Schwartz of THE NATIONAL UNDERWRITER 
staff, who had charge of the compila- 
tion of the directory and the advertis- 
ing. It will be sent to any mail ad- 
dress for 5 cents to cover postage. 

x * x 
COMMENTS ON CHICAGO 


State Fire Marshal Gamber of IIli- 
nois in his talk last week at the state 
fire marshals’ conference with the 
executives of the National Board made 
some comment on the situation in Chi- 
cago relating to insurance in dilapidated 
buildings. He said: 

In the city of Chicago there are hun- 
dreds of dilapidated buildings, once pay- 
ing a good return, but now mostly va- 
cant and a dead weight on the hands of 
their owners. Most of them are covered 
by insurance, many of them on original 
valuations, and the insurance is fre- 
quently renewed. The owners can hardly 
be blamed for hoping for a fire and we 
are constantly investigating fires in this 
class of property. Scores of these build- 
ings have been stripped by thieves of 
plumbing, hardware and all metal fix- 
tures, which, of course, in case of fire, 
the insurance companies pay for in the 
adjustments. We are continually notify- 
ing companies of these conditions as 
our investigators find them, but there 
seems to be no real effort to get off this 
class of risks. 


DIRECTORY 


* * * 
OPEN LIFE DEPARTMENT 


Critchell, Miller, Whitney & Barbour 
have opened a life and accident depart- 
ment. O. A. Piggott, for the past eight 
years a manager for the Travelers, has 
resigned as Illinois manager of the 
company to have charge of the newly 
created department. There are 27 
brokers attached to the Critchell-Mil- 
ler office, all of whom are active pro- 
ducers and the agency will undoubt- 
edly write through its fire connections 
considerable life and casualty business. 

Mr. Piggott is a strong personal pro- 
cucer and has demonstrated his ability 
as an organizer. He had the confidence 
and support of the Travelers agency 
force in Illinois and is in every re- 
spect qualified to build up the new -de- 
partment for Critchell, Miller, Whit- 
ney & Barbour. Negotiations are now 





being made with one of the leading 
life companies to handle the business. 
Some time ago Moore, Case, Lyman & 
Hubbard installed a similar depart- 
ment and the agency has done consid- 
erable life and accident business al- 
though for years it was purely a fire 
and casualty office. The recent move 
of Critchell, Miller, Whitney & Bar- 
bour would seem to be a reflection of 
the trend of the times and a desire on 
the part of the big fire and casualty 
offices to be in a position to offer com- 
plete insurance service to clients. 


* * Ok 
UNIQUE ADVERTISING STUNT 


James P. Bray & Co. printed a very 
unusual insurance advertisement in Chi- 
cago local papers last week. As an in- 
ducement for new customers to place 
an order for insurance direct during the 
next 30 days, the agency offered to give 
a limited number of shares of stock in 
Spencer Petroleum Company of Texas, 
a $5,000,000 oil corporation. The ad- 
vertisement offered one share of stock 
for every $25 or $35 in premiums, de- 
pending upon the character of the busi- 
ness written, the insurance to be placed 
according to class in the Massachusetts 
Bonding, American Bonding & Casu- 
alty, Glens Falls, or Federal Life of 
Chicago. x * x 


McKINLEY AGENCY STARTED 


The A. A. McKinley Agency has op- 
ened offices in 1440 Insurance Ex- 
change, Chicago, it being incorporated 
and backed by a number of Chicago 
business men. President McKinley of 
the Western Alliance of Chicago is 
head of the agency. It will have the 
Cook County department of the West- 
ern Alliance and other companies will 
be secured later. J. E. Swaufield, who 
has been in the business in Chicago for 
a number of years has been appointed 
manager of the agency. 

* OK OX 


The Royal is moving its western de- 
partment this week to its new office 
quarters at 209 West Jackson boulevard, 
where it will occupy the entire sixth 
floor and a part of the fifth. 

+ * * 


Phillip G. Clifton, an examiner in the 
western department of the Great Ameri- 
ean, has resigned to go with the Lloyd- 
Thomas Company of Chicago, appraisers 
and engineers. 


* * x 

Robert D. Flynn, who has been one 
of the examiners in the western de- 
partment of the Great American for eight 
years, has gone to Pittsburgh to become 
superintendent of agencies of the Na- 
tional Union. 

* * * 

L. G. Hurd, who has been with the 
automobile department of the Inter-State 
Casualty in Chicago, has been appointed 
general office manager for James P. Bray 
& Co. 


* *« x 
The Insurance Club of Chicago held a 
social meeting in the auditorium of the 
Insurance Exchange, Tuesday, where 
moving pictures of a number of indus- 
trial processes were shown. 








, a Se 
President William B. Clark 
Aetna was in Chicago last 
route to the Pacific Coast. 


the 
en 


of 
week, 


* * x 

Owing to the retirement of C. J. Blaker 
from the agency of Alford & Blaker Com- 
pany, the title of the corporation has 
been changed to O. P. Alford & Co. The 
agency represents the Maryland Casualty, 
Maryland Assurance, Globe & Rutgers for 
automobile and the County Fire at Chi- 
sago. 

* * * 

W. Herbert Stewart, vice-president 
and underwriter; Harry F. Keator, vice- 
president; Edward H. Kessberger, man- 
ager of the casualty department, and 
Emil L. Lederer, secretary and office 
manager of Joyce & Co. of Chicago, man- 
agers of the National Surety, have with- 
drawn from the firm to organize the 
new firm of Stewart, Keator, Kessberger 
& Lederer. They will open offices in 727 
Insurance Exchange, representing from 
the start the United States Fidelity & 
Guaranty for all lines and the Aetna for 
automobile. Later on the firm will take 


on fire companies and a life company. 











UNITED STATES BRANCH 
206-208 BROADWAY 
NEW YORK, N. Y. 


FIRE 


TORNADO 
AUTOMOBILE 
SPRINKLER LEAKAGE 


HORATIO N. KELSEY 
United States Manager 


ESTABLISHED 
1862 CORRESPONDENCE SOLICITED 











Peninsular Fire Insurance Company 


OF AMERICA 
Grand Rapids, Michigan 


Capital $1,000,000.00 


Now Ready for Business 


FIRE : MARINE : AUTOMOBILE : TORNADO : HAIL 


Farm Property—Hail and Tornado on Farm Crops 


Local Agents wanted who will- canvass for Hail Insurance. 
A first-class schedule man wanted for special agent for Illinois. 


J. FLOYD IRISH, Secretary and Managing Underwriter COLON C. LILLIE, President 




















EDWARD MILLIGAN, 
GEORGE M. LOPE.’ Vice-President 
THO 


cretary 
Ass’t Secretary 
HITMAN, Ass’t Secretary 


Presid 

JOHN B. KNOX. Soqueee 

GEORGE C. LONG, J Secretary 

FRED C. GUSTETTER, Ass’t Secretary 
F. MINOT BLAKE, Ass’t t Secretary 


Surplus to Policyholders ...... 
Total Losses Paid ...... . =. « 91,623,036 


Cash Capital - Three Million Dollars 


Reinsurance Reserves . . oc & e « STAC Re 
Reserve for Outstanding Losses and all 

other Liabilities . ..... .- .- ~ 41,598,770 
Net Surplus ... 2. cccececec « JRA 


Total Assets . . . . ~ $19,706,197, 


$10,506,412 














I rie | foapectorate ag -_ > the ams ot fire risks 
cmish tantarina Donal to. oll te tackaaaas CA Lomieaee oak nee 
nsurance ive 
neh these whe formulate insurance laws designed for the ic weal. 


20 in this field. 
‘Office with Knight, Smith & Co. aS 
Reem 1568 Ins. Exchange, CHICAGO, ILL. Phone Wabash 3033 














WYNNE & KINSELLA .. 


General Agents for Michigan 
NEW AMSTERDAM CASUALTY COMPANY 
Agents wanted in Michigan 


1554 Penobscot Bldg. : = 2 


CAPITAL $1,000,000 





Detroit, Mich. 











NATIONAL INSPECTION CO. 
INSPECTION OF HEAVY RISKS 


J. G. HUBBELL, Mgr. 108 SO. LA SALLE ST., CHICAGO 














HENRY J. WOESSNER WM. L. DICKELMAN 
WOESSNER & DICKELMAN 
GENERAL AGENTS . 
ee | a mogag — Specializing in Floaters, Surplus and Excess Lines Baca or 27 
CHICAGO, ILL. Wabash 8128 
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WORLD AUXILIARY TO ENTER does not wish to misrepresent nor be 





Marsh & McLennan Have Been Ap- 
pointed United States Manager— 
Will Take Reinsurance 





NEW YORK, Feb. 25.—Application | 
for returning into this country via New | 
York state will shortly be filed by the | 
World Auxiliary Reinsurance of Lon- 
don, a recent incorporation backed by 
the World Marine. As indicating the 
confidence felt by the investing public 
of London in the promoters of the re- 
insurance company, it is recalled that 
within a week after the books were 
opened its proposed capital of $6,000,- 
000 was subscribed five times over, and 
all applicants had their allotment se- 
verely scaled. Marsh & McLennan, of 
New York and Chicago, have been ap- 
pointed United States managers for the 
World Auxiliary, which will accept 
treaties from fire companies only. 





Departure of Department Store 


The large department store of T. 
Eaton Company of Toronto is soon to 
enter the insurance business. It will 
make application to Parliament for 
power to transact all classes of insur- 
ance under the title of the General In- 
surance Company. It will also get per- 
mission to write life insurance under the 
name of T. Eaton Life Insurance Com- 
pany. The Eaton Company is a large 
concern, having department shops, ware- 
houses and factories in Toronto and the 
Canadian west, with something like 20,- 
000 employes. 





Error in Capital Stock 


Through a typographical error the 
cash capital of the Insurance Company 
of North America was given as $40,- 
000,000 instead of $4,000,000 in that 
company’s advertisement in the issue 
of Feb. 19. The North America has 
requested that THe NationaL UNper- 
WRITER make this mention because it 


| 
| 
| 
| 





put in the position of erroneously mis- 
representing its capital. 


Trying to Corral Business 


The Methodist Church in Canada has 
formed an agency endeavoring to control 
the property insurance of the church in 
Ontario. The church believes that it can 
Save the commissions on property thus 
secured. Some of the agents who are 
members of the church object to this 
plan, but the church authorities seem to 
feel that it will be a success. In many 
cases the agents who place the church 


property donate the commissions to the 
church anyhow. 


United States Fire’s Figures 

The annual statement of the United 
States Fire shows assets $10,689,094, it 
having passed the $10,000,000 last year, 
gaining over $2,000,000 in this item. The 
reinsurance reserve is $5,248,491, gain 
$946,752. Its capital is $1,400,000, net 
surplus $2,912,904, gain $887,768. The 
United States Fire was organized in 1824 
and will soon be 100 years old. Its 
statement shows that it is in a very 





thrifty condition, 








LOSSES. OF 








THE WEEK 














St. Paul, Minn., Feb. 15—Fire in three- 
story frame and asbestos, 2254 Wycliff 
street, owned and occupied by Excelsior 
Heater & Supply Co., as dealers in fur- 


naces and furnace supplies. Loss total. 

Insurance, ae 

Fire Assn. $8, 250 Mil. Mech. - $2, 750 

Home, N. Y. 1,000 Queen ....... 1,000 
Contents: 

ABIDE J... 2s sis 2,500 &L& pt - $2,500 

Fire Assn.... 2,000 Mit Mech.... 3,000 

Home, N. Y... 3,650 Queen ....... 7 

Hanover ..... 3,200 | E. 


Richmond, Va., Feb. 17—Damage to 
building and contents in the National 
State & City Bank fire was estimated at 


$15,000. mee ee 

Royal .......$15,000 Fire Assn.... $3,000 
I os x00 15, 000 F. Fund..... 4,000 
a SOS ae 2/000 Germania ... 3,500 
V. F. & M. aoe Mut. of Va.. 8,000 
Mil. Mech. 000 Coml. Un.... 2,000 


Agricultural. 3300 

Insurance carried on building, $76,000; 
contents, $250,000. oot. 

Chestertown, ua. Feb. 16—The plant 
of Peerless Fertilizer Company, destroyed 
by fire. Damage $200,000, covered by 
insurance, ss 


Boston, Mass., Feb. 18—Damage by 
smoke and water to stock of four leather 
concerns, $40,000; result of fire on top 
floor of four story brick building at 67 
South street. Building occupied by Ros- 
enthal Leather Company on top floor, W. 
Milender & Sons Company on third floor, 





second floor by Buckley, O’Neil Company, 


sheepskins and upper leathers, and street 
floor by Simpson Leather Company. Stock 
carried by these firms has value of more 
than $100,000. ig 


Suffolk, Va. Feb. 17—Damage esti- 
mated at $35,000 resulted from the fire 
which destroyed the grain elevator of 
the Virginia Mills, Inc. There was an 
estimated loss of $20,000 on a blanket 
policy distributed as follows: 
gta 3 .-.$3,000 Globe & Rut.. $3, cee 


N. B. & 4,500 gd ere 3,50 
NOE FURS: se55 ,000 N. W. Nat. B00 
Firemen’s ... 1,000 Equitable . 1,250 

. & L. & G.. 1,500 Boston ...... ,000 
Old Colony... 2,500 Niagara ..... 4,000 
Firemen’s Fd. 2,500 Home, N. Y 7,500 
Vv. F. & M.... 4,000 Mil. Mech. 3,00 
South. Und... 5,750 Hudson ...... 1,000 
Coionial ...:. 4,500 

Stock in elevator suffered a total loss 
of $12,000. Insurance: 
Colonial ..... 1,000 Agricultural. .$1,000 
Firemen’s ...$3,000 Globe & Rut. 1,000 
Old Colony... 3,000 Equitable .... 1,000 


Automobile .. 2,000 


and occupancy, distributed as follows: 


American ....$2,500 Niagara ..... $2,500 
Old Colony... 2,500 Firemen’s ... 2,500 
Yorkshire .... 2,500 | Girard re 

Chattanooga, Teun., Feb. 16— Fire 


caused a $50,000 damage to Kentucky 
Hotel. gait 


Boston, Mass., Feb. 18—Wooden struc- 
ture, containing carpenter shop, copper- 
smith shop and storehouse for oakum, 





There was relatively small loss on use | 





owned by the Bertlesen & Peterson Engi- 
neering Company, and small garage 
owned by Frank Gurney of East Boston, 
burned. Lous $50,000. Bertlesen & Peter- 
sen Company insured. Property insured, 


Philadelphia, Feb. 19—The Salvation 
Army Hotel at Wrightstown, N. C., near 
Camp Dix, was burned to the ground to- 
day. This is the fifth serious fire in 
Wrightstown in fourteen months. Two 
of them involved a loss of more than 
$100,000. ei Hie 


Pittsburgh, Pa., Feb. 19—Fire in block 
bounded by Twenty-first and Pike streets 
and Mulberry way, center of wholesale 
produce commission district, caused $300,- 
000 damage. Fire started on second floor 
of Le ty occupied by Andrew Broth- 
ers’ Fruit Vegetable Co., and Descalzi 
Fruit Co., spread to adjoining one occu- 
pied by iron City Produce Company, a 
four story brick structure, where more 
than $100,000 worth of puts were stored. 


Harrisburg, Pa. Feb. 19—Fire de- 
stroyed Mount Joy Brewery and part of 
Central Hotel. Damage, $25,000; partly 
insured. il ile 


Rockland, Me., Feb. 20—Damage esti- 
mated at between $150,000 and $175,000 
resulted from a fire that destroyed sev- 
eral buildings of the Rockland & Rock- 
pert Lime Corporation’s plant. 


Midvale, 0., Feb. 25—Fire last week 
caused a 20 percent loss to insurance in- 
volved on items 15 and 16 of the Scott 


Coal ren geaead ae: 

Fid.-Phen. ...$5,0 Que oeee ee 6 $5,500 
Prov. Wash.. . 3400 Springfield - --. 6,000 
PORMS..- 645534 5,000 | 


Bloomington, Ind., Feb. 14—The Con- 


; SOlidated Stone Company, ne ae epaaaite 


a $28,000 loss by fire. Insuran 


Home, N. Y.$75,000 Col. U und. . .$20,000 
Hartfor -. 50,000 Niagara .... 5,000 
Aetna 0,000 Phila. Und... 20,000 
Continental - 20,000 Fire Assn... 20,000 
Springfield 20,000 Prov. Wash. 11,000 
Fid.-Phen, 0,000 Lon. & La 13,000 
es oe 10,000 St. Paul..... 000 

L&lL&G. 20,000 Sun ........ 15,000 

* s 


* 
Rock Island, Ill, Feb. 20—Fire caused 
$10,000 damage to the building owned by 
the estate of John P, Sexton. Insurance: 


Brome. s uneace $4,000 = ean -$1,000 
| Orient ....... 1,000 Queen ....... 4,000 
Palatine ae 1000 


Rock Island, Ill., Feb. 21—H. J. Kain 


reports a total loss by fire. Insurance: 
Security, Ia..$1,000 Gt. Amer..... $1,000 
Comi. -Un: ..0s: 4, Netherlands . 1,500 
Phoen., Ct.. 
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Central Mfrs’, 


Lumbermen’s 


MUTUAL 





Combined Statement 


Cash Assets - 


over $2,000,000.00 


Increase for 1919 over $650,000.00 


Net Cash - - 


over $1,000,000.00 


Increase for 1918 over $300,000.00 


C. A. L. Purmort, Secretary 
Central Building 
VAN WERT, OHIO 


Full-Coverage Automobile Insurance 
Maximum Protection at Minimum Cost 


Casualty 


James S. Kemper, Manager 
11 South La Salle Street 
CHICAGO 





Insurance 
Casualty 


1920 
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LOYALTY WEEK IS OBSERVED 


Movement Launched by Insurance In- 
terests Attracting Great Attention 
at Columbus 


COLUMBUS, O., Feb. 24.—The ob- 
servance of Loyalty Week, as suggested 
by the National Board, is attracting 
great attention all over the city, and 
the indications are that the central 
thought back of the movement, that of 
Americanization, will have a decided 
forward movement because of this in- 
telligent work under the direction of 
the fire insurance men of Columbus. 
The local committee is composed of 
Charles A. Wikoff, Austin McElroy and 
W. J. Eilber. 

Mayor James J. Thomas issued a 
proclamation along the lines laid down 
in the booklet issued by the National 
3oard in connection with the week’s 
celebration. Daily papers are carrying 
enrollment pledge cards and they are 
being signed and sent to the mayor’s 
office. People have been urged to write 
patriotic letters along the lines of 
Americanization. 

Insurance men of Columbus are re- 
ceiving cooperation of many business 
and professional men. This is. due in 
some measure to the help which the 
fire insurance men of Columbus gave 
in the Liberty loan drive, war savings 
campaigns and various other war and 
peace activities. The broad American- 
ism shown by the fire insurance 





fraternity has been the cause of much 
favorable comment. 


Vetoes Underwriters’ Bill 


Governor Cox of Ohio has vetoed the bill 
passed by both houses of the legislature 
legalizing underwriters agencies and 
joint policies. There was only one nega- 
tive vote in the House and two in the 
Senate. Insurance men do not under- 
stand the reason for the veto. 


U. S. Postal Fire Launched 


The United States Postal Fire of Cin- 
cinnati has received its certificate to sell 
stock from the Ohio insurance depart- 
ment. It will do a fire insurance busi- 
ness through the mails, as the Postal 
Life of New York does life insurance. 
Dr. J. M. Garfunkle of Cincinnati is the 
moving spirit in the organization. 


Great American Homecoming 


The Great American Mutual Indemnity 
of Mansfield, Ohio, will hold a home com- 
ing and convention on Feb. 24-26. The 
company has just completed the new 
building which it now occupies and this 
and the success of the company during 
1919 is the cause of the convention. About 
200 agents from Ohio will be in at- 
tendance. The company increased its 
premiums from $109,468 in 1918 to $487,- 
491 in 1919. 





Great American Mutual’s Figures 


The annual statement of the Great 
American Mutual Indemnity of Mansfield, 
O., shows assets $241,470, gain $185,575, 
premium reserve $200,702, net surplus 
$30,108, premiums $487,492, gain $378,923. 
The Great American has made rapid 





strides and great credit is due Secretary 
H. R. Endly for its progress. It writes full 
coverage automobile insurance, and also 
health and accident insurance. 





Shaw Goes With Schell Agency 


CINCINNATI, O., Feb. 25—J. Monroe 
Shaw, who has been with the Ohio In- 
spection Bureau since 1902, first in Cin- 
cinnati and for the last two years in 
Columbus, is to be the new head of the 
engineering department of Albert W. 
Schell & Co., succeeding Fred H. Reiss, 
who, on March 1, will take charge of the 
engineering department of the Wilbor- 
Brooks-Parsons agency at Cleveland, Mr. 
Shaw, who started with the old Cincin- 
nati Fire Prevention Bureau as a boy, 
went to the Columbus office two years 
ago as general inspector. 


Thomas to Address Field Men 


COLUMBUS, C., Feb. 24-—John J. 
Thomas, of the Lloyd Thomas Company, 
appraisal engineers, will address the fire 
insurance men Tuesday, March 2, at 
10:30 a. m. at the Elks’ Home, on “Ap- 
praisals.” This will be a joint meeting 
of the Ohio Field Club and the Ohio 
Association of Fire Underwriters, after 
they have held their short monthly meet- 
ings separately. Mr. Thomas is consid- 
ered one of the best informed men on 
the subject in the country, and fire insur- 
ance men are glad of this opportunity to 
hear him, especially since the rapidly 
rising costs in building construction is 
one of the most perplexing factors in 
the settlement of building losses. 





Mutuals’ January Mill Losses 


COLUMBUS, O., Feb. 24.—Tabulations 
made here show that the January losses 
to flour mills and grain elevators covered 
by mutual companies were approximately 
$325,000. 

J. W. McCord, president of the Chio 
Grain Dealers’ Mutual Fire, said that his 
company has not sustained a loss since 





the first of the new year. McCord has 
returned to his desk after an illness of 
four months, several weeks of which 
were spent in Mt. Carmel Hospital, 
Columbus. He is much improved, but 
under the advice of his physician is con- 
serving his strength by putting in only 
a part of each day. 


Ohio Notes 


The J. H. Stringer agency at Cadi 
been sold to E. P. Hines. ‘ nah: 
Cassell & Shafer at Ashland are ar- 
ranging to sell their agency. 
H. S. Jenkins has bought the age 
of Otto H. Schmidt at St. Mary's. — 
Chapman & Auble of Wellington are 
making arrangements to. sell. their 
agency to Guy E. Wells. 
W. B. Harris is dead at Wauseon and 
arrangements are being made to transfer 
his agency to Rothfuss & Harris. 


W. L. Hime of Magnolia, because of 
removal from the village, has arranged 
to sell his agency to Hughes W. Greg- 
ory. 

Robert P. Hare, Jr., of Lima, special 
agent of the North America, has re- 
turned to work after several weeks’ ill- 
ness with typhoid fever. 

Philo S. Clark, president of the Philo 
S. Clark Company, leading insurance 
agents of Portsmouth, Ohio, died at 
Pinehurst, N. C., on Feb. 22 of pneumo- 
nia. He was 72 years of age and a lead- 
ing citizen of Portsmouth. He repre- 
sented many of the larger companies and 
also most of the Ohio mutuals. 





John Fitzgerald, Indiana special agent 
for the Queen, is seriously sick from 
pneumonia. 





Cleveland Employes Wanted 
Wanted—A woman stenographer, cancella- 
tion and endorsement clerk, also a policy 
writing clerk in a fire insurance office. The 
Leonard Parks Company, 807 Columbia 
Bldg., Cleveland, Ohio. 




















NIAGARA 


Fire Insurance Company 


ESTABLISHED 1850 


123 William Street, NEW YORK 
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PIONEER 


Fire Insurance Company 


of America 


29 South LaSalle Street 
CHICAGO 














AN ILLINOIS 
COMPANY 











CENTRAL WESTERN STATES 























The Superior Fire Insurance Co. 
PITTSBURGH 
Incorporated 1871 


A. H. TRIMBLE, Prest. EDWARD HEER, Sec’y and Treas. 

Why not make room in your agency for aconservatively managed, 
medium-sized American Company whose indemnity, treatment of agents 
and assured, will bear inspection for nearly half a century? 


Capital $400,000.00 Surplus to Policy Holders $730,417.59 
Assets $2,083,462.49 








KEYSTONE UNDERWRITERS 


DEPARTMENT OF 
The United American Insurance Co. 
The Union Insurance Co. 


The Globe Fire Insurance Co. 

The Western Insurance Co. 
All of Pittsburgh, Pa. 

Combined Capital - $ 900,000 Combined Net Surplus - - $ 733,329 

Combined Renate - - 3,179,134 | Combined Surplus to Policyholders 1,633,329 

HENRY WACHTER, Manager - 218 Fourth Ave., PITTSBURGH, PA. 


FISH & SCHULKAMP 
Peaneyivanin” bo. Se titacs General Agents for Wisconsin 
Wisconsin.) Madison «¢ Wisconsin 








H. $5 —* CHARLES H. HARRADEN 


Managing Underwriter 


Butler. National Fire 


Insurance Co. 
$149,508.34 


H. M. BARFIELD 
President 


Surplus to Policyholders .. . 





ECONOMIC MANAGEMENT MAKING SPLENDID PROGRESS 








OHIO AND MICHIGAN AGENTS WANTED}, 











GEO. A MOWRY 


Twin City Fire Ins. Co. 


President 
gine age, MINNEAPOLIS 
epee Capital $500,000 














The Wheeler, Kelly & Hagny Co. 


INSURANCE 
215 East Douglas Ave., WICHITA, KANSAS 


ALL va 4 Nd INSURANCE ENGINEERING DEPARTMENT 
DLED. IN CONNECTION. 








THEODORE STEIN, JR. 


GENERAL AGENT FOR INDIANA 


GLOBE INDEMNITY COMPANY OF NEW YORK 
AGENTS WANTED IN INDIANA 


241-44 LEMCKE ANNEX INDIANAPOLIS, IND. 














Capital Fire Insurance: Company of California 
Agents wishing to represent a high class progressive company, apply to 
BIERCE & SAGE Co., Michigan State Agents 
219-220-221 Hammond Bidg., Detroit 
Correspondence solicited for direct lines or re-insurance on mercantiles and special hazards where not represented 
Prompt Service Telephone, Cherry 5154 











GAMBER WANTS COOPERATION 





State Fire Marshal of Illinois Calls 
Attention to How Companies 
Can Help 





State Fire Marshal Gamber of IIli- 
nois in his talk last week at the confer- 
ence with officials of the National 
Board in New York urging that com- 
panies take greater care in the selection 
of risks and showing how that they can 
cooperate with the state fire marshal’s 
department before the fire occurred, 
gave some illustrations from Illinois, 
saying: 

A short time ago the Illinois depart- 
ment was called upon to investigate a 
case of attempted arson. We were con- 
vinced of the guilt of the suspect, but 
convicting evidence was lacking. Two 
companies had policies on the property, 
one for $6,000 and one for $3,000. We 
wrote the companies and recommended 
that they cancel. The company with the 
$6,000 policy. got off the risk. The other 
sgnored the advice. The property was 
successfully burned a short tiie later, 
and it was not without some satisraction 
that I learned the company which re- 
mained on the risk was stung for the 
full amount of the policy, owing to a 
mortgage. 

Another Case Cited 


Within the past month we had a fire— 
a total loss—in a store in the southern 
part of the state. Six months ago the 
store was well stocked and doing a good 
business. The business was sold at that 
time for $25,000, the purchaser paying 
half cash and giving a note for the bal- 


ance. The note was protected by loss 
payable clauses, attached to _ several 
policies, in favor of the former owner. 


The new owner increased the insurance 
to $26,000. He let the stock become 
greatly depleted and the _ business 
slumped. Just before the fire he made 
a padded inventory, invoicing goods at 
retail prices and showing a valuation in 
excess of that at the time of purchase. 
The night of the fire the bookkeeper 
took the precaution of taking the inven- 
tory home for safe keeping. We find 
that the local agent, who is also an ad- 
juster and special agent, had had serious 
misgivings about the risk for several 
weeks. He should have cancelled. He 
now admits it. 


Story of Garage Fire 


A year ago we investigated a fire 
which destroyed a private garage and 
several cars. We found that the tenant 
on the premises had drawn gasoline 
from one car and poured it into another. 
It was in the evening, and he lighted 
several matches to see if the pail was 
full. He tossed the lighted matches on 
the floor. The usual thing resulted, He 
had not been in the habit of carrying 
insurance, but the next morning lost 
no time in telephoning a local insur- 
ance agent and asking for a $1,500 policy 
on household goods. This man was a 
newcomer in town. The agent had never 
heard of him before. Yet he issued the 
policy without any inquiry or hesitation. 
I heard of this two days later and ad- 
vised the agent that a man guilty of 
such gross carelessness should not be 
taken as a risk. After I had explained 
the facts, which the agent himself 
should have ascertained, the policy was 
cancelled. 





Plans for Illinois Meeting 


W.S. Foster, superintendent of agents 
in the western department of the North 
America, will be a speaker at the mid- 
year meeting of the Illinois Association 
of Insurance Agents at Decatur, II1., Mar. 
11, in addition to those already men- 
tioned. Mr. Foster will discuss with the 
agents some of the mistakes that are 
made in sending in business, and will 
point out ways of avoiding them in order 
to economize time and money. Mr. Foster 
is a well informed man, a splendid under- 
writer and a good talker. 

In addition to Mr. Foster, Charles F, 
Hildreth of Freeport, Tll., former presi- 
dent of the National association, will 
speak on “Meeting the High Cost of 
Living,’ and H. W. Cady, a leading agent 
of Waukegan, will speak on “Upholding 
the Personnel of Local Agencies.” 





DWELLING BUSINESS IS HEAVY 





Increase in Workers in Detroit Out- 
distances Efforts to Provide 
Them With Homes 





DETROIT, MICH., Feb. 24—A heavy 
volume of dwelling business is again 
being written in Detroit. Recently pub- 
lished figures developed the fact that 
the labor force of Detroit is increasing 
at a rate that far outdistances all ef- 
forts to provide dwellings. According 
to a recent estimate, 115 factories in 
Detroit, representing only the principal 
plants of the city, report that they have 
been adding to their forces at the rate 
of 2,000 a week. The rapid growth of 
Detroit is almost unbelievable. As a 
consequence of the acute need of new 
dwellings, building is going ahead in 
Detroit in spite of the high prices of 
materials and the fancy wages being 
paid to labor. Thousands of homes are 
being erected in Detroit at the present 
time. Real estate profiteering seems 
to be one of the favorite outdoor sports 
in Detroit. It is stated that there are at 
the present time 20,000 unoccupied new 
houses in Detroit that are being held 
by their owners for sale. These homes 
will not be rented but the owners 
are insisting that those seeking quar- 
ters purchase them. Remote areas are 
being developed and a great deal of 
dwelling business is being written that 
is actually unprotected. That is, it has 
been impossile for the city to keep pace 
with the rapid expansion so that water 
mains, streets, and sidewalks have not 
been laid in many of the new subdivi- 
sions. If a fire should occur in many 
of the new home sections of Detroit, 
it would be impossible for the fire de- 
partment to reach the scene of the fire 
so that actually much of the so-called 
preferred business in Detroit at the 
present time is made up of unprotected 
dwellings. Of course, in time the city’s 
facilities will extend to all of the new 
subdivisions but just now there are 
hemes in many sections of Detroit that 
are no better protected than dwellings 
itt rural communities entirely without 
fire protection of any kind. Many of 
the buildings going up in Detroit are 
of brick veneer and of cheap light con- 
struction. They would go quickly in 
the event of a fire. They are being 
built to sell and not for permanency. 





Illinois’ January Fire Loss 


SPRINGFIELD, ILL., Feb. 24—The Illi- 
nois fire loss in January was $2,503,454, 
with a total of 1,974 fires, according to 
the report of John G, Gamber, fire mar- 
shal of Illinois. Of the total loss, $1,130,- 
745 was in the city of Chicago. 

The largest loss, $628,502, occurred in 
dwelling houses, with a total of 1,180 
fires. The great majority of fires in 
dwelling houses were caused by defec- 
tive or overheated flues, stoves, heating 
plants and their appurtenances and 
sparks on roofs. Other large losses 
were: Factories, $611,605; stores, $431,- 
709; warehouses, $240,725. 





Study Dean Course at Peoria 


The Fire Insurance Exchange of 
Peoria, Ill., will take up the study of the 
Dean schedule based on Mr. Glidden’s 
twenty-lesson course. The majority of 
the agents who take an active part in 
insurance in Peoria have subscribed to 
this course and the Thursday luncheons 
of the Insurance Exchange will no doubt 
be very interesting. 

It is well known that a knowledge of 
the Dean schedule is paramount in the 
welfare of a local fire insurance agency. 





“Traffic Agreement” Made 


A “traffic agreement” has been entered 
into at Evansville, Ind., by the large 
local “agencies of Green & Green and the 
Mercantile-Commercial Bank and the 
former has moved into the quarters of 
the latter. This brings under the united 
management of M. D. Smith of the former 








office and Horace M. Lukens, vice-presi- 
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dent and manager of the insurance 
department of the bank, a large volume 
of business. By this arrangement much 
of the expense of operation of both 
offices is eliminated. Alfred Greene of 
the Greene & Greene agency is at pres- 
ent in Florida and has been in poor 
health for some time, 





WANTED 


Men with sales ability to sell Automat- 
ic Sprinkler Equipment out of severa 
of the leading cities of the United States 
and Canadian Provinces. 

Schedule Rating, Fire Insurance Engi- 
neering or extensive Fire Insurance ex- 
perience desirable. Apply by letter 
stating experience and references. Ad- 


dress 81-U care 





Michigan 1919 Fire Loss 


According to a report of the Michigan 
state fire marshal, there were 11,923 fires 
in that state in 1919, with a loss of $13,- 
453,220, on which there was insurance 
of $173,881,758. One in each ten fires 

° ° | was attributed to incendiary or unknown 
The National Underwriter causes, these causing a loss of $2,940,211. 


The greatest number of fires were caused 








by sparks on roofs, these totaling 2,889, 
with a loss of $733,749. 





WANTED a position as field man with eae. 

good company, have had considerable Michigan Notes 

experience in appraisement and Auto O. A. Jenison, the local agent at Lan- 
insurance, prefer Pacific Coast, might sing, Mich., left this week for a month’s 
consider other territory. Address 80-T sojourn at Daytona, Fla. 


: J. E. Hammond of Lansing, Mich., man- 
care of The National Underwriter. ager of the Michigan Retail Dry Goods 


Association, will also become manager 














of the Grand Rapids Merchants’ Mutual 
Fire. He will give the insurance com- 


Young married man; hu tler; partner pany about a third of his time. 


in small bank; five years previous In- 
surance Field Work; seeks connection 
with bank in City or Industrial Center, 
having General Insurance line.—Box aried employes go on expensive 
25, Cincinnati Office, National Under- prospecting tours; others let an 


wie: ad of this size and appearance 








Some executives in need of sal- 























bring applications to them. One 
inch, one column wide, one time $3.75. 
e AE 
Field ManWanted 
Exclusively for 


Automobile Department 


Good salary for competent man. 
Must be a good solicitor. 


APPLY TO 


CHAS. E. SHELDON, Mgr. 


ROCKFORD, ILL. 


Examiners Wanted 


Western Department of a prom- 
inent company, at Chicago, re- 
quires the services of two exam- 
incrs, one with therough knowledg of 
und rwriting sprinklered business. Ex- 
ceptional opportunity for advancement 
is presented to brainy and ambiti-us 
young men. Applications must state 
particulars as to experience, present 
connection, and salary expected, and 





they will be held in strict confidence. 





WANTED---4 general insur- 


ance clerk. Must 
be either stenographer or book-keeper. 
State age, experience and salary ex- 
pected. Address 


THE GOULD INSURANCE AGENCY 
Arkansas City, Kansas 


Address: 77-A, care of The National 
Underwriter. 


WANTED! 




















A manager for an automobile depart” 
ment in Chicago office doing a large 
fire, theft, collision, liability and prop- 
erty damage business throughout the 
middle west. Office duties only. State 
experience and age. Want a live man. 


Cincinnati Underwriters 
121 East 3rd St., CINCINNATI, O. 


Eureka F. & M. Ins. Co. 
Organized 1864 


Security Ins. Co. 
Organized 1881 


eich Address 76-P care of 
COMBINED STATEMENT ° e 
Copital = = ------ 3 mesenae || The National Underwriter 
ta sie wei e a aT Os oe 1,019,353.18 | | 
Senpiua to Policy Holders - 674,097.22 CHICAGO 











F. A. ROTHIER, Prest. | 
ADAM BENUS, Sec’y 
F. C. BARTON, "hedt. Sec’y. 
R. B. HEATON, State Agt. 


Map Clerk Wanted 








Chicago department of large 
company is looking for a map 
clerk, preferably a young man 
now holding similar position who 
is ambitious to advance and will- 
ing to apply himself. To sucha 
person this position will lead to 
certain and early promotion. 
Address 78-R, care The National 


Underwriter. 


Can give a good union 
company that is entered in New 
York and Massachusetts $40,000 | 
premiums (60% preferred) per 
year, out of Wayne County, 
Michigan, under a general agency 
arrangement. Must have entire charge 
of company in that territory.’’ Address 
48-N, care the National Underwriter 











The Fireman’s Fund Insur- 
ance Company was estab- 
lished and_ started in 
the fire business in 1863, 
organized a marine depart- 
ment in 1867 and originated 
the agency system for auto- 
mobile business in 1904. 
Today the company stands 
in the front rank in all three 
lines throughout the country. 








INCORPORATED 1852 


MILWAUKEE MECHANICS’ 
INSURANCE COMPANY 


MILWAUKEE, WISCONSIN 
AUTOMOBILE INSURANCE 


Fire, Tornado, Theft, Collision and Property Damage 








The COLUMBIAN NATIONAL 


FIRE INSURANCE COMPANY 


DETROIT, MICH. 


ASSETS = - - - - 
49 SURPLUS TO POLICYHOLDERS - - - 


$1,765,472.60 
1,096, 744.07 
LICENSED IN 
Michigan, Ohio, Pennsylvania, New Jersey, Illinois, Indiana, 
Wi in, Iowa, Mi ta, New York, Massachusetts, 
Rhode Island, Louisiana, California, 
Tennessee and Kansas 


| A Reliable, Progressive Agency Company Representatives solicited 

















ANTHONY MATRE HENRY REIS, M. D. JOSEPH BERNING NAPOLEON PICARD 
President Vice-President Vice-President Secy-Treas. 
DIRECTORS 






THOMAS E. GALLAGHER 
JAMES F. HOULEHAN 
DR. FELIX GAUDIN 


A good company for good agents 


MARQUETTE NATIONAL 


FIRE INSURANCE COMPANY 
INSURANCE EXCHANGE 
ASSETS OVER ONE MILLION 


HENRY REIS, M. D. 
JOSEPH BERNING 
HUGH O'NEILL 


NAPOLEON PICARD 
ANTHONY MATRE 
FRANCIS J. MATRE 


CHICAGO 














WANTED—Man or Woman well posted in automobile underwrit- 
ing and office detail. 


Also a well posted agency manager to travel, appoint and instruct 
agents. , 


A permanent position with a growing Ohio Mutual Company. 


Give experience, age, other particulars and salary expected. Address 
79-S, care The National Underwriter. 











INCORPORATED 1851 


WESTERN ASSURANCE 


COMPANY OF TORONTO, CANADA 


FIRE, EXPLOSION, RIOTS, CIVIL COMMOTION AND 
STRIKES—MARINE AND TORNADO INSURANCE 


Assets January My, MRIS as ou Fact ctlSe< a bdbeyec ded das bhab <cccudewaeal 4,693,580.53 








$ 
Surplus in the United States..............-.0:2.eeeee cece ee cseeceseeeeeeteees 1, ~~ 33 





Total losses paid in United States from 1874 to 19138, inclusive, $45,098, 883.86 





THE NATIONAL 





UNDERWRITER 


February 26, 1920 











Madison Insurance Company 


Established 1831. Charter Perpetual 
CASH CAPITAL, $100,000 NET SURPLUS, $91,137.21 


A staunch, desirable Indiana company ety fire and 
marine covers, and specializing in excess lines and 
marine insurance. 


A HIGH STANDARD OF SERVICE ALWAYS 
Fidelity Trust Building, Indianapolis, Ind. 


H. H. WOODSMALL, President 








STATES OF THE NORTHWEST 























Nationa! Diberty 


Insurance Gompany 
of America. 


INCORPORATED UNDER THE LAWS OF \WS OF THE STATE OF NEW YORK IM 145° 
STATEMENT JANUARY 1, 1919 


Cash Capital - $1,000,000.00 








# EDWARD T. LYONS, ‘Secretary- Treasurer A. M. WAGNER, Supt. of Agencies 


The Columbian Insurance Co. 


430 N. Pennsylvania St., Indianapolis, Ind. 


$529,005.00 
344,529.00 


The Securities of this Company are deposited with the Indiana Insurance 
Department for the Protection of Policyholde:s and Creditors 


Assets . . i he ihe 
Surplus to Policyholders : 


Assets . - $9,609, 646. 00 Net Surplus  - $2,395,417.89 
Liabilities, inciading Capital - 7,214,228.11 Surplus te to Policy Holders -  3,395,417.89 
* HEAD OFFICE: 62 WILLIAM STREET, NEW YORK 

GEORGE E. FEENEY, President * 


~ Agents Wanted in Indiana, Illinois, Ohio, Michigan, Wisconsin and Minnesota _ 








North American Fire Ins. Co. 


O. G. CHESLEY, General Agent 


404 Crocker Bidg. Des Moines, Ia. 
Excellent Opportunities Offered to 


HAIL writing agents in Iowa, Minnesota, 
S. Dakota and Kansas. Losses adjusted 
promptly by our own adjusters with. the 
assistance of local agents and not by 











as an adjustment bureau. 
Insurance Write for agency and enclose this advertisement. 








GUARDIAN company 
SALT LAKE CITY, UTAH 


ca momma Surplus, $392,195.22. 


ENERAL REPRESENTATIVES 
STARKWEATHER & SHEPL RE ee. Boston, ee 


Capital, $206,000.00. Assets, $537,135.06. 


RICKERT, MELLINGER & CO. .Lancaster, Pennsylvania, New Jerse aryland 
Stee E78. SP ere Detroit, Michigan, and Wisconsin 
Ses SEs aietnstiun cuscescowstheasandbaebessinenee Columbia, South Carolina 
ie eI st ci win winks uvpibie sh closeness omabaeseduneoks pasa’ Denver, Colorado 


THE AGENCY COMPANY...... Salt Lake City, Los Angeles and San Francisco 


General Agents for the United States 
FOR AGENCY REPRESENTATION, ADDRESS ANY OF THE ABOVE, OR 


E. C. KOSMAK 


Secretary 








ESTABLISHED 1895 
GENERAL AGENTS AND MANAGERS 


INSURANCE, INVESTMENTS 
TOPEKA, KANSAS McPHERSON, KANSAS 


ELMER F. BAGLEY & CO. 








THE INTER-STATE FIRE INSURANCE Co. 


CAPITAL, $259,150 ASSETS, ot 934,38 
SURPLUS TO POLICYHOLDERS, $317,696.71 


110 FORT STREET, WEST, DETROIT, MICHIGAN 





NEW FIRE PREVENTION DRIVE | 


Marshal Nettleton, of Minnesota, 
Plans to Include Subject in 
School Curriculum 


ST. PAUL, MINN., Feb. 
plans suggested by George H. Nettle- 
ton, state fire marshal, are adopted 
—and it appears that J. F. McConnell, 
state superintendent of education, 
favors them—more than 500,000 Min- 
nesotans will be receiving instruction in 
fire prevention in 1920. 

Mr. Nettleton, speaking before the 
committee on co-operation of the Na- 
tional Board at New York last week, 
made the suggestion. He said that he is 
now working on the plan to have fire 
prevention introduced in the schools as 
part of the curriculum. 

“This will insure the widest and most 
comprehensive observance of fire pre- 
vention day in the history of the state,” 
added Mr. Nettleton, who said that 
plans for a course of study would be 


24—If 


sent to superintendents of all the 
schools. 
“The course will start with the 


grades, where the fundamental princi- 
ples of fire prevention and fire protec- 
tion will be taught, in combination with 
the teaching of English and literature. 
If we wish to go farther, the sub- 
ject may be carried into the high 
schools, colleges and even the univer- 
sity, where the chemistry of fire may be 
taught. 

‘This would be the heorkives wallop 
in the interest of fire prevention and 
fire protection,” said Mr. Nettleton. 





Wisconsin State Fund Report 


MADISON, WIS., Feb. 24—The state 
fire insurance fund, under which the 
state and some of the county and school 
buildings of the state are insured, has 
had the most successful year in its his- 
tory. The net fire insurance premiums 
for the past year, according to a report 
just issued, were $107,372 and the losses 
were $11,049. The premiums from tor- 
nado insurance were $26,540 and the 
losses were $101. 

The state fire insurance fund was or- 
ganized in 1903. At first only the state 
capitol was insured, but in 1913 a law 
was enacted which permits the state to 
insure county buildings and public prop- 
erty. The report just issued shows that 
the amount of property insured in the 
fire and tornado fund of the state is $46,- 
440,597; that the loss ratio is 9.9 percent 
and the expense statement is 1.7 percent. 
The admitted assets in the fund are 
$280,912.79; the liabilities in the form of 
unearned premiums are $73,438 and the 
surplus is $207,474. 

The premiums received on state prop- 
erty in 1903 were $9,822.76 and in 1910 
were $26,670. Not including the pre- 
miums received during the past year, 
the fund has collected since its inaugura- 
tion, $733,309.78 for insurance on state 
properties; $54,731.87 from county prop- 
erties and $5,549.13 from interest, mak- 
ing a total income for the fund since it 
started of $871,728.77. 


Minnesota’s January Losses 


ST. PAUL, MINN., Feb. 24—One large 
fire in Minneapolis upset what might 
have been a good report tending to show 
a reduction in the fire loss in Minnesota 
for January as compared with the cor- 
responding month in 1919, according to 
the monthly report of George H. Nettle- 
ton, state fire marshal. -In both St. Paul 
and Minneapolis the fire loss last month 
was greater than in January, 1919, but 
outside the larger cities of the state the 
fire loss showed a decrease. 

The total for the month was $5,539,- 
330, of which $2,557,200 was in Minne- 
apolis, $752,975 in St. Paul, $1,169,305 in 
Duluth and $1,059,850 outside those three 
cities. The total insurance involved was 
$3,711,928. 





Fassold’s Service Recognized 


MILWAUKEE, WIS., Feb. 24.—The 
Milwaukee Board recently substantially 


is 4 by former Secretary Frank Fas- 
in presenting to Mrs. Fassold a 
eae ha mahogany spinet secretary, 
chair, desk set and electric lamp. This 


gift was a complete surprice and was 


graciously acknowledged by Mrs. Fas- 
sold on behalf of her husband. Mr. 
Fassold is now special agent for the New 
Erunswick in Wisconsin. 


Milwaukee Patrol Service Extended 


MILWAUKEE, WIS., Feb. 24.—Fire in- 
surance patrol service in Milwaukee has 
been extended and the territory covered 
materially increased through the recent 
purchase of additional equipment. This 
greatly enhances the value of the activ- 
ities of the patrol, which are an aid in 
conservation of property and reduction 
of fire loss. 


To Open St. Paul Office 


The Underwriters Adjusting Company 
of Chicago will open a branch office in 
St. Paul in charge of George Reimer, 
who was an independent adjuster in that 
city. 


Gordon With Great American 


W. A. Gordon, who was formerly secre- 
tary of the Twin City Fire of Minne- 
apolis and prior to that secretary of the 
Mid-West Fire of Valley City, N. D., has 
been appointed manager of the hail de- 
partment of the Great American and the 
American Alliance with headquarters at 
Minneapolis. He is one of the expe- 
rienced hail men in the country. 


Hardware Mutual’s Report 


ST. PAUL, MINN., Feb. 27.—At the an- 
nual meeting of the Retail Hardware 
Mutual, in connection with the annual 
meeting of Minnesota retail hardware 
merchants here this week, Secretary Mc- 
Cracken reported that during the past 
year there were $173,068 fire losses paid, 
$404,053 in premiums refunded, and that 
at the end of the year there was $54,- 
293,533 insurance in force. 


Walsh to Be a Member 


William Walsh, secretary of the Twin 
City Fire, is applying for admission to 
the Western Union to take the place of 
George A. Mowry, president of the com- 
pany, who recently resigned his position. 


Sprinkler Saves Big Lumber Plant 


Prompt and efficient operation of the 
sprinkler system saved the big plant of 
the Roddis Lumber & Veneer Company 
at Marshfield, Wis., from a serious loss 
last week. Fire was discovered at 4 
o’clock Sunday morning in the dry kiln 
by a watchman. Before the fire depart- 
ment arrived the sprinkler did its work 
and stopped the fire with only a slight 
loss. The Roddis plant was equipped 
fourteen years ago and on several occa- 
sions has prevented possible disastrous 
conflagrations. 


St. Paul to Enlarge Quarters 


ST. PAUL, MINN., Feb. 24—The St. 
Paul Fire & Marine is to build an addi- 
tion to its home office building which 
will add nearly 75 percent to its present 
floor space. A short time ago it pur- 
chased the Saratoga Hotel building ad- 
joining the rear of the St. Paul structure, 
and work has already commenced in 
wrecking the old brick hotel. The new 
addition will make a continuation of the 
present handsome two-story home office. 
The foundation of the addition will: be 
105 by 68 feet and will cost in the neigh- 
borhood of $250,000. 


Minnesota Notes 


Walter I. Fisher, manager of the Gen- 
eral Inspection Company of Minneapolis, 
with Mrs. Fisher, is spending a winter 
vacation in California. They expect to 
return to Minneapolis some time early in 
April. 

The Michaud Agency, with an author- 
ized capital of $150,000, has been incor- 
ported and will take over the business 
of Ay A. Michaud Company at Duluth, 
Minn. The officers of the corporation 
are: J. T. Michaud, prema: er 
Hand, R. D. McKenzie and S. Colter, 
vice-presidents; C. H. Bradley, ie, » Reeeee 





expressed its appreciation of services 











rendered gratuitously during the past 





tary; A. A. Michaud, treasurer. . 
Hand will have active charge of the 
agency. 
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| THE MISSOURI VALLEY 


GRAIN BELT NOW LICENSED 








Company Will Write Hail Insurance 
on Growing Crops—Has Experi- 
enced Officers 





INCORPORATED 1720 


Rovat EXCHANGE ASSURANCE 


LONDON, ENGLAND 


UNITED STATES BRANCH 


92 WILLIAM STREET, NEw YORK 


EVERARD STOKES 
UNITED STATES MANAGER 





The Grain Belt Insurance Company 





of Des Moines has been licensed with 
capital of $100,000 and surplus of $60,- 
000. One of the intersting features in 
the organization of this company is the 
fact that when the money was all 
turned in it was found that there was 
$800.60 more than the stock was actu- 
ally sold for. In other words, there 
was in the treasury $160,800.60. The 
$800.60 was accrued interest on invest- 
ments made as the stock was being 





sold. In other words, there was no 


January 1, 1920 


SECURITY FIRE INSURANCE COMPANY 
DAVENPORT, IOWA 


Assets, $955,247.71 


Policy Holder’s Surplus, $290,750.47 


The Iowa Insurance Department in its recent report says of the company: 


“The affairs of this company have been conducted along conservative and economical lines 
and its steady and substantial growth reflects credit upon the management.’ 


Cash Capital, $200,000 








commission paid for selling the stock. 
Jie company will write hail insur- 
anc 

C. Fred Morgan is president; Warren 
T. Ayres, vice-president; Frank S. 
White, treasurer, and N. P. Christensen, 
treasurer. These men have all been as- 
sociated with the Horticultural Insur- 
ance Company. They are experienced 
hail men. Mr. Morgan, the president 
of the company, was one of the organ- 
izers of the Horticultural, and has been 
with it for twenty years as adjuster. 
He is known as one of the pioneers in 
the hail business in lowa. 

Mr. Ayres has spent the last four 
years as district manager and assisted 
in adjusting losses. Mr. White has 
had ten years’ experience in the hail 
insurance business as district manager 


and adjuster. Mr. Morgan has a wide 
acquaintance among insurance men 
throughout the state. Mr. Ayres is 


known particularly in the central and 
northern parts of Iowa and Mr. White 
in the southwestern section. The Grain 
Belt will write only hail insurance on 
growing crops. 





REPORT ON IOWA NATIONAL 





Committee of Stockholders Comment 
on the Results Attained in 
Three-Year Period 





\ committee of stockholders was ap- 
pointed by the board of directors of the 
Iowa National Fire to investigate the 
results attained during the last three 
years. The company began writing 
business Jan. 2, 1917, and at the close 
of Dec. 31, 1919, had made a gross in- 
crease of $268,469, of which $265,514 
Was reserve. 

This resulted in an addition to the 
surplus of $2,960, making the surplus 
$279,514. Under the laws of Iowa as 
interpreted by the commissioner of in- 
surance, the company is obliged to re- 
tain as a permanent surplus $276,554. 
In three years there has been an addi- 
tion to the assets of $345,475. 

The committee had under serious 
consideration the problem of paying 
dividends, but has decided that it is a 
wise course to forego the payment of 
dividends for at least this year. The 
committee stated that 1919 was a favor- 
able one for the company, and if it be 
repeated this year, a substantial in- 
crease in surplus accounts will appear. 

The committee states that it would 
not be wise for anyone to sell his stock 
at less than $200 a share. 


Des Moines After Agents’ Meeting 


DES MOINES, IA., Feb. 24—Plans_ to 
Secure the convention of the National 
Association of Insurance Agents to Des 
Moines were formulated at a meeting of 
the executive board of the Iowa Associa- 
tion in the office of Secretary Patrick J. 
Clancy in Des Moines this week. It was 
the regular mid-year meeting, but the 
business of landing the big meeting was 





the chief business discussed. Iowa will be 
represented at the midwinter conference 











INDEPENDENT ADJUSTERS 











(ILLINOIS 


MISSOURI IOWA 


QUINCY ADJUSTMENT 
and SERVICE BUREAU 


Well’s Bidg., Quincy. GEORGE C. GILL, Mgr. 





ILL., WIS., IND. 
. H. TAYLOR 
1885 Insurance Exchan Chicago 
Phone Wabash 


ADJUSTER OF FIRE ES 





*LLINOIS AND EASTERN IOWA 


Western Illinois Adjustment Bureau 
Cherry St., Galesbu Il. 





a. F. Acachi F. R. Hazlett . A. Bartlett 
Fire aud Automobile Losses 
ILLINOIS INDIANA 


ELDRIDGE H. SPERRY 
“ 606 & 7 Robeson Blidg., Champaign, II. 


Western Union or Long Dist. Phone ((ffice 147, 


Res. 458) facilitates prompt service 





#LLINOIS 


THOMAS A. PETTIGREW 
Eades Building, Streator, Illinois 


, we loss adjuster for the companies. Building Losses 





Kansas Oklahoma Eastern Colorade 


WARREN ADJUSTMENT BUREAU 
R. B. WARREN, Manager. 


Fire Loss Adjustments for the Companies Only 
No. 229 Beacon Building Wichita, Kansas 





INSURANCE LAW 
JOHN WEAVER 


901 CORN EXCHANGE 
BAN K BUILDING 











Charles Brock-Jones & Co. 


SPECIAL FACILITIES 
Ss INES 
PROMPT SERVICE 


Insurance Exchange, Chicago 








NEW HOTEL 


BREVOORT 


Chicago, Illinois 
On Madison St., near La Safle 














Laurence R. Adams. Sec'y and Mer, 








NORTHERN MICHIGAN ADJUSTMENT COMPANY 
Adjusters of Fire Losses 
206 Schirmer Bldg. 304 Federal Ave., Saginaw, Mich. 
MINNESO1A AND TRIBUTARY STATES 
. J. F. MAIN & COMPANY 

General Adjusters. 14 years experience. 
506 Palace Bidg., Minneapolis, Minn. 

MISSOURI 

F. W. LITTLE,’ JR., Adjuster 

FIRE and AUTOMOBILE LOSSES 


1025 New York Life Bldg. . KANSAS CITY, M , 
Over 30 Years Experience 


KANSAS 
JOHN M. KINKEL W. P. KINKEL 
KINKEL ADJUSTMENT AGENCY 
FIRE, TORNADO and AUTOMOBILE 
ADJUSTED 




















SOUTHERN INDIANA 


612 Columbia Bidg. 


H. L. MAURY 
ADJUSTER OF LOSSES 


KENTUCKY 


LOSS 
a specialtv. HUTCHINSON - - - - KANSAS 
o1s—! and Ceatra | NEBRASKA WESTERN IOWA 
Ben. C. Cooper, rt Insurance "Adj CONFIDENTIAL ADVICE & ADJUSTMENT BUREAU 
Central Life — ILL. Phones 913R and 791 teuenaie cone a manien _ aioenans ot 
Adjuster of BE AND WINDSTORM LOSSES for Companies | all classes of claims. (Cases handled in court if nee- 
= years in insurance work essary. 1418 First National Bank Building, OMAHA 
END, ILL. KY,| OHIO—WESTERN PENNSYLVANIA 
H. N. ODELL FRANK A. DUNNING CO. 
110 Upper Second Second St., Evansville, Ind. Claims & Adjustments 
Adjusters of Fire, ——, Automobile and Inland Ohio Bldg., Akron, O. Main 50, O. C.:266? 





WISCONSIN AND MICHIGAN 

Fire Loss Adjustments § Wisconsin and Nurthern Mi 
Over 25 years’ experience. 
DAVID LAWSON 





Louisville, Ky 


Room 1, Cook Block Oshkosh, Wisconsin 
Local and Long Distance Telephone 786 











Mid West Fire Insurance Co. 


314-316-319 Illinois State Bank Bldg. 
L. R. HETHERINGTON, Managing Underwriter 


Fire, Tornado and Automobile Insurance 





INSURANCE ON FARM PROPERTY 


Why not have sufficient pride in a home Company to want to see it succeed ? 























FEDERATED FIRE RE-INSURANCE COMPANY 


When Completed Will Have Capital of $1,000,000.00 


Will Do a Re-insurance Business Only 


NOW ORGANIZING 


Home Office 


314-320 M. B. A. Building 








a —s 





RELIABLE : 


FireinsuranceCo. 
of Dayton, Ohio 


INCORPORATED 1865 


Net Surplus over capital and all liabilities, "687,535.00 


J. LINXWEILER, Jr.Pres. WM.F. KRAMER, Sec. 
EDWARD J. WEISS, Special Agent. 








WHEELING FIRE 
INSURANCE COMPANY 
OF WHEELING, W. VA. 


$288,008 
Net Surplus $151,299 
Ee F. emo B. Pres. 


wh V. ee aR, Supt of Agencies 
. gent for Ohio, Indian. 


Ww 
Insurance Exchange Feces a IL 











QUINCY, ILL. 


Agents wanted in Illinois 





——— 








Mason City, lowa 
snesichaciapiinkeaelal 
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Hail Insurance Agents 


During the next few months the Hail Insurance 
written by Local Agents will Amount to many 
Millions of Dollars. 

In writing this you want: 

First---Good sound reliable Companies. 

Second---You want first class Agency Service, 

for the hail season is short and the 
business must be given prompt 
attention. 

If you need additional Companies for this class 
of business, write to our nearest office and one 
of our Special Agents will call upon you. 


OTJEN & TAYLOR | 


309 Bennett Bldg. ENID, OKLA. 608 Boston Block 


Colorado Springs, Colo. Minneapolis, Minn. 







































INSURANCE 


; oS ca 
GROWING CROPS 
IN AN “OLD LINE” 
COMPANY IS A 
PROFITABLE LINE 
FOR YOUR AGENCY 


ANLUUNELUEUUG ELLE 

















An Agency Is Open In Your Town 


and the first request from a responsible party will get it. 


The Season For Your Activity is Now On. 


STATE INSURANCE COMPANY, Des Moines, Iowa 


Third Floor Hippee Building 































ARIZONA CENTRAL DEPARTMENT 
FIRE INSURANCE COMPANY COVERING 
tecuemore cies iLLINOIS—OHIO—INDIANA 
an WISCONSIN — MICHIGAN 
CAPITAL 
$200 000.00 CHAS. P. HALL 
9 a SPECIAL AGENT 
EDGAR M. DAVIS 2019 INSURANCE EXCHANGE 
VICE-PRESIDENT AND CHICAGO 
" GENERAL MANAGER 



























The Union Mutual Fire Insurance Assn, 
of Emmetsburg, Iowa 


INCORPORATED 1897 
P. J. SHAW 
President 


GEO. H. BAKER 
Secretary 
















Surplus to Policy Holders over $160,000 


AMERICAN MUTUAL INSURANCE COMPANY 


Agents Wanted in Ohio, Indiana and Illinois 
FIRE, TORNADO, AUTOMOBILE and MARINE 
J. W.MeGINETY, Secretary Indianapolis 



















THE AUTO OWNER WANTS ‘itwerac cactirwelwrite tt the way we do- 
THE AGENT WANTS THE SAME KIND 


That’s another reason 


Mid-West Insurance Com 


WICHITA, KANSAS J. B. HENDERSON, 





any 


ecretary 



































at Richmond March 17, and the claims 
of Des Moines will be presented at that 
gathering. So far as is known, Los 
Angeles is thus far the only contender 
for the convention. 


STOCK IS SELLING RAPIDLY 


Pan-American of Des Moines Is At- 
tracting Many Investors—W. C. 
Ballard Is President 


DES MOINES, IA., Feb. 24—The 
Pan-American of Des Moines, Ia., in- 
corporated under the laws of Iowa, 
with an authorized capital of $1,000,000, 
and surplus of $3,000,000, with W. 
Ballard, the well known Des Moines 
insurance man and capitalist as its 
president, is progressing rapidly, espe- 
cially since Chas. E. Bowers has been 
retained as its fiscal agent. Subscrip- 
tions for its stock have been steadily 
multiplying in number from all parts of 
the state. Since the first of the year 
there has been an unusual interest dis- 
played in behalf of the Pan-American 
by the citizens of the state, among 
whom are many of the largest and 
most conservative investors, who have 
subscribed for its stock. The rapid 
rate the stock is being sold prompts 
the statement by President Ballard 
that the company will likely begin 
writing business before the first of the 
year. 

Fred C. McCutchen, formerly of 
Sioux City, Iowa, has retired from all 
connection with the company and its 
fiscal agency. 

The company has already secured 
representation in a number of the lead- 
ing agencies in the state, among which 


is one of the largest agencies in Des 
Moines. 


Bentley in Independent Work 


E. W. Bentley, associate manager of 
the Western Adjustment at its St. Louis 
office, has resigned and will open an in- 
dependent adjusting office there. 


Glidden Makes St. Louis Address 


Jay S. Glidden, assistant manager of 
the Chicago Board, addressed the Insur- 
ance Club of St. Louis at its last meet- 
ing. He called attention to the need of 
close cooperation in insurance all along 
the line. Mr. Glidden advised the young 
men in the business not to stop studying 
simply because they had completed their 
school or college education but they 
should feel that they are just now in a 
position to know how to think. He said 
that every inducement is today offered 
to a young man to fit himself for more 
efficient work in his business. Mr. Glid- 
den addressed the field men at their 
regular luncheon, 


Travis May Seek Reductions 

TOPEKA, KAN., Feb. 24—Heavy in- 
creases in premium receipts and a 
greatly reduced fire loss in Kansas dur- 
ing 1919 probably will result in action 
by Superintendent Travis toward a re- 
duction of fire rates in Kansas. Those 
in close touch with the workings of the 
department declare that the insurance 
companies will be ¢alled upon this spring 
to show cause why the rates should not 
be reduced. While only a few reports 
have been filed, they all show increases 
in premiums and a low loss ratio. Indi- 
cations are that the Kansas loss ratio 
for 1919 will be between 27 and 30 per- 
cent. 


Would Enjoin Coffeyville Raise 


TOPEKA, KAN., Feb. 24—In an effort 
to prevent another 2 percent increase in 
the fire rate on buildings in Coffeyville, 
Kan., the city has brought injunction 
proceedings in the Montgomery county 
Gistrict court to enjoin Frank L. “Travis, 
state superintendent of insurance, from 
allowing the new schedule to go into 
effect. The suit puts a new angle on 
the state anti-discrimination law, and 
will be watched with interest. The real 
point at issue is whether or not the in- 
surance companies can pass on increased 
taxes to their policyholders. Travis holds 
that they can. 

The city has been imposing a license 
of $10 a year on each insurance company 
doing business there. The companies 
added 2 percent to the rates on buildings 
to cover the tax as in other cities. The 













insurance department approved 
schedules on that basis. Last fall the 
city doubled the license and the insur- 
ance companies added another 2 percent, 
The city wants Travis enjoined from 
allowing this last raise. 


Kansas Hearing Postponed 


TOPEKA, Kan., Feb. 24—Because of 
the influenza epidemic, the hearing of 
fourteen fire insurance companies 
charged with allowing nonresident agents 
to write fire business in Kansas has been 
postponed from Feb. 28 to March 8, 
Charges originated at Hutchinson against 
the Security Fire, and the attorney for 
the Security demanded that other com- 
panies doing the same thing be brought 
in on the same hearing, z 

The department has been unable to de- 
cide what to do about the charges 
brought against the United States Fire. 
Superintendent Travis heard the com- 
plaint that the company had rebated 
$27.50 on a $5,000 fire insurance policy 
on a school building in Jefferson county. 
The agent who handled the policy as- 
serted the school board had been carry- 
ing a construction policy which still had 
some time to run, the building having 
been completed ahead of time. So he 
allowed the premium for the balance of 
the time on the construction policy to 
be applied on the new policy. Travis 
has taken the case under advisement. 


Big Loss at Wichita 


WICHITA, KAN., Feb. 25.—There is a 
$200,000 loss to the plant of the Jones 
Motor Car Company, located one mile 
south of Wichita. This concern produces 
assembled automobiles and deals in auto- 
mobile parts. The fire was very similar 
to others that have occurred in automo- 
bile plants, starting in the paint and 
varnish department and rapidly spread- 
ing to the woodworking department, 
although this section of the plant was 
separated from the painting room by a 


clear space of 50 feet. Gas and coal 
stoves were used in the painting and 
finishing department to hasten drying. 


7 The Jones Motor Car Company was a 


splinklered risk, having a one-source 
equipment with two tanks situated be- 
tween the two main buildings. However, 
at the time of the fire the tanks were 
entirely without water. When the alarm 
was given employes attempted to work 
the engine pump, but it was surrounded 
by flames and nothing was done to fight 
the fire, as the plant was without city 
waterworks service. No use and occu- 
pancy insurance was carried. 





Stubbs Now Sole Owner 


L. H. Stubbs has purchased the entire 
capital stock of the J. S. Anderson & 
Son agency at Cedar’ Rapids and the 
concern name has been changed to 
Stubbs-Anderson, Inc. After the death 
of Lew H. Anderson a few years ago 
Mr. Stubbs became manager of the 
agency, and two years ago, when the 
business was incorporated, he acquired 
an interest. Besides a big local agency, 
the office conducts general agencies for 
the Fidelity & Deposit, New York Plate 
Glass and Continental Casualty. 


Cc. F. Melton, formerly with A. B. Har- 
ris, has opened an independent adjust- 
er’s office, handling automobile losses, 
at 619 American Bank building, Kansas 
City, Mo. 


Wisconsin Notes 


West Allis, Wis., is extending its fire 
protection system by adding a new fire 
house in the First ward, which embraces 
a large manufacturing district developed 
in the last few years. 

Fennimore, Wis., has engaged Mead & 
Seastone, hydraulic engineers, Madison, 
Wis., to take charge of improvements in 
the water works and water supply sys- 
tem. A new 10-inch artesian well, 800 
feet deep, will be provided. 

Campbellsport, Wis., is arranging for 
the construction of a municipal water 
works system to cost $20,000, and a sew- 
erage system costing $15,000. Bond is- 
sues in these sums were authorized at 
a special election last December. 


Roberts Made Marine Manager 


NEW YORK, Feb. 25—W. J. Roberts, 
of this city, United States manager for 
the Standard Marine of Liverpool, will 
on May 1 succeed Willcox, Peck & 
Hughes as manager in this country for 
the nfarine department of the Union of 
Canton. It is understood that control of 
the fire branch of the company now held 
by Marshal & McLennan of Chicago, will 
not be disturbed. Mr. Roberts, who has 
been abroad for some months, is due to 
return this week. 
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The THE LARGEST EXCLUSIVELY AUTOMOBILE 
NATIONAL MUTUAL IN OHIO 
MUTUAL 


Insurance Co. 





Writing Full Floater, Fire, Lightning 
Windstorm, Explosion and Theft 











CELINA, OHIO Over thirty-one million automobile fire and theft 
insurance in force. 
E. J. BROOKHART, ‘ A e : 
Sucmeny Live Agents Wanted in Ohio and Indiana 














The greatest automobile state 
in the Union today is Ohio. 


The largest and strongest auto. 
mobile insurance company in 


Ohio is 
ee THE GREAT AMERICAN 
© 


Full coverage automobile in- 
surance at reduced rates. 


oe me, 


& 


t 
~ 
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MANSFIELD,OHIO. 





Fire, Theft, 


Collision, Pro- 
perty Damage 
Public Liability 


HONESTY 
FIDELITY 


MUTUALITY STATE 
CHARTER 








Full coverage Auto- 
mobile Insurance is 
the most profitable 
line for the Agent to 
solicit. Write for our 
low rates and liberal 
contract. Parts of 
Ohio territory open. 











Write Hail and Cyclone Insurance 


Highest Commission Paid 


23 YEARS SUCCESSFUL BUSINESS—ALL LOSSES PAID IN FULL 


For Agencies Address As Follows 


TEXAS—Burt ee Houston COLORADO—E. J. Vieno, P. O. Box 1255, Denver 
Mi in, Illinois, Iowa, So. Dakota, Wyoming, Nebraska, Idaho 


ST. PAUL MUTUAL HAIL & CYCLONE INSURANCE CO. 


805-806 Pioneer Bldg. ST. PAUL, MINNESOTA 

















Lima,Ohio. 
W. C. BUCHANAN, Pres. S. R. NUGEN, Sec’y. C. A. BERRY, Vice-Pres. ROY NUGEN, Treas. 
The State Mutual Fire Association 
(Established 1900) 
FIRE HOME OFFICE 300-302 PAULTON BLDG. Fire, Lightning & Tornado 
A First Class Business Selicited 
cur . SIOUX FALIS, STi  newnusinen 


A GOOD COMPANY + SATISFIED POLICYHOLDERS = SUCCESS 








General Fire Department Automobile Fire and Theft Department 
A COMPANY 45 YEARS OLD 


THE ME°CHANTS & MANUFACTURERS’ MUTU4L INSURANCE CO. 


OF MANSFIELD, OHIO 


NET CASH SURPLUS OVER $100,000 


DIVIDENDS TO POLICYHOLDERS AUTOMOBILE INSURANCE AT COST 
We have considerable territory open in Ohio and can make 
you an attractive agency proposition. Write for particulars 

S. N. FORD, President G. W. DeYARMON. Secretary 














E. J. Forney, Pres. J. M. Cook, Sec’y 
Incorporated 1873 


Mansfield Mutual 


Fire Insurance Company 


HENRY WENTZ, President 


The Mutual Plate Glass Insurance Co. 
Shelby, Ohio 
Organized 1883 


The only Ohio Company Specialising on Plate Glass Insurance. Not an Experiment. 
SERVICE TO OUR REPRESENTATIVES AND POLICYHOLDERS 


Farmers Alliance 


Insurance Company 
of Kansas 


L. A. DENNIS, Sec. and Gen’l Agent 





Organized 1887 





OF MANSFIELD, OHIO 


Insurance = 38,918.528.00 
Total Assets 472,284.09 








‘Richland Mutual Insurance Company 
MANSFIELD, OHIO 
Incorporated 1850 
* = = = $2,486,445.48 


TOTAL ASSETS - - 
An Agency Company ©, Cc. CUMMINS, President | BUSINESS CONFINED TO OHIO __R. SMITH, Secretary 


pave McPHERSON, KANS. 
} Resources in Cash and Contingent Assets, $610,000.00 
Surplus, $225,000,00 Strictly Mutual 


WANTED—First class Adjuster; also 
Assistant Manager. Agents wanted in | 
unoccupied territory. 


I.F TALBOTT; Pres. C.F. MINGENBACK, Secy 


























LOST POLICY 


KNOX MUTUAL INSURANCE CO. 





Dayton Mutual Fire 





CERTIFICATES | | !ccrperated 1838 
Save work of cancelling and rewriting 
lost policies, and trouble of calculating 
earned premiums. No troublesome signa- 
tures to be obtained. Safer than putting 
out a second policy. { Designed by Carey 


B. M. ALLEN, President 





SURPLUS OVER $200,000.00 
Business Confined to Ohio 


MT. VERNON, OHIO 














& Zimmerman, local agents at Ci ti, 
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5000 
$075 sito Ped $430 $723 ‘2 ry $40 
THE NATIONAL UNDERWRITER 


ROUGH NOTES 
Chicago Indianapolis New York Cincinnati 


Total Cash Assets $300,319.63 


J. R. VERNON, President 








Nearly Fifty Years of success under same managemen? 


INCORPORATED 1876 


Sod 0 THE OHIO MUTUAL FIRE INSURANCE CO. 
Lowes Paid Since Organization 812528482 





C DAYTON 
3 Insurance Co., o:0 
H. S. JENNINGS, Secretary 
B. C. COLEMAN, Secy. 
Conservative and Careful 
Managemeut 
AGENTS WANTED 
Net Cash Surplus $221,123.76 
Address Home Office. 
J. AMBLER, Secretary gad 











More than 60,000 property owners 
S | RENG ! H cooperate through the Northwestern 
Mutual Fire Association to insure 


their own property and to combat 
the fire waste. To date they have received over $3,000,000 in losses paid, and 
an even larger amount in dividends and savings, while the Company has re- 
sources of over $1,000,000. Associated with the Northwestern Mutual are 20 


other strong mutual Insurance 
Northwestern Mutual 


Fire Association 


M.D.L . RHODES, See’y. Main Offices: Central Building, Seattle 














Nothing but hail insurance—naturally the best service on 
this highly profitable, quick return line of indemnity. 


K.T. MARTIN & CO. 
FORT WORTH TEXAS 


The enly exclusive hail insurance general agency in Texas. A low 
loss ratio for the seven years in business, a fine record on returns 
to agents, a reputation second to none among buyers ef hail coverage, 
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CHARTERED A. D., 1794 


=lheunanes Covpanye 
Sais: oF 


308-310 WALNUT ST., PHILADELPHIA, PA. 


GUSTAVUS REMAK, Jr., Pres, 
WAITE BLIVEN, Vice-Pres, 
H. W. STEPHENSON, Vice-Pres 


JOHN J. P. RODGERS, Sec’y and Treas. 
SAM'L P. RODGERS, Asst. Sec’y 





CASH CAPITAL $1,000,000 
SURPLUS TO POLICYHOLDERS 


820.88 1, . 
FIRE, TORNADO, AUTOMOBILE, LIGHTNING, RENT, USE AND OCCUPANCY 
AGENTS WANTED WHERE NOT REPRESENTED. 








NORTHWESTERN FIRE AND MARINE 
INSURANCE COMPANY 


MINNEAPOLIS, MINN. 


January ist, 1919 
Total Assets, $1,438,400 
Net Surplus, $146,837 


Capital, $400,000 
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ISAAC HA7ZLETT 
H. J. GIBSON 
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Iowa National Fire Ins. Co: 








FIRE-- LIGHTNING--TORNADO and 
AUTOMOBILE INSURANCE 


An IOWA Company 
IOWA Agents wanted 


JOHN L. BLEAKLY, President 
FRANK L. MINER, Vice-President 
C S. VANCE, Second Vice-President 


For IOWA Business 


C. M. SPENCER, Seerctary 
FRANK P, FLYNN, Treasurer 





























F. R. Ormsby, Pres. G. F. Hutchings, Secy. joseph Winum, Treas. & Asst. Secy- 


Industrial Fire Insurance Co. 
AKRON, OHIO 


Surplus to Policyholders $444,650 





Capital $300,000 





An Ohio Company writing business through Ohio Agents. 
Why not represent an Ohio company? 


AGENTS WANTED 


Farm Department. 














AUTO-OWNERS INSURANCE COMPANY 
- - MICHIGAN 

Live Agents Wanted where not represented 

Most proteetion offered by any Company in Michigan 
V.V. MOULTON, Sec., F. P. WRIGHT andF. A. WALL, Field Secretaries 








CLEMONS, KNIGHT, MENARD CO., I 
GENERAL INSURANCE 


728-726-727 Farwell Bidg., 


a, ee 
Se omnctneneies ” DETROIT, MICH. 


Tekio Marius and Fire Ins. Co. 
of Japan 
Maryland Cesualty Co. of 
Baitimere. 


Royal Insurance Co., Ltd., 
England 
Travelers Insurance Co. of 
Hartford 
Fidelity -Phenix Fire Insurance 

















STATES OF, THE SOUTHWEST 

















BUILDER’S RISK INTERPRETED , 





Texas Fire Insurance Commission | 
Sends Out Explanation to Com- 
panies and Agents 





AUSTIN, TEX., Feb. 24.—The State 
Fire Insurance Commission has sent 
the following interpretation of the 
Builder’s Risk Schedule to the com- 
panies and agents: 

It has been called to the attention of 





this commission that local agents and 
companies, in some instances, are rating 
builder’s risks using 331-3 percent of 
the -key rate, and this is to advise that 
the Builder’s Risk Schedule is complete 
within itself and includes a charge of 50 
percent of the key rate and that sched- 
ule is to be used in rating that class. 
Amendment No. 87 to the General Basis 
Schedules specifies the classes to which 
331-3 percent of the key rate is ap- 
plicable, and that charge is to be used 
only in rating those classes. 

Where rates are promulgated on 
special classes, with one-half of the key 
rate charged and to which one-third of 
the rate is now applicable, such rate 
should be submitted to the State Fire 
Insurance Commission for rerating. 

Explanatory of the order issued under 
date of August 25, 1919, dealing with the 
adjustment of policies by reason of a 
change in location or hazard, we wish to 
advise: 

1. In making adjustments on policies 
where there has been a change of hazard 
or location, where either an extra or re- 
turn premium is in order, you are to 
make such adjustments on the basis of 
the term rule that was in effect at the 
time the policy was written. 

2. You are to give the assured the 
benefit of any hazard that he may re- 
duce or entirely remove—the return pre- 
mium to be arrived at by using the term 
rule in effect at the time the policy was 
written. 

3. You are to allow credit for good 
fire record in the adjustment of your 
policies, such adjustment to be based 
upon the current percent of credit appli- 
cable to such cities or towns at the time 
the adjustment is made. If credit for 
good fire record has been discontinued 
you are to eliminate this credit in mak- 
ing adjustments, and if good fire record 
credit has been reduced you are to use 
the lesser current credit. 

4. Adjustment is to be made using the 
current key rate applicable. In adjust- 
ing policies covering classes which, 
under Amendment No. 87 are subject to 
331-3 percent of the key rate, adjust 
such policies, using 331-3 per cent of 
the current key rate applicable. 

Anticipating good fire record credits 
and issuing policies allowing such credit 
before it has been authorized and pro- 
mulgated by this department and failure 
to furnish policyholders with a written 
or printed analysis showing the items of 
charge and credit which determine his 
rate are violations of the law and will 
be treated as such, and those guilty of 
such practices will be dealt with as the 
law directs. 

Anticipating good fire record credits 
and issuing policies allowing such credit 
before it has been authorized and pro- 
mulgated by this department and failure 
to furnish policyholders with a written 
or printed analysis showing the items 
of charge and credit which determine 
his rate are violations of the law and 
will be treated as such, and those guilty 
of such practices will be dealt with as 
the law directs. 


Amendment to Petroleum Schedule 


AUSTIN, TEX., Feb. 24—The State 
Fire Insurance Commission has issued 
an amendment to the general basis 
schedules prescribing rules and applica- 
tions of specific petroleum rates, stating 
that policies covering such properties 
may be written at the rates obtained by 
such application, and such rates are not 
required to be promulgated, but are sub- 





ject to review by this commission. When 
such policies are written, a complete and 
exact copy of the form must be imme- 
diately filed with the commission. An 
analysis of the rates charged, such an- 
alysis to show the application of the 
schedules by which such rates were 
made, must accompany the form. Where 
diagrams or surveys of the risks covered 
are made, copies of such diagrams or 
surveys must also be sent in with the 
form. 





Can’t License Underwriters’ Agency 


AUSTIN, TEX., Feb. 24—Deputy Com- 
missioner Johnson does not think it 
practicable to license an Underwriters’ 


; Agency under the laws of that state and 


has so advised persons at Abilene, Tex., 
who contemplated such organization, 
Mr. Johnson says: 

“The law requires every person to 
have a license and the law nowhere that 
we can find authorizes the issuance of a 
license to a firm, partnership or corpo- 
ration. Of course there would be no 
objection to issuing a license to each and 
every member of such firm or associa- 
tion, but every such member would be 
required to have a separate license for 
each and every company represented by 
him.” 





Credits for Fire Records 


AUSTIN, TEX., Feb. 24—Additional 
eredits on account good fire records for 


| the past three years were announced by 
| the Texas Fire Insurance Commission 


last week as follows: Denison, 15 per- 
cent, loss ratio .288; Floresville, 15 per- 
cent, .030; San Juan, 15 percent, .000; 
Schulenburg, 15 percent, .039; Clarendon, 
15 percent, .181; Grand Prairie, 15 per- 
cent, .252; Mullin, 15 percent, .000; Here- 
ford, 15 percent, .161; Calvert, 15 per- 
cent, .062. 


Reductions in Key Rates 


AUSTIN, TEX., Feb. 24.—The State 
Fire Insurance Commission has made 
changes in the key rates of several 
towns recently, all being reductions and 
in nearly every case brought about by 
the installation of motor driven fire 
apparatus. Abilene was reduced from 
56 to 55 cents following improvements 
made in the fire alarm system; Clarks- 
ville from 53 to 52 cents through various 
changes since the last inspection; Cor- 
pus Christi from 33 to 32 cents because 
of the adoption of the National Electric 
Code; Lott, from 67 to 65 cents by 
reason of the installation of auto fire 
apparatus; Eagle Lake, 48 to 43 cents 
because motor fire apparatus installed 
and fire marshal ordinance adopted; 
Palestine, from 42 to 39 cents as the 
result of improvements in the pumping 
facilities; Rosebud, from 76 to 72 cents 
in response to a number of small im- 
provements; Shiner, from 72 to 62 cents 
following the acquisition and use of 
motor driven fire apparatus and im- 
provements in the water supply; Ver- 
non, from 53 to 50 cents when the fire 
marshal ordinance was adopted, and 
Wolfe City, from 76 to 73 cents upon 
acquiring additional fire department ap- 
paratus. 





McIntosh with Hartford 


P. L. McIntosh, formerly special agent 
for Trezevant & Cochran in San Antonio, 
has been appointed special agent for the 
Hartford Fire in the field left vacant by 
Special Agent H. C. Craig, who was 
transferred to the Pacific Coast depart- 
ment of the Hartford some months ago. 


Oklahoma’s 1919 Fire Losses 


OKLAHOMA CITY, OKLA., Feb. 24— 
Fire losses in Oklahoma in 1919 were 
smaller than in any year since the state 
fire marshal began to keep records in 
1911 and less than half the total of 1918, 
according to the complete compilation 
finished last week by John Connolly, 
state fire marshal. 

In 1919 there were 1,103 fires, causing 
a total loss of $1,987,026, as compared to | 





Boston Insurance Co. 

Fire & Marine Und. Agaace of 
Automobile Insurance Co. of Hartford 
Old Colony Ins. Co. of Boston 





GEORGE M. EASLEY & CoO. 


General Agents—DALLAS 
“HE PROFITS MOST WHO_SERVES BEST” 


Employers Liability Assurance 
Cc tion of London 
Fidelity & Deposit Co. of Md. 
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Apply to your Agent for Insurance covers on 
EXPORTS and IMPORTS 


PARCEL POST—Domestic and 
Foreign 


HOUSEHOLD FURNITURE and 
MERCHANDISE IN 
TRANSIT 


TOURIST BAGGAGE and 
PERSONAL EFFECTS 
Domestic and Worldwide 


SECURITIES and CURRENCY 
by REGISTERED MAIL 


Prompt and Efficient Service 


Insurance Company of North America 


Marine Department 
GEORGE L. McCURDY 
MANAGER 


1101-209 W. Jackson Blvd., CHICAGO, ILLINOIS 
Telephones: Wabash 1543—1027 














FIRE—TORNADO—AUTOMOBILE | 


COMMERCIAL UNION 
Assurance Co., Ltd., of London 


PALATINE 


Insurance Co., Ltd., of London 
COMMERCIAL UNION 
Fire Insurance Co., of New York 


UNION 
Assurance Soc., Ltd., of London 


CALIFORNIA 
Insurance Co., of San Francisco 
WESTERN DEPARTMENT 
N. E. Cor. Clark and Monroe Streets 
hicago 
H. C. EDDY, Resident Secretary 











The Concordia Fire 


Insurance Company 
of Milwaukee, Wis. 


Total Assets, 
Jan. 1,1920 . $4,055,050.19 
Capital Stock . . . 750,000.00 


Re-Insurance Reserve . 2,271,265.04 
Reserves of other 
Liabilities 332,712.26 
Surplus to Policy- 
holders . . 1,451,072.89 
—Writing— 
Fire Tornado 


Sprinkler Leakage 
Use and Occupancy 
Automobile 


Rents 











INSURANCE STOCKS 
BOUGHT AND SOLD 
Quotations Furnished 
BABCOCK, RUSHTON & COMPANY 


137 So. La Salle St. Central 8900 
CHICAGO 

















ROSSIA INSURANCE CO. 


HARTFORD, CONN. 
FIRE and MARINE REINSURANCE 





1,722 fires and a loss of $4,287,736 in 
1918. In the seven months of 1911, in 
which records were kept, the total num- 
ber of fires was 690 and the total loss 
was $1,422,010. 

The fire marshal accerdits the reduc- 
tion in loss to the campaign of educa- 
tion in fire prevention conducted by his 
department during the last year. School 
children have been put through fire 
drills and adults have been taught ways 
of preventing fire losses. 

Oklahoma City, the largest city of the 
state, had the largest fire loss, $301,212. 
Other cities in order are: Tulsa, $250,- 
379; Okmulgee, $122,162; McAlester, $103,- 
040; Enid, $93,444; Muskogee, $21,876. 
Losses in small towns and rural districts 
are estimated to total $239,456. 





Transferred to Texas Field 


Charles Miller, state agent of the Na- 
tional in Arkansas, has been transferred 
to the Texas field to fill the vacancy 
caused by the resignation of State Agent 
Glenn T. Herndon, who is now with 
George M. Easley & Co. 





R. N. Cooper’s Change 


R. N. Cooper, special agent for the Re- 
public Fire of Dallas, has resigned his 
position with that company to become 
state agent for the National Union. Louis 
Belfield, former special agent for the 
National Union, has returned to the 
Pittsburgh home office. 





H. L. Houseman Quits Field 


H, L. Houseman, special agent of the 
Continental in South Texas, has resigned 
to enter the local agency business with 
the Cochran agency in Houston. 





Evans’ Companies Name Special 


DALLAS, TEX, Feb, 25—J. F. Gregg of 
Marshall, Tex., has been appointed spe- 
cial agent for the Continental for south- 
west Texas, with headquarters at San 
Antonio. 

The Continental, Fidelity-Phenix and 
American Eagle all are now writing 
automobile business in Texas, and Henry 
Schultz has been appointed automobile 
special agent for these companies. 





Oklahoma Notes 


The Delaware has appointed Porter 
Brothers its agents at Purcell. 

William D. Reisdorph has been named 
agent for the Aetna at Camargo. 

U. C. Stockton has resigned as agent 
for the Great American at Hanna. 

S. T. Holt is the new representative 
— Rochester Underwriters at Grand- 

e 

Jones & Stagg are new agents for the 
Westchester at Tulsa, succeeding Jones 
& Spaulding. 

W. E. Templeman resigned last week 
as agent for the American Alliance at 
Holdenville. 

Covington Brothers have taken the 
place of Zach T. Pryce as agent for the 
Delaware at Mangum. 

The Whittle Insurance Agency has 
succeeded G. E. Thorpe as representative 
of the Westchester at Altus. 

Bridgman & Cardwell have succeeded 
T. C. Bridgman as agents for the Du- 
quesne Underwriters at Ardmore. 

The Star has appointed H. P. Hubbard 
its agent at Sapulpa and the Okmulgee 
Investment Co, at Okmulgee. 

Johnson Brothers have succeeded S. 
H. Blair as agents for the Firemen’s 


Fund and the Great American at 
Walters. 
Smith & Beasley have _ succeeded 


George L. Smith as agents for the Great 
American, the Hanover and the West- 
chester at Spiro. 





Texas Notes 


The North America has transferred to 
Rice & Belk, well known local agents 
at Houston, Tex. 

Marlin, Tex., has issued $26,000 in 
bonds for fire equipment and $14,000 for 
a fire station. 

Wm. C. Whyte, father of Mrs, Jesse E. 
White, wife of the vice-president of the 
Great American, died in Dallas Feb. 20. 

At Denton, Tex. J. W. gh has 
formed a partnership with W. Bailey 
and the firm will be known as Toke & 
Bailey. 

Reinhart Wendorf, local agent at 
West, Tex., has formed a partnership 
with A. B. Neilson and the firm will be 
gg as Neilson & Wendorf. 

John A. Wagner of Temple, Tex., has 
sold his interest in a local agency at that 
point to O. L. Vaden. The new name of 
the agency is Strange, Vaden & Co. 

It has been so long since Waxahachie, 
Tex., has had a fire that an owl had 

















712-720 MAIN STREET 





COMPLETE! 


HE organization of the CRAVENS, 
DARGAN & ROBERTS renders a 
complete insurance service. Equip- 

ped with every facility for handling large 
lines as well as small, the representative of 
this firm has an overwhelming advantage. 
The lines written are: fire, tornado, hail, 
automobile, farm, casualty, surety, marine, 
life and livestock. 


Agency openings in many cities and towns. 


Cravens, Dargan & Roberts 
HOUSTON, TEXAS 


Pioneer farm and hail writers of Texas 











A USEFUL AND DESIRABLE AGENCY COMPANY Ae NY 
For Agents in Iowa, 

Kansas, Colorado, NCE oY 
Wyoming and 


Nebraska FIRE, 


TORNADO, AUTOMOBILE, 
FARM AND CITY PROPERTY 





\\) 
\\ et Office: 





1406 Farnam St., Omaha, | 














WRITE HAILINSURANCE 


Establish your connections now for 1920 with 


A. J. Shaw General Agency 


HAIL INSURANCE BUILDING, McPHERSON, KANS. 





Five high class stock companies covering the states 
of Kansas, Oklahoma, Nebraska, Colorado, 
New Mexico and Wyoming. 





Many of our agents made from $1000 to $2000 in commissions in 45 days in 1918 

















H. C. WHALEN, Pres. A. S. BUZZE, Secy. 


THE CENTRAL STATES FIRE 
INSURANCE COMPANY 
Wichita, Kansas 
Writing 
FIRE :: TORNADO :: HAIL :: AUTOMOBILE :: MARINE 


Entered 
OKLAHOMA 





KANSAS TEXAS 








taken 7 his abode in the fire station 
cupola. It was captured by two firemen 
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PITT UE 
66 Broadway, New York 


Ek. F. PERRY CO., Inc. 


INSURANCE BROKERS 


SPECIAL FACILITIES, FORMS AND SERVICE FOR LUMBER RISKS 








HOME OFFICE UNITED STATES 
LUMBER LOUIS H. PARKER ““nord 
ts MANAGING DIRECTOR FIRE. INS. CO. 


Sen ae TEP 
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HAWKEYE SECUR ITIES FIRE 


INSURANCE C 
Inc. 1918 


FIRE, TORNADO, HAIL AND AUTOMOBILE 
Applicants for agencies address Home Office, Masonic Temple, Des Moines, la. 
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Marine and Fire 


Insurance 


Company, Limited 





United States Fire Branch 
J. A. KELSEY, General Agent 
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ECTION 


WE consider that equitable settlement of all claims 
promptly after 


shipwreck, fire or automobile 


accident, is just as much a part of our duty as giving 


a receipt for payment 


of premium. 


The interests of brokers and agents are safe-guarded 


by the personal atten 


tion of our officers and depart- 


ment heads, each of whom had established standing 
in the insurance field before joining us. 


The Importers and Exporters Insurance Co. 


Marine—Fire—Automobile 


17 South William Street 


NEW YORK 
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Fire Insurance Company 


Capital and Surplus 


$250,000.00 
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John W. McGinety 


ASSETS, $250,000.00 





Chartered to write all classes of high grade excess 
lines, including Ocean ana Inland 
Marine tnsurzice. 





MacENANEY & McGINETY, Managers and Attorneys in Fact 
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State Agent, IlMinois and Wisconsin, Chicago 











and has been adopted by the fire fighters 
as a mascot, 

J. I. Ball of Ball, Chartier & Co., 
prominent local agents at Paris, Tex., is 
retiring from the business on account of 
ill health. F. E. Chartier has purchased 
Mr. Ball’s interest and the firm will now 
be known as F. E. Chartier & Co. 


Special Agents J. H. Speed and Percy 
M. Marshall of the Liverpool & London 
& Globe in Dallas, and Special Agent Le 
Doux Smith in San Antonio, are attend- 
ine a company conference in New Or- 
eans. 


L. C. Beach, manager of the auto- 
mobile department at the New York 
office of the Northern Assurance, has 
been in Texas the past week visiting the 
company’s agents in company with State 
Agent Newt Smith. 

Glen Walker & Co. of Fort Worth, 
Tex., have announced their intention to 
build a fireproof building for their own 













use.. The building will be two storie 
high and will cost $100,000. Glen Walke 
is also secretary of the Millers Mut 
Fire of Texas. 


The firemen of Houston are opposgeg 
to further agitation for increased h 
aries by the circulating of petitions fo 
a city election and at a meeting of rep. 
resentatives of the firemen’s union rego. 
lutions were adopted opposing the cirgy. 
lation of new petitions for a referendum 
election. 


Rearrangement of the fire apparatus 
of the fire department of Dallas hag 
been made to afford improved service in 
the suburbs of that city and as result 
reduction in the insurance rates is ex. 
pected. The new arrangement consists 
of two automobile pumpers, one combj. 
nation chemical and hose truck and g 
hook and ladder truck, also an assistant 
chief with a motor chemical will be 
available on first alarms for these placeg, 
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KENTUCKY AND THE SOUTH 








HOSTILE BILLS INTRODUCED 





Measures Before the General Assembly 
Would Prohibit Companies From 
Combining to Resist Claims 





RICHMOND, VA., Feb. 24—A bill 
prohibiting companies from combining 
to resist payment of fire less and pro- 
viding for consolidation of actions or 
motions and their trial together was 
introduced today in the Virginia gen- 
eral assembly. A companion bill would 
require the court to assess a specific 
penalty of 25 percent of the amount of 
the verdict for the benefit of the plain- 
tiff and a reasonable attorney’s fee not 
exceeding 25 percent of the verdict. 
Still another would prohibit “certain 
persons, firms and corporations” ad- 
justing losses on a contingent basis. 
It has passed the Senate and is ap- 
proved by the insurance committee of 
the House. 

The proposed legislation is of special 
interest because it is the outgrowth of 
the Lavenstein department store fire in 
Petersburg a few years ago. Alleging 
violation of the iron safe clause, 30 odd 
companies on the $100,000 loss resisted 
payment. Just recently judgment for 
$2,500 was obtained against the Hart- 
ford Fire following a long and bitter 
legal fight. It now develops, it is 
stated, that the remaining companies 
are still resisting and that each will 
have to be sued separately. 

Another bill just introduced in the 
legislature prohibits companies from 
enforcing provisions of the co-insurance 
clause if the insured objects. It is pro- 
vided, however, that the latter at his 
option may contract for co-insurance 
with a consideration of a lower rate. 

Commissioner Button’s bill giving 
him supervision of fire rates was 
placed on the House calendar today 
and will likely go through that body 
in a few days. 


May Oust Button From Control 


RICHMOND, VA., Feb. 24 Com- 
missioner Button of Virginia will have 
to move his offices out of the Capitol 
as soon as a bill being rushed through 
general assembly becomes a law. It 
passed the house last week, and was ex- 
pected to pass the senate: this week. 
Governor Davis, who has been trying to 
oust the insurance department from the 
state building for some time, will doubt- 
less lose no time signing the measure. 
The bill was drafted by the state corpo- 
ration commission and is designed to pro- 
vide more space for that body. The 
position of Governor Davis is that inas- 
much as the cdmpanies defray the cost 
of operating the bureau they should pro- 
vide quarters for it. 


Virginia May Admit Mutuals 


RICHMOND, VA., Feb. 24—After it had 
been amended providing that there must 
be a surplus of $200,000 and that no de- 
posit would be required, the Virginia 
senate committee on insurance and bank- 
ing last week reported favorably on the 
bill permitting the admission of mutuals 
-other than life. It was stated that the 
amendment was a compromise satis- 
factory to both advocates and opponents 
of the measure and had been approved 





all water supply from the downtownm 
‘ 





by Commissioner Button. Other proyj- 
sions of the measure are said to be 
identical with those of the uniform con. 
vention bill. Mutuals organized within 
the state will be subject to the regular © 
provisions of that bill. Stamp of ap. 
proval was also put on a bill offered by 
Senator Andrews of Roanoke at the in 
stance of Commissioner Button.  Thig 
stipulates that the minimum capital of 
companies, hereafter organized on the © 
stock plan in Virginia, shall be not legs 
than $100,000 and the surplus not legs 
than $50,000. Companies hereafter ap- 
plying for admission to Virginia, or 
ganized on the stock plan, must have — 
capital of at least $200,000 and must de. ~ 
posit a similar amount either in the home 
state or in Virginia. i 


Wants State to Carry Insurance 


RICHMOND, VA., Feb. 24—In a report © 
transmitted to the Virginia general as- 
sembly last week, Governor Davis stongly 
urged that steps be taken for the state 
to carry all of its insurance itself. He 
submitted estimates to the effect that 
50.50 cents out of each dollar paid is 
retained by companies for operating ex- 
penses and distribution to stockholders, 
Following the receipt of the report a 
joint resolution was offered in the house 
calling for the appointment of a commis- 
sion to investigate the question of the 
state becoming a self-insurer and to re- 
port at the 1922 session. 


Lines Return to Agents 


Through the sale by the Southern 
Railways and allied roads of the exten- 
sive properties of the Atlantic Compress 
Company, large lines of insurance upon 
cotton storage, heretofore controlled by 
Philadelphia brokers, will be returned to 
local agents. The suggestion is made 
that this movement may ultimately lead 
to the retirement from the insurance 
business of the railways which, through 
a mutual organization, have been active 
competitors with the stock companies 
for railroad and cotton business in the 
South. 


New Kentucky Water Plants 


LOUISVILLE, KY., Feb. 24—Plans are 
being arranged for new water plants in 
half a dozen Kentucky towns. The 
Henry Clay Fire, Lexington, has pur- 
chased a $25,000 bond issue for water- 
works at Carrollton. Central City is 
working on plans for a municipal plant, 
and the mayor of Cloverport is open to 
plans for financing a new water com- 
pany. Georgetown, Ky., is issuing $100,- 
000 bonds for water, light and power 
plant additions; Versailles, Ky., is to 
build a $38,000 water plant, and others 
are being discussed. 


Investigate Farm Methods 


Local agents in Louisiana and Missis- © 
sippi are not satisfied with the methods 
employed by some companies in writing 
farm business, special agents are inves- 
tigating the matter. 


Kentucky Notes 


W. A. Tribble at Danville, Ky., was re 
cently appointed local agent for the 
Atlas. 

The Kentucky Actuarial Bureau_ will 
move its offices from the Starks building 
to the Speed building Feb. 27, planning 
to make the entire move at night. The - 
Kentucky board has decided to stay in 
its present location for a few more 
months. 

The breaking of a 48-inch water main 
supply main from the reservoir cut off 
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district of Louisville for several hours 
Saturday, until the break could be_lo- 
cated and other connections made. For- 
tunately there were no alarms of con- 
sequence in the meantime. 

The city of Clinton, Ky., will not have 
water or five protection after March 6, 
unless litigation between the city and 
water company is wound up as the com- 
pany has announced that it will turn 
off all water on that date, and the city 
has announced that its mains will start 
coming out if it don’t. 

J. E. Hickman, a local agent from 
Knoxville, Tenn., connected with Hick- 
man, Johnson & Simmonds, was in Louis- 
yille this week, calling on State Agent 
M. B. Russell of the Firemen’s Fund and 
Mr. Hickman stated that busi- 
ness in Knoxville was good and that the 
city was growing rapidly. 





Virginia Notes 

Basic, Va., has organized a fire de- 
partment with H. E. Hall as chief and 
a membership of eighteen. Reduced 
rates are expected to result from this 
move. 

Richmond has established a bureau 
of fire prevention in charge of Leonidas 
§ Jones, assistant fire chief, who has 
peen with the department since 1897. 
Mr. Jones is now engaged in perfecting 


an organization. Richmond is also con- 
templating putting into effect certain 
changes in water mains recommended 
py engineers of the national board. 
Richmond local agents are already ar- 
ranging for the holding of the mid-year 
conference of the National Association 


of Insurance Agents in that city March 


17-18. Personnel of the committee on 
arrangements is as follows: Samuel T. 
Pulliam, chairman; George A. Gibson 
and George W. Warren. The meeting 


will be held at the Jefferson hotel. 





President C. J. Holman of the Califor- 

pia of San Francisco has_ appointed 
Thames & Batric of Mobile general 
agents of the company for Alabama. 








| PACIFIC COAST FIELD 














DENVER SITUATION YET HAZY 





Brokers’ Commissions Reduced in 
Accordance With Request of Local 
Agents’ Association 





DENVER, COLO., Feb. 24.—A 
modification of the Denver agreement, 
formulated by the Rocky Mountain ad- 
visory committee, as regards commis- 
sions to brokers, has been announced 
by Lloyd S. Day, special agent of the 
committee. Commission originally 
fixed at 15, 20 and 25 percent for the dif- 
ferent classes have been reduced to 10, 
145 and 20 cents, in accordance with a 
request made by the Denver Local 
Agents’ Association. The committee it- 
self was disposed to make still further 
reduction, and would have fixed the 
rates for the two higher classes at 12% 
and 1714 percent respectively. It has 
been possible in the past for a broker 
whose only investment was a 10-cent 
notebook to get as much as an estab- 
lished agent. A 

The rule requiring that general agen- 
cies shall receive only local agents’ 
commission on business written direct 
in Denver was to go into effect Jan. 1, 
but whether the rule can be enforced 
still remains*to be seen. At least one 
of the large Denver agencies, which 
holds general agency contracts with 
several of the companies it represents, 
has defied the committee and an- 
nounced its intention to proceed on the 
old basis. It seems to be doubtful 
whether anything can be done to force 
the agency itself into line, and the only 
way in which the situation can be clari- 
fied is for the committee to take up the 
matter with the companies involved. 

The situation is a serious one not 
only for the local agents who are re- 
ceiving the regular commission rates, 
but also for the companies represented 
in the so-called general agencies which 
do not have general agency contracts 
with those agencies, as they can hope to 
Teceive very little business when other 
companies in the same agency are pay- 
Ing twice the commission which they 
Pay, 


Mariner Goes to California 
SAN FRANCISCO, CAL., Feb. 25—G. S. 
Mariner, special agent for the Aetna in 











Greater Capacity for Local Agents 


Use our unlimited capacity and wide experience for placing additional lines of 
insurance beyond the capacity of admitted companies. 


Binding Contracts with Guaranteed Underwriters at Lloyds and British Companies maintaining 
United States Deposits. Immediate telegraphic binders given: 


MARSH & McLENNAN 


Insurance Exchange, Chicago 


80 Maiden Lane 1615 California St. 114 Sansome St. 107 S. Fifth St. 901 Ford Bldg. 
NEW YORK DENVER SAN FRANCISCO MINNEAPOLIS DETROIT 
302 West Superior St. 263 St. James St. 23 Leadenhall St. 
DULUTH MONTREAL LONDON 




















Not Here for a Day 
But for All Time 


Sprinkler Leakage, Automobiles 


The Leading Fire 
Company of the World 


ROYA 


Fire, Tornado 
INSURANCE COMPANY, Limited 


Assets in United States $18,269,657 


Invested in the highest grade of American Securities and held in trust for sole protection of 
American Policy Holders by United States Insurance Departments and United States Trustees. 








WESTERN DEPARTMENT, ROYAL INSURANCE BUILDING, CHICAGO 


P. W. CADMAN, Asst. Mgr. GEORGE W. LAW, Manager L. C. STARK, Genl. Adj. 











INSURANCE IS AS OLD AS THE SUN 


THE SUN INSURANCE OFFICE, oF LonDoN 


Was Established in 1710, and is the Oldest Fire Insurance Company in the world 


THE PATRIOTIC ASSURANCE CO., Ltd. 


OF DUBLIN, was Established in 1824, and Offers Indemnity Proved by Every Test of Time 








Founded 1710 Sar 
209th Year Established 1824 


THE INSURANCE COVERAGE is Complete, Modern and Satisfying—Nothing better can be bought. 
THE CLAIM-PAYING HISTORY of the companies is Notable for the Prompt, Liberal and Considerate 
treatment of their Policyholders. No company has a prouder record than ours. 
THE SERVICE TO AGENTS is all that might be expected from organizations that have steadily 
developed in efficiency, strength and the highest business ideals during their many years of life. 
AGENTS WHO DESIRE SUPERIOR COMPANY REPRESENTATION, IN UNOCCUPIED. TERRITORY, ARE INVITED TO NEGOTIATE 


UNITED STATES BRANCH WESTERN DEPARTMENT PACIFIC COAST DEPARTMENT 


54 Pine Street, NEW YORK 76 West Monroe Street, CHICAGO SAN FRANCISCO 
P. T. KELSEY, U. S. Manager JOHN F. STAFFORD, Mgr. C. A. HENRY, General Agent 



































REINSURANCE ONLY | 
GLOBE NATIONAL FIRE INSURANCE Co. | 
Paid Up Cayital, $1,000,000.00 i 
eS — G. DOERFLER, Secretary and General Manager 





























KING, ALLEY & LAWRENCE 


96 Maiden Lane GENERAL AGENTS New York City 


Acceptable fire risks solicited from agents and brokers in all parts of the 
United States and Canada 

















IMPERIAL ASSURANCE COMPANY ‘<3 
100 Se.. New York 
Pacific Department; 
Enables its Agents to take advantage of progressive movements and new features in 343 Sansome St., San Freneiseo 
insurance. The Imperial writes Use and Occupancy, Sprinkler Leakage, Tornado, Profits, Rental and 6ther special 
classes in addition to its regular Fire lines. This gives an Agent facilities to fully meet the requirements of his patrons, 
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Automobile and Parcel Post 
Insurance 
Special Department Maintained 


for Purpose of Giving Expert 
and Efficient Service 


Local and General Agents Wanted 
A pply to 


Appleton & Cox 
Attorneys 
3 South William St. NEW YORK 


Representing Companies of Known Reputation 
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A Service to Local Agents 
OF THE UNITED STATES AND CANADA 


Earle C. Smith, Inc. 


51 Maiden Lane 


New Y ork 


Representing local agents, under contract, wherever situated: 
guaranteeing to them the SERVICE of a “branch office” in New 
York, the greatest insurance center in the country. 

Lines located in the territory of agents and controlled by 
brokers, will be SOLICITED from the latter and sent to local men 
for writing, together with all essential information pertaining 
thereto. 

Also surpius lines of agents PLACED with responsible companies. 

Accuracy, despatch and reliability assured; and all correspond- 
ence treated with the utmost confidence. 


Full detailsconcerning the ‘service’ and references FURNISHED 
UPON APPLICATION. 
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Harrison bony Ray-Forman-Fowler 


‘JOHN E. HOGAN _ 


Adjustments (Companies Only) 
INSURANCE EXCHANGE BLDG. 
CHICAGO, ILL. 


A Complete Automobile Claim Office 


PERSONAL-INJURY COLLISION 
PROPERTY-DAMAGE FIRE 
COMPENSATION 


(SUBROGATION) THEFT 








Exceptional facilities for handling Surplus and difficult lines 


SURPLUS 
LINES anp 


and unusual forms of insurance in best American and Foreign 


companies and at Lloyds, London. 
Re-Insurance Contracts Drawn and Placed. 






eastern Washington, eastern Oregon and 
Idaho, with headquarters at Spokane, has 
been transferred to San Francisco, where 
he will cover northern California, suc- 
ceeding K. C. Hamilton, who will now 
give his entire time to the company’s im- 
proved risk department. Walter G. 
Fotheringham, former city manager for 
the Liverpool & London & Globe, but for 
several months in the brokerage business 
at San Francisco, has been appointed to 
succeed Mr. Mariner for the Aetna at 
Spokane. 





Dunn With the Springfield 

Hugh C. Dunn, who has been special 
agent for the Home of New York in 
Montana, has resigned to cover the same 
field for the Springfield. C. L. Spear, 
who formerly covered Montana in ad- 
dition to Utah and southern Idaho for 
the Springfield, will now cover the lat- 
ter states only. 





Spencer Made Manager 


Kenneth Spencer, assistant Pacific Coast 
manager for the Globe Indemnity since 
February, 1916, has been appointed Pacific 
Coast manager for the Norwich Union 
Indemnity. The appointment was made 
by President W. G. Falconer, who came 
to San Francisco for that purpose. Be- 
fore coming to the Pacific Coast depart- 
ment of the Globe Indemnity, Mr. Spencer 
was assistant superintendent of thet 
company’s western department at Chi- 
cago, and is well known in Middle West 
casualty circles. 





Coast Field Changes 


Cc. A. Tomassene, special agent for the 
National Union Fire in Oregon and west- 


ern Washington, has resigned to join 
the Dooly & Co. General Agency of 
Portland. 


Volney Seebeck, former special agent 
for the New Zealand in eastern Wash- 
ington, Idaho and Montana, has been ap- 








pointed special agent for the Commere 
Union companies in northern Californig” 
with headquarters in San Francisco, ang 
succeeding the late F. J. H. Manning, | 

E. N. Hillegas, who has been in both 
local agency and banking business in 
southern California, has been appointed 
special agent in that field for the Na- 
tional Union Fire, succeeding Wm. y 
Stodghill, resigned. 











E. I. Crockett 


KE, I. Crockett, state agent for the 
Security of New Haven in the Mountaiy 
field, with headquarters at Pueblo, Co} 
has had added Idaho and Utah to hig 

























territory as the result of the transfer of 


supervision over those two states to the 
company’s western department at Rock. 
ford, Ill. 





Organizing the Field 


J. F. Edmonds of Denver, resident seg. 
retary of the northwestern department 
of the Commercial Union, who has algo 
been appointed manager of the Califor. 
nia, is now organizing his field for the 
latter company. His states are Colorado, 
Wyoming, New Mexico, North Dakota, 
South Dakota, Nebraska, Kansas and Ok- 
lahoma. These states formerly reported 
to the home office of the California in Sag 
F'rancisco. 





Bad Garage Fire in Denver 


The most serious garage fire which 
Denver has experienced for many years 


was the one in Tom Roberts’ Marmon | 
garage, 1237 Broadway, Feb. 19, in which — 


the loss was at least $100,000. The fire 
was caused by a gasoline explosion and 


lasted only 12 minutes, but completely 7 
ruined 20 valuable cars and seriously 


damaged the building. A representative 
of one of the companies which was 


heavily interested in the loss sold the — 


wreckage of three cars, worth originally 
$5,400 each, for $350. 
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NEWS FROM EASTERN FIELD 














COMPANIES BEING SOUNDED 





Agents Seek to Learn Whether Higher 
Commission Rate Can Now 
Be Paid 


NEW YORK, Feb. 24.—Letters are 
coming from company headquarters 
from different sections of the country, 
particularly from Massachusetts, sent 
by agents to sound out companies as to 
whether there is any opportunity to get 
more commissions. The companies seem 
to think that there is a concerted plan 
to bombard company headquarters. 
Managers feel that perhaps two or 
three local boards have sent letters to 
different sections urging agents to 
write. Jt is not thought that companies 
are in any mood to consider an increase 
in commissions. 

President Fred J. Cox of the Na- 
tional Association of Insurance Agents 
declares that his organization has no 
knowledge of any movement to increase 
commissions for agents and is not re- 
sponsible for anyone writing letters to 
company headquarters on the subject. 








BROOKLYN BROKERS’ DINNER 





Work of Federation Is Discussed and 
Americanization Movement 
Heartily Indorsed 


BROOKLYN, N. Y., Feb. 18—The 
Brooklyn Insurance Brokers’ Associa- 
tion held its annual dinner Monday 
night, with 140 in attendance. John E, 
Egan, president of the association, acted 
as toastmaster. The speakers were 
Frank Chandler, president, and Stanley 
L. Otis, executive secretary of the In- 
surance Federation of New York, both 
of whom told of different phases of the 
organization’s work and of its efforts 
to safeguard the business of agents and 
brokers against the constant agitation 
for monopolistic state insurance. 

Mr. Chandler quoted with approval 
the remarks of President J. G. Brown 
of the National Convention of Insur- 
ance Commissioners, illustrating the 
fallacy of state insurance schemes, and 
strongly urged the brokers to aid the 
federation in combating all attempted 
monopolistic moves. Mr. Chandler 








Brandeis Theatre Bldg., Omaha, Neb. 


MARTINI-ROBERTS CO. 


or 
IOWA, NEBRASKA, ILLINOIS and WISCONSIN 


GENERAL AGENTS 
Columbian National Fire Ins. Co. 
Twin City Fire Ins. Co. 
lowa Bonding & Casualty Co. (Nebraska) 


Branch Office 
Insurance Exchange, Chicago, Il. 











EST. 1880 


and Reliable American Company” 





D. M. FERRY, JR., President 


YOUR BUSINESS SOLICITED; 
PROMPT ATTENTION 


F. R. THOMPSON 


Insurance Exchange Chicago, Ill. 








FLOATERS 
ECONOMIZE 


NATIONAL INSPECTION COMPANY 


J. G. HUBBELL, Mgr. 108 So. La Salle St., CHICAGO 











Assets, $2,159,’ 
WM. T. B 











CASH CAPITAL, $400,000.00 
urplus to Policyholders, $864,110 


E. J. BOOTH, Vice-President 


Treasurer 
4. H. E. EVERETT 
BER Secretary 

E. P. WEBB 


“38 Yousd of Honorable Indemnity” : 


F. A. SCHULTE} 


Asst. Secretary} 


* 








Si Losses paid over $9,934,700 : 
ENALLACK, General Agent, Home Office Department, DETROIT, MICH. 
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“Hegemen and by Mr. Otis. The last 
named told interestingly of the ac- 
tivities of the federation with respect to 
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her paid tribute to the efficient aid 
ven the organization by Clarence 


inimical insurance legislation, and very 
cordially endorsed the Americanizatioa 
movement recently launched by the Na- 
tional Board, now under strong head- 


ay. 

by unanimous vote the association 
pledged its co-operation to the Ameri- 
canization idea, all members agreeing 
to further it in every possible way. 
Personating an  up-state legislator, 
Frank Boylan very cleverly set forth 
the ideas of many present-day law- 





NORTH BRANCH FIRE. S888 SUNBURY, PA. 


Incorporated 1911 Capital $500,000 Net Surplus $160,493.14 Assets $1,392,556.14 


CITY Gway OF PENNA., PITTSBURGH 














Incorporated 1870 Capital $250,000 Net Surplus $68,381.07 Assets $660,328.77 
PITTSBURGH EIRE. comeaxy’ PITTSBURGH, PA‘ 
Incorporated 1851 Capital $200,000 Net Surplus $116,057.35 Assets $644,677.62 





makers regarding insurance, his re- 





marks rousing his auditors to an ap- 
preciation of the great need for an edu- 
cational campaign among the state 
solons. 





Regulate Storage of Inflammables 


HARRISBURG, PA., Feb. 24—Storage 
and handling of gasoline, naphtha, kero- 
gene and other volatile, inflammable and 
combustible liquids have been placed 
under state regulation by the Fire Pro- 
tection Bureau of the state police de- 
partment. A new code has been issued, 
designating the uniformity of installa- 
tion, aimed to minimize the hazard. 
Tanks must be approved by the bureau. | 














Richardson Dines Incorporators 


NEW YORK, Feb. 25—Members of the 
incorporation committee of the Insur- 
ance Institute of America were the 
guests of Frederick Richardson, presi- 
dent of the institute and United States 
manager of the General Accident, at 
luncheon in this city today. The incor- 
poration committee numbers 23 company 
executives and managers located in the | 
leading insurance centers of the country. 





Insurance Exchange for Boston 


BOSTON, MASS., Feb. 24—The general ; 
insurance organizations of Boston,- with 
many of the larger agencies and offices, 
will, within a year_and half, probably be 
housed in a new twelve story building 
of their own, to be known as the Insur- 
ance Exchange. " 

A location on Franklin street, between 
Congress and Pearl, taking in practically 
an entire block, met with unanimous 
favor at a meeting of the Boston board 
last week. The site is but one street 


south of the very center of the present 
insurance district and even more favor- 
ably located as to subway and street car 


lines. Architects’ plans for a twelve 
story building were submitted and met 
very general approval. The design is 
much like that of the new Little build- 
ing in Boston, with practically every 
room getting light on two sides. Seven 
of the floors would be reserved for the 
insurance interests. 

Already it is assured that the board, 
exchange and other allied organizations 


will occupy the building and a canvass 
will be made the next few weeks by a 
committee of the board, of which Presi- 
dent C. H. J. Kimball is chairman, to 


determine what firms and companies 
will also take quarters. 





Purchase New York Building 


NEW YORK, Feb, 24—R. A. Corroon 
and T. A. Duffey, the well known insur- 
ance officials and brokers, have pur- 
chased the 12-story building at 92 Wil- 
liam street in order to house their in- 





CASH CAPITAL $839,580.00 
E. KIMBALL 
PRESIDENT 


CLEVELAND NATIONAL secs cn 


SECRETARY - TREASURER 
& MANAGING UNDER- 
WRITE 


FIRE INSURANCE COMPANY eet 


_— CLEVELAND, OHIO “iad 


seecpen anced APPLICATIONS FOR AGENCIES DESIRED 

















RE-INSURANCE FIRE COMPANY 


DES MOINES 
P. J. CLANCY, President F. E. HATHORN, Secretary 


Began business January |, 1920. Re-insurance contracts now 
being negotiated with standard companies. Correspondence solic- 
ited. Conservative underwriting. Experienced management. 





Reinsurance Only. No Direct Business Written. 





























F. H. Hawley, President W. E. Haines, Secretary 
71ST ANNUAL STATEMENT OF THE 


Ohio Farmers Insurance Co. 


LE ROY, OHIO 
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Reserve for Reinsurance................-.. 2,845,381 
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American National Fire Insurance 


Company ““outo 


Capital $500,000 





terests. It is in the same block with 
the Royal building and is opposite 95 
William street, which, in connection with 
61 Maiden Lane, has been purchased by 
the Home. 





New England Fire’s Officers 


PITTSFIELD, MASS., Feb. 24-—-The re- 
cently incorporated New England Fire, 
with a capital and surplus of $500,000, 
has elected the following officers: Presi- 
dent, H. Calvin Ford, Pittsfield; vice- 
president, Winthrop Murray Crane, Jr., 
> glen secretary, Carl B. Gale, Pitts- 
eld. 





Fire Prevention Bill Fails 


BOSTON, MASS., Feb. 24—Notwith- 
Standing there was no opposition ex- 
pressed to the bill offered in the present 
Massachusetts legislature by Alfred Dav- 
enport, to extend the fire prevention pro- 
visions of the Metropolitan district to 
the entire state, the bill was referred 














to the next legislature in a report of 
the committee on metropolitan affairs. 


JOHN W. ZUBER, President JOHN A. DODD, Secretary 


Its Name Indicates Its Character. Progressive, Yet Conservative. 
Operating Along Sound Lines. 








F. C. VAN DUSEN, President JOHN D. McMILLAN, Vice-President WALTER C. LEACH, Secy. 


FIRE AND 


Minneapolis waive Insurance Company 


MINNEAPOLIS, MINNESOTA 


This company will be glad to receive agency applications and will take up with union offices the 
question of its representation. : 

The underwriters are former field men who had had long experience in agency operations. 

There are many striking features in the Minneapolis F. & M. which make it attractive. We can 
tell them to you. 
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Insurance Company 
Cash Capital $100,000.00 
Home Office 
Mason City, lowa 
Offers an attractive agency contract to IOWA AGENTS. Insures Motor 


vehicles against the hazards of FIRE, THEFT, TRANSPORTATION, 
TORNADO and WINDSTORM 


E. H. WARNER, Secretary-Manager 


STANLEY K. WILLIAMS, Agency Supervisor 


G. H. BUNTEN, Special Agent 








AUTOMOBILE ADJUSTMENT BUREAU 


CHAS. W. PIPKIN, Manager 
Fire, Theft, Property Damage and Collision 
Losses Adjusted, Recover Stolen Automobiles 
Investigations of Any Nature 


“WE ARE NOT SATISFIED 
UNTIL YOU ARE” 


14 Arlington Block 
OM 


» NEB. 








The Best Field in the Insurance Business 
Today is Live Stock Insurance 
We want good men who work among farmers and stockmen to communicate with us 
Territory in Ohio, Indiana, Illinois, Michigan, Minnesota, Oklahoma, Missouri and Iowa 
THE KASKASKIA LIVE STOCK INSURANCE CO. 


INCORPORATED 


Home Office: - = 


- Shelbyville, Illinois 








NEBRASKA LIVE STOCK INSURANCE COMPANY 








Authorized Capital and Surplus 


$1,000,000.00 





KEELINE BUILDING, OMAHA, NEBRASKA 
W. B. HOWARD, President and General Manager 
CAPT. CAR ANLAND, 


« CARL F. SW. 





—S— 


» Secretary 
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Excellent opportunity for good live agents. Communicate with the Home Offiee 








HOG INSURANCE 
THE PIONEER NEBRASKA COMPANY 
AUTHORIZED CAPITAL AND SURPLUS — $1,125,000. 
AMER‘CAN LIVE STOCK INS. COMPANY 


OMAHA, NEBRA 











The additional expense which might be 
incurred is..believed to have been the 
reasen-for the unfavorable report, as the 
-bill-was admittedly one of the soundést 
of the hundreds before the general court. 





New Blue Goose Pond 


NEW YORK, Feb. 21—At a meeting 
held today at National Board 23 mem- 
bers of the Blue Goose were present, for 
the purpose of organizing a New York 
pond. The officers elected were: Most 
Loyal Gander Ray Waldron, assistant 
manager Rochester Underwriters; Super- 
visor W. E. Mallalieu, general manager 
National Board; Custodian Henry A. Mor- 
rison, Underwriters Map Association; 
Guardian J. H. Howe, National Board; 
Keeper Golden Goose Egg Frank W. 
Bland, The National Underwriter; 
Wielder Fred J, Breen, National Board. 

The installation of officers was made 
by E. D. Marr of Kansas City, a grand 
nest officer. 

The membership of the Blue Goose, 
in the United States and Canada, is at 
present some 2,500 members. There are 
24 ponds, which include 25 states and 
provinces. There is a pond in every 
province of Canada from the Atlantic to 
the Pacific, south as far as Louisiana. 





Association Praises Boy Scouts 


BOSTON, MASS., Feb. 24—The Boy 
Scouts of Lynn, Mass., have been publicly 
commended through the press of Lynn 
and Boston by Alfred Davenport, chair- 
man of the fire prevention committee of 
the National Association, for the splen- 
did work performed during the recent 
heavy fall of snow in Lynn. An appeal 
was made by the mayor and officials 
of Lynn for citizens to shovel around 
hydrants in the city property, that the 
same might be readily accessible in case 
of fire and as the city was unable to 
secure enough men to do all the emer- 
gency work required. The citizens failed 
to respond to the appeal and the Boy 
Scouts voluntarily took up the work, 
went through the city and dug out every 
hydrant buried in snow. Mr. Davenport 
wished the Boy Scouts to know that such 
work was appreciated by the National 
Association and kindred organizations. 





Discuss Marine Situation 


NEW YORK, Feb. 24—There seem to 
be indications of the marine insurance 
people getting together in a cooperative 
plan to meet the demands of the day. 
At the Union Club meeting held last 
week to hear the report of the special 
committee a number of plans were pro- 
posed for handling the United Shipping 
Board hulls and for establishing a 
pool for cargo reinsurance. The offi- 
cials, however, took no action and the 
whole subject was referred back to the 
committee. It was thought best to see 
if some cooperating agreement could not 
be reached with the Association of Ma- 
rine Underwriters of the United States 
which held a meeting Wednesday night 
called by President Rush of the North 
America, president of the organization. 
It seems that the suggestions received 
at Wednesday’s meeting from the Ship- 





ping Board -were satisfactory and 
progress. was. made-toward meeting 
demands-made by the Shipping Bo 
and the congressional subcommittee 9 
merchant marine and fisheries. 





Attack Sprinkler Requirements 


BOSTON, MASS., Feb. 17.—Boston ha 
a stringent sprinkler regulation, requir, 
ing the installation of sprinkler system 
in basements of four-story teneme 
buildings, enforced by the Boston builg 
ing commissioner and state fire marsh: 
Owners of older parcels of property 
which are particularly hazardous from 
the insurance standpoint have long re. 
belled at the requirement, and their op. 













position came to the surface at a hearing — 
before the legislative committee on met. 


ropolitan affairs. Prominent real estate 


owners appeared with bills to abolish the | 
requirement for sprinkler systems in ex. 


isting buildings in Boston. They were 
willing that the requirement should apply 
to new buildings, which immediately 
placed them in an inconsistent position 
before the committee. The state fire 
marshal, George C. Neal, and counsel for 
the Boston board opposed the measures, 
and the rapid-fire attack of practically 
all the members of the legislative com. 
mittee indicated that the bills will geta 
poor reception in the committee report, 





Eastern Notes 


Arnold & Wannemacher have suc 
ceeded W. W. Lee & Son as Philadelphia 


representatives of the Colonial Under- 


writers of Hartford. 
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A measure before the Massachusetts 


legislature would permit insurance com- 
panies of that state investing their 
funds in securities of the Dominion of 
Canada or any of its provinces. 


Safety 


Cc 


Si. 


The automobile business of the West- © 


chester, in the New York Metropolitan 


territory which heretofore has_ been 
written through Jones & Whitlock, will 


office. 


be handled direct at the company’s head © 


E. E. Ikier, manager of the loss de- ~ 
, . Kroeger, manager — 


partment, and F 
of the local department of the New Jer- 


sey at New York City, have been ap-. 


pointed assistant secretaries. 

Robert’ K. Todd, an attache of the 
Pennsylvania insurance department for 
the past nine years and a former member 
of the state legislature, died of pneu- 
monia at Harrisburg. 


State Mutual Hog’s Statement 

The first statement filed with the in- 
surance department of Illinois by State 
Mutual Hog of Springfield, Ill, shows 
premiums for the year of $67,739; losses 
paid, $11,528, and veterinary services of 
$4,397. <A. C. Littlejohn, one of the old- 
timers in the live stock game, is directly 
in charge of the company and figures 
reflect his ability as an organizer. 


Camden Fire’s Statement 


The Camden Fire in its annual state- 
ment shows assets $6,075,176, capital 
$1,000,000, reinsurance reserve $3,132,299, 
net surplus” $1,100,000. The Camden 
started business in 1841 and is one of the 
substantial companies of the country. 





We solicit 





representation in the better class of Agencies 


Hail Insurance 


Also fire — tornado — automobile —- riot & civil commotion — parcel post 


for the writing of 





In the states of Kansas, Nebraska, Colorado, iowa, South Dakota, Wyoming 


Located as we are with offices in the center of the great agricultural states, we offer every facility for enabling agents to 
furnish HAIL INSURANCE in the maximum amount in companies of unquestionable strength and reputation for fair 
treatment combined with genuine up-to-the-minute service to agents and policy holders combining prompt- 
ness in issuing policies, in settlement of claims, accuracy in every detail, absolute fairness in every respect. 


Globe & Rutgers Fire Insurance Co. of New York 


ASSETS $33,687,274.25 


Brandeis Theatre Bldg. 
OMAHA: NEBRASKA 


REYNOLDS-MORRISON-RATHBURN CO. 


**A General Agency of Service.’’ 


Camden Fire Insurance Association of New Jersey 
: ASSETS $6,075,176.35 


512 Main Street 
FREMONT, NEBRASKA 











Flynn Building 
Des Moines, Iowa 


Cash Capital $100,000.00 


AGENTS WANTED IN IOWA 


NATIONAL LIVE STOCK INSURANCE CO, we are the ORIGI- 


~ NATORS of HOG 
Insurance 
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ACE PENALTY 
ON CAREFUL EMPLOYER 


WOULD PL 


| 


Effects of State Compensation In- 
surance Explained at Minne- 
sota Hearing 


MUST CONSIDER HAZARD 


Safety Work Would Be Nullified If 
Character of Risks Should 
Be Disregarded 


ST. PAUL, MINN., Feb. 24.—The 
careful employer would be penalized 
by the adoption of state workmen’s 
compensation insurance, which would 
also penalize the business of a few 
hazards for the benefit of the business 
with many hazards, members of the 
Minnesota commission investigating 
the feasibility of state-fund insurance 
were told during the hearings at the 
capitol here. 


This commission is composed of 
senators and representatives appointed 
by the last legislature to investigate 
and report to the next session whtther 
a law establishing monopolistic state 
compensation insurance should be 
passed. A bill to that effect passed 
the house at the 1919 session but failed 
in the senate. At the present hear- 
ings the State Federation of Labor is 
urging enactment of a state insurance 
law. The Insurance Federation of 
Minnesota and the Employers’ Associa- 
tion are opposing it on the ground that 
the present workmen’s compensation 
act, with practically every employer 
in the state carrying compensation 
insurance in the regular commercial 
companies, is satisfactory. These 
companies are carrying on at all times 
a rigid and thorough inspection of all 
tisks and conducting energetic “safety 
first” propaganda with excellent re- 
‘sults, the commission is advised. 


Vital Defect in Plan 


D. B. Griswold, manager of the Min- 
nesota branch of the National Work- 
men’s Compensation Service Bureau, 
called attention to what insurance men 
and employers contend is a vital de- 
fect in the proposed state insurance 
pian. He told the commission that 
the present rates vary from 12 cents 
to $33.65 per $100 of payroll, the rate 
being based on the degree of safety 
employed by the workers. Both the 
natural hazards of the trade and the 
amount of protection furnished by the 
employer are taken into consideration 
in estimating this degree of safety. 
Under state insurance, he explained, 
the compensation due for any industrial 
accident in the state would be paid 
equally by all employers whose busi- 
ness involves workers in serious risks. 

his, he said, would be manifestly un- 
fair to the careful employer engaged 
in the business of few risks, and who 
now enjoys the lower rates afforded 
by private commercial companies. 


CASUALTY 


the Northwest, told the commissioners 
that big industrial concerns, the insur- 
ance companies and the National 
Safety Council are now preparing for 
joint state-wide campaigns for safety 
in industry that will be more extensive 
than anything hitherto known _ or 
undertaken. He also explained the in- 
spection methods of insurance repre- 
sentatives in vogue in the state and 
T. D. Dames of Minneapolis, another 
safety engineer, supplemented Mr. 
Knapp’s testimony. ; 
Efforts are being made by the in- 
surance companies’ representatives at 
the hearings to have the safety reports 
issued by insurance companies com- 
pared with reports made by the safety 
inspectors of the state labor depart- 
ment to prove that in most cases the 
inspections made by insurance com- 
panies are considerably more thorough 
than those conducted even: at the 
present time by the state, when there 
is no inducement tc do anything but 
protect the worker. 

The hearings, which began Feb. 9, 
are expected to continue another week 
or ten days, according to Rep. W. 
Nolan, chairman of the commission. 


Position of Labor Federation 


George W. Lawson, secretary of the 
State Federation of Labor, outlined the 
stand taken by that organization. He 
said that the federation had been going 
over the matter for five or six years be- 
fore the legislature and has also submit- 
ted results obtained by the Canadian 
commission appointed to investigate the 
subject in Canada. 

Senator P. H. Guilford, one of the com- 
missioners, asked Mr. Lawson what his 
main reason was for wanting state in- 
surance. 

Mr. Lawson replied that there were 
two. “One is the grievance some people 
have with insurance companies; the 
other is they feel they can get higher 
compensation if the cost is reduced to 
the employer. They: say $15 a week is 
not enough—they can’t get by with that. 
By eliminating the costs of soliciting 
and profits they believe they can get 
more benefits under the law.” 

“How does our compensation as fixed 
in 1919 compare with other states?” Sen- 
ator Guilford asked. 

O. M. Sullivan, statistician for the state 
labor department, replied that he did not 
have this tabulated, but asserted that he 
did not think Ohio ranked higher than 
Minnesota. Ohio has state insurance. 


Whitney Explains Rates 


A. W. Whitney of New York, manager 
of the National Workmen’s Compensation 
Rureau, explained how the rates in vari- 
ous states are figured out by actual ex- 
perience and the methods of determining 
the hazards of occupations. 

“We have a basic manual,” said Mr. 
Whitney, “which gives the rate figured on 
experience collected from all over the 
country. It is modified by factors enter- 
ing into the industrial conditions in each 
state. Among these are benefits accru- 
ing to employes under the law and the 
cost of doing business in the state. 

““The basic rate, for example, in a 
clothing factory is 34 cents for every 
$100 on the payroll a year. This entitles 
the employes to whatever benefits are 
conferred by law. These include com- 
pensation for time lost, cost of medical 
aid, their pay and damages for total 
disability. 

“We take the basic rate and use that 
to start with. The other factors are 
then considered in determining the rate 
for the specific firm to be insured. If 
the state requires large benefits, they 
would make additional cost, and vice 
versa. 


Hazards Modify Rates 











W. Knapp, safety engineer for 
the group of insurance companies in 





AND SURETY SECTION 


LOO WN 


and a payroll of at least $5,000, this:rate 
may be modified as much as 40 per cent 
or increased in proportion to the hazard 
present. This makes an incentive for the 
employer to install safety appliances, fire 
apparatus and good exits. Ninety days 
after the issuance of the policy the firm 
may call for a reinspection to have 
allowed credit for the installation of 
safety apparatus. By the experience 
rating safety work cares for the mechan- 
ical hazard in industry. 

“If a risk—meaning the total insur- 
ance of a firm—produces $450 in pre- 
miums at rates scheduled in the manual 
for a period of 21 months, a credit is 
allowed in proportion to the amount paid 
to the insurance company and paid out 
by the company. If the amount paid 
out by the company is reduced to a 
minimum, it may get as high as 50 per 
cent in credit, which is not unusual in 
extra large risks. This is almost limit- 
less and furnishes a great incentive for 
the employer to safeguard the employes.” 
Cc. H. VanCampen for the Insurance 
Federation introduced a copy of the rate 
manual and its conditions of insurance. 


Teaching Doctrines of Safety 


Mr. Knapp’s testimony showed the in- 
surance companies had long been teach- 
ing the doctrine of safety to laborers, 
foremen and superintendents in factories 
as well as owners of business and in- 
dustry. He related briefly his experiences 
as safety engineer in the Northwest for 
the last six years for the London Guar- 
antee & Accident. 

“The companies are now lining up with 
the National Safety Council to make 
every job safe,” said Mr. Knapp. “The 
plan for the education of everybody con- 
nected with industry is an elaborate one 
and will be followed by continual vigi- 
lance to see that the principles of safety 
are carried out. We have 185 items 
covered in our reports on factories and 
plants where insurance is required. The 
inspections are made at least once a year 
and in many cases oftener.” 


Vigilance Is Cost of Safety 


Senator Sageng asked Mr. Knapp about 
what per cent of the machinery in in- 
dustries is protected and he replied about 
50 per cent. He explained further, upon 
being questioned by the commission, that 
if he stopped the safety work now some 
of it would go on automatically; but 
wherever a new foreman came on the 
job it would be quite likely to stop, or 
be slowed up at least. 

“Safety is obtained only at the cost of 
eternal vigilance,’ added Mr. Knapp, 
“which the insurance companies main- 
tain. The insurance companies keep 
after the employers so strongly they are 
forced to install safety devices.” 

D. B. Griswold, manager of the Minne- 
sota branch of the National Workmen’s 
Compensation Service Bureau, explained 
the variations in rates. The rates vary 
in line with compilations of actual acci- 
dents resulting from industrial activities 
in all the different lines; he pointed out. 


Two Plans Compared 


“By state insurance, as it is usually 
figured,” he said, “every death or acci- 
dent is automatically thrown upon every 
member insured in all the companies. To 
that kind of insurance a death is a death 
and the rate goes up for everybody cor- 
respondingly. By our plan, if the worker 
did not meet the accident in the course 
of his industrial activity, it is not 
chargeable against the risk, and the rate 
remains the same.” 

Col. S. H. Wolfe, New York actuary, 
will be called upon to testify before the 
hearings. He is expected to discuss his 
recent examination of the Ohio State 
Fund. 

Col. S. H. Wolfe of New York, the well 
known actuary, explained in detail his 
recent report on investigation of the 
Ohio State Fund. Col. Wolfe caused 
some surprise by stating he questioned 
the soundness of the general policy of 
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BREACH SEEMS TO BE 
GROWING STILL WIDER 





Two Camps in Workmen’s Com- 
pensation Bureau Not 
Able to Agree 


NEW AMSTERDAM’S VIEW 


President Bland of United States 
Fidelity & Guaranty Writes to 
President Alexander 


BALTIMORE, MD., Feb. 25.—With 
the special committee of the National 
Workmen’s Compensation Bureau find- 
ing it rather difficult to agree on the 
matter of limiting the number of gen~ 
eral agents a company can have and 
the limitation of commissions, it begins 
to look as though the bureau may be 
confronted with serious difficulties. 
As is generally known, the committee 
divided into camps—one deadset 
against limiting the number of general 
agents a company can have and against 
fixing the commissions, but who are 
willing to accept a maximum commis- 
sion and to keep within the limit—and 
one side determined that the bureau 
shall have the right of limiting the num- 
ber of general agents and commissions. 
While the ranks of the former are 
steadily increasing, there are a few 
companies, chief among them being the 
Continental Casualty and the Travelers, 
that are blocking all attempts to reach 
an agreement except on terms which 


would be a continuation of the present 
rules. 


is 


Committee Unable to Agree 


The committee held a meeting in 
New York last Wednesday. The two 
subjects were discussed freely, but the 
members were unable to reach. an 
amicable agreement. 

Another meeting of the committee is 
scheduled for this afternoon in New 
York and the consensus of opinion is 
that should the committee again fail to 
reach an agreement the future will be 
squally. 

The latest deserter from the ranks of 
the limitation adherents is the New 
Amsterdam Casualty. While President 
Nelson has been an advocate of the old 
order, it is said that the New Amster- 
dam officials have convinced him of the 
utter impracticability of the present 
rules. 

New Amsterdam’s Views 


In discussing the situation, Captain 
Parvis, who has charge of the New 
Amsterdam agents, had the following to 
say: 

“There is not a company that is today 
living up to the rules of the bureau. 
Some companies are claiming that they 
are, but they are not telling the truth. 
Mr. Bland is to be complimented on his 
straightforward stand in coming out 
against the present rules and in resign- 
ing from the bureau last April. 

“I am frank when I say that the New 
Amsterdam is not living up to the rules. 
We tried to at the start. Four years 
ago, when the rules were made, we en- 








“If a risk produces a premium of $50 
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SYNDICATE IS FORMED 


—_— 


TO SAVE FIRST REINSURANCE 


Oversubscription Makes It Necessary 
to Scale Down Allotments to 
Some Companies 


HARTFORD, CONN., Feb. 24.—The 
subscriptions of seven Hartford insur- 
ance companies and several banks have 
completed the forming of a syndicate 
to save the First Reinsurance of this 
city and apparently the company has 
already been saved. So many became 
interested in the movement the past few 
days that there has been a substantial 
oversubscription, making it necessary to 
scale down the allotments to some sub- 
scribers. 

Among the local companies in the 
syndicate are the Aetna Life, Aetna 
Casualty & Surety ana the Automobile 
Insurance Company, Hartford Fire, 
Aetna (Fire), Phoenix Mutual Life and 
Connecticut General Life. The Secur- 
ity of New Haven also subscribed to 
the stock, and it is possible that a fifth 
Hartford company may join the syndi- 
cate. Three of the above companies 
who have subscribed are represented 
on the board of directors of the First 
Reinsurance, the Hartford Fire by 
President R. M. Bissell, the Connecticut 
General by President Robert W. Hunt- 
ington, Jr., and the Phoenix Mutual by 
Vice-President Archibald A. Welch. 


Expect Offer to Be Accepted 


The general belief is that the alien 
property custodian will accept the offer 
made for the syndicate of $788,375, or 
$175 per share for the stock, by an 
executive order, and that no auction 
will be held. Especially in view of the 
stipulation made by the Security Trust 
Company, syndicate manager, it is be- 
lieved the offer will meet with approval. 
The trust company will retain apr 
shares of stock, which is a majority, i 
trust for a period of three years, con- 
ditions that will secure American man- 
agement for that period. 

Alien Property Custodian Garvan in 
addressing the stockholders under the 
new syndicate plan pointed out the fact 
that the First Reinsurance is a prosper- 
ous and growing concern, that liquida- 
tion would undoubtedly extend over a 
period of years, the dissolution of the 
company would result in a loss to the 
stockholders and that if put under the 
proper management it could be of real 
service to American insurance com- 
panies. By liquidation a valuable 
charter would be lost and its remunera- 
tive treaties ended. It is stipulated in 
the agreement drawn up that all the 
directors shall be American citizens 
and that the syndicate manager shall 
collect all dividends on stock held by 
it in trust and pay them over to the 
holders of the trust certificates in ac- 
cordance with their respective hold- 
ings and that all taxes due the state 


shall be paid when due by the corpora- 
tion. 


Decide te Save Company 


Although knowing that the stock 
represented a safe and sound invest- 
ment, the majority of the subscribers 
to the syndicate responded because of 
their desire to save the company from 
liquidatiou. Goodwin Beach & Co., the 
brokerage firm which bid $785,000 last 
summer and later withdrew the bid be- 
cause of severe government -egulations, 
offered to take any part of the syndi- 
cate not otherwise subscribed, thus in- 
suring the successful completion of the 
syndicate. 

At the meeting of the stockholders 
held last week to act on dissolution of 
the company, adjournment was taken 
for one week. Therefore if the syndi- 
cate is satisfactory and the bid favor- 
able all the stockholders will have to do 
is to vote against the liquidation order 
at the meeting this week to save the 
company. If insurance companies take 





BIG CHANGES IN JOYCE & CO. 





Four Members of the Organization 
Form a New Agency—Burras 
Has New Lineup 





W. Herbert Stewart, vice-president 
and underwriter; Harry F, Keator, vice- 
president; Edward H. Kessberger, man- 
ager of the casualty department, and 
Emil L. Lederer, secretary of Joyce & 
Co. of Chicago, managers of the National 
Surety, have resigned and formed the 
local agency of Stewart, Keator, Kess- 
berger & Lederer, which will open of- 
fices in 727 Insurance Exchange in the 
near future. The new firm has secured 
the United States Fidelity & Guaranty 
for all lines, Mr. Stewart having made 
the contract some days ago. It will also 
represent the Aetna for automobile busi- 
ness and later on will take other com- 
panies for life and fire. These men are 
live ones in every respect, are business 
producers and will make a strong quar- 
tette. They are held in high esteem in 
Chicago, both in insurance and business 
circles. They have had long experience 
in insurance work and are sure to make 
a success from the start. 

Following the resignation of four of 
the members of the firm of Joyce & Co. 
of Chicago, Charles H. Burras, president 
of the agency, has reorganized his office 
and appointed successors to the men who 
have left. Elmer E. McDonald becomes 
acting vice-president, succeeding Mr. 
Stewart. Mr. McDonald was formerly 
branch manager of the American Surety 
at Rochester, N. Y., and more recently 
has been with the home office of the 
National Surety. 

Clifford E. Deming, who has been as- 
sistant treasurer of Joyce & Co., becomes 
secretary - treasurer, succeeding Mr. 
Lederer. 

Cc. M. Randall, formerly manager of the 
development department of the agency, 
has been placed in charge of production. 

H. F. Reeves, formerly with the bur- 
glary department of the National at the 
home office, has been appointed manager 
of the burglary and casualty department, 
vice Mr. Kessberger, resigned. Mr. 
Reeves will have as his assistant J. D. 
DesRoches, formerly with the casualty 
department of Rollins, Burdick & Hunter 
of Chicago. 

J. G. Jefferds, Jr., for a number of 
years branch manager of the National 
Surety at Worcester, Mass., goes with the 
Joyce agency as general utility man. 

The business of the Joyce agency is 
growing rapidly. Its premium income 
during January exceeded the correspond- 
ing month of a year ago by more than 
$61,000. In 1919 the agency enjoyed the 
largest business in its history, exceeding 
the premium income production of any 
insurance agency in the world, and its 
production for 1920 is strongly on the 
increase. 


Interesting Case Comes Up 


NEW YORK, Feb. 24.—An interesting 
case is on the docket in New York be- 
fore Justice Guy of the supreme court 
of New York City in which Spencer & Co. 
are suing the Travelers and the Trav- 
elers Indemnity. Some of the issues 
involved in this case are whether an 
insurance company can induce policy- 
holders sent to it by general agents to 
transfer their business to the office ac- 
count, and also whether a company may 
induce subagents of a general agent to 
make direct contracts concerning busi- 
ness handled by the general agent. It 
will come up for argument March 1. 


Rap at Insurance Federation 


In the life insurance section, Part 2 of 
this issue, will be found an announce- 
ment by President J. Stanley Edwards of 
the National Life Underwriters Associa- 
tion urging life men and life under- 
writers associations not to participate in 
the joint activities of other organizations 
of fire, casualty and surety agents. Evi- 
dently President Edwards is hinting at 
the Insurance Federation. He says that 
the National Association of Life Under- 
writers believes that the interests of its 
members can be better served by main- 
taining an absolutely independent exist- 
ence. 








enough stock to make a majority, the 
clause in the agreement may be modi- 
fied, so that no trustee will be named. 
The only object in naming a trustee was 
to secure the holding of stock by Amer- 
ican interests. 





U. S. F. & G. HAS NEW BRANCH 





Office Established in Milwaukee for 
Wisconsin and Upper Michigan 
Territory 


MILWAUKEE, WIS., Feb. 24.—The 
United States Fidelity & Guaranty an- 
nounces an important change in its 
agency representation in the Wisconsin 
and upper Michigan territory by the 
establishment of a branch office at 85 
Michigan street, with J. Tracy Hale, Jr., 
as manager, and Robert F. Ormond and 
George Hoff as assistant managers. 
Hackett, Hoff & Thierman, Inc., 77 
Michigan street, who have represented 
the company as general agents for Mil- 
waukee county for the past 22 years, 
will continue in that capacity. The new 
branch office adjoins that of Hackett, 
Hoff & Thierman. Agency and broker- 
age connections in Wisconsin and the 
Upper Peninsula will not be disturbed 
by the new arrangement, but all will re- 
port to the Milwaukee branch office. 

Manager Hale has been connected 
with the bond department of the Sec- 
ond Ward Savings Bank of Milwaukee 
since returning from active duty with 
the Thirty-second Division (Wisconsin 
and Michigan National Guard) in 
France. He was discharged as a lieu- 
tenant of infantry. 

Robert F. Ormond, assistant man- 
ager, in charge of casualty department, 
has had fifteen years’ experience in the 
casualty and bond business. George 
Hoff, assistant manager, in charge of 
bond department, has been with the 
United States home office at Baltimore 
for ten years and will have especial 
charge of fidelity, surety and contract 
bond underwriting. Mr. Ormond will 
be assisted by Gilbert V. Groves of 
New York, who has had 17 years’ ex- 
perience. A. C. Burkhardt of New 
York joins the new branch office or- 
ganization as auditor. 

Robert K. Barton, who has been resi- 
dent secretary of the United States in 
Milwaukee for several years, has been 
promoted to the position of assistant 
manager of the branch office at Omaha, 
Neb. His-local duties have been as- 
sumed by Howard M. Sivyer, who is 
associated with Hackett, Hoff & Thier- 
man. 


New Form of Liquor Bond 


The internal revenue department has 
gotten out a new form of bond to cover 
those that handle intoxicating liquors. 
It is known as Form 1408. It is issued 
to druggists, physicians, or in fact any 
purchaser of liquors. The old bond 
simply guaranteed that purchasers of 
liquors in quantities would not sell any 
to those that did not have a permit to 
buy the product. 

The new form of bond is much broader 
and guarantees that none of the laws 
will be violated, that fines will be paid, 
and taxes will be taken care of. The 
rate on this bond is $10 per thousan:] 
dollars. The opportunity is thus opened 
for local agents and brokers to get in 
touch with those who sell intoxicants 
such as druggists, physicians and the 
like and those who use it for industrial 
purposes and secure these bonds. 


American Indemnity Enters Florida 


The American Indemnity and the Ma- 
rine & Motor, both of Galveston, have 
been admitted to Florida. Agency Man- 
ager J. M. Jacobs of the company re- 
cently went to Jacksonville, Fla., and 
appointed J. Finley Tucker & Bro., of 
that city, as general agents for the two 
companies in Florida: The American In- 
demnity was recently examined by the 
New York department and came out with 
flying colors. The examiners said in 
commenting on the company that its 
funds are well invested, its reserves are 
ample and its affairs are efficiently man- 
aged. 


M. A. Bailey Goes to Denver 


M. A. Bailey, who has had charge of 
the service branch of the American 
Surety at Helena, Mont., has been ap- 
pointed assistant manager for the com- 
pany at Denver, Colo. 





TOO MANY BENEFITS 


— 


HEALTH POLICIES CRITICIZED 





E. G. Letzkus of New Amsterdam Says 


Companies Give Too Much for 
Premium Charged 


BALTIMORE, MD., Feb. 24.—E. G, 
Letzkus, vice-president of the New 
Amsterdam Casualty, believes that the 
companies today are writing health pol. 
icies containing too many benefits for 
the premium charged. 

“Twenty years ago, when I first 
broke into the insurance game,” stated 
Mr. Letzkus, “the companies used to 
look on health insurance as one sure 
money maker for the year. 
a company is making money on it, 
And the reason for this is that the 
companies today are writing a contract 
containing too many benefits for the 
premium charged. 


Too Many “Frills” Now 


“It is the mutuals who are to blame 
for the policies in force today, with the 
partial disability and all the rest of the 
frills. Beneficial clauses, accumulative, 
hospital fees; all these were unknown 
in the olden days. 


partial disability. And quarterly an 
semi-annual payments—why the com- 
panies refused to write any business ex: 
cept on an annual basis. 

“Then along came the mutuals. In 
an effort to get the business, they 
started the quarterly payment. Then 
they tacked on partial disability. The 
stock companies had to follow suit if 
they wanted to remain in the business. 
The mutuals kept on adding and so did 
the stock companies. 


Can’t Afford to Continue 


“The stock companies are realizing 
today that they cannot afford to keep 
on writing their present contracts. 
They ‘must either go back to the old 
form§ or jack up their rates consid- 
erably. The companies made money 
on health insurance in the old days and 
there is no reason why they shouldn't 
make money today. 

“The Bureau of Personal Accident 
& Health Underwriters have had com- 
mittees for the past seven years trying 
to agree on-a standard contract, but 
the committees have always agreed to 
disagree. I hope that the present com- 
mittee can agree on a policy and ona 
standard scale of rates. Lord knows. 
it’s needed. 

“T believe that eventually the com- 
panies will drop partial disability. 
have always been opposed to it and it 
gives me a bad case of the nerves 
every time I see a policy with that 
clause in it.” 





GEORGE D. MARCY’S NEW DEAL 


Secretary of Kansas Casualty Will Go 
to Portland to Open Lion’s 
Branch Office 


George D. Marcy, secretary of the 
Kansas Casualty & Surety of Wichita 
for the last Six years, has resigned in 
order to enter the production end of 
the business. He has been appointed 
manager of the new branch office o 
the Lion Bonding & Surety at Port- 
land, Ore. 


Today not 


Not a company — 
dreamed of writing a policy era. 






peas 


He will assume his new 


ee 


duties April 1. The new branch will _ 


have jurisdiction over Oregon and 
Washington. Mr. Marcy has done ex- 
cellent work as a company official an 
is regarded as a man of superior abil- 
ity. 


- 


Mrs. Caroline B. Atwood, wife of 
President Kimball C. Atwood of the 
Preferred Accident, died at the family 
home in New York City, on Monday. 
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O. F. Roberts, general manager of 
the Chicago Bonding, entertained the 
department heads at his home in Glen- 
coe, Ill., last Saturday evening. This 
was Mr. Roberts’ farewell to the men 
who have been associated with him, as 
the company has been merged with the 
American Bonding & Casualty of Sioux 
City, Ia. Mr. Roberts was presented 
with a gold watch. A handsome par- 
lor lamp was presented to Mrs. Roberts. 
The presentation address was made by 
W. M. Graves, head of the liability de- 
partment. 

William Bruce Mann, recently ap- 
pointed agency superintendent of the 
Ocean Accident & Guarantee, and of 
its office mate, the Columbia Casualty, 
is one of the best known and most 
competent underwriters in the accident 
and casualty field. “Billy” started his 
insurance career as a cashier in the 
Metropolitan agency of the Mutual Life 
under Col. Charles H. Raymond. Later 
he joined the Pacific Mutual Life, de- 
voting especial attention to its acci- 
dent business. His next connection 
was with the Ocean Accident, having 
been chosen by Oscar Ising, manager 
of the corporation, to direct its personal 
accident and health branch. How well 
his department has been handled, a 
study of the Ocean’s figures will dis- 
close. As he has all the qualities re- 
quired in a field superintendent it is 
safe to predict that his success as a 
department head will be duplicated or 
surpassed in his new position. 


Walter Farady, manager of the surety 
department of Kuhns & Pogge, man- 
agers of the Iowa Bonding, has been 
appointed Chicago correspondent of 
the New York “Journal of Commerce.” 
Mr. Farady will continue his regular 
work, but will represent the “Journal 
of Commerce” on the side. He has had 
a long experience in surety lines and 
at one time was a daily newspaper man 
in Chicago. 


Charles W. Olson, secretary of the 
Illinois Insurance Federation, was 
commissioned by the United Americans 
to contribute an article that was sent 
to all the papers in Illinois by the 


Western Newspaper Union in plate 
form. Mr. Olson took his text from 
“Loyalty Week,’ and commented on 


the necessity of people studiously and 
conscientiously studying the political, 
social and economic problems before 
them. Mr. Olson said that the remedy 
for all our ills lies within our power 
by the methods ordained in our funda- 
mental law. Commenting further, he 
said: “We do not deny the existence | 
of ills. We do not claim that America 
has attained a perfect government, but 
she has made liberty absolutely secure 
and justice infallible. But we do claim 
that there is no country in the world 
in which democracy has reached a 
higher development, or in which the 
people are more completely in control 
of their own destinies. Remember, 
America is not an autocracy, neither is 
it a pure democracy, but a republic, 
and a republic is a democracy made 
safe by a majority choosing from the 
whole body by the ballot a small num- 
ber of the most fit to deliberate and 
act for all. The remedy of the present- 
day problems is the effective use of the 
ballot. The appeal to passion, the 
fomenting of strife, the resort to law- 
less methods, these all hinder our 
Progress. The great need today is to 
Promote better understanding among 
the various groups of our people and 
closer cooperation in seeking the com- 
mon good.” 

The board of directors of the Busi- | 
ness Men’s Indemnity Association of 


life insurance policy on the life of 

. W. Dark, secretary of the organ- 
ization. Mr. Dark has been largely re- 
sponsible for the splendid growth of 
the Business Men’s Indemnity. 


BREACH SEEMS TO BE 
GROWING STILL WIDER 


(CONTINUED FROM PAGE 29) 
deavored to cut down our agencies by 
combining some and forcing others out. 
We thought the rest of the companies 
were doing the same. But we noticed 
that they were honoring the agreement 
more in the breach than in the observ- 
ance. 

“In some states, where we were below 
the quota allotted to the companies, we 
offered general agencies to sub-agents, 
offering them the maximum commission 
of 17% percent. ‘Why, we are getting 
that now,’ they informed me and when I 
asked them to produce their contracts, 
they did so. Why, then, should we live 
up to the rules? It is impossible today 
for any company to live up to the rules. 


Seale Is Unequal 


“The table is very unequal. For in- 
stance, Maryland is allowed only two 
general agents, yet Texas has 8; Colo- 
rado, with only Denver, has 4. The Dis- 
trict of Columbia is allowed as much as 
Maryland, yet here we have Baltimore, 
Cumberland, Frederick, Hagerstown and 
other growing towns. Illinois is allowed 
four agents, and of those four, two are 
to be in Cook county, or, in other words, 
Chicago, and two in the rest of the state. 

“Then the rule whereby the agents’ 
commission is set by the last census— 
why, it is altogether wrong. Take 
Akron, Ohio, for instance. In the census 
of 1910, Akron was under 75,000. Today 
is has over 175,000. Yet the agent can 
only get 10 percent. Is that fair? 

“TI do not believe the bureau should 
have the power of limiting the number 
of general agencies or of setting the per- 
centage of commission to be paid. Let 
them set a maximum and let the com- 
panies keep within the maximum. I be- 
lieve that the company should pay the 
agent what he is worth and not what 
the bureau says he should get.” 


Bland Writes Alexander 


President Bland of the United States 
Fidelity & Guaranty sent the following 
letter to H. G. B, Alexander, president 
of the Continental Casualty. Mr. Alex- 
ander is one of the leaders in the fight 
to retain the old rules. The letter fol- 
lows: - 

“IT note the Journal of Commerce has 
an interview with you in which you say: 

“‘*‘Any company that, through pride of 
self, helps to bring about a collapse 
would thereafter be branded as an un- 
desirable citizen.’ 

“Just how a corporation can become 
an undesirable citizen is beyond my un- 
derstanding. If you are correctly re- 
ported, I am constrained to say that it 
sounds as though it comes from an irri- 
tated and ‘peeved’ man. It appears 
strange that a man of your large under- 
standing and experience should proclaim 
as ‘undesirable citizens’ men who are 
in every sense your equal. Such asper- 
ity of tone and harshness of expression 
are not justified by the facts and will 
not advance you in the good opinion of 
insurance men. We challenge any man 
or set of men to say we have failed to 
maintain the rates adopted by the bu- 
reau or that we have infringed upon the 
rule as to the number of maximum com- 
mission points up to the time we notified 
Mr. Lott, as chairman of the committee 
of six, last April. 


Should Have Definite Plan 


“You, of course, have the right to ex- 
press your opinion, but naturally, the in- 
surance world also had the right to 
expect from you something definite, 
something complete, something that 
would satisfy the mind and conscience 
of the insurance world. Should not all 
of us realize that important insurance 
problems cannot be allowed to drift; 
that in solving these problems, some 
must steer the ship and others must 
shovel in coal, in order to keep steam 
in the boiler—in order to keep the ship 
going on an even keel? This is axiom- 
atic and not debatable. 


Raps Big General Agents 


“In discussing this subject, I am not 
tattooing automatically like a rubber 
stamp. I am not governed by the views 
of those big insurance agents who con- 
trol large territories and omnibus pre- 
miums, from which they derive en- 





Indianapolis has taken out a business 





ormous commissions, but who do not 


| their part has shown that they have far 


share in the losses. No; I have not con- 
sidered their interests, because past ex- 
perience and history demonstrate that it 
has often occurred that selfish greed on 


too frequently reaped a harvest at the 
expense of the company they represent, 
and notwithstanding this harvest, the 
companies they represent have lost 
hundreds of thousands of dollars an- 
nually, while other companies have been 
brought, through such methods, to the 
verge of bankruptcy. 


Freezing Out Lesser Agents 


“It is this type of man who desires to 
enforce and maintain the rule referred 
to. It is this type of man who hopes to 
force the companies to continue the rule, 
by which he only shall continue to re- 
ceive the maximum commissions. It is 
this type of man—one or two in each 
state,—who proposes to freeze out those 
other agents with less volume, but 
equally worthy and equally efficient. I 
maintain that those located at other de- 
sirable points in the same state should 
not, by an arbitrary and unjust rule of 
the Bureau, be given a reduced commis- 
sion, thus limiting their earning power 
and usefulness. 


Rule Adopted as a Compromise 


“It is evident that you and those who 
are in accord with you think that those 
who do not concur in this old moss- 
covered rule should be throttled. Let 
me take this occasion to remind you 
that this rule was originally adopted by 
the Bureau—then in a formative state— 
as a compromise. It never was a just, 
wise or equitable rule, nor one that 
properly protected the interests of all 
the companies. It was adopted because 
certain companies, backed up by certain 
agencies, working solely for their own 
interests, were able at that particular 
time to either force its adoption or 
thwart the organization of the Bureau. 
In a word, it was a question of tem- 
porary expediency, and not of principle. 


How the Rule Worked 


“Finally, there came a time when some 
of the members of the insurance frater- 
nity endeavored to ascertain how this 
rule worked. What did they find? They 
found that the rule, if strictly observed, 
worked beautifully for a few members, 
but that it did not work in the interests 
of many others. It was also found that 
the rule is more honored in the breach 
than in the observance; that many mem- 
bers of the Bureau have openly violated 
the rule, some as high as seventy times. 
The writer then came to the conclusion 
that the rule was an unmoral rule; that 
it led to duplicity; that it was calculated 
to develop misunderstanding; that mem- 
bers were regarding each other with 
suspicion, and that, in its essence, was 
degrading. With these views, this com- 
pany, rather than remain in the Bureau 
under such circumstances. concluded to 
send in, and did send in, its resignation, 
conditioned upon a complete abrogation 
of the rule. This was our position in 
April, 1919, and this is our position to- 
day—1920. 


Accountable to His Company 


“Passing over the form of yeur crit- 
icism, which I am sure many will re- 
gard as a tactical blunder, let me say 
that I am not, like some, under mental 
servitude to others; nor is it ‘pride of 
self’ to perform one’s duty as one sees 
it. In any event, I am not accountable 
to you or to any other man; I am ac- 
countable only to the members of the 
board and to the stockholders of the 
company I represent, and I can be con- 
tent in the reflection that they have 
given me ample testimony time and 
again of their confidence in my integrity, 
belief in my patriotism, and faith in my 
ability to meet such situations as you 
and those in accord with you may choose 
to force upon us. Let me say that we 
propose to maintain at all times the 
rates adopted by the Bureau, and that 
we also propose to reserve to ourselves 
the right to pay to such of our own 
agents as we may select the maximum 
commissions allowed by the rules of the 
insurance departments.” 


Ohio Casualty Licensed 


COLUMBUS, O., Feb. 24—The Chio Cas- 
ualty of Hamilton has been issued a li- 
cense by Commissioner Tomlinson. It 
has a paid-up capital stock of $200,000. 
During the year receipts of $301,799 were 
secured from the sale of capital stock. 
The company was formed to take over 
the business’ of the Union Mutual of 


TO SHOW STOCK PLAN 


BIG ADVERTISING CAMPAIGN 





National Workmen’s Compensation 
Service Bureau Requests Bids From 
Big National Agencies 





BALTIMORE, MD., Feb. 25.—Close 
on the heels of the assertion by various 
stock company heads that the mutuals 
are not making any serious inroads on 
their business, comes the action of the 
National Workmen’s Compensation 
Service Bureau in requesting bids from 
four nationally known advertising 
agencies for advertisements to appear 
in magazines and newspapers to com- 
bat the mutuals and interinsurance con- 
cerns and to show the superiority of 
stock companies, 


Mutuals Make Inroads 


The step taken by the bureau shows 
that the old saying of “Where there is 
smoke there is fire,” is correct. It has 
been rumored for some time that the 
mutuals were making the stock com- 
panies uncomfortable, especially in 
workmen’s compensation and automo- 
bile insurance, and the bureau’s action 
seems to back these opinions up. 

Your correspondent visited every de- 
partment head of the United States 
Fidelity & Guaranty and President John 
R. Bland, and questioned them as to the 
inroads of the mutuals. The officials 
were as one in vehemently asserting 
that the mutuals were not bothering 
them in the slightest, that their business 
for 1919 had tripled and in some cases 
multiplied four times over that of 1918. 


Vice-President Letzkus’ Views 


Yet, E. G. Letzkus, vice-president of 
the New Amsterdam Casualty, stated 
altogether different views. Mr. Letzkus 
was shown an article in The National 
Underwriter, where President Bland was 
quoted as saying that the mutuals were 
not here to stay and that their collapse 
could be looked for in a few years. 

“The statement of President Bland,” 
declared Mr. Letzkus, “is surprising. It 
is conflicting to Mr. Bland’s views and I 
really do not see why he should make an 
assertion of this kind. 

“The mutuals,” he continued, “are here 
and they are here to stay and the sooner 
the stock companies realize it the better 
they will be. Action, such as that just 
being taken by the National Workmen’s 
Compensation Service Bureau, is needed 
and needed badly. 


Go After Big Fellows 


“The mutuals have contracts with for- 
eign companies, such as the Lloyds, for 
re-insurance and practically every one 
of them is re-insured for accidents over 
$12,000 or $15,000. Especially in work- 
men’s compensation, are they making 
things very uncomfortable, not only for 
us, but for all the stock companies. 
Right here in Baltimore, a mutual is 
beating both us and the U. S. F. & G. for 
a big workmen’s compensation policy. 
The mutuals are making it a point to 
go after the big fellows. 

“They have taken the lead in forming . 
medical bureaus. Let me cite a case of 
our own: We insured a shipbuilding 
plant in the south last year, taking the 
policy away from the mutuals. We im- 
mediately erected a hospital and in- 
stalled a physician and two nurses. Yet 
this year, the mutuals, despite our ex- 
cellent service, -got this policy away 
from us. 

“No, sir, all statements that the mu- 
tuals are not here to stay is pure bun- 
combe.” 





Heard Made President 


Officers elected at the annual meeting 
of the Casualty Underwriters’ Association 
of Northern New Jersey were: President, 
William N. Heard; vice-president, Frank 
M. MacDonald; treasurer, Frank B. Hel- 
ler; secretary, Percy R. Mills. 





E. G. Armstrong, superintendent of the 
surety department at the New York office 
of the Hartford Accident, has been made 
superintendent of the contract surety de- 
partment at the head office in Hartford, 
Mr. Collen, who is now with G. C. Swope 
& Co., of Baltimore, is to be Mr. Arm- 





Hamilton. 





strong’s successor in New York. 
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‘-EMPLOYER’S LIABILITY 


Assurance Corporation, Ltd., of London, England 


SAMUEL APPLETON, Manager and Attorney U. S. Branch, 88 Broad St., Boston, Mase. 


Original and Leading Liability Company—All Forms of Liability Insurance 








WORKMEN'S COMPENSATION 


HEARING IN MASSACHUSETTS 














signed and there are indications that a 
Arguments for and Against State Fund 
Presented to Legislative 


workmen’s compensation bureau, has re- 


fight within the bureau has reached qa. 
critical stage. L. J. Wehe, one of the 


The Most Advanced and Practical Personal Accident and Sickness Policies 
UNITED STATES ASSETS, $14,776,570.58 (> SURPLUS, $2,490,253.08 


THOS. E. HANLON, Gen. Agt., t. Ky. a., Tenn., First National Bank 
Building, Cincinnati; STONE, STAFFORD & "STONEY ” Gen. Agts. Ind. and Ky. 
Lemcke Annex, Indianapolis, Ind.; A. GIL Res. Mgr. Ill. and Io Ins, 
Exchange Bld — , Ill.; CH is? a ‘GXRRISON 7 t.. “- Mich., Majestic 
Detroit; LOYAL ND, a Agt.. Wisconsin, Wells dg. Milwaukee; F. D. 
HIRSCHBERG . PO. Agts., rchants Exchange, St. Louis; GROVES BROS. 
NS. Y CO., a “Agts.. Coukmerce Bide. City, Mo. j ; LOVE-HASKELL 
COMPANY, ge Oo & 


‘Agts., oodmen of the orld Bidg. ; JAMES 
ESTER co., Gen. Agts., Leader-News Bidg., Cleveland, Otto.” 











GENERAL ACCIDENT 


FIRE AND LIFE 
ASSURANCE CORPORATION 


, LTD. 





Accident— Health— Burglary — Liability — Auto- 
mobile—Teams—Elevator—Workmen’s 


Compensation 











FREDERICK RICHARDSON, 
General Buiiding 


United States Manager 


4th & Walnut Streets 
PHILADELPHIA 











ANNOUNCING THE CONTINENTAL’S NEW 
NON-—CANCELLABLE DISABILITY INCOME POLICY 


(a) It increases the sale of Life 
Insurance. 


Committee 





BOSTON, MASS., Feb. 24.—Thomas 
J. Duffy, chairman of the Ohio Indus- 
trial Commission and manager of its 
state fund, appeared before the joint 
judiciary committee of the Massachu- 
setts legislature in support of a bill 
which would establish a state fund for 
workmen’s compensation in Massachu- 
setts, with provision also for self-insur- 
ance. Mr. Duffy explained at length 
the working of the Ohio state fund. He 
referred to recent audits and claimed 
the examination and report by S. H. 
Wolfe were made for propaganda pur- 
poses. 
Charles J. Hodgson, legislative agent 
of the Massachusetts branch of the 
American Federation of Labor, opposed 
the bill and declared labor was in favor 
of an exclusive state fund only, with 
compulsory workmen’s compensation, 
if possible. 

Frank F. Dresser, for the Associated 
Industries, opposed the measure and 
spoke to such purpose that no other 


oT were presented against the 
bil 





Wants New Jersey State Fund 


Governor Edwards, in a special mes- 
sage to the legislature of New Jersey, 
recommended the creating of a state in- 
surance fund, managed by the state, to 
which the employer of labor would con- 
tribute and out of which compensation 
would be paid to injured workmen or to 
the dependents of killed workmen, there- 
by supplanting insurance corporations 
and relieving employers from the pay- 
ment of premiums to such companies. He 
claims that the profits realized by the 
insurance companies defeat the purpose 


members of the bureau, is the storm 
center, and a group of employes of the 


Governor Frazier demanding that Wehe 
be retired, or that they, themselves, wil] 
quit. 

The administration of claims has also 
come in for censure. It is charged that 
the bureau is far behind in its work, 
and that one injured worker, hurt last 
September, has been advised that his 
case will be heard probably in March. 


Condition of Montana Fund 


HELENA, MONT., Feb. 24.—A statement 
by the Montana state accident board 
shows that out of a total of $462,549.02 
paid into the fund by employers of the 
state, $232,644.88 has been paid in claims, 
leaving a balance on hand of $239,000, of 
which $86,000 is in cash. The special 
assessments levied in October and De- 
cember of last year, totalling $85,000, 
have been about 90 per cent paid. Claims 
pending aggregate between $55,000 and 
$60,000. The average cost to the em- 
ployers, numbering about 1,200, is 
slightly over 1 per cent of their payroll, 
according to the board’s report. 


Compensation Reinsurance Changes 


At the annual meeting of the Work- 
men’s Compensation Reinsurance Bureau, 
held this week, all former officers were 
re-elected and Milford E. J. Everett of 
the Royal Indemnity succeeded Charles J. 
Frizzell, who has taken the presidency of 
the Newark Fire, and D. G. Luckett, secre- 
tary of the United States Casualty, re- 
placed Edson S. Lott, president of the 
United States Casualty. 





Gain Despite Mutuals’ Competition 


NEW YORK, Feb. 24.—Mutual com- 
panies writing compensation insurance 
have profited greatly through the heavy 
advance of wages paid in the industrial 
plants throughout the country in recent 


bureau have addressed a petition to 





(b) It increases the sale of Commercial 
Accident and Health Insurance. 
YOU ARE INTERESTED IN EITHER. 
Write or telegraph for particulars. 
CONTINENTAL CASUALTY COMPANY 
H.G.B. Alexander, President 
General Offices: Chicago, Illinois 


The CONTINENTAL is an American Company with 
a national reputation. 
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of the workmen’s compensation act to 
solely benefit and protect labor. He 
recommends that the present New Jersey 
system be abolished and that a fund sim- 


ilar to that of New York state be insti- 
tuted. 


years; collections upon excess payrolls 
supplying funds with which to pay at- 
tractive dividends to policyholders, and 
furnishing the sinews for an extensive 
advertising campaign in widely circu- 
lated daily papers and literary maga- 
zines. An analysis of the statements of 
the leading mutuals in pre-war days 
wou!d indicate that the business acquisi- 
tien cost to such offices fully equaled, if 


WOULD PLACE PENALTY 
ON CAREFUL EMPLOYER 


(CONTINUED FROM PAGE 29) 


establishing rates on a percentage of 
payroll. He believed the premiums 
should be based on the hazard of occu- 
pation and the schedule of compensation 
payments. 

The day following Mr. Wolfe’s testi- 
mony came that of Emile E. Watson, 
actuary of the Ohio State Fund, to which 
he went direct from completing his 
studies at Chicago university. He also 
established the compensation rates for 
the North Dakota State Fund and is still 
consulting actuary. He admitted he had 
gone to North Dakota and prepared the 
state fund rates, for which he received 
$3,600, and at the same time was draw- 
ing his Ohio pay and that he had taken 
one Ohio department man with him as 
an assistant; further, that he was con- 





Expect Favorable Missouri Decision 


ST. LOUIS, MO., Feb. 24—Liability un- 
derwriters here are confident that the 
supreme court, to which appeal has been 
made from the decision of the special 
referee and the court of appeals, hold- 
ing that the referendum section of the 
state law does not apply to the work- 
men’s compensation act, effective some 
months ago, will uphold the rulings of 
the lower tribunals and are writing lia- 
bility business upon that assumption. 
The case is upon the April calendar of 
the supreme court and an early decision 
is looked for. 











Change Experience Plan 


Effective March 1, the experience rating 
plan of compensation insurance will 
be amended so that the minimum pre- 
mium requirement will be $450 instead 
of $500. The experience will be for a 
period of 18 months which will be 
brought up to within six months of re- 
newal date of the policy. Heretofore 
the period was for 21 months and brought 
up to within 90 days of the renewal of 


P ; inui from North 
the policy. The maximum experience | tinuing to get $1,800 a year 

period has been amended to read three | Dakota in the capacity of consulting 
years and six months and the minimum | @ctuary. 


18 months. He said he believed a Minnesota State 


Fund would permit of increasing com- 
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FOUNDED 1889 
INDIANAPOLIS 
Specializing on monthly Premium Health and Accident 
with non-classification of risks. Benefits paid weekly. 
Policy includes $100.00 funeral benefit. 
Representatives Wanted in Indiana and Illinois. Our Victory Policy Will Interest You 
is -—————e Bee 
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f “Federal Savings and Insurance Co. [ 


pensation schedules 50 percent at the 
same amount of premium as the stock 
companies now charge. He thought the 
loss ratio in Minnesota was about 50 
percent, but when he learned it was 64 
he admitted this would make some dif- 
ference. He said if Minnesota got 2 
state fund it must be sure to keep it out 
of politics, and then was required to 
give testimony that in Ohio the chair- 
man is a labor leader, that the fund com~ 
missioners are named solely by the gov- 
ernor and don’t have to be confirmed by 
their state senate as in the case with 
other gubernatorial appointments, an@ 
the fund is the only department in the 


Plan Vocational Rehabilitation 


RICHMOND, VA., Feb. 24.—Vocational 
rehabilitation and education of employees 
injured in discharge of their duties is 
provided in a bill pending in the general 
assembly of Virginia. It calls for the 
creation of a division for rehabilitation 
under control and supervision of the 
State Industrial Commission in  co- 
operation with the federal government’s 
Similar line of work. 


Row in North Dakota Bureau 





BISMARCK, N. D., Feb. 24.—John 
Brown, secretary of the North Dakota 





state that the auditor is not allowed to 
examine. 
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Established 1869 U. S. Branch 1892 


LONDON GUARANTEE & ACCIDENT COMPANY, LTD. 


OF LONDON, ENGLAND 


27th ANNUAL UNITED STATES BRANCH STATEMENT 
December 31, 1919 











Claim Reserve: LIABILITIES 
Compensation and Liability De- 
ASSETS Dart ig CREE TROT $6,948,950.44 
Government, State, Municipal, Rail- Cikge Departments. .-...  WAGGS.5S 
road, and Public Utility Bond. .$10,756,501.84 All other Departments......... 374,734.14 
First Mortgages on Real Estate.... 17,500.00 Reserve for Unearned Premiums.... 3,419,659.44 
Cash on hand and in Bank......... 473,413.09 ani =H Bers Serer ire eh «+ 255,994.60 
Interest d We ci so caavy 165,681.25 saat pe ditete, sve rnbarey aie penan 
veg or aaa y atch He - sions, and all other Liabilities... 601,018.88 
sop eg _ ae hence 2 311,801.58 Reserve for Federal Taxes......... 400,000.00 
sido St atpaat maracas omg ial pe BU che Voluntary Additional Reserve for 
Am-othiee Aseetess 2. as aaa 08s 432,034.01 $14,156,931.77 Contingencies .............000: 700,000.00 $12,905,273.03 
Surplus to Policyholders 1,251,658.74 
$14,156,931.77 


Deposited with Insurance Departments and United States Trustee, $10,556,501.84 
Writes: Workmen’s Compensation, Employers’ Liability, General Liability, 
Workmen’s Collective, Elevator, Teams, Automobile, General Acci- 
dent, Health, Credit, Burglary, Boiler, Flywheel, Engine Insurance. 
HEAD OFFICE, CHICAGO, ILLINOIS 
F. W. LAWSON, General Manager 


CONKLING, PRICE & WEBB 
General Agents Western Dept. 
Insurance Exchange, Chicago, Ill. 


FRED L. GRAY COMPANY 
Northwestern Managers 


RAYMOND & RAYMOND 
General Agents Southern Michigan 
Journal Bldg., Detroit, Mich. 
MAXSON, PERDUE & KETCHUM 
General Agents 
422 Leader-News Bldg., Cleveland, Ohio 
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326-336 Security Bldg., Minneapolis, Minn. 
THE THOS. F. DALY AGENCY CO. 
General Agents for Colorado and Utah 
Tabor Opera House Bldg., Denver, Colo. 
BLAND & GAUNT 
General Agents for Kentucky 
315 Speed Bldg., Louisville, Ky. 


TaN iivaiivaxtVaxivay! 
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GROUP INSURANCE 


Forward looking employers carry Group 
insurance. They find it accomplishes all the 
results claimed for it. 


_ In 1919 The Travelers wrote more Group 
insurance in the United States than any other 
company. 


Group, and the multiple forms of insurance 


provided by The Travelers, afford agents and 
brokers great opportunities. 


Moral: Represent.The Travelers 








SUPER - SERVICE 


Surety Producers 
Who Appreciate Underwriting Service 
Address 
Fidelity and Deposit Company 
of Maryland 


Baltimore 

















THE PROVIDENT LIFE and ACCIDENT 
cuarranooca INSURANCE CO. tennessee 


SERVING INSURERS FOR MORE THAN THIRTY-TWO YEARS 








Lines Written: Commercial—Monthly Premium—Grou 


Railroad Instalment—Accident 
& Health Insurance. 


Ordinary and Intermediate—Non-Participating Life Insurance. 





ATTRACTIVE AGENCY OPENINGS IN SEVENTEEN STATES 


1919 PREMIUM INCOME OVER $1,100,000 





We are issuing all forms of 


Life, Health and Accident Policies 


Perfect Personal Protection 


Can we interest you in biggest, greatest, best paid business in the world? 
It will be our pleasure to give you more Information. 


CLOVERLEAF LIFE & CASUALTY COMPANY 


FREDERICK H ROWE, Presipewt 


JACKSONVILLE, ILLINOIS 
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The Lion Bonding 
& Surety Co. 


Home Office: OMAHA 


Takes a keen pleasure in announcing to 


ALL AGENTS 


IN THE STATES OF 
SOUTH DAKOTA 


—— CALIFORNIA 
MISSOURI KANSAS 


OKLAHOMA NEBRASKA 


INDIANA 
MICHIGAN 
MINNESOTA 
IDAHO 
MONTANA 


THAT IN ADDITION TO OUR OTHER LINES 


WE ARE NOW WRITING 


A Full Coverage 
Automobile Policy 


Liability | Property Damage Fire 3:.Theft Collision 


LET US SHOW YOU THE ADVANTAGES OF REPRESENTING 


THE “LION” 


FNSYVOGUR TERRITORY 














| The Gem City Life Ins. Co. 


SOMETHING NEW 


In addition to an up-to-date line of Life and 
Accident policies, we also issue a special Accident 
and Health policy for farmersonly. A contract without 
trille or ruffles but a proven good seller. Write for eample. 


Dayton, Ohio 














Protect Your Business 


BY SELLING 


Automobile, Plate Glass and 
Accident Poltctes 


OF THE 


AMERICAN CASUALTY COMPANY 
READING, PA. 


@hicago Branch Office Capital - - - - - $ 500,000.00 
959-961 Insurance Exchange Assets - - - 1,203,668.60 
FRANK W. GREEN, Resident Manager Surplus to Policyholders 688,412.14 








| GEORGIA A “CASUALTY COMPANY 
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Surplus and. Reserves to 


Policy Holders, $2,030,162.08 
Compiled Undes Laws of tow York, fennezivania and Georgia 


GEORGIA 











it did not surpass, that of the stock com- 
panies, while the general service ren- 
dered by the latter to the assured left 
little to be desired. 

Once conditions industrially return to 
normal, and the mutuals, failing to profit 
from the heavy payrolls, are unable to 
pay attractive dividends to their cus- 
tomers, underwriters are speculating as 
to what the attitude of the latter will 
be. Despite the competition of state 
funds and mutuals, the stock companies 
report heavily increased business, clearly 
attesting that their policyholders are 
more than satisfied with the services 
they are receiving, and with the solid 
financial resources behind their contracts. 


Shipbuilders May Choose Remedy 
SALEM, ORE., Feb. 23.—Under an 





opinion rendered recently by Fede 
Judge Wolverton of Portland, workn 
injured in the pursuance of their duti 
on navigable waters are not barred frg 
seeking damages in admiralty e 
though they have failed to reject 
provisions of the state workmen’s co 
pensation act and are therefore aut 
matically included under the provisig; 
of the act. Judge Wolverton’s opinig 
was rendered in connection with the 
of Herman F. Rodhe, who was suing t 
Grant Smith-Porter company, shipbuil 
ers, for $10,000 damages for injuries rg 
ceived as the result of a fall from | 
seaffolding on a ship in the company 
yards. The damages prayed for } 
Rohde were awarded in full. 

“The suitor has his election as to th 
jurisdiction in which he will proceed f 
recovery,” Judge Wolverton holds. E 
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DOUBTS AS TO CO-OPERATION 


Company Officials Disagree as to 
Whether Partial Health Disability 
Should Be Eliminated 


NEW YORK, Feb. 24—Some com- 
pany officials say that they do not be- 
lieve that the companies can get to- 
gether on eliminating partial disability 
from health policies because numerous 
ones hold that there is a real demand 
for partial disability and if so contracts 
should be given and rates should be in- 
creased if they are not high enough. 
The Bureau of Personal Accident & 
Health Underwriters’ members are now 
voting on this question but its action 
will be largely advisory. There will 
probably be a tightening up of the par- 
tial disability clause so as to make 
clearer just what partial disability is. 
In many companies’ policies the provi- 
sion is ambiguous and leaves the way 
open for disputes and frequent injus- 
tice against the company. 

Partial disability has been a part of 
health insurance policies for so long 
that it is deeply entrenched. Undoubt- 
edly it has been the means of the de- 
signing taking advantage of a company. 
One official said today that in his 
opinion a man was entitled to partial 
disability so long as he was in the 
hands of a doctor. When the doctor 
was dismissed that should be the end 
of disability payments. 


New Company at Mattoon, III. 


The Farmers & Bankers Accident & 
Health is a new mutual company organ- 
ized at Mattoon, Ill., by Lincoln Ban- 
eroft, who will be manager. The presi- 
dent is H. B. Miller, who has been with 
one of the mutual health and accident 
companies for a number of years. For- 
rest B. Gore, the secretary, and A. S. 
McKeller, second vice-president, are also 
insurance men. Mr. Bancroft for several 
years was superintendent of agents for 
the Bankers Mutual Life of Freeport. 


Call Health Bill Vicious 


ROCHESTER, N. Y., Feb. 24—After a 
thorough examination of the proposed 
Davenport compulsory health bill for 
New York state, Rochester Chamber of 
Commerce, through three separate cgm- 
mittees, has issued a pamphlet in which 
the measure is branded as vicious for six 
separate reasons summarized as follows: 

First. Because it attacks the problem 
of sickness at the wrong end. 

Second. Because it furnishes relief 
during sickness to only a comparatively 
small portion of our citizens. 

Third. Because it would create a class 
of political physicians and tend to re- 
duce the practice of medicine to a dead 
level of mediocrity. 

Fourth. Because it would divert at- 
tention and financial support from our 
state and municipal health departments, 
from our tuberculosis sanatorium and 
from our efforts in various other direc- 
tions in the great field of preventive 
medicine. 

Fifth. Because it cannot legally be 
enacted without an amendment to the 
constitution of our state. 

Sixth. Because it is contrary to the 
genius of the American people. 





AETNA’S PARTIAL DISABILI 


Refuses to Agree to Elimination, Whi¢ 
Is Desired by Other Members ~ 
of Bureau 


BALTIMORE, MD., Feb. 25.—Insur 
ance men, who several weeks ago weré 
certain that partial disability would be 
done away with, are not so sure of 
after learning of the stand of the Aetn 
Life. 

All of the companies, who are mems 
bers of the Bureau of Personal Acct 
dent & Health Underwriters, with the 
exception of the Aetna, are willing t 
do away with this clause in health com 
tracts. However, the Aetna has taken 
the stand that it is writing a big busis 
ness, not having any _ considerablé 
amount of losses from partial disability 
and that it therefore will not consen 
to doing away with it. 

Local health underwriters are await 
ing the action of the governing com 
mittee, whose report is due aroun 
March 1, before commenting on th 
stand taken by the Aetna. They fee 
that the committee may be able to get 
the Aetna to agree to come in with 
them and in that case partial disabilit 
will be a thing of the past. 

Insurance men are also _pessimisti¢ 
about a standard set of rates. They 
cite the arguments given at the bureat 
meeting. The Maryland thought that 
$9 was the proper figure; the Travelers! 
wanted $8.50, without partial disability; 
the Aetna $10, without partial disabil= 
ity; the Royal $8, and so on, each dele~ 
gate giving a different figure. 

The governing committee is also due! 
to make a report on the rate question 
and should it make the report which 
insurance men are expecting, that it is) 
unable to agree on a definite set of 
rates, the companies will then increase 
their own rates as they see fit. 

However, should the committee adopt 
a standard set of rates, a special meet- 
ing of the bureau is expected to be 
called to take action on the scale 
adopted. However, the U. S. F. & GJ 
has made it plain that, no matter what 
the other companies do, it will standy 
pat on its rates for this year. 


Iowa Accident Figures 


DES MOINES, IA., Feb. 24—That 203 
Iowans were killed in highway accidents 
in 1919 is shown by the official bulletin 
of the Iowa Highway Commission. There 
were 2,809 automobile accidents in the 


‘state in the year and 2,708 people suf- 


fered broken bénes and serious injuries. 
In the year 1918, the number of death 
was 237, with total people injured 3,450 
and in 1917 the deaths were 281, with 
5,208 injured. The total for the three 
years was 721 deaths and 11,166 injured 
in automobile accidents on state high 
ways. 


Health Rates Increased 


NEW YORK, Feb. 24—Representative 
ef the United States Casualty have been 
notified that, dating from March 1, : 
far as new business is concerned, and 
from April 1 with respect to renewals, 
the rates on its health insurance policiet 
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CAPITAL ONE MILLION DOLLARS 


Paid in Full and Deposited in Securities 
with Insurance Department of Iowa 


— 


Fidelity and Surety Bonds, 
Burglary Insurance, 
Workmen’s Compensation, 
Automobile and Other 
Public Liability Lines. 





EXPERT SAFETYZENGINEERING 
and INSPECTION SERVICE 





HOME OFFICE: 
715 Locust Street, 
DES MOINES, IOWA 


—_——" 


EMORY H. ENGLISH, Pres. 
JOEL TUTTLE, Secretary 
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The word “Jiffy” de- 
notesspeed and action 
The shape and _ bal- 
ance resembles the dip 
penholder. It is built 
for those who appre- 
ciatea properly shaped 
and balanced pen. 
Prices from $2.50 up. 
Self-filling without a 
“Ser sac. 


Senu ‘or descriptive 
matter. 


JIFFY PEN CO 
Dept. No. 2 
406 Pierce Street 
Sioux City, lowa 
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will be increased over present figures, 
$1 for each $5 of weekly indemnity. In 
taking this action the United States Cas- 
ualty is simply following the practice of 
other offices, several of which advanced 
their premiums months ago. With scarce 
an exception company managers .appre- 
ciate that the health business has been 
conducted at a loss hitherto, and the 
part of wisdom dictates that they must 
either get more money for the indemnity 
or cease writing it. 


HOLDS MIDWINTER MEETING 


Health and Accident Underwriters’ 
Conference Program Draws Fine 
Attendance to Des Moines 
Convention 


DES MOINES, IA., Feb. 25.—Presi- 
dent Isaac Miller Hamilton of the 
Health & Accident Underwriters Con- 
ference in his address before that body 
at its mid-winter meeting, declared that 
this branch of the business is showing 
substantial and improving development. 
There are broader and more liberal cov- 
erages being granted with little, if any, 
increase in premiums. Fixed charges 
and operating expenses are being re- 
duced wherever possible. Freak and 
misleading coverages are avoided as 
never before. There is every effort 
being made to give liberal and honest 
service to policyholders. Better agents 
mean better selection of applicants and 
with better applicants there are less 
fraudulent claims. 

The meeting started Tuesday, with 
addresses of welcome by local digni- 
taries and response by W. R. Sanders 
of the American Liability. There were 
reports of standing committees at the 
first session. Yesterday afternoon the 
time was given to the mutual section 
with C. O. Pauley of the Central Busi- 
ness Men’s of Chicago presiding. A 
number of valuable papers were read. 
The mutual section was again in session 
this morning to complete its program 
and later the conference met to hear 
further papers. The meeting will close 
tomorrow. 


Glover Made State Manager 


SAN FRANCISCO, CAL., Feb. 25.—R. V. 
Glover, for the past three years with 
the National Casualty at Los Angeles, 
has been appointed state manager for 
the company in California, with head- 
quarters at San Francisco, and succeed- 
ing A. E. Nash, resigned. 
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DEMAND FOR BONDS IS HEAVY 


Cincinnati Agents Report That Busi- 
ness Was Never Better in That 
Territory Than Now 


CINCINNATI, O., Feb. 24.—Bonding 
business was never better in Cincinnati 
and surrounding territory than at pres- 
ent, notwithstanding there is almost 
complete absence of contract bonds 
from the market. Fidelity, fiduciary 
and depository bonds are in heavy 
demand, with depository bonds leading 
in activity. 

Notwithstanding cities, counties and 
state, including school districts and 
boards of education are always plead- 
ing poverty and—if one may judge from 
official utterances through the news- 
papers—just on the verge of bank- 
ruptcy, they always have money to de- 
posit in large sums, which makes 
business for the bonding companies. 
None of these political subdivisions, 
nor the commonwealth itself, ever made 
such heavy deposits as are being made 
in numerous banks at the present time. 
Every one of them requires a de- 
pository bond. 

Several large estates and numerous 
properties of moderate size have come 
under the jurisdiction of the Probate 
court lately, and these have made good 
business for the bond men. 

Contracts bonds are expected to be- 
gin coming on the market soon, as in- 
dications are excellent for a heavy build- 
ing season, with a number of very large 





Southern Surety Co. 


Des Moines, Iowa 


C. 8. Cobb, Pres. J. H. Huckleberry, Vice Pres. 
E. G. Davis, Secy. Jno. T. Suggs, Vice Pres. 
M. H. Cohen, General Counsel 





Capital $1,000,000 Surplus $482,067.36 





Entered in 24 States 
Writes “‘All Casualty and Surety Lines’’ 
Agents Wanted in Unoccupied territory. 
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American Indemnity Company 


(GALVESTON, TEXAS 
CASH CAPITAL - - += = = 
ASSETS—OVER 


$ 600,000.00 
- 2,000,000.00 


This Company was examined by the New York Insurance Department as of June 
30,1919. The examiners stated in part: 


“The Company is in a sound financial condition. Its funds 
are well invested, its reserves are ample and its affairs are 
efficiently.managed. Claims are promptly settled an ie 
holders and claimants receive fair and equitable treatment. 


RESPONSIBLE AGENTS WANTED WHERE NOT REPRESENTED 














Republic Casualty Co. 


PITTSBURGH, PA. 


Writes All Lines of Casualty Insurance 


and Surety Bonds 








The American Credit-Indemnity Co. 
of NEW YORK 
CREDIT INSURANCE ONLY 
E. M. TREAT, President 


The American’s Unlimited Policy not only provides absolute protection against abnor- 
mal loss on all outstanding covered accounts, but serves to prevent losses. 








If you are a manufacturer or jobber, write for the full particulars of this service. 

415 Locust St., St. Louis, Mo. 91 William St., New York 
OFFICES IN ALL PRINCIPAL CITIES 

R. J. LYDDANE, General Agent 1140 Marquette Bldg., Chicago 








Re-Insurance DEE A. STOKER 


Excess Re-Insurance RE-INSURANCE UNDERWRITER 
Catastrophe Hazard 11 So. LaSalle St. CHICAGO 
Accident Re-Insurance Underwriter. Employers Indemnity Corporation 














INSURANCE CO. OF NEW YORK 
Home Office: 47 Cedar St., New York City 
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The Sign of Good Casualty Insurance 


LIABILITY 
ACCIDENT 
HEALTH 
AUTOMOBILE 
TEAMS 
COMPENSATION 


BURGLARY 
CREDIT 

BOILER 
LANDLORD'S 
ELEVATOR 

GEN’L LIABILITY 


ESTABLISHED 1865 


London Guarantee & Accident Company, Ltd. 
OF LONDON, ENGLAND 
Head Office, Chicago F. W. LAWSON, General Manager 


PRICE & WEBB 


Bldg. Minneapolis 

Journal Bldg., Detroit 

Trade Bidg., Wheeling 

wos ‘werthtentars Ohio, Leader-News Bldg., Cleveland 
Gth. Agts., So. Ohio, 1217-18 First Nat. _ Bldg., Cincinnati 
Wash., 214 Tacoma Bidg., Tacoma; 1708 L. C. Smitn Bidg., Seattle 
Gen. Agts., Lucas Co., Produce Exch. Bldg. Toledo, Ohio 

ist. Agts., Savings Bldg., Lima, Ohio 


eo 
THE MERRILL. DODGE rY SACKSON 
O’CONNOR BROS.-McCUNE AGENCY 








Assets $1,175,707 


Behind the Contracts of the 


AMERICAN REINSURANCE COMPANY 


HANOVER BANK BUILDING 
NEW YORK CITY 
HENRY W. IVES & CO., Underwriting Managers 
stand solidly invested assets in excess of $1,100,000, ample 
reserves and an enviable reputation for fair dealing. 


REINSURANCE EFFECTED IN 


COMPENSATION, PUBLIC AND CENERAL LIABILITY, HEALTH 
AUTOMOBILE AND BURGLARY LINES 
UNDER EQUITABLE CONDITIONS 











Automobile Casualty Insurance 
OUR LEADER 


We Also Write 
Fidelity and Surety Bonds; Plate Glass, Burglary 


jJ. C. O. MORSE, President WICHITA, KANSAS 
“CONSERVATIVE BUT AGGRESSIVE”’ 





Chas. L. Nicholson, President Harry R. Weed, Secretary 


THE INTER-STATE SURETY COMPANY 


REDFIELD, SOUTH DAKOTA 


WE ISSUE 
PAPORTORY. FIDELITY BOND ~ JUDICIAL. ee and 


PLATE GLASS and BANK BURGLARY INSURANCE 

















Very Few Life Insurance Men Make Good Without 


SYSTEM 


The Systematic Salesmanship Outfit will provide 

you with a good system. Write THE NATIONAL 
UNDERWRITER, 1363 Insurance Exchange, 
Chicago, for particulars. 




















structures in contemplation. Moreover, 
Cincinnati has more than $2,000,000 of 
street improvement contracts on its 
program for this year. 

The state and most of its 88 counties 
are interested in highway projects ag- 
gregating more than $25,000,000. The 
call for bids requires the filing of a 
bond to the amount of 10 per cent of 
the bid that if awarded the work the 
bidder will enter into a contract. If 
there are many bidders, the aggregate 
of these bonds may be several times 
the amount of the award. The success- 
ful bidder also must give bond for the 
proper completion of the work. 


Will Cover the Banks 


The National Surety and the Globe 
Indemnity, which write check alteration 
bonds and recently extended this cover- 
age to include forgery of the signatures 
and endorsers so far as the maker of 
the check is concerned, will cover banks 
against forgery in case of their own 
paper such as cashier’s checks, drafts 
and soon. For an increased premium of 
10 percent they will guarantee the bank 
against loss on certified checks. The 





banks lose more through certified checks 
than actual forgery of the signatures of © 
its officers. After a check has been cer. | 
tified it may get out of the original] — 
holder’s hands and the amount be raised * 
or some other alteration made. 4 


May Withdraw Jitney Bonds 


SAN ANTONIO, TEX., Feb. 24.—As- 
serting that they are unable to make a ~ 
profit under the present $10,000 maxi- = 
mum liability clause in their contracts, — 
insurance companies writing surety ~ 
bonds for jitneys operating in San An- ~ 
tonio are considering withdrawing from 
this business unless the contract igs | 
modified. The matter has been put up 
to the city commission but no decision 
has yet been reached. Surety bonds as 
now written to cover jitneys provide 
for a maximum of $10,000 liability in 
any one accident and a maximum of 
$5,000 fer any one person injured in such 
accident. The companies have asked 
the city to reduce the liability to half 
of the present sum, or a total of $5,000, 
with $2,500 maximum for individuals. 
If the petition of the insurance com- 
panies is granted jitney operators will 
ask a corresponding decrease in their 7% 
premiums, 4 
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DATA ON BANK BURGLARIES 


Bankers of 18 Western States Compile 
Information to Be Used at 
Conference in Chicago 


Questionnaires have been sent out to 
bankers in thirteen central states, cov- 
ering the subject of bank burglary in- 
surance rates in those states, the 
amount of premiums paid and losses 
sustained. The information will be 
tabulated and presented at conferences 
arranged for March 9 and 10 in Chi- 
cago, when officials of banking asso- 
ciations of the thirteen states are to 
meet. The questions cover the years 
1917, 1918 and 1919. 

The action of the bankers results 
from increases made by the companies 
on rates for daylight holdup coverage. 
The bankers are seeking to determine 
from their own experience as_ to 
whether or not the raises are justifiable. 
They say that it is difficult to deter- 
mine this from the companies’ figures. 
as their reports do not segregate bank 
premiums and losses from other bur- 
glary business. 

As a result of recent holdups, many 
Minnesota bankers are installing elec- 
tric alarm systems, and equipping the 
neighboring business houses with shot- 
guns, according to George H. Richards, 
secretary of the Minnesota Bankers 
Association, who says that more than 
100 bankers have installed the system 
within the last 90 days. 


May Eliminate Liquors 


NEW YORK, Feb. 24.—Liquor losses 
have become so numerous of late that 
some of the burglary insurance writing 
companies are seriously considering 
eliminating the coverage from their gen- 
eral coverage policies altogether, and re- 
quiring property owners seeking such 
indemnity to take out specific contracts. 
No replacement of stolen liquor is now 
possible, and the settlement of claims 
frequently results in friction. 


Liquor Values Fixed 


BALTIMORE, MD., Feb. 24.—The ques- 
tion puzzling companies writing liquor 
theft insurance as to the value to be 
allowed on liquor claims has been suc- 
cessfully solved by the New Amsterdam 
Casualty, which has decided to payclaims 
on the value of liquor as of June 30, 1919. 

“What is the price of liquor today?” 
questioned BE. G. Letzkus, vice-presi- 
dent, in commenting on the step taken. 
“There is no price unless you go by the 
rate charged by the bootleegers. The 
following case, one of our recent claims, 
wilt illustrate why we took this step: 

“One of our insured, living in Denver, 
bought some liquor in 1915—good Bour- 
bon whiskey at $6.00 a gallon. Lately 
his liquor was stolen and he put in a 
claim for $60.00 a gallon. The agent who 





sent in the claim was of the opinion that 
the claim was just. Why, on June 25 
good Sherwood whiskey, the best that 
could be gotten here, sold for $12.50 a 
gallon.” 


Recommendations from Chicago 


The Chicago Burglary Underwriters 
Association has recommended to the na- 
tional body that Lake, Kane and DuPage 
counties, Ill., and Lake county, Ind., have 
the same burglary rates as Chicago. 
This has been approved by the national 
conference so far as Lake county, II1., is 
concerned, because of the large number 
of burglaries in residences in Highland 
Park, Lake Forest and other north shore 
suburbs. Seemingly the burglars are 
after liquor stored in these residences. 


Coverage in Demand at Louisville 


LOUISVILLE, KY., Feb. 24.—Demand 
for burglary insurance is steadily increas- 
ing due to the large number of local store 
and. office robberies that are being experi- 
enced. The women’s ready to wear store 
of DuRand Perry Co., recently suffered a 
$4,000 loss, and the Up Stairs Shoe Shop 
a $1,000 loss. In both cases safes were 
entered without use of explosives, through 
prying off handles and combinations, and 
working the tumblers from the outside, 
proving it to be the work of experts. 


Territory Is Extended 


The Calvin F. How Company, general 
agents at Duluth for the Employers Lia- 
bility, have added three counties in Wis- 
consin to their agency. Their territory 
takes in St. Louis, Lake, Carlton, Aitken, 
Aitaska, Koochicking and Cook counties 
in northern Minnesota and Bayfield, 
Douglas and Ashland counties in Wis- 
consin. The three Wisconsin counties 
were until just recently represented by 
R. M, Neely at St, Paul. 


Discuss Automobile Rates 

The Chicago casualty managers met 
Tuesday to consider the automobile lia- 
bility rate situation. It was agreed that 
the present price of cars is not a just 
basis for computing liability rates, in- 
asmuch as there has been a sharp ad- 
vance in price without any increase in 
hazard. The managers in Chicago agree 
that mileage is the proper basis for 
computation of rates if any practical 
method can be worked out by using it, 


Ladd Opens Independent Office 

Arthur L. Ladd, formerly chief adjuster 
for the western department of the Globe 
Indemnity at Chicago, has resigned to 
head an organization, specializing in 
handling of claims arising out of liabil- 
ity, casualty, burglary, fire and surety 
losses. He has opened an office at 446- 
29 South LaSalle st., Chiacgo. 


The new group disability department 
of the Aetna Life has been located in 
the Trumbull Street building, Hartford, 
where .its development will be directed 
by Logan Bidle, formerly associate man- 
ager at theSt. Louis branch. The new de- 
partment is already overwhelmed with 
applications for this new form of cover- 
age. 
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LEE R. JAMES 


FROM A LITTLE SALARY TO A BIG INCOME 
IS HIS RECORD IN 5 YEARS 


What a pleasure it is to have a THREE MILLION DOLLAR’AGENCY which is 
being added to at the rate of more than a millicn a year! When pclicyhcléers pay you 
more than $100,000.00 a year, you are doing a business as large as a good size bank—and 
how satisfactory! 

In 5 years Lee James has built himself up from a local agent to District Manager over 
23 Counties and is getting rich—a million a year builds an agency rapidly. He keeps his 
own personal production—always — his agents—he is PRESIDENT of our TWO 
HUNDRED THOUSAND CLUB 

His good wife, known at all outings and agency gatherings as “Sunshine”, helps and 
bonsts and at all times enjoys his great success. 

Success makes Contentment. 

Contentment makes a man double his production. 


IF YOU ARE A JAMES YOU OUGHT TO HAVE 
YOUR EYE ON ONE OF OUR OPPORTUNITIES 
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PLANS FOR COMPANY 
TO INSURE NEGROES 


Project on Foot to Organize Old 
Line Institution in 
North 





FEW PRESENT FACILITIES 


Prominent Men To Be Urged to Back 
Up the Institution and 
Help It 


CINCINNATI, O., Feb. 25.—Plans 
are in the making in Cincinnati, Co- 
lumbus and Louisville for the organ- 
ization of an old line full legal reserve 
life insurance company for negroes. At 
present the negro as a race is barred 
from life coverage and its attendant 


benefits. A few companies write a few 
negroes under exceptional circum- 
stances. One company a few years ago 


evolved a plan to write negroes as a 
substandard class, but nothing of mo- 
ment came of it. 

Of the industrial companies, the 
Metropolitan writes them in some local- 
ities, but does not want to. The West- 
ern & Southern writes them. in some 
neighborhoods, very closely defined, in 
the major cities of southwestern Ohio 
and nowhere else. The Life Insurance 
Company of Virginia ceased writing 
them altogether a couple of years ago. 
An old line company at Atlanta has 
been writing negroes. 


Negro Pays High Rates 


The result is, the negro must pay the 
high rates of the industrial health and 
accident companies for such legitimate 
coverage as he can get. Aside from 
this, he is at the mercy of the fly-by- 


night “mutual benefit” and funeral 
benefit concerns organized locally, 
either by inexperienced men or by 


sharpers of his own race. 

This is the condition sought to be 
corrected through the medium of the 
project now in contemplation. Though 
the race as a whole is improvident, 
gives little attention to hygiene and less 
to sanitation and is peculiarly sus- 
ceptible to diseases of many’ classes, 
there is a rapidly increasing. propor- 
tion that is not merely putting on the 
gloss of civilization, but is achieving 
definite and in many instances’ marked 
progress in its ethics as well as in its 
material aspects. These negroes need 
insurance and are entitled to it; they 
want it, but they cannot obtain it. 

Beyond these are the great masses 
of the race, struggling slowly upward, 
in spite of ignorance, poverty and 
proneness to disease; and because of 
these things even more entitled to some 
kind of life insurance coverage. 


Need for Equitable Plan 


Companies writing white citizens 
cannot write them legally except at the 
same rates; they cannot write them at 
the same rates because of these condi- 
tions; it has not been found practicable 
to label the entire race as substandard 
and take its members in on that basis. 

Hence the demand for a -carefully 
formulated, well-digested and business- 
like plan that will enable the writing 
of negroes on an equitable basis with- 
out complicating the situation for 
standard life business. 


How Project Started 


The plan grew out of correspondence 
that passed between G. L. Cheatham, 
manager of a negro health and accident 
company at Louisville, and Arthur I. 
Vorys, former superintendent of insur- 
ance of Ohio, now practicing law at 
Columbus, O., and between Mr. Vorys 
and William B. Bush, probably. the most 
prominent negro-lawyer of Cincinnati. 
Later Mr. Vorys took it up with Charles 
F. Williams, vice-president and general 














ADVANTAGE OF MEDICAL SELECTION 











ical director of the Union Central 

Life, commenting on the com- 
pany’s severity of selection, at the com- 
pany’s recent agency convention, said 
it had its compensation, first, in low 
mortality—about 60 per cent as against 
70 per cent with many companies and 
80 or more with some; and second, in 
the ease with which business is writ- 
ten. “Or to put it the other way,” he 
said, “if business comes easily, because 
of high dividend rates and low mor- 
tality, it must be compensated for by 
severity of selection; for the law of 
compensation works out in life insur- 
ance as in everything else.” 

In spite of this severity, the declina- 
tion rate is only about 12 percent, and 
he hoped to see it reduced to 8 percent, 
or even 6. Some general agents, he 
said, had declination rates for their 
agencies of even less than 6, and as 
about 25 percent of the declinations are 
on points clearly brought out and 
warned against in the agents’ manual, 
he could see no reason why the pres- 
ent 12 percent should not be mate- 


D R. WILLIAM MUHLBERG, med- 


‘rially reduced.: 


Discusses Border Line Cases 


As evidence of the medical depart- 
ment’s desire to co-operate with the 
agents, he outlined the policy with re- 
spect to border line cases. When the 
company adopted the blood pressure 
test, he said, it was done because other 
companies had adopted it and their re- 
jections were being unloaded on the 
Union Central. If the company 
adopted it under the then existing 
rules, it would increase the percentage 
of rejections and thus operate against 
the agents. 

So a study was made of other defects, 
and from statistics in hand it was de- 
duced that casts and albumen, espe- 
cially in the younger ages, were not as 
serious as the rule of the company held 
them to be. So when the blood pres- 
sure test was exacted, greater leniency 
was granted in these other cases, with 





the result that the percentage of rejec- 
tions for the three was not materially 
changed from what it had been for the 
two. 


Free Health Test Examinations 


The company’s free health test ex- 
aminations had progressed so far and 
so well, he said, that more than 20,000 
of these examinations are being made 
annually, resulting in material conser- 
vation of life. Yet many of the agents, 
he said, are lukewarm toward the plan. 
He assured them that none of the in- 
formation gained through these exami- 
nations is revealed to other companies, 
nor is any defect discovered allowed to 
operate against the interest of either 
policyholder or agent. 

A laboratory in Chicago, he said, is 
doing a thriving business making four 
urinary tests a year. for a fee of $10. 
He considered that one such test a year 
is sufficient, and suggested to the agents 
that in addition to their other selling 
arguments, they could use that of the 
free health test, a service which is re- 
garded elsewhere as worth $10 as a 
commercial proposition. 

The ages at which impairments are 
found operating to the rejection of the 
applicant, and the percentages at the 
various ages, were given by Dr. Muhl- 
berg in an interesting table, as follows: 


Ages Pet 
20-24 
25-29 
30-34 
35-39 
40-44 
45-49 
50-54 
55-59 
60-65 





Av. all ages 


From this he deduced a strong argu- 
ment to be presented to the man verg- 
ing on middle age, against further 
putting off the taking out of insurance, 
or more insurance if he already car- 
ries it. 








counsel of the Western & Southern, who 
recognized both the need and the oppor- 
tunity, and in turn laid the suggestion 
before President W. J. Williams. 

The upshot of a somewhat extended 
correspondence and a number of con- 
ferences has been the formulation of a 
plan which, subject to the approval of-a 
number of prominent eastern life under- 
writers, is substantially this: 


Scope of the Plan 


That 10 men, *one each in 10 of the 
largest life insurance companies in the 
country, subscribe $20,000 each, or that 
20 subscribe $10,000 each to the capital 
stock of the proposed company, which 
would permit organization of the com- 
pany with $100,000 capital and $100,000 
surplus, with no promotion expenses. 
Capital and surplus would be under- 
written by these men on the basis of 6 
percent per annum and no more. 

Two first-class white underwriters 
would be employed, one for the office 
and ove for the field, and in the begin- 
ning a white actuary would be neces- 
sary. With these exceptions all the of- 
fice employes, agents, etc., would be 
negroes. It is quite likely, also, that 
the secretary of the company would be 
chosen from among the eminent colored 
men who are interested, or to be inter- 
ested, in its organization. 


Management to Be Transferred 


As the official staff of negroes becomes 
trained in the technique of life insur- 
ance, and capable of larger responsibil- 
ities, it is proposed that the management 
of the company shall pass into their 
hands. They will be expected to buy 
out the-white underwriters of capital 
and surplus, in lieu of which the com- 
pany will be mutualized. The white 


“managing underwriter and superinten- 


dent of agencies will be succeeded in 
time by negroes they have trained in 
the responsible positions and com- 


plicated duties of those departments. 
a stable, 


Thus, in course of time, 








legitimate life company, owned and con- 
trolled by negroes and operating for 
the benefit of the race, will develop into 
a position of recognized standing, influ- 
ence and usefulness in the insurance 
world. 


Go as Far as Possible 


It is proposed to issue as much cover- 
age as possible for the money received 
as premiums. Rates, of course, will be 
higher than for the corresponding ages 
of white persons; but of actual insur- 
ance there will be more. Policies will 
be non-participating, and no account 
will be taken of cash surrender values. 
In effect, they will be term policies of 
the broadest kind; and medical examina- 
tions will be correspondingly moderate 
in their requirements. 

It is proposed to move slowly in or- 
ganizing an agency plant. Every stand- 
ard life insurance company receives ap- 
plications from negroes, most of which 
cannot be or are not written. It is quite 
likely that such applications, at least 
from a large number of companies, will 
be turned over to the new organization. 


How Business Will Be Gotten 


Influential negroes will be selected in 
various parts of the country and asked 
to give their support to the movement 
by taking applications. Their commis- 
sion for this service will be small. A 
system of applications direct to the 
home office will be inaugurated, and ex- 
tensive propaganda through negro 
churches and lodges will be directed to 
this end. The expense of getting busi- 
ness, therefore, will be small. 

With such a system of organization 
and administration as outlined, there is 
little reason to regard the project as im- 
practicable, or not feasible. It is being 
carefully considered in every phase, and 
those back of the plan are moving 
slowly, so that no mistakes may be 
made. 

Another conference on the matter will 
be held in Gimcinnati March 9. Mr. 
Vorys will be present as legal adviser. 








NEW BUSINESS BEING 
WRITTEN AT FAST RATE 


Eastern Officials Unable to Under- 
stand Reasons for Big 
Gains This Year 

‘ta—__ 


HEAVY VOLUME AMAZING 


Phenomenal Records Being Made by 
New Men—Home Offices Swamped 
With Applications 


NEW YORK, N. Y., Feb. 25.—East- 
ern life insurance officials are simply 
astonished at the heavy volume of new 
business that has been written this 
year. Agents in all parts of the coun- 
try are sending in applications at a 
rate never before equalled, and home 
office men in the east are frankly un- 
able to understand why there should 
be such a noticeable increase in busi- 
ness when all records were broken 
last year and the peak had supposedly 
been reached. The life’ insurance 
agent, who today has the idea that 
at least 50 per cent more business has 
not been written so far this year than 
was obtained in the corresponding 
period last year, is wholly out of 
touch with existing conditions and un- 
able to comment intelligently upon 
what is happening in life insurance 
circles at the present time. 

New Men Going Strong 


It has never been so easy to write 
business. This is demonstrated every 
day in what is being done by new- 
comers to the life insurance business. 
Agencies are constantly reporting that 
new men are hired, taught a standard- 
ized selling talk and sent out to get 
business; and that these men fre- 
quently write at a rate of one applica- 
tion a day, although they are familiar 
only with a few of the fundamental 
principles of life insurance. In other 
words, men new to the business with 
a mediocre selling equipment, are to- 
day able to go out and write at a rate 
that would have been regarded as al- 
most phenomenal a few years ago. 
Some almost unbelievable stories are 
being told wherever life insurance men 
meet about the remarkable records be- 
ing made by life insurance recruits 
who are establishing records that 
would do credit to men who have been 
in the business all! their lives. 


Cannot Find Reason 


The reasons for the present heavy 
production are really not well under- 
stood by home office life insurance offi- 
cials. Most of the students of the 
business in the east,, the men con- 
nected with the big companies who are 
in close touch with the situation, ex- 
press themselves as unable to under- 
stand why business is being written 
in such large quantities. The great 
flood of new business that has come 
in since the first of the year has amazed 
the life insurance men in the east, who 
expected only a normal increase over 
last year’s production. 


More Receptive Attitude 


Perhaps the strongest reason for the 
heavy production this year is the im- 
proved attitude that the public is tak- 
ing toward life insurance. People gen- 
erally are more keenly aware of what 
life insurance is and does, and the 
necessity for carrying an adequate 
amount of protection.. The head of a 
family today knows only too well 
what-it costs to live. The currency of 
the United States has ceased to be 
very elastic. It is almost an impossi- 


bility for a married man with a family 
to make his pay check stretch over 
'. (CONTINUED GN PAGE. 19) 
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CHANGES APPARENT 
© IN AGENCY FORCES 


Men Now Carrying Rate Book 
Little Different From Those 
Formerly Employed 


f 


WHAT HAS TAKEN PLACE 


Caliber of Agents Only Slightly Altered 
Since Flood of New Business 
Commenced 


NEW YORK, N. Y., Feb.. 25.—A 
president of one of the big life com- 
panies said to the superintendent of 
agencies of his company the other day, 
“I should be interested in knowing 
whether there has been any great 
change in the personnel of our agency 
force during the past two years or 
since this period of unusual life insur- 
ance production began. That is, is 
there a difference in the caliber of men 
that are coming to us? Do you think 
that the big records that are being 
made are attracting a better class of 
men to life insurance work, or are the 
men in the selling end about the kind 
that were with us during the leaner 
days?” This is an interesting ques- 
tion and one that agency men have 
just begun to look into. 


Drifters Have Gone 


Agency forces have changed to some 
extent during the past few years. In 
the first place, the poorer type of 
agent has almost disappeared. The 
man who wrote from $10,000 to $50,000 
of business on the side, who dabbled 
in this and that, and who seemed to 
accomplish nothing in any one par- 
ticular line of endeavor, is no longer 
carrying a life insurance rate book. He 
has a regular job some place, getting a 
regular fixed and certain salary, and 
has deserted life insurance and _ all 
other pursuits that formerly provided 
an occasional meal. Men of this type 
were of the most undesirable sort from 
a life insurance standpoint, and the 
business has been greatly benefited by 
reason of their removal from it. 


No Increase in Better Class 


Comparatively few unusually high- 
grade men have been brought into life 
insurance work in the past year or so. 
At first the theory was that because 
of the big incomes being earned by 
the star life insurance writers, men of 
ability and enterprise would be at- 
tracted to life insurance work, because 
of the big income possibilities. It was 
thought that men getting salaries of 
from $5,000 to $10,000 a year would 
see that they could double and triple 
their income by getting into life in- 
surance work at a time when it was 
comparatively easy to sell life insur- 
ance. As a matter of fact, salaries in 
businesses of all kinds increased, and 
new opportunities have been created. 
While the life insurance man is earn- 
ing more, so is everybody else, so that 
comparatively the insurance business 
has little more to offer to the high- 
grade man. There has not, therefore, 
been brought into the business any 
great number of men of unusual quali- 
ties since the heavy life insurance pro- 
ducing period began. 


Who Is Getting Business 


An agency manager for one of the 
big companies said the other day that 
the selling level of all life insurance 
men has been raised and that the in- 
crease in business, generally speaking, 
comes from no particular class of life 
insurance salesmen. Those who have 
developed most noticeably are the men 
who formerly sold, say, $500,000 of 








LIFE INSURANCE BY STATES 














Business issued in 1919 and amount in force December 31, 1919, in sarious commonwealths 
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New Bus. In Force. 
Metropolitan, Ord. . 4,841,602 19,551,024 
Metrop’l’t’n, sone) 3,160,800 3,308,300 
Metrop’/’t’n, Ind. ... 3,180,267 17,453,708 
Mutual Benefit ..... 255,161 3,091,029 
Mutual Nv:Y.: 2... os 1,171,931 9,007,120 
National, Vt. ...... 1,281,305 9,366,11 
New Eng. Mat. +... 1,025,380 3,608,638 
New York Life..... 84,62 6,759,533 
N. W. Mutual ...... 573,000 3,664,053 
Penn Mutual ....... 538,852 2,202,205 

NEW JERSEY 

New England ...... 2,421,718 10,352,911 
Pacific Mutual ..... 8,83 392,969 
Penn Mutual ....... ,389,883 35,905,807 
State Mut., Mass.... 1,671,002 5,455,799 
Security Mut., N. Y. 310,129 1,367,675 
| 
l WASHINGTON | 
EE ere ? : ea 
Mutual Benefit Life. | 2,43 437,652 - 12, 713,828 
Nat. Life; Ia. i ees 4,000 686,500 
Northern Life ERE eS 4,326,918 16,852,456 
N W Mutual Life... 6,141,000 35,739,345 
Reserve Loan Life.. 338 743,741 
Pacific Mutual Life. 1,668,233 5,954,724 
Union Central Life. 1,167,991 4,498,065 


Western Union Life. 


6,702,780 27,384,613 








WEST VIRGINIA 
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DISTRICT OF COLUMBIA 
New Bus. In Force. 
ANS Sie i ae Ga ne 601,725 2,124,272 
Mome, N.. Yi. 06ers: 373,444 2,396,873 
New sand Mut... 1,193,963 5,007,795 
Union Cent., O...... 2,241,491 5,311,32 
| 
} 
FLORIDA | 
Amer. ‘Cen., , Ind. Sara. 12,999 94,880 
Home, N. Waecuee< 5 237,626 1,015,496" 
International, Mo. 668,849 1,192,663 
Maryland Assur. 20,000 20,000 
Metropolitan Indus.. 2,374.968 7,751,797 
Metropolitan, Ord... 3,713,982 9,482,891 
Mutual Benefit ..... 1,102,704 5,225,034 
Pacific Mutual ..... ,706,469 3,369,883 
Pan American ..... 481,100 1,187,552 
Reserve Loan ....... 186,077 527,509 
Southern States .... 990,326 4,001,321 
Ca ee 66,9 1,096,739 
Union Central iota av 1,346,614 5,816,401 
MAINE 
PONS 6 itck 8508 Sac 427,974 2 2, 343,447 447 
Ce rae 190,603 515,992 
Columbian Nat. 585,350 1,385,178 
Conn, General ...... 47,376 1,634,609 
Conn. Mutual ...... 16,044 5,607,617 
Equitable, N. Y...... 1,049,50 10,274,520 
Fidelity Mut, ....... 304,694 1,651,682 
Os, a Se 945,348 53,090 
John Hancock Life.. 534,532 2,396,713 
Maine Indemnity ... 1,95 30,032 
Maryland Assurance 1,000 1,000 
eS aaa ,609,030 7,097,820 
Metropolitan (Ord.). 7,215,555 24,537,059 
Metropolitan (Ind.).. 5,640,748 23,836,048 
. SS ae ee 084,488 9,990,192 
Mutual Life, N. Y. 2,345,323 14,531,159 
National, Vt. .<.+... 405,610 2,793,181 
N. Engl’d Mut. .. Mass. 1,179,571 6,911,360 
New York Life..... 3,436,424 16,494,581 
N. W. Mutual, Wis 1,335,540 10,944,632 
Penn Mutual ....... ,224,670 8,815,974 
Phoenix Mutual .... 1,262,846 3,824,419 
ion ee ee DL. RPA 935,300 47,204 
Prudential (Ord.) .. 2,211,213 9,972,956 
Prudential (Ind.) 3,081,964 12,673,223 
Security Mut., N. Y.. 119,747 501,652 
TEMUUOIOEM 6 cccesics << 4,533,478 11,075,804 
Union Central, O... 387,665 1,336,732 
Union Mutual, Me... 91,954 330, 
United Life & Acci. 333,500 705,000 
United States ...... 1,000 28,334 
| MINNESOTA | 
| 
l 
Amer. Bankers, Ill... 351,600 834,950 
SO Se ace 3,033,448 12,574,827 
Bankers,- Ih... cee 1,374,069 9,718,031 
WENGE Ged clng c:46 0 0% 270,000 1,891,227 
Continental ........ 265,368 548,618 
CIGVGRIGRE 0.6). ice es 7,200 ye 
i re ree 1,701,734 4,396,397 
Equitable, Ia........ 3,570,310 12,744,333 
Fidelity Mut., 846,432 5,152,747 
Great North’n, Wis. : one 292,255 
Mut. Trust, Il. hi 9,060,963 
Mutual Ben., N. . : 33,057,332 
Minn. Mutual....... 23,907,787 
Merchants, Ia....... 1,318,918 
Maryland Assur.... 5,000 5,000 
Mass. Mutual....... 3,462,099 13,287,320 
North American.... 125,500 586,027 
National, Vt........ 1,082,680 7,106,831 
National, U. S. of A. 1,318,221 3,872,399 
New Eng. ) 1,820,557 11,863,53 
N. W. Mut., Wis 12,802,700 81,188,648 
Old Colony. ...<..... 1,922,911 3,038,591 
Pacific Mutual...... 1,766,904 6,304,732 
Provident, Ia....... 5,000 30,000 
Philadelphia ....... 63,3 160,152 
Penn Mutual ....... 3,271,46 16,759,142 
Reserve Loan....... 1,176,964 2,436,264 
Security, V@i. .<.... 50,800 43,800 
EWI CON <igebe cess 1,468,000 2,379,500 
Union Central, O... e's 883 12, 698,773 
Western Union..... 1,000 911 
] 
| MONTANA | 
it 
Mutual Benefit 594,752 3,213,642 
Western Union ..... 2,089,478 5,803,457 
} 
| 
| | 
NEW HAMPSHIRE | 
Perr (group)...... 1,687,200 1,839,200 
SRORNR dni Galt o-& 318. 5.60 37,400 2,083,854 
Seman Gen. (group). 67,800 73,400 
Oi GO cs cereke 1,120,994 4,771,470 
Con: Mts. <0 ck 225,94 1,563,368 
Fidelity Mut., Pa. 7,776 520,135 
Home, N. Y. ........- 10,178 35,147 
John Hancock ..... 504,080 3,254,811 
Mass. Mutual ....... 703,644 4,785,354 


MGM? (i-dgictae< ats 847,814 2,809,595 
Cloverleaf L. & C... 18,500 18,500 
Metropoliton (Ord.). 5,894,856 19,317,263 
Metropolitan (Ind.). 5,482,485 20,618,637 
Mut. Ben., N. J..... 1,299,184 7,206,675 
National, Vt..«...... 1,093,035 4,565,662 
New England ...... 212,103 978,705 
N. W. Mut., Wis 4,655,600 17,709,623 
Pacific Mutual ..... 581,379 1 561,302 
Philadelphia ....... 223,611 544,290 
Reserve Loan, Ind... 295,633 1,012,510 
ee ree 1,207,624 5,388,209 


Lincoln National Men at Omaha 


Twenty newly appointed agents for 
the Lincoln National Life for Nebraska, 
Iowa and Oklahoma attended an educa- 
tional conference held in Omaha, Neb., 
Feb. 18. W. T. Shepard, agency mana- 
ger; F. B. Mead, actuary; D. B. Ninde, 
counsel; A. L. Dern, superintendent of 
agencies, and S. P. Hoffman, assistant 
medical director of Lincoln Life, went 
out from the home office in Fort Wayne, 
Ind., to address the gathering. They in- 
structed the new salesmen about the co- 
operation expected from each depart- 
ment of the company. 

Talks were also made by F. L. Pasley, 
Nebraska state manager; I, W. Clements, 
state manager of Iowa, and R. E. L. Hitt, 
Cklahoma state manager. They reported 
excellent development of the new terri- 
tory of the three states which have been 
opened by Lincoln Life but a few months. 
It was announced that the energies of 
Lincoln Life will go towards the build- 
ing up of the agency forces in these 
states this year rather than in the open- 
ing of any new districts. 


Love Stresses Need of Insurance 


DALLAS, TEX., Feb. 24—In an address 
before the International Travelers Asso- 
ciation, at its meeting here, Thomas B. 
Love, former insurance commissioner of 
Texas, who was in charge of the Soldiers 
War Risk Insurance Bureau at Wash- 
ington, during the latter part of the war, 
stressed the importance of insurance pre- 
paredness against the vicissitudes inci- 
dent to life. He characterized it as a 
duty not only to family and immediate 
posterity but to society in general, and 
insisted that as a precautionary measure 
a man should not be permitted to work 
without having made provision against 
sickness and death for his beneficiaries 
after death. Such a provision, he de- 
clared, would relieve society of an irk- 
some task. 





Metropolitan Agents to Meet 


The Metropolitan Life will hold a con- 
vention and give a dinner at Cincin- 
nati to its men representing the com- 


FISKE IN TALK ON 
IMMENSE WRITINGS 


Huge Issues in 1919 by Great 
Company—Ordinary Near 
Billion 





COMMENT ON PRODUCTION 


President of the Metropolitan Life 
Tells About the Record for 
the Year 


NEW YORK, Feb. 24.—At the annual 
meeting of the Metropolitan Life su- 
perintendents, President Haley Fiske 
announced that the total new insurance, 
industrial and ordinary, paid for last 
year was $1,418,681,492, it being $530,- 
000,000 more than that of the previous 
year. Of this new insurance $910,091,- 
087 was ordinary and $508,590,405 was 


industrial. Of the ordinary insur- 
ance $121,990,261 was group insur- 
ance. The total insurance in force 


1s $5,343,652,434, a gain of $914,140,618. 
Dividends set aside on policies to be 
paid this year amount to $7,625,000. Of 
this amount $6,400,000 is on industrial 
policies. The payment to policyholders 
last year was $73,581,759, of which $37,- 
884,106 was ordinary and $35,697,654 in- 
dustrial. The premium income last year 
was $182,489,532 and the total income 
$254,728,942, an increase of $54,500,000. 
The daily increase in assets was $294,- 
942, the amount of insurance issued 
daily on the average $462,117. 


President Fiske’s Comment 


In commenting on the influenza 
epidemic and its effects, he said that it 
hit the larger policyholders much more 
in proportion than the industrial. Death 
claims paid to ordinary policyholders 
exceeded those paid to industrial by 
about $3,000,000. Commenting on the 
great increase in life insurance Presi- 
dent Fiske said: 


“Three things seem to have contrib- 
uted to the great increase in life insur- 
ance writings during the year. One was 
the fact that so very many people were 
receiving good wages. We have heard 
a great deal about the lavish spending 
by all classes of people who were sud- 
denly getting more money than they had 
heretofore received. This may be true: 
in many instances, but the showing made 
in the placing of new life insurance 
seems to indicate that a very large pro- 
portion of the people are using their 
increased income in the purchase of life 
insurance policies for the protection of 
themselves and their families. 


Influenza Epidemic 


“The influenza epidemic of 1918-19 also 
has a share in the responsibility for the 
increase in life insurance business. Peo- 
ple were impressed as they never had 
been before with the necessity of life 
insurance. 

“The third factor, it seems to me, was 
the action of the government in the 
scheme of war risk insurance, placing 
the- policies for those in the naval and 
military service at $10,000 for an average 
man. Undoubtedly this gave to a great 
many people a new view of the necessity 
of insurance and the amount which it 
was desirable for the average man to 
have, if he could afford it.” 





Metropolitan Banquet in Washington 
~At the recent banquet of the Metro- 
politan Life in Washington, D. C., Presi- 
dent Haley Fiske outlined the develop- 
ment, growth and aspirations of his or- 
ganization to an audience of 300 citizens, 
officers and agents of the company. Fol- 
lowing the president’s talk motion pic- 
tures were shown. 

Cther speakers were Senator Myers of 
Montana, Rt. Rev. Alfred Harding, bishop 
of Washington; Rev. C.-‘Ernest Smith, 





There -will be 450 





pany in that city and nearby points as. 
well as agents from Kentucky and West 
Virginia on March. 2. 
present. 


Commissioner Louis Brownslow, Mrs. 
Kate Waller Burrett, A. W. Calloway, 
Frank O, Ayres, Dr. ' Lee’ Aer and 
James E.-Kavanaugh.- - 2 ui J 
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LARGE AVERAGE POLICY 


—_—_ 


TRAVELERS GIVES. REASONS 


Tells Why in Recent Years Men Are 
Taking More Insurance And 
Bigger Sums 


The Travelers calls attention to the 
rapid increase in the average size of 
the policy issued by it during the last 
two years. Its experience is borne out 
by that of other companies. In: 1917 
the average was $2,886, in 1918 it was 
$3,364 and in 1919 with December ex- 
cepted it was $3,658. Commenting on 
this condition the Travelers says: 

It is well known that life insurance 
policies at the younger ages average 
much less than at the higher ages, but 
the average size of policy issued up to 
age 30 shows an increase by calendar 
years represented, as does also the av- 
erage size of policy issued above that 
age. In interpreting these figures, how- 
ever, the effect of the war upon the un- 
Cerwriting in this company should not 
be overlooked. For instance, the busi- 
ness in 1918 was written mainly under 
war conditions when the company’s rules 
permitted the issuance on men of mili- 
tary age in most cases of small policies 
only, which reduced the total volume of 
business written at the younger ages 
considerably. The attached table shows 
that whereas approximately 31 percent 
of the total issue of the company was 
included on policies issued at ages up to 
30 inclusive in 1917 and in 1919, the per- 
eentage in 1918, covering a complete year 
of war, was 23.1 percent. 


Average Is Increasing 


There is no question the fact that the 
average policy issued has during the last 
three years been increasing. The vast 
production of this company for the year 
1919, the record of which the company 
will soon publish, is due to the increase 
in the average policy issued as well as 
to the greater number of lives insured. 

There are many reasons for the in- 
crease in the average size of policy. The 
principal are as follows: 

1. The broader education of the pub- 
lic because of the influenza epidemic, 
bringing home in a greater measure than 
ever before the need of insurance. This 
education was also influenced by the 
soldiers and sailors insurance which av- 
eraged approximately $9,000 per soldier 
and sailor insured, an amount far above 
the average which the individual insured 
would have ordinarily purchased, espe- 
cially when we consider that a consid- 
erable percentage of the men in the army 
and navy were unmarried, 

2. The large increase in insurance re- 
quired by the decline in the purchasing 
power of money. 


Increase in Wages 


3. The large and general increase in 
wages, especially among the industrial 
classes. This was undoubtedly a heavy 
contributing factor in the increase in 
the number of insured as well as in size 
of the average policy issued. 

4. The heavy income and inheritance 
taxes have emphasized the need of in- 
surance for wealthy men and women 
who before the war were but little in- 
terested in insurance. Such risks have 
purchased necessarily large insurance 
policies. 

5. A larger amount of business or 
corporation insurance generally written 
in large policies. 

6. And not least—the broader educa- 
tion of the agent himself, who has un- 
doubtedly solicited his prospects for 
larger amounts of insurance than ever 
before. 

Illustration of Mechanic 


Take as an example a mechanic earn- 
ing $2,000 a year and married. Under 
normal conditions a company representa- 
tive would have been satisfied by selling 
him a policy of $2,000 or $3,000. A policy 
of $3,000 at 5 percent represents an in- 
come of only $150 a year, or, if we as- 
sume that an income for twenty years is 
necessary for the protection of the in- 
sured’s beneficiaries, would provide an 
annual income for twenty years certain 
of but $204 under the usual trust agree- 
ment. The inadequacy of such an in- 
come, so far below the minimum living 
scale for one individual, to say nothing 
of one’s children, is apparent, and has 
influenced all agents to take advantage 
of the general prosperity to impress the 





CRACK PRODUCERS OF OHIO STATE LIFE 





TOP ROW—Otis R, John, Fred W. Hoch, R. O. 
Porter, John W. Klineworth, Conrad Roth. 


MIDDLE ROW—A. 


E. Jenkins, Willard K. 
Young, A. J. Knoefier, D. F. Shafer, W. T. Phillips. 


BOTTOM ROW—A. C. Starkey, L. A. High, John D. 


Shipe, Henry 


Smith, 


Cc. 8. Schilling, R. E. Prettyman, Wm. G. Arend. 


Stevens, Carl F. Adams, J. A. 
Bush, John H. Euthery, C. W. Halfhill, Oscar N. 


Eugene Brudel, 


iThere were 24 
men who qualified 
for the _ $100,000 
Club of the Ohio 
State Life last year. 
They paid for $3,- 
240,227 life insur- 
ance, the average 

premium being 
$36.72, C. W. Half- 
hill is president, 
Fred W. Hoch is 
vice-president and 
Willard K. Bush is 
secretary. The three 
officers paid for over 
$200,000 insurance 
each. Mr. High, 
Mr. Schilling and 
Mr. Hoch are under 
30 years of age. Mr. 
Smith is nearly 70 
years of age. The 
members of the club 
live and work in 
Michigan, Ohio and 
West Virginia. The 
club this year will 
go to Boston to at- 
tend the meeting of 
the National Life 
Underwriters Asso- 
ciation as the guests 
of the Ohio State 
Life. One of the 
members of the 
club, A. C. Starkey, 
of Lima, O., gave 
only one-third of his 
time to insurance. 


G. E. Shinkle, 








need of more adequate amounts of in- 
surance on their prospects. 

All of these facts emphasize the op- 
portunity of the insurance agent today 
not only as to the number of prospects 
bet also as to the increase in the average 
policy which he may write. 


Average Paid for New Policy Subdivided 
by Age Groups 








1917 
Percent 
Average of Total 
Age. Policy. Amount.* 
BVGTRMO . .ccicvessed $2,886 100.00 
Up to 30 Inc....... 1,89 30.99 
ROO 0.055 0 6.0 2'ssi0 “ 3,400 * 69.01 
Percent 
Average of Total 
Age. Policy Amount.* 
BDVOTABO .ccccccvess $3,364 100.00 
159) 4020 AIC... os cis ose 1,974 23.10 
VGP 20 nce sc otc swe 4,266 76.90 
1919 Through November 
Percent 
Average of Total 
Age. Policy Amount.* 
BAVOTOGZO...o 020 cccees $3,658 100.00 
Up to 30 Inc 2 2,538 31.00 
WOE B06 os e550 245005 4,563 69.00 


*This column presents the percentage 
of the insurance issued at each age group 
to the total new business issued during 
the year. 

No representative of the company can 
miss the lesson taught by the above 
table. Not only is the number of pros- 
pects for insurance increasing rapidly 
but the whole tendency is towards larger 
amounts of insurance. These two fac- 
tors offer to our representatives oppor- 
tunities in soliciting such as have never 
been offered to. them in the past. 





Licenses for All Who Solicit 


AUSTIN, TEX., Feb. 24—There is noth- 
ing in the insurance laws of Texas which 
exempts the executive officers of an in- 
surance company, which officers may act 
as agents of the company, from obtaining 
a license, according to an opinion given 
by Deputy Commissioner Johnson. Mr. 
Johnson also calls attention to the defi- 
nition of an insurance agent. 

“It seems to me,” he said, in an opinion 
to the secretary and actuary of a Texas 
life insurance company, “that any person 
who performs any of the acts outlined in 
that section becomes agent of the com- 
pany and therefore it becomes necessary 
for him to hold a license. It would be 
the safest plan in order to be absolutely 
within the requirements of the law for 
regular requisition to be made for an 
agent’s license for every officer of your 
company who may solicit business for 
the company and send in the requisition 
and have a license issued by this depart- 
ment.” 





STARTS AGENTS’ ASSOCIATION 


Des Moines Life & Annuity Men in at 
Annual Meeting—Two 
New Policies 


The Des Moines Life & Annuity held 
its annual meeting of stockholders 
last week and its sales convention for 
the agency. forces was held Wednes- 
day. At the banquet given the stock- 
holders and agents, Agency Manager 
A. L. Hart acted as toastmaster. Talks 
were given by some of the officers and 
agents. Ralph Faxon, secretary of the 
Des Moines Chamber of Commerce, 


and Clifford DePuy, editor of the 
“Northwestern Banker,’ made _ ad- 
dresses. 


At the agency meeting the time was 
given chiefly to discussing the various 
policy forms, and especially explain- 
ing two new policies, which are just 
being issued, “The Child’s Educa- 
tional Endowment” and “The Increas- 
ing Optional Endowment.” The Des 
Moines Life & Annuity Agents Asso- 
ciation was organized at this meeting, 
Fred Smock being automatically 
elected president by virtue of his hav- 
ing paid for over $400,000 of personal 
business last year. In the afternoon 
a number of trucks were secured and 
the agency force journeyed to the 
motor show, with signs on each truck, 
“The Des Moines Life & Annuity Co. 
‘Ships by Truck’ to the Motor Show.” 

Mr. Hart, the head of the agency 
organization, is doing splendid work. 
The agents are very loyal to him. 


U. S. Comment on Influenza 


WASHINGTON, D. C., Feb. 24.—Re- 

garding the present influenza epidemic. 
he United States Bureau of Census 
nakes the following interesting com- 
ment: 

In the November 8 issue of the London 
Lancet appeared a prediction by Dr. 
John Brownlee, D. Sc., based on a careful 
study of past influenza epidemics, that a 
recurrence of the 1918 influenza epidemic 
would occur in January or February, 
1920. 

Doctor Brownlee found that influenza 
epidemics recurred at intervals of 33 
weeks, providing the thirty-third week 
did not fall between June and December, 
in which case the recurrence would be 
expected at the end of 66 weeks or 99 








weeks, and therefore he regards the fall 
epidemic of 1918 as an exception to the 
rule. In the United States we are now 
having a recurrence after 66 weeks, 

It is now exactly 66 weeks since the 
mortality peak of the 1918 epidemic in 
Chicago. The same is true for New York 
City and Washington. In all three of 
these places influenza is now epidemic. 

The periodicity suggests that we may 
be dealing with infecting organisms 
which not only have the power to repro- 
duce themselves in a virulent form con- 
tinuously for a long period if susceptible 
persons are exposed, but which also have 
the power of developing in cycles of 33 
or 66 weeks. 

The recurrence might be explained on 
the hypothesis that immunity has lasted 
66 weeks, though this hypothesis does 
not explain the fact already noticed in 
some families that those attacked in 1918 
are now immune, while those not at- 
tacked in 1918 are now contracting the 
disease. The more reasonable explana- 
tion seems to be that the present epi- 
demic is due to a definite cyclical re- 
growth of the infecting organisms from 
the seed of the former epidemic. 

Definite cycles of development are 
common in the known vegetable and ani- 
mal world; some plants flower annually, 
some biennially; the malarial organism 
may complete its cycle in two or more 
days; the locust requires in some cases 
17 years. 

Similarly the organism responsible for 
our recent pandemic may complete its 
cycle in 33 weeks or perhaps 66 weeks. 
This recurrence of the epidemic after 66 
weeks certainly strengthens the view 
that the epidemics of 1889, 1890, 1918, and 
1920 all have a common etiology. 


Contest Big Iowa Claim 


DES MOINES, IA., Feb. 23.—Insurance 
of $205,000 is the bone of contention in 
an important northern Iowa case which 
has just been transferred from the state 
to federal courts. Administrators for 
the estate of the late Hartley, Ia., banker, 
Edward Knaack, are contending that the 
insurance should be paid, following the 
finding of Knaack’s dead body in Lake 
Ochead near Worthington, Minn. The 
National Fidelity Life of Iowa, the 
North American Accident of Chicago and 
the Travelers of Hartford are contend- 
ing that Knaack took the policies with 
intent to defraud and that he intended 
at the time to take his own life. They 
are basing their contention upon the 
testimony at the coroner’s inquest. 

It was first stated that Knaack had 
driven his automobile accidentally into 
the lake and that he drowned. Later it 
was given out that he was drowned when 
the boat in which he was riding capsized. 
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BRASS TACKS 


THE INSURANCE GAME 


BUSINESS GETTERS 
WITH A VISION 


You are the fellows who ‘‘admit the coin.’’ You know that age-honored ideas are 
topsy-turvy. You recognize a change in the status of economic thought and are ready to meet it. 


The old time agent who talked ‘‘cost’’ of life insurance has gone over the hill. His 
missionary work was well done and his reward in $1,000 contracts appeared ample enough once. 
If he made one sale in five approaches he was a wonder. His methods served a purpose in their 
day, but how sadly out of joint they would be this season. 


The ‘‘jazz’’ ideas of the hour admit the value of thrift and investments and savings, but 
are ‘‘off”’ of the old stuff about paying real gasoline-buying money till that distant day when 
you finally win by shuffling out. 


Insurance propositions which are savings accounts, investment bonds and interest bearing 
deposits are going over big. They are selling themselves where the ‘‘You can afford to pay for 
insurance’ approach does not get past the door mat. 


Wide awake to these conditions is The Lincoln National Life Insurance Company. It is 
prepared to give its salesmen the up-to-the-minute plans for which present day prosperity 
is calling. Its savings contracts will interest you. 


Back of these protection plans is a service which will get out most of your contracts the 
same day that the applications reach the home office and there is a sub-standard department 
which accepts risks on 96% of all applications sent in. 


You are ready to write real business when you— 





LINK UP(()witw THE LINCOLN) 











Lincoln National Life Insurance Company 


“Its Name Indicates Its Character” 
Lincoln Life Building Fort Wayne, Indiana 
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FAVOR ILLINOIS PLAN 
BILL UP IN MASSACHUSETTS 


Eastern Companies Reverse Position 
and Favor Compromise Prelimi- 
nary Term Measure 


BOSTON, MASS., Feb. 25.—The 
compromisé preliminary term life in- 
surance bill, modeled on the Illinois 
plan, which is the result of the confer- 
ence of representatives of the American 
Life Convention and the Life Presi- 
dents’ Association, was given a hearing 
yesterday before a Massachusetts leg- 
islative committee. The measure was 
introduced in Massachusetts by D. 
Apple, vice-president of the New Eng- 
land Mutual Life and Walton L. 
Crocker, vice-president of the John 
Hancock Life. Both supported the 
measure and declared all full net level 
premium companies doing business in 
Massachusetts were for it, although a 


similar bill had been sidetracked last 


year. 
Former Opposition Explained 


They said the previous opposition 
was due to lack of time to study the 
measure and its effect on Massachu- 
setts insurance policy. Their purpose 
in advocating the bill, they stated, was 
to secure fairness to all life companies, 
to overcome the reproach of discrimi- 
nation against preliminary term com- 
panies by Massachusetts and for comity 
between the states in insurance legisla- 
tion. They would also forestall any 
possible retaliatory legislation,  al- 
though such was not anticipated on the 
part of the western states. 

Vice-President E. E. Rhodes, Mu- 
tual Benefit Life of New Jersey, chair- 
man of the Joint. Chicago conference 
on the measure; J. B. Reynolds, presi- 
dent Kansas City Life; Chas. G. Tay- 
lor, vice-president Atlantic Life of Vir- 
ginia: C. H. Beckett, actuary State Life 
of Indianapolis; T. W. Blackburn, sec- 
retary American Life Convention;. R. 
H. Davenport, secretary Berkshire Life, 


and Commissioner C. W. Hobbs also 
supported the measure. 
Expect Action in Other States 
Commissioner Hobbs thought the 


bill certainly should go through if New 
York and New Jersey passed similar 
measures. Mr. Rhodes said New Jersey 
would certainly pass the measure. The 
commissioner thought the only objec- 
tion was the possibility of developing 
excessive expense accounts, but later 
legislation could correct this. 

Members of the legislative commit- 
tee asked many pertinent questions, 
based on the fact that the same com- 
mittee had last year fought strenuously 
to defeat a similar bill at the behest of 
the local companies and they were 
obviously placed in the peculiar posi- 
tion of reversing their stand on the 
floor of the House. Now the evident 
attempt was to secure substantial argu- 
ments for their new position. The only 
opposition was from Fred S. Elwell, 
who for years has appeared before in- 
surance committees as the personal 











MONTHLY INCOME GROWING IN FAVOR 

















HARLES T. AUSTIN, representa- 
C tive of the Mutual Life at Den- 

ver, recently in discussing the 
life insurance business during the last 
year, said: “The year 1919 was the 
biggest year in life insurance history. 
The reasons are obvious. 

“Business men generally have awak- 
ened to the fact that the dumping of 
large sums of money in large amounts 
into the laps of their beneficiaries is 
contrary to good business, and that it 
does not constitute life insurance in 
the true sense of the word, because as 
a general rule it puts the matter of the 
safe investment of the funds up to 
those untrained in the art. Conse- 
quently insurants are using life insur- 
ance companies for trustees of the 
proceeds of their insurance. This 
feature causes them to think of their 
estates in terms of income instead of 
total value and when it is found that 
funds to be kept absolutely safe can 
be expected to earn not much over 
5 per cent anually, these men have 
found their incomes to be entirely in- 
adequate to the needs of their families 
and in consequence are adding to their 
life insurance holdings and making the 
proceeds payable in annual, semi-an- 
nual, quarterly, or monthly install- 
ments, just as the families would re- 
ceive it from them were they alive. 





“Another important use to which 
business ‘men are putting life insurance 
companies is through the purchase of 
policies payable to trustees for the pur- 
pose of paying the large inheritance 
taxes now being levied by the Federal 
and state governments. 

t is a well known fact that the 
executors of many large estates are 
having great difficulty through the lack 
of ready cash to meet these large in- 
keritance taxes which must be paid in 
cash, 

* * * 

“Strange as it may seem the posses- 
sion of wealth, which formerly was 
made an excuse for not buying life 
insurance, has now become a very im- 
portant reason for buying it in large 
sums. Thus the poor man, as well as 
the rich man, and the moderately well- 
to-do, must all have it. No stronger 
endorsement for the plan of monthly 
income policies can be found than the 
fact that our government adopted it as 
the plan for distributing the proceeds 
of the policies of the soldiers and 
sailors, knowing full well that, pro- 
vided the money were paid in a lump 
sum, only a comparatively short time 
would elapse before the money would 
be used up and the beneficiaries in 
most cases left without the means of 
support.” 








champion of what he believes for the 
best interests of Massachusetts insti- 
tutions. 


Minneapolis Agency’s Record 


The Mutual Trust Life of Chicago, of 
which A. B. Slattengren of Minneapolis 
is northwest manager for Minnesota and 
the two Dakotas, did a wonderful busi- 
ness in 1919. The Minnesota business 
alone totaled $3,756,000, compared with 
$1,785,000 for the previous year. The 
Minnesota men have set their aim at 
$5,000,000 for this year. The January, 
1920, business figures 150 percent of that 
of the same month last year. The 1919 
business for Minnesota and the two Da- 
kotas is $8,000,000. 


Amend Virginia Deposit Law 


RICHMOND, VA., Feb. 24—If life com- 
panies maintain a general fund of $200,- 
000 for the benefit of all policyholders, 
they will hereafter be relieved of the 
obligation of making a deposit in Vir- 
ginia, under the provisions of an amend- 
ment approved by the senate committee 
on insurance and banking last week 
when it considered the bill calling for 
repeal of the special deposit law. Ac- 
tion with reference to other companies 
was deferred. The committee also de- 
ferred action on a bill providing that life 
companies shall not be permitted to al- 
lege fraud in cases in which applicants 
for a policy fail to give correct informa- 
tion as to the state of their health when 
their physician has withheld from them 
information as to previous examinations, 


Gary National’s Mortality 


The Gary National Life of Gary, Ind., 
closed the year with a mortality of only 
10 percent of the expected. This is un- 
usual in view of the fact that “flumonia” 
was so prevalent the early part of the 
year and in December. Indiana, where 





the company does business exclusively, 
had its full share of the disease. The 
company closed the year with approxi- 
mately $3,000,000 of insurance in force. 


Penn Mutual’s Meeting 


About 75 agents of the Penn Mutual, 
mostly from Ohio, gathered in Cincin- 
nati on Thursday and Friday of last 
week for the Ohio state convention. The 
meetings were presided over by Vice- 
President L. K. Passmore. With him 
from the home office were Actuary J. 
Burnett Gibb, Assistant Vice-President 
J. Howard Jeffries, Assistant Medical Di- 
rector J. P. Hutchinson, and also Trus- 
tee Mortimer R. Miller, the company’s 
general agent at Rochester, N. Y. Some 
of the topics discussed were: “Invest- 
ment in Character,” by A. A. Knight; 
“Investment in Study and in Recreation,” 
by J. H. Byrne; “Investment in Loyalty,” 
by W. O. Cord; “Investment in Industry,” 
by L. M. Gillette and Mr. Yeisley; “Some 
Difficult Cases,” by J. W. Mackelfresh; 
“Investment in Persuasiveness and Pur- 
pose,” by G. W. Bilton; “From the Medi- 
cal Department,’ by Dr. Hutchinson; 
“Optional Endowment—Its Fine Points 
and How to Sell It,” by J. P. Gomph; 
“Provide for Inheritance Taxes with Life 
Insurance,” by Dan H. Holton and J. 
Howard Jeffries; “The Enlarging Scope 
of Life Insurance,” by Wm. J. Jones. A 
number of the star writers and general 
agents from outside the state were pres- 
ent and the convention was voted a 
splendid success. 





Ohio National in Kansas 


The Ohio National Life is entering 
Kansas and has appointed W. E. Shaw, 
formerly with the Kansas City Life, as 
state agent. The company entered Ne- 
braska some time ago. Secretary T. W. 
Appleby is now in Kansas arranging for 
the new state agency. 




















FIGURES FROM DECEMBER 31, 1919, 


LIFE COMPANIES 


STATEMENTS 














Paid Gain in Premium Total Paid Policy Disburse- 
Admitted Capital Net Business, Insurance Insurance Income Income, Holder, ments, 
Assets Stock Surplus 1919 in Force in Force 1919 1919 1919 1919 

CME Ces lh cokes scuaibicbhese oss cneetes $ 5,854,239 $ 300,000 $ 227,157 $17,848,979 $59,137,582 $14,811,755 $ 1,994,462 $ 2,330,240 $ 572,680 §$ 1,365,187 
EE NR re ye 768,682 200,000 61,963 *5,656,290 11,713,380 3,710,628 317,65 357,1 62,4 251,156 
Bankers Life, Neb............. 16,022,227 100,000 4,467,044 16,399,786 83,037,165 12,890,946 2,616,621 3,404,361 1,083,514 1,767,482 
Massachusetts Mut. Life 118,663,373 .......... 5,331,341 131,103,768 601,068,160 110,274,869 18,820,130 25,830,595 11,027,517 20,429,806 
EN SE SP ee re tye 14,276,061 250,000 824,285 15,985,138 73,721,234 11,143,827 2,071,367 2,780,062 ,321,139 2,131,585 
Midwest Life - 150,000 28,2 3,410,333 14,012,528 2,572,598 383,398 457,213 94,841 231,426 
ED: on cone skcbeucehs 6 poets rasbaste.- GE). (0 votes us 380,799 17,566,720 51,230,010 14,090,469 1,764,214 1,999,365 492,134 1,105,525 
NC sh ia” Cs vs ciascbesetnupsinces tc GEE, oceinoieet 3,452 1,852,088 7,326,497 1,295,521 201,475 230,581 92, 172,583 
Nat’l Benefit Life 489,314 100,000 106,519 3,067,125 7,029,646 1,450,241 422,114 458,653 94,146 378,439 
EINE, WOMB. ooo coe ivecens csustetseretge> ida sue ,000 CATT a = ORs Seen: | SIUM ac nncs .. seumenoks = Setetessl .. apeene 
SS Sem ts Per er 2,093,644 100,000 205,257 6,621,167 20,462,695 4,974,191 641,616 754,800 148,014 354,955 
NR 55 ania es whwcewshc these seh oak 3,619,867 340,000 40,34: 3,619,375 21,188,025 2,570,284 811,960 1,132,895 254,448 614,987 
PE RINIREMO Ss 5005Soverosedotelasitcuwes 4,214,810 1,000,000 144,622 8,612,012 33,605,927 6,576,284 1,245,449 1,632,429 513,267 980,781 


*Issued basis. 





FIELD TAKES MILLION 


—_——_- 


GOES TO NATIONAL JU. S. A, 


Grandson of Chicago’s Great Merchant 
Prince Arranges for a Big Life 
Insurance Line 





Marshall Field III, grandson of Chi- 
cago’s great merchant and principal 
heir to the vast Field estate, recently 
applied for $1,000,000 of increased life 
insurance, to make his line $1,200,000, 
Marshall Field III is but 26 years of 
age. He served with distinction 
throughout the war, enlisting as a pri- 
vate and earning promotions until he 
was a captain in command of a com- 
pany of field artillery which was in 
combat in France. Two of his intimate 
associates in the army were H. Harper 
Moulton, who served as a lieutenant, 
and Paul B. Hurd, who was first ser- 
geant of Captain Field’s Company. Mr. 
Moulton and Mr. Hurd are both active 
agents of the Provident Life & Trust 
in Chicago. They secured Captain 
Field’s application for $1,000,000. John 
R. McFee counselled with the young 
underwriters in the case and managed 
the underwriting details. 


National Life U. S. A. Gets Policy 


_To facilitate prompt issue of the en- 
tire line, Mr. McFee advised that an 
application for $250,000 be given to the 
National Life U. S. A., the home office 
of which is in Chicago. The result 
was remarkable speed in obtaining 
issue. The examinations were made 
Feb. 20. The following day was a half- 
holiday and the subsequent Monday a 
full legal holiday. But the National 
issued the first policy for $100,000, 
called for by the application, Tuesday, 
Feb. 24.. The residue of the line will 
be issued by the National as soon as 
the reinsuring companies can be heard 
from. 
Had Numerous Examinations 


Captain Field was examined for 
thirteen companies previous to the ex- 
amination for the National. Some of 
the companies desired special exami- 
nations and hence the determination to 
act quickly by obtaining prompt issue 
by a Chicago company. The National's 
policy is issued on the 20 payment en- 
dowment at 85 plan and calls for a 
non-participating premium of $25.55 per 
$1,000 and is issued at age 26, the pres- 
ent age of the insured, without rating 
or restriction. 


Handled by MacArthur 


The big application to the National 
was handled by Alfred MacArthur, 
general agent of the home office agency 
of that company. The promptness of 
the service is largely due to Mr. Mac- 
Arthur’s weight with his home office 
executives and his determination in 
minimizing opposition. The National 
will issue the residue of the quarter of 
a million as negotiations for reinsur- 
ance are completed. It is anticipated 
that other companies will promptly fol- 
low the National’s lead and so the en- 
tire million will be issued. 





Gary National Convention 


The Gary National Life celebrated Na- 
tional Life Insurance Day with a get- 
together meeting at its home office. All 
the local representatives and a large 
number of out of town agents were pres- 
ent. A banquet was given in the evening 
with more than 150 guests in attendance. 
Capt. H. S. Norton acted as toastmaster 
and the principal speakers were Presi- 
dent Wilbur Wynant, Warren T. McCray, 
republican candidate for governor; 
Mayor W. S. Hodges, H. G. Hay and 
Harry L. Arnold, who spoke of the im- 
portance of patronizing home companies 
in order to keep the money invested in 
home securities, such as real estate 
mortgages, city, county and state bonds, 
which would benefit the people who fur- 
nished the funds and augment the 
growth and development of the city and 
the company. 
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GENEALR MOSES CLEVELAND 


¥ DUCATION quickly 

fe) followed on the heels of 
the early pioneer settlers 
of Cleveland. The tradi- 
tions and training of “Old Con- 
necticut” cast their effect over the 
new settlement on the shores of 
Lake Erie. In 1800 a school- 
house was built near Kingsbury’s 
on the ridge road, and Miss Sarah 
Doan, daughter of Nathanial Doan, 
was the teacher. Today Cleveland 
is blessed with splendid education- 
al institutions, universities, public 
and private schools. As an educa- 
tional center it ranks high. 


THE CLEVELAND LIFE 
INSURANCE COMPANY has 
willingly assumed its part in the 
education of the general public in 
the beneficence of Life Insurance. 
This Company was one of the first 


to adopt the Department of Life and Health Extension for the purpose of 
affording policyholders the opportunity for periodical examinations. Its. policy 
contracts have at all times embraced the latest practical ideas'in Life Insurance. 
They are up-to-date. The Company is operating in the states of OHIO, 
MICHIGAN, INDIANA, ILLINOIS and WEST VIRGINIA. We have 
focused our attention on MICHIGAN and desire to get in touch with high 
grade men for that territory. General agency contracts will be made with 


men who can qualify. Why not tie to the “CLEVELAND”? 


For information regarding general agency contracts address: 


THE CLEVELAND LIFE INSURANCE COMPANY 


WILLIAM H. HUNT, President 
HOWARD S. SUTPHEN, Vice-Pres. and Mgr. of Agencies H. M. MOORE, ‘Secretary 





CLEVELAND, OHIO 
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MID-WEST MEETING 


MASSACHUSETTS MUTUAL LIST 


Program Prepared for the Forthcom- 
ing Chicago Convention Contains 
Many Interesting Events 


The program for the mid-western 
meeting of the Massachusetts Mutual 
Life, to be held at the Hotel Congress, 
Chicago, March 5 and 6, has been is- 
sued. The banquet will be held the 
evening of the last day. The program 
is as follows: 

FRIDAY, MARCH 5 
10 O°Clock 

A. C. Smith, Mattoon, Ill, Chairman. 

Opening Address: President William 
W. McClench. 

Discussion: Monthly 
ance, opened by Frank T. McNally, 
neapolis. : 

Discussion: The Possibilities of the 
Deferred Annuity, opened by Miss Louise 
Hall, Boston; Miss Blanche Fenton, Min- 
neapolis; Miss Alberta Allen, St. Louis. 
2:30 O’Clock 
Witten, Cincinnati, Chair- 


Income Insur- 
Min- 


Laurence C, 
man. 

Discussion: Corporation and Inheri- 
tance Tax Insurance, opened by I. H. 


Offner, Chicago. : 
Question Box: Conducted by Gerald A. 
Eubank, assistant superintendent of 
agencies. 
SATURDAY, MARCH 6 
10 O'Clock 


Norris H. Bokum, Chicago, Chairman. 
Discussion: The Most Effective Sales 
Talk I Have Ever Made, Frank T. Free- 
man, Flint; G. H. Schumacher, Cleveland; 
Lawrence Schleicher, Toledo, and George 
E. Lackey, Oklahoma City. 
Discussion: Country Work, opened by 
S. C. Stultz, Indianapolis: 
Business Session. 
Benediction: Joseph C. Behan, super- 
intendent of agencies. 
Banquet 
7 O'Clock 
Toastmaster, President William W. Mc- 
Clench. 
Dancing at close. 


Wants Life Day Made Permanent 


The national movement to have Jan. 
19 of each year declared National Life 
Insurance Day received considerable im- 
petus at Bay City, Mich., Jan. 19, when 
Frank F. McGinnis, president of the 
Agricultural Life of Bay City, had as his 
guests at a banquet all of the men en- 
gaged in the life insurance business in 
that section of the state. The expense 
of the banquet was shouldered by Mr. 
McGinnis, who staged the affair to foster 
and encourage a better spirit of frater- 
nity and cooperation between the men 
who devote their time to the insurance 
writing profession. 

Mr. McGinnis, in the capacity of toast- 
master, urged the men present to write 
to Congressman Gilbert A. Currie of 
Midland, Mich., asking him to use his 
influence at Washington to secure the 
setting aside of Jan. 19 as National Life 
Insurance Day throughout the nation. 
Speakers who followed Mr. McGinnis 
heartily concurred in Mr. McGinnis’ sug- 
gestion and all promised to write indi- 
vidual letters to the congressman and 
to the United States senators from Mich- 
igan. 





Others who spoke were: Willard E. 
King, vice-president of the Agricultural 
Life; R. J. Ritz, secretary of the Y. M 
Cc. A.; Russell Pope, of the Federal Life 
of Chicago; Fred Holbeck, of the Sun 
Life of Canada; Al Benson, secretary of 
the Agricultural Life; Fred E. Shearer, 
and Dr. J. C. Grosjean. 


Comment on 1919 Record 


The New England Mutual, in com- 
menting on its business for last year 
says that it had nearly twice as much 
new insurance put in force as was the 
case the preceding year. The company 
declares there was a public spirit favor- 
able to buying anything. This made the 
sale of large amounts of life insurance 
possible. The New England states gave 
the company about $20,000,000. Over 
$13,000,000 came from Massachusetts. 
New York state produced $10,500,000, of 
which $6,700,000 came from the metropo- 
lis. New Jersey, Pennsylvania, Delaware, 
Maryland and the District of Columbia 
contributed $6,500,000, while Virginia, the 
Carolinas, Georgia, Alabama, Tennessee 
and Louisiana produced $14,000,000. Ohio, 
Michigan, Kentucky, Indiana, Illinois 
and Wisconsin contributed $23,750,000. 
The trans-Mississippi states, with Colo- 
rado and the coast, gave $13,000,000. The 
list of district managers was headed by 
Shivers & Wilson of Eaton, Ga., a town 
of 2,000 people. This agency produced 
$700,000 new business. Many agents 
worked in territory isolated from large 
centers but made great records. The 
Detroit agency passed Cleveland, Phila- 
delphia and Chicago. 





Davenport Agency Convention 

An especially live agency convention 
was held at Davenport, Ia., by the Alex- 
ander J, Faerber general agency of the 
National Life U. S. A. Walter Webb, 
superintendent of agents, and R. D. Lay, 
secretary of the company, were the prin- 
cipal speakers at the meeting and the 
banquet which followed it. Mr. Webb 
spoke at the afternoon session on ‘‘Sales- 
manship” and at the banquet on “On 
the Firing Line and Over the Top.” Mr. 
Lay complimented the agency on its 
record of more than $3,000,000 worth 
of business in 1919 and expressed the be- 
lief that it would surpass its allotment 
of $3,500,000 for this year. Other speak- 
ers at the banquet were Mayor Lee J. 
Dougherty, general manager of the 
Guaranty Life, who welcomed the visit- 
ing agents; A. B. Kent, manager at Min- 
neapolis; Dr. Herbert Decker of the 
Register Life, Carl LeBuhn, president of 
the Davenport Association of Life Un- 
derwriters, and Ed Shoemaker, superin- 
tendent of agents of the Faerber Agency. 
J. Reed Lane, whose application for 
$100,000 of insurance was taken recently 
by the agency, told why big business 
men buy life insurance, 

At the business session L. L. Wagoner 
conducted a question box, and sales talks 
were made by J. Fred Moore, C. H. Burn- 
side, manager of the Ottumwa district; 
R. N. Howes, manager of the Canton dis- 
trict; T. L. Baken, manager at Cedar 
Rapids, and A. B. Kent, manager at Min- 
neapolis. 


F. G. Ball, Madison, S. D., celebrated his 
25th anniversary as a representative of 
the Northwestern National Life by writ- 
ing $43,500 in December. His total for 
1919 was $215,000. W. A. Erckenbrack, 
South Dakota, has written not less than 
one application weekly for the past 
eighty-one weeks. 








LIFE QUESTIONS 
AND ANSWERS 





Question—Will you kindly advise us 
whether the “American Experience 
Table of Mortality” is based on selected 
lives or on unselected ones. 

Answer—This table is based on the 
experience of the Mutual Life Insur- 
ance Company of New York. Of course 
all these lives at once passed the medi- 
cal examination and in that sense they 
were selected. 

ee: 

Question—There is an agent in this 
city advising parties of long standing 
policies to cash them in and take out a 
non-participating ordinary life contract. 
Of course it is a matter of twisting, but 
the party very cleverly shows that the 
cash value of a long-standing policy 
can be used successfully in the business 
and still leave enough to pay the pre- 
mium on a cheap non-participating con- 
tract. Could you send me figures or 
facts that will very vividly show the 
folly of such an action? 

Answer—Perhaps the best way to 
meet this case is to invoke the state 
law against twisting; or if you do not 
have an anti-twisting law in your state 
to work with the other life insurance 
men of the state until you get one. 

We cannot very well “furnish you 
with figures unless we be furnished with 
specific facts as to age of the insured, 
kind of policy, company in which it is 
held and company to which it is pro- 
posed to be changed. One of the chief 
arguments would be that the agent who 
proposes to solicit the policy is in the 
first place putting an unnecessary ex- 
pense on the policyholder amounting 
perhaps to 75 per cent of the first year’s 
premium, with which to pay his com- 
mission and other expenses incidental 
to the issuance of a new policy. Gen- 
erally speaking, a man who has a large 
outstanding reserve is pretty well along 
in years and his new rate would, of 
course, be much higher than that which 
he is now paying for the same kind of 
policy. He either could not get insur- 
ance at all, on account of his physical 
condition, or he would have to pay a 
much higher rate at the advanced age. 
The general argument that men should 
insure while they are young because 
the premium is then such as they can 
afford to pay would naturally apply 
here. 

But the chief argument is that life in- 
surance is a savings account as much 
as a matter of protection. The legal 
reserve system is based upon the cor: 
that a man shall pay his life insurance 
premiums and make his savings for his 
family through life insurance during his 
earning years. He should not take out 
the money which he has saved during 
all the years for the benefit of his 
family and use it in his business. If 
he does so he is cheating his beneficiary. 
He may not be able to maintain the 
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heavy increase in premiums due to his 
advanced age throughout his life, and as 
his earning capacity declines, and there- 
fore he should at least secure the con- 
sent of the beneficiary before diverting 
these funds. He has accumulated these 
reserves for a specific purpose and un- 
der the law the policy belongs no longer 
to him, but to the beneficiary. It 
should be for the beneficiary to decide 
whether these funds shall be taken from 
the safe haven of life insurance and put 
into hazardous business enterprises. 
Furthermore, if the policyholder wishes 
to be logical he should take not an 
ordinary life policy but an annual re- 
newal term, because in taking the ordi- 
nary life policy he is simply starting to 
do over again, under much more disad- 
vantageous conditions, what he did 
when he took out his first policy, which 
he evidently now regrets. 

Life insurance calculations are an ab- 
solutely accurate science and he can 
gain nothing by changing from one 
policy to another. In taking out a new 
policy it puts the company to an 
expense approaching 100 per cent of the 
first year’s premium, which is unneces- 
sary. It is for this reason that twist- 
ing has been made an offense by state 
law. The principles are the same 
whether the policy be in a participating 
or non-participating company. Life in- 
surance in its last analysis is a system 
of scientific saving, based on human 
probabilities and contingencies. Life 
insurance funds are peculiarly sacred 
and belong to the beneficiary after once 
accumulated. Your policyholder is at 
the present time enjoying a low rate 
and he is receiving dividends based on 
the accumulations of a large reserve. 
His life insurance premiums will be 
much more burdensome if he does not 
have the benefit of the earnings of this 
fund. As he grows older and as his 
earning powers decrease he will feel 
this burden more and more, whereas if 
he continues his old policy his pre- 
miums will grow less each year. Should 
he find his income cut off due to his in- 
creasing age he could take a paid-up 
policy for a large amount and discon- 
tinue his premiums altogether. 


New England Mutual Mortality 


The New England Mutual, in com- 
menting on the death claims for 1919, 
says they amounted to $4,150,583 as com- 
pared with $5,869,455 the year previous. 
This shows a decrease of $1,718,870. Dur- 
ing the first three months of 1919 the 
claims were well above the average, be- 
cause the influenza-pneumonia epidemic 
was still on. The claims during the last 
nine months were normal or slightly 
better. The death claims during 1916, 
a normal year, were $3,531,317. The 
average duration of a policy on the death 
claim record for 1919 was 15 years and 
the average age 49.9 years. A _ total 
amount of claims paid on account of 
war service and death in camp amounted 
to $236,662 during 1919. Influenza and 
pneumonia death claims during the year 
amounted to $867,637. The total war 
claims paid amounted to $734,469 and the 
total claims on account of influenza and 
pneumonia epidemic were $2,406,392, 


Agency Rally at Racine 


Several of the home office officials of 
the Northwestern Mutual’ Life were 
guests at the recent banquet given by 
W. F. McCaughey, general agent of the 
company at Racine, Wis., to the mem- 
bers of his agency force. The Mc- 
Caughey agency stood eleventh among 
91 general agencies in the United States 
in the amount per capita of new insur- 
ance written in 1919. 

M. J. Cleary, vice-president of the 
company, reviewed the great growth 
made by the company during the year, 
especially in Wisconsin. J. W. Fisher, 
chief medical examiner for the company, 
assured the agents that the home office 
will cooperate with them in every pos- 
sible way on the matter of examinations. 
H. N. Tolls of Chicago gave a most in- 
teresting talk on salesmanship. H. B. 
Mann of Black River Falls acted as 
toastmaster at the banquet. 





Isadore Rauh of the Equitable Life at 
Cincinnati has written a group policy 
on the Pollak Steel Company for about 
$2,000,000 and one for $250,000 on the 
employes of the Ferro-Concrete Con- 
struction Company. 
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International Life Put 
More Than Three 
Years Growth Into 
One Year by Increas- 
ing Insurance in 
Force 33: Per Cent 
During 1919. 








(re the calendar year of 1919, 

_with insurance in force on a paid for 
basis of $100,437,037.00 ($101,967,853.00 
on an issued basis) as compared with about 


$75,000,000 of insurance in force on a paid 
for basis December 31, 1918, the Inter- 


5100,000,000 INTERNATIONAL LIFE 











American Records Eclipsed 


Three Ways 


N the three combined essential features of 
sound growth the International Life has 
outstripped all companies in America—all 

companies of the world so far as can be ascer- 
tained. Figures where available are based on 
the tenth annual statements filed by all old 
line companies of the United States doing gen- 
eral life insurance business, exclusive of indus- 
trial companies. 

(1) International Life leads all companies 
by having assets of $13,261,727.40 in its tenth 
annual statement. 

(2) It leads all companies in the United 
States in payments to policyholders with a 
showing of $6,018,735.00 disbursed. 

(3) It is the only company with more than 
$100,000,000 of insurance in force in its tenth 
annual statement, with the exception of one 
New York company, which, however, failed to 
show disbursements as large as the Interna- 
tional Life made to policyholders and which 
failed by several million dollars to have as 
great an accumulation of admitted assets. 








national Life has disclosed by its tenth annual statement just filed that it has 
become a ONE HUNDRED MILLION DOLLAR COMPANY in about ten 
years by increasing its outstanding insurance 333% in ONE year. 


Its tenth annual statement brings out the fact that an American old line life insurance com- 
pany has set new world records for growth, practically setting a new standard, as compared with 
the first ten years of operations by other old line companies, in the three essential features 
embraced in the accumulation of insurance in force and assets and in payments made to policy- 








holders. 
COMPARATIVE STATEMENT OF GAINS 
Per 
Dec. 31, 1919 Dec. 31, 1918 Gain cent 
Total Insurance in Force (Issued Basis).............. $101,967,853.00 $77,042,499.00 $24,925,354.00 32% 
ORR Pama ASCs iiss Sa ass ks hs ee 0 a Ls *13,261,727.40  11,593,728.40 1,667,999.00 14% 


Total Premium ANCOME.... see eee een eee e eee e ees 3,414,125.21 2,655,494.37 758,630.84 28% 
Reserve tor Polioyholderé . .. 6.5 65 epi pede ena ehees 11,801,265.46 10,233,325.43 1,567,940.03 15% 
Seer anes 00 PMI MOONS So oie oo ncn + 5s Ck a de kes 776,875.10 652,605.99 124,273.11 19% 


‘‘Strong Arm of the State Guards 
Every International Life Policy”’ 


INTERNATIONAL LIFE OF ST. LOUIS 


MASSEY WILSON, President 






J. L. BABLER, Vice-President and General Manager Agencies 
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\\Medical Board for Large Cases 


Last week two former army associates 
of MarsHatt Fierp III wrote his ap- 
plication for $1,000,000 of life insurance. 
No company interested in the case would 
retain a very large proportion of the 
amount applied for so that the business 
had to be divided among a number of 
companies. Under the existing system of 
conducting medical examinations, this 
meant that Mr. Field was forced to un- 
dergo a physical examination at the hands 
of nearly 40 doctors, two for each com- 
pany. Almost without exception, every 
company interested in the case insisted 
that its own doctor and one other of 
its selection make an examination. 

As the examinations were made, Mr. 
Field became impatient. The idea of hav- 
ing to go through many examinations 
was annoying and served to get Mr. 
Field in a very unsatisfactory state of 
mind regarding life insurance. Before he 
finished with the doctors he was thor- 
oughly disgusted with the whole propo- 
sition and regretted having applied for 
the insurance. 

This is typical of what happens to big 
men who apply for large amounts of life 
insurance. Mr. Field is the heir to $100,- 
000,000. The $1,000,000 of life insurance 
applied for is a small matter to him. Be- 
cause of the present rule being observed 
by the life companies, it is made very dif- 
ficult instead of very easy for a man of 
wealth desiring a large amount of life 
insurance to get protection. Usually the 
agent has a hard time landing a big case. 
After it has been closed and the applicant 
has affixed his signature, the policy should 
be put through in quick time, but instead 
in cases of this kind, there is delay after 
delay and examinations almost without 


number are conducted. Instead of is- 
suing the policy promptly, the case is 
held up until every company interested 
has had a chance to look over the appli- 
cant with its corps of medical men. The 
result is irritation, annoyance and impa- 
tience on the part of the prospect. 

It would seem that in these days of 
large policies, when men are taking out 
life insurance in big amounts, the life 
companies could make some arrangements 
for examinations that would be more sat- 
isfactory to applicants. For instance, why 
is it not a practical idea for the life 
companies to appoint two or at the most 
three high grade medical men in big cities 
like New York, Chicago, Detroit, Cleve- 
land, Boston, and St. Louis, whose de- 
cisions and opinions all companies would 
be willing to abide by? These men could 
serve as a disinterested medical board to 
look over the applicants for large amounts 
of life insurance. 

If some such plan as this were worked 
out, the man applying for $2,000,000 or 
$3,000,000 of life insurance could be ex- 
amined by two or three men at one time 
and not be further troubled. The men 
selected would be the very best to be had 
and of such training and experience that 
their decisions could not be questioned. 
Because so many big policies are written 
nowadays, the nature of the business is 
changing a great deal. The time has ar- 
rived, it would seem, when it is up to the 
companies to make some arrangement for 
handling these big cases that will elimi- 
nate the dissatisfaction on the part of the 
prospect. Life companies can very well 
give some thought to-this question just 
now, as it is one that will present itself 
repeatedly as time goes on. 


Triumvirate of ‘‘I’s’’ 


SECRETARY WILLIAM ALEXANDER of the 
EgouitaB_e Lire of New York has a pene- 
trating mind, one which is quick to discern 
those qualities which make for success in 
life agents. The other day Mr. ALEXANDER 
wrote a paragraph or two about the essen- 
tial characteristics of a successful agent. 
He put down as the foundation stones 
these three attributes: Intelligence, Indus- 
try, and Integrity. This triumvirate of 
“T’s” is certainly essential but linked with 
the trio Mr. ALexanper places Determi- 
nation. Some may put an interrogation 
point after “Integrity” as being an essen- 
tial. Mr. ALEXANDER believes, however, 
that honesty is not simply the best policy 
for the life agent but is one of his neces- 
sary qualities. These days when absolute 
and sincere service must be rendered, in- 
tegrity of purpose and integrity in sales- 


manship must certainly be regarded: as 
one of the important tools in the agent’s 
kit. It is true that the trickster and sharp 
dealer may have temporary success. Mr. 
ALEXANDER, however, in presenting his 
three “I’s” had in mind permanent and 
continued success rather than temporary 
achievement. 

As Mr. ALEXANDER points out, salesmen 
differ widely in their mental temperament, 
their ideals and the results accomplished. 
However, there is one platform on which 
all can stand, from which all can start and 
that involves the possession of these 
three characteristics that he has men- 
tioned. Success does not necessarily mean 
possession of the qualities of a superman 
or the great genius. It does call for these 


fundamentals of character that always 
accompany lasting success. 





Max Conheim, who is with the 
Julius H. Meyer agency of the New 
England Mutual in Chicago, led the 
company’s agency force in January. 
Mr. Conheim is starting out the year 
at a fast pace, having written as much 
during January as he produced in all of 
1919. 

James J. Phillis, who was connected 
with the Pittsburgh agency of the 
Provident Life & Trust, died the other 
day, after seven years with the agency. 
He held, up to the time of his death, 
the record for having placed to his 
credit one or more cases for every 
week he was in the business. In other 
words, his record was 346 consecutive 
weeks. He was the second high man 
in the agency in production last year 
and started out well this year, having 
written $65,000 in January. 

Those in charge of the life insur- 
ance sales convention of Kansas, to 
be held at Topeka, March 20, are get- 
ting out some attractive advance 
notices and doing a great deal of 
enterprising publicity work. For in- 
stance, George Godfrey Moore, chair- 
man of the general committee, sends 
out all of his correspondence on a 
special letter head, attractively ar- 
ranged, the top of which has a colored 
announcement of the convention, and 
down the left side are listed the com- 
mittees. Kansas Life insurance men 
are lining up the forces and will prob- 
ably have one of the most successful 
one-day sales conventions of the year. 


Business friends of Arthur F. Hall, 
first vice-president and general man- 
ager of the Lincoln National Life, have 
extended sympathies in his bereave- 
ment at the death of Mrs. Hall, who 
passed away Feb. 15, at Pasadena, Cal., 
where Mr. and Mrs. Hall were staying 
in the hope of obtaining relief for the 
sufferer. Death was caused by paral- 

sis of the throat. Mr. Hall will re- 
main, in California for_several weeks. 


Alfred Hdfzmafi,’agency manager of 
the Equitable Life of New York in 
Chicago, is making a special effort 
to attract school teachers to life in- 
surance work. Mr. Holzman says that 
as a class teachers are very much dis- 
satisfied with the money they are earn- 
ing and want to make arrangements to 
go into other lines of work. Mr. Holz- 
man is now conducting two classes a 
week at his office, at night from 7:30 
to 9 p. m., to which Chicago school 
teachers are invited to attend, with 
the understanding that they will not 
be asked directly or indirectly to go 
into the life insurance business. It 
is pointed out that irrespective of 
whether or not they decide to go into 
the business, they will be greatly bene- 
fited by the knowledge of the science 
and technique of life insurance, today 
one of the most important factors in 
our social organization. Many teach- 
ers have indicated their interest in the 
work and are attending the classes 
which started this week. 


Critchell, Miller, Whitney & Barbour, 
one of the leading fire insurance offices 
of Chicago, have opened a lite and ac- 
cident department. O. A. Piggott, for 
the past eight years a manager for the 
Travelers, has resigned as Illinois man- 
ager of the company to have charge of 
the newly created department. There 
are 27 brokers attached to the Critchell- 
Miller office, all of whom are active 
producers and the agency will un- 
doubtedly write through its fire con- 
nections considerable life and casualty 
business. 

Mr. Piggott is a strong personal pro- 
ducer and has demonstrated his abit- 
ity as an organizer. He had the con- 
fidence and support of the Travelers 
agency force in Illinois and is in every 
respect qualified to build up the new 
department for Critchell, Miller, Whit- 
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ney & Barbour. Negotiations are now 
being made with one of the leading life 
companies to handle the business. 
Some time ago Moore, Case, Lyman 
& Hubbard installed a similar depart- 
ment and the agency has done consid- 
erable life and accident business al- 
though for years it was purely a fire 
and casualty office. The recent move 
of Critchell, Miller, Whitney & Bar- 
hour would seem to be a reflection of 
the trend of the times, and a desire on 
the part of the big fire and casualty 
offices to be ina position to offer com- 
plete insurance service to clients. 


William E. Nichols, one of the big 
producers of the New York Life in 
Chicago, who has been seriously ill 
during the past few weeks, has gone to 
New Orleans to rest and recover his 
health. 

Robert Henderson has been ap- 
pointed second vice-president and actu- 
ary of the Equitable Life of New York 
and Wm. J. Graham is advanced from 
third vice- -president to second vice- 
president. This is a change in official 
title that indicates the progress made 
by these two men. 


Frederick H. Goff has been elected a 
director of the Equitable Life of New 
York. He is president of the Cleve- 
land Trust Company.and is a former 
president of the trust companies section 
of American Bankers’ Association. He 
is a director of the Baltimore & Ohio 
Railroad. 

Lawrence Rooney, superintendent of 
the Metropolitan Life for the Boston 
district, who was recently given a com- 
plimentary dinner by his company in 
recognition of his 25 years’ service 
with the Metropolitan, died at his home 
in Allston, Mass., last week of pneu- 
monia. 





E. O. Burget. secretary of the Peoples 
Life of Frankfort, Ind., who has been 
ill for several weeks with pneumonia, 
has gone south to get back into shape. 
He will return to Frankfort by way 
of New York City. 


General Agent A. A. Drew of the Mu- 
tual Benefit Life at Chicago has now 
completed arrangements for his big 
agency meeting to be held next Mon- 
day. Pierre West of the Detroit 
agency, leader for three consecutive 
years, will talk on “The Real Oppor- 
tunities of Our Business.” Clinton 
Davidson of the Louisville agency, 


who formerly represented the Sheldon 

School of Salesmanship, will speak on 

“How Suggestions Can Be Used Profit- 
(CONTINUED ON PAGE 12) 
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1894—1919 


STATE LIFE 


INSURANCE COMPANY 





“INDIAN APOLIS 
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ALMOST 


NINETEEN MILLION DOLLARS IN SECURITIES 


($18,458,500.00) 


Deposited with the Auditor of State for the Sole Protection of Policyholders 
More than $1,750,000.00 Above the Amount Required by Law 





PROGRESSIVE CONSERVATIVE ‘““FLU”’ PROOF 


The Growth of Oak—The Solidity of Granite 





On Agency Matters Address, CHARLES F. COFFIN, Vice-President 
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LIVE MEN CAN DOUBLE THEIR INCOME SELLING OUR 


Monthly Pension Bonds 


(Copyrighted, 
Under Our Service Pension Contract 


THE LA FAYETTE LIFE INSURANCE CO. 


W. W. LANE, Secretary LA FAYETTE, INDIANA A. E. WERKHOFF, President 
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BUILD YOUR OWN BUSINESS 9<_ “swe 


7 4 
Under Our Direct General Agency Contract “Uf, f, Mai oe 


INSURANCE CO. 






Our Policies Provide for 


Double Indemnity Disability Benefits 
Reducing Premiums 








PAN- AMERICAN LIFE INSURANCE 
oe pale COMPANY [ouisiana OO McrPrin.and Gan. Ma, 


Insurance in Force (over) $40,000,000.00 
Total Resources (over) 5, 250, 000.00 


The recent merger of the Meridian Life with the ———— Salle Senegnent at seca See Soe tape eS Oe 
and North Central section, which will be assigned to M: eo handling and inspiring an agency organization 
grade men. A rare opportunity to ambitious men to themselves in an independent and permanently profitable business. 


Address :—E. G. SIMMONS, Vice-Pres. and Gen. Manager Whitney Central Bank Building, New Orleans, Louisiana 
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PAN-AMERICAN LIFE IN- 
SUR ANCE COMP AN NEW ORLEANS, 


U. S. A. 
Annual Statement—December 31, 1919 








RESOURCES 


ES BT ee Pree cee .. cap. B256/39 
First Mortgage Loans on Real Estate. ...; 4,447,958.75 
Collateral First Mortgage Loans......... 28,500.00 
ES AS er Cee rn ebcnaxe Vas 1,475,957.84 
SG ES GC we pecs Sena weak 96,891.00 
Pomey Lobns @hd LACKS «055.500 5405500 . 717,970.53 
ee. a a ee 40,861.71 
Cash in Office and Banks................ 300,574.05 


Agents’ 


Ce. a 62,636.09 


Furniture and Fixtures................. 41,487.70 
Piccraed ANterest .......0s60scea0d oaes ‘ 159,544.44 
Net Uncollected and Deferred Premiums. 114,883.72 
Due from Other Companies for Death 

Claims on Reinsured Policies........ 2,350.00 
Miscellaneous Resources ................ 18,478.89 





$7,540,662.11 
LIABILITIES 


Legal Reserve on Policies in Force as Re- 


MRO LBW onic ciwpe sr cenonssk? $5,691,424.65 
Death Claims Reported; proofs not com- 
ee Toa a Ss en wooed OS ORs 76,514.98 


PeeOOrve BOC TANCE. sina cs pie ccccescseees 
Bills, Accounts, Medical and Inspection 

Fees Due and Accrued 
Suspense Account 22... 056.56. ce sec eeeee 
Agents’ Credit Balances 


38,301.76 


11,142.28 
728.20 
4,224.36 


Premiums Paid in Advance.............. 6,953.51 
Interest Paid in Advance................ 12,404.96 
Reinsurance Reserve Account........... 48,552.76 
Miscellaneous Liabilities................ 24,529.02 


Surplus Apportioned for Contingencies. 
Surplus to Policyholders over all Liabil- 
ities, Actual or Contingent.......... 1,550,037.47 


75,848.16 





$7,540,662.11 








Insurance in Force ............... over $70,000,000.00 
Issued during 1919 ............... over 26,000,000.00 





Selling Life Insurance is a real profession, and requires a 
fundamental knowledge of the principles of the business before one 
can hope to be successful. This requires study, thought, and 
earnest effort, which without systematic and specialized instruction 


is difficult. 


The Pan-American Way is not to seek the agents of other 
companies, but to interest men of intelligence, character, and clean 
record to take up Life Insurance Salesmanship. It conducts a 
course by correspondence for them. In this way, it has developed 
an Agency Force that is prosperous and contented. 


What they are doing, YOU can do, if you have the WILL— 
the Pan-American WAY is open to you. 


PAN-AMERICAN LIFE INSUR- 
ANCE COMPANY, NEW ORLEANS, U.S. A. 


CRAWFORD H. ELLIS, President 
J. E. WOODWARD, Secretary 








E. G. SIMMONS, Vice-President and Gen. Mgr. 
C. D. COREY, Superintendent of Agents 
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(CONTINUED FROM PAGE 10) 
ably in Selling Life Insurance.” 
Charles L. Sykes of the Omaha agency, 
a son-in-law of General Agent J. N. 
Dyer of the company at Oklahoma City, 
will speak on “How to Get the Most 
of a Day.” L. C. Hunt of the Chicago 
agency will read a stenographic report 
of a talk given by E. C. Brown of the 
Detroit agency, recently at Buffalo. 


William H. Kingsley, vice-president 
of the Penn Mutual Life of Philadel- 
phia, has been made one of the mem- 
bers of the new state health insurance 
commission, just appointed by Gov- 
ernor Sproul. 


Harry B. Gengnagel, manager of the 
Omaha branch office of the Travelers, 
is putting on a unique campaign for 
the sale of life, accident and health in- 
surance. He is using the daily papers 
and also a_= gripping story called 
“Broken Threads.” The first full-page 
advertisement appeared merely calling 
attention to “Broken Threads” and ask- 
ing people to send their names to “Biil 
Jones,” City National Bank building, 
Omaha, and get a copy free. This story 
centers about a family whose head did 
not carry life insurance. In the midst 
of buying a home the husband and 
father met with a fatal automobile acci- 
dent. The story is well written and 
would attract the attention of anyone. 

When the inquiries came in for the 
book they were divided up proportion- 
ately among the 15 agents of the 
Travelers. The book was mailed out 
and then the list was turned over to 
the agents to follow up. The style of 
the story is, of course, to induce men 
to act at once in protecting their 
families. 

The advertising campaign has at- 
tracted wide attention. Each Travelers’ 
agent turns in his complete list of pros- 
pects and to these names are mailed the 
booklets. The agent is expected to 
follow up and see what can be done. 
The booklet has served to stimulate 
much interest among the agents and 
already the good effects are apparent 
in the way of increased business. The 
agents themselves are bearing the ex- 
pense on the basis of $1.50 for each 
thousand dollars of life insurance paid 
for over the period of time the cam- 
paign is running—or until the cost of 
the campaign is met. 


W. A. Rupp, general agent of the 
Merchants Life of Iowa in Central 
Pennsylvania, with headquarters at 
Harrisburg, associated with the Mer- 
chants Life two years ago and took 
charge of the pioneer work in the terri- 
tory under his direction. He ranks 
among the largest producers in middle 
Pennsylvania and is a prominent mem- 
ber of the company’s $100,000 Club. His 
present record warrants the belief that 
he will win promotion to the $200,000 
Club this year. 


A. D. Hatfield ei Cleveland, O., who 
was mentioned in the discussion of the 
Mid-West Sales Congress in Chicago, 
where he gave a talk on “Business In- 
surance,” as “a free lance” in his city, 
placing business where he likes, : de- 
clares that this is not a correct state- 
ment and is entirely at variance with 
his idea of life insurance work. At 
one time Mr. Hatfield was a member 
of the firm of Hatfield, Murray & 
Walker, general agents of the Penn 
Mutual Life. Since he retired from the 
firm he has been an agent of the State 
Mutual Life and is known in Cleveland 
as a representative of that company 
and offers to it its limit in every case. 
Mr. Hatfield says that fortunately he 
has had cases where clients desire more 
than the State Mutual can take and 
for such larger cases requiring surplus 
business he has contracts with a few 
other companies. Mr. Hatfield says 
that he is opposed to brokerage and 





free lance methods of operating in life 
insurance work. 


C. M. Pinkerton, for ten years gen- 
eral agent for the Central Life of lowa 
in Oklahoma, died last week as a result 
of the breaking of an artery in his 
lung. He served out the unexpired 
term of Milas Lasater as president of 
the Oklahoma Life Underwriters’ As- 
sociation last year. 


Dr. J. E. Douglas, medical director 
of the industrial department, Western 
& Southern, since the organization of 
the company in 1888, died recently of 
cerebral hemorrhage. He was 59 years 
old. Funeral services were held at the 
residence Monday afternoon, attended 
by officers of the company and a large 
number of the medical fraternity. 


S. S. Eckstone is making a remark- 
able record for the Equitable Life of 
New York in Chicago. He started 
with the Alfred Holzman agency of 
the company on Jan. 5, and during 
his first 26 days as a life insurance 
man wrote and paid for 62 applica- 
tions, 95 per cent of which were from 
strangers. Since starting with the 
company, he has written about $400,000 
of business in small policies, often get- 
ting five or six in one day. He went to 
a funeral last week and wrote $43,000 
worth of business among those who 
attended. 

Mr. Eckstone, who was formerly an 
assistant superintendent of Morris & 
Co. in Chicago, knows very little of 
the life insurance business, but has pre- 
pared a standardized selling talk which 
he uses with very little variation with 
each prospect that he solicits. He says 
that the big thing in selling life in- 
surance is to get the prospect to listen 
to the story. He has found that his 
talk is interesting and gets a response, 
and believes that once the life insurance 
salesman has learned how to get inter- 
views and what to say during the first 
minute that will get the interest so that 
the rest of the story will be listened 
to, he cannot help writing business. 


If the Mid-West Life Insurance sales 
congress held in Chicago recently did 
nothing else, it made a successful life 
insurance man of William F. Gross- 
man. Mr. Grossman went with the 
Julius H. Meyer general agency of the 
New England Mutual in Chicago in the 
latter part of September, 1919. Dur- 
ing the last three months of last year, 
he wrote only $13,000 in business, 
$5,000 of which was a policy on his 
own life. Mr. Meyer had about given 
up hope of making a successful pro- 
ducer of him, but decided to have him 
attend the sales congress to see if he 
could not get some ideas that would 
result in business. Mr. Grossman was 
very much impressed by the talk made 
by J. Elliott Hall of New York. He 
returned to his work with a vision 
of the possibilities in life insurance 
salesmanship and asked Mr. Meyer to 
prepare a standardized selling talk for 
him. This was done and after re- 
hearsing it in the office a few times, 
he started out after business. 

Since that time he has written an 
application during every working day 
and no policy for less than $2,500. 
Most of his policies have been for 
$3,000. Mr. Grossman says that until 
he mastered a_ standardized selling 
talk, he was merely rattling around 
without any good idea of what he was 
doing or why he was doing it. The 
prepared talk has enabled him to pre- 
sent to every prospect interviewed all 
of the important life insurance points 
that should be brought out in a selling 
talk. Through the use of his stand- 
ardized talk, he brings to every pros- 
pect ari'-or* the information that he 
shotld h<-re anal gets a response. He 
has completely revised his whole sell- 
ing program and gets most of his busi- 
ness on the first interview. He was 
formerly in the railroad business at 
Manchester, Ia., and served as a cap- 
tain in the infantry during the war. 
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active policies of the Merchants Life leave noth- Y | 
desired by the agent representing it. “Merchant- bo 
ays fill the bill when a good policy is requested. | 
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W* have some excellent Territory open in 
Illinois, Missouri, Indiana and Arkansas 
that will be developed during the year. 


Direct Home Office Contracts with maximum 
First Year and Renewal Commissions given 
to Experienced Life Men. Also to Indus- 
trious Men without experience, who are 
eager and willing to be trained. 

Write TODAY for our Proposition. It 
may be the turning point to SUCCESS 
for you. 


MARQUETTE LIFE INSURANCE COMPANY 


“HAS STOOD THE TEST”’’ 
JULIUS M. GASS, Secretary 


SPRINGFIELD - - ILLINOIS 


LIFE INSURANCE FOR WOMEN 








company with the insuring of 
women, Henry Loeb, second vice- 
president of the Massachusetts Mutual, 
says that it has not been especially 
attractive so far as a business proposi- 
tion, but that the company probably 
will continue to issue policies on single, 
wage-earning women. 

Mr. Loeb divides women into two 
general classes, by far the largest part 
including those whose activities are de- 
voted primarily to the home. For 
women of this class, it is obvious that 
the insurance which is applicable and 
best suited for their requirements is 
that issued upon the life of the hus- 
band. The second or minor group 
comprises those women who may con- 
tinue in the activities of business or 
professional life and those who, from a 
sense of duty or other causes, must in- 
voluntarily assume obligations. That 
the eligibles among these, according to 
life insurance standards, are increasing 
is evidenced by statistics showing that 
the number of wage-earning women in 
the United States has increased five- 
fold in the past 15 years. Mr. Loeb 
believes that this increase will, under 
present economic conditions, continue. 

While there is a great field for en- 
deavor among this class, the work of 
the solicitor will be not only slow but 
arduous, and will involve a campaign 
of education, as it has been found that 
single women do not sense the impor- 
tance of, or else are indifferent to, 
insurance on their own lives. In that 
connection Mr. Loeb says: 


Two Difficult Problems 
There are two difficult problems pre- 


dongs the experience of his 
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| Equitable Life Insurance Company of lowa 


ANNOUNCES | 


$200,000,000.00 of Insurance in Force 


Having Doubled ir: Size in 
LESS THAN FOUR YEARS 


Low Net Cost with Increased Service, Including Double 
Indemnity and Total Disability Benefits Assures Satis- 


fied Policyholders 


For Information, address: Home Office, Des Moines 











The Minnesota Mutual Life 


INSURANCE COMPANY 


Excellent Opportunities for Two General Agencies in IIlinois 
Contract Direct with Home Office 


For particulars address 


E. S. ALBRITTON 


2nd Vice President St. Paul, Minnesota 














sented in issuing policies on the lives of 
women. First, a medical one, owing to 
the lack, outside of the larger cities, of 
{alert and capable women physicians to 
make a sharp and dependable analysis 
| of a given risk. The extension of this 
class of business may also be retarded 
i by the unwillingness, as a rule, of a 
| woman to submit to an examination un- 
less it is made by her own physician 
The second is one of inspection. Here 
arises a sensitive point, one which is 
| probably responsible for more cases of 
“nerves” at our agencies than any other 
| single matter. It is a difficult situation 
at best to investigate a woman for in- 
surance. Someone is liable to fail in 
tactfulness, and we have, in conse- 
quence, a very angry or at least indig- 
nant woman to deal with; as she always 
insists that an investigation is an un- 
necessary and wicked prying into her 
personal affairs. The inspection service 
|! has recognized from the first the delicacy 
and tact necessary to secure an adequate 
report, and at the same time prevent any 
leakage, but we are not yet able so to 
arrange these inspections that our 
women agents are entirely free of em- 
barrassing situations. Here again time 
alone will work out a satisfactory solu- 
tion in the matter of employment by 
credit concerns of active women corre- 
spondents qualified to secure, without 
creating friction or arousing suspicion, 
the data to complete the pen picture of 
a given risk. 





Results Not Quite Satisfactory 


Our company has always accepted 
women on an equality with men in the 
matter of premium rates, which might 
convey the inference that its mortality 
experience with female risks does not 
present a variation from that of males. 
This, however, is not the case, as there 
is some divergence. So far as we are 
able to determine from our own mortal- 
ity experience with single wage-earning 
women, results are not quite satisfactory 
during the first two years; thereafter the 
mortality is within normal limits—which 
no doubt was a potent factor in deter- 
mining the practice to limit our issues 
to this class only. It seems reasonable, 
therefore, that we shall continue the 
issuing of policies on this particular 
group. 

From statistics gathered under our 
joint. life insurance plan, I judge the 
question of voluntary selection against 
the company is yet a factor to be reck- 
oned with. Here we find a mortality 
experience not at all in keeping with 
the care in selection; hence, it must be 








the control of the company which enter 
into the issuance of this form of insur- 
ance, making it rather unsatisfactory, 
as well as unprofitable, to issue. I can- 
not, therefore, promise that this plan will 
continue to attract us as a business 
proposition until the time arrives when 
we are able to get a more searching 
medical examination than is possible 
under present conditions. 


Would Exclude Married Women 


The experience with this class, to my 
mind, emphasizes the wisdom displayed 
in excluding from our insurable list mar- 
ried women, for no doubt they would 
show as unfavorably as women under 
joint life policies. 

The few women in the class to whom 
in recent years we have issued policies 
owing to their having merely a life in- 
terest in an estate, and who have a 
legitimate reason for the protection of 
some dependents when this interest 
passes elsewhere at their death, form a 
group too small to determine as to 
mortality. 

To the average man insurance on the 
life of the wife is repugnant. This seems 
to be borne out by observation, as the 
lapses and surrender of policies issued 
on the lives of single women who subse- 
quently marry appear to be out of pro- 
portion to the number of cases where 
the company is advised of a change of 
name by marriage. This may be fairly 
attributed to the attitude of the husband. 
That our company was not so particu- 
lar years ago is evidenced by the records, 
which show a free acceptance of married 
women. I can account for this only by 
the desire for business in those days, and 
the fact that conditions with reference to 
life insurance were widely different from 
those that obtain today. It is quite 
likely that the question of voluntary 
selection against the company had 
neither been given the study it has since 
received nor had been recognized as such 
an important factor in the safe conduct 
of business. The volume of business was 
apparently of more importance than the 
quality; at least, the latter was not given 
the attention it now receives. 


Connecticut General’s Group Life 


Several large policies have been writ- 
ten by the group insurance department 
of the Connecticut General Life, includ- 
ing one on the Cld Colony Trust Com- 
pany of Boston, covering some _ 600 
employes. The Simsbury plant of the En- 
sign Bickford Company has been cov- 
ered for $150,000; Hardwick & McGee 
Company, Philadelphia, carpet manufac- 
turers, $800,000, and A. B. Kirschbaum 
Company, Philadelphia, makers of men’s 
clothing, over $1,000,000. 

Among large concerns in the Detroit 
district recently insured under ‘zroup pol- 
icies by the Connecticut General is the 
J. C. Widman & Co., automobile body 
makers, for over $350,000. <A policy for 
over $150,000 has been issued to the 
Bradford Pressed Brick Company of 
Bradford, Pa., The Deslauries Column 
Company of New York City, the Ohio Top 
Company of Cincinnati, the McGrew 
Granite Company of Waterbury, Vt., and 
the Heiden-Kamp Plate Glass Company 
of Springdale, Pa., also have taken out 
group policies in the Connecticut Gen- 
eral, 


Pacific Mutual Men’s Records 


The general agencies of the Pacific 
Mutual, which have paid for $2,000,000 
and over, together with the percent of 
increase over the previous years, are as 
follows: C. C. Day, Oklahoma, 49.4 per- 
cent; Chicago office, 123.2; J. N. Russell, 
Jr., of Los Angeles, 105.4; W. R. Letcher, 
Florida, 97.7; J. S. Fabling, Colorado, 
90.9; Garland & Martin, Virginia, 87.4; 
Durrett & Hardy, Arkansas, 83.5; Joseph 
Dinklefield, 78.3; F. B. Schwenker, New 
Mexico, 68.7; Kilgarif & Beaver, San 
Francisco, 61.2; and W. F. Smitts & Son, 
Alabama, 54.2 percent. 


Universal Life Moves 

The Universal Life is removing from 
Mason City, Ia., to Dubuque. The change 
was authorized last summer. The Uni- 
versal is a $2,000,000 concern, of which 
$1,500,000 is paid up, and it is announced 
that the company is ready to begin writ- 
ing business. 


In 1919 Pinkus, Mills & Pinkus of the 
Northwestern Mutual Life at Indianapo- 

















assumed that there are factors beyond 





lis wrote $6,300,000; making over $10,000,- 
000 in Indiana. 
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CHANGES APPARENT 
IN AGENCY FORCES 


(CONTINUED FROM PAGE 3) 
new business annually. Men of this 
class have risen to the $1,000,000 
mark; and even higher. The agent 
who used to produce $100,000 of busi- 
ness is now going at the rate of about 
$150,000 or $200,000. The man who 
formerly wrote $200,000 to $300,000 in 
smaller policies has also made great 
strides. Men who used to produce at 
this rate had to see a lot of people in 
order to get the volume. In fact, their 
success was based on seeing people 
more than mastering the mysteries of 
life insurance. 


Calls All Important 


Today, such men have passed the 
half million dollar mark because they 
have continued to operate on the same 
pian. They are still seeing the great- 
est possible number of people, and 
that seems to be all there is to life 
insurance selling today. The man who 
will call on the people and briefly 
tell his story, gets the business. The 
big producers have gone ahead, too, 
but for other reasons. The agent who 
specializes in large cases, sees only 
a limited number of people. Such a 
man is not seeing any more prospects 
this year than he saw three or four 
. years ago, but he is selling them for 
larger amounts, principally because of 
the income and inheritance taxes. 


Reluctant to Leave Salary 


Life insurance agency men who are 
disposed to discuss field conditions 
frankly, say that it is actually harder 
to get new men into the business today 
than it ever was before. The highest 
salaries on record are being paid to men 
in every branch of business endeavor. 
Opportunities have multiplied and possi- 
bilities for getting ahead were never so 
great. The high cost of living is a vital 
factor and men hesitate more than ever 
to desert a sure and certain salary that 
is adequate, for life insurance commis- 
sions that may or may not be sufficient 
to provide an income large enough to 
take care of family needs. However, it 
has been noticed that the new men who 
are brought into life insurance work are 
only infrequently asking to be financed. 
General agents used to expect to finance 
every new man they put on, but today, 
most of the men getting into the busi- 
ness seem to be able to finance them- 
selves for the first few weeks and do 
not ask for assistance from the general 
agent, 

Uncertain of Future 


Agency heads are naturally not so very 
much concerned about conditions today 
as business is coming in without pres- 
sure being exerted, but there is some 
rather doubtful speculation as to what 
will happen to the agency ranks if a 
financial slump comes, or there is a let- 
down in business. Everybody is getting 
the business today and life insurance is 
easier to sell than ever before, but if 
adverse conditions should come, what 
would happen to the great army of life 
insurance salesmen of today? 


Think Agents Will Stay 


Strangely enough, life insurance offi- 
cials seem to be little disturbed over the 
possibility of losing men in large num- 
bers. Almost without. exception, they 
have the opinion that the men row in 
life insurance work have learned the 
real secret of success in life insurance 
selling; that is, that in order to sell 
business it is necessary to see as many 
new prospects in a day as_ possible. 
Knowledge of the actuarial science of 
life insurance, of how rates are arrived 
at, or of how the companies invest their 
funds, and in just exactly what manner 
a life insurance company is conducted, 
are things that do not have to be intro- 
duced in the life insurance selling talks 
today. It is only necessary to talk to 
the life insurance prospect long enough 
to tell him why he needs life insurance, 
how the particular policy being talked 
about just fits his case and what it will 
do for his family when he is gone. 


Have Found Combination 


People today know what life insurance 
is and that they should. have it; they 
merely have to be shown how a particu- 
lar policy fits their special case. It is no 
exaggeration to say that there are not 
enough life insurance salesmen in the 


business to get to all the prospects that 
are willing to buy life insurance at this 
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time. The men in the business generally 
have recognized this and know that sell- 
ing business simply means seeing peo- 
ple, and the system that leads to the 
greatest life insurance success is the 
one that requires that the greatest pos- 
sible number of calls be made every day. 


Will Not Change Methods 


If a financial slump should come, it is 
not likely that the men who are so suc- 
cessful in the life insurance business 
today would discard all of the methods 
now being used and go back to days of 
mulling over prospect lists, preparing 
elaborate illustrations in advance and 
doing a lot of diplomatic and preliminary 
work before calling on prospects. The 
way to get business is to call on a lot 
of new prospects every day, without 
wasting any time in thinking about how 
they are to be approached, what is going 
to be said, or how the prospect is going 
to receive them. It has been demon- 
strated thousands of times in the last 
couple of years that it is only necessary 
to get an interview with a prospect in 
order to get business, and the more in- 
terviews that are held, the greater the 
amount of business that will be written. 








It is quite improbable that the men who 
are making the big records today will 
return to the old time wasting ideas that 
prevailed a few years ago. i 


Daniel Boone, Jr., Advanced 


KANSAS CITY, MO., Feb. 24.—At the 
annual meting of the directors and 
officers of the Midland Life of Kansas 
City, Daniel Boone, Jr., was elected pres- 
ident for the new year. Mr. Boone has 
been acting vice-president and secretary 
during the past year. O. V. Dodge is 
the new vice-president. J. M. Smullin, 
formerly assistant secretary, was elected 
secretary. 


Pushing Its Monthly Business 


The American Bankers of Chicago is 
pushing its monthly payment business. 
President E. W. Spicer has worked this 
up to proportions that makes it quite a 
feature in the company’s operations. The 
monthly pay agents are entirely inde- 
pendent of those who work on ordinary 
business. The monthly payment busi- 
ness is now averaging about $150,000 a 
month. The field is divided among gen- 





eral agencies, the general agents being 
responsible for the appointment of sub- 
agents and the collection of premiums. 
The company is quite pleased with the 
results it has attained in this depart- 
ment. 


George H. Risley Promoted 

HARTFORD, CONN., Feb. 24.—George 
H. Risley, who has been assistant super- 
intendent of agencies at the Connecticut 
General Life for the past ten years, was 
promoted to superintendent of agencies 
at the annual directors’ meeting. The 
company will hereafter have two super- 
visors, F. C. Griswold remaining in that 
capacity. 


Change at Indianapolis 

Arthur C. Wells, for some years man- 
ager of the life and accident department 
of the Travelers in Indiana, has resigned 
and been succeeded by William Willis, 
who is transferred from Atlanta, Ga., 
to Indianapolis. Mr. Wells is now in the 
east and is considering several proposi- 
tions that have been made to him. Mr. 
Willis formerly lived in Indiana and is 
acquainted with that field. - 
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THE RIGHTS OF 
THE INDIVIDUAL 


AND THE SAFEGUARDS 
OF INDIVIDUAL RIGHTS 


IGHTS and duties are personal. Pleasure and pain 
are personal. The combined rights of individuals 
iiake up the rights of nations, and the “rights” 
of nations sometimes clash. It was for the pro- 
tection of these individual rights that Americans entered 
the war; it was to defend these rights that we raised 
vast armies, disciplined and equipped them, and sent 
them overseas to fight. It was for individual rights that 
our men fought so heroically. Their victory is a victory 
for individual rights. ; 

Laws and Courts and treaties and bailiffs and armies 
are properly the safeguards of individual and national 
rights. The first law of mankind was club-law,—the 
law of the strongest—the law of the jungle. The ultimate 
law,—the law toward which Democracies are struggling,— 
will be the law which gives every individual his rights, 
harmonizing them with other men’s rights. 

In a Democracy men are assumed to have been born 
with certain inalienable rights which are protected and 
restrained by laws which men themselves more or less 
directly make and execute. 

Laws are not rights; they should define rights and 
be their safeguard. 

Apply this reasoning to Life Insurance and see how 
reasonable and how imperative it becomes. 

‘The wife, who is the home-maker, and who, while 
making the home, loses the opportunity to earn an inde- 
pendent income, has the right to some sort of protection 
against.the risk of her husband’s death. Children have 
a right to be well brought up and well educated. These 
tights should be safeguarded as against the death or total 
disability of the husband and father. In most cases there 
is no safeguard except Life Insurance. 

The rights of the individuals——husband, wife and 
children,—are written in the policy, and are further safe- 
guarded by the accumulations of the insuring company 
and by the laws under which it operates. You can't live 
real democracy without insuring your life. 

The New York Life Insurance Company issues a 
Policy insuring against the risk of death or total dis- 
ability. Behind each Policy is seventy-four years of ex- 
perience, abundant resources, and the supervision of laws 
that define and maintain the rights of individuals. 


NEW YORK LIFE INSURANCE Co. 
346 Broadway, N. Y. 


DARWIN P. KINGSLEY, President 
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The Prudential Insurance Company of America 
Forrest F. Dryden, President 


Incorporated under the Laws of the State of New Jersey 


Home Office, Newark, N. J. 








OBJECTS TO ALLIANCE 





PRESIDENT EDWARDS’ UKASE 





Head of Life Underwriters’ Association 
Urges That No Entangling 
Affiliations Be Made 





J. Stanley Edwards, president of the 
National Life Underwriters’ Associa- 
tion, has issued a proclamation to the 
members discouraging the participation 
of life men with agents of other 
branches of insurance in their associa- 
tions, especially the Insurance Federa- 
tion. President Edwards in his com- 
ment says: 

The attention of your executive coun- 
cil and officers has been called to the 
fact that one or two of our local asso- 
ciations, inadvertently and doubtless 
without realizing the possible conse- 
quences, have been holding joint meet- 
ings or have asked their members to 
participate in joint activities with cer- 
tain other organizations of fire, casualty, 
surety agents and others having te do 
with these branches of the insurance 
business. 


Want Independent Existence 


The National Association of Life Un- 
derwriters has for many years been on 
record, and again in 1919 at the ex- 
ecutive council meeting of the Pittsburgh 
convention, affirmed its stand that while 
the necessities of organization of the 
fire, casualty, surety and other lines of 
insurance are doubtless apparent to 
those engaged therein, life insurance 
and its interests are so entirely differ- 
ent and the foundation principles of the 
National association are of such a char- 
acter that our interests and those of the 
local associations can be far better 
served by maintaining an absolutely in- 
dependent existence. 

The National association undertakes 
no control over the activities and affilia- 
tions of its members as individuals, and 
has none but the friendliest relationship 


STATISTICS OF 
FRATERNAL ORDERS 


The best authority on 
fraternal orders is the 
Fraternal Monitor’schart, 
‘Statistics of Fraternal 
Orders,” which is pub- 
lished annually in March. 
This gives full informa- 
tion regarding all the va- 
rious fraternal orders and 
each old line agent should 
have a copy. The price 
in manila cover is $1.00. 
The National Underwriter 
is sales agent for the 
1920 edition which will 
be out shortly. Send in 
your order with remit- 
tance for as many as you 
need at $1.00 each and 
delivery will be made 
promptly on publication. 
Address, The National 
Underwriter, Duttenhofer 
Bldg., Cincinnati, Ohio. 





with all organizations of high purpose 
whatever the line of business repre- 
sented. Experience has taught, however, 
that our great work as an association in 
publicity, in education and conservation 
and legislation as peculiarly applicable 
to life insurance can best be cared for 
by our own organization. 

It is of the utmost importance, there- 
fore, that our local life underwriters’ 
associations do not allow themselves to 
be drawn into any outside federation or 
organization, but that their influence 
and efforts be employed solely through 
the channels of their local or national 
life, whose splendid organization gives 
ample opportunity for the widest pos- 
sible service to our policyholders and to 
the institutions of life insurance which 
we represent. 


Plan New Northwest Congress 


PORTLAND, ORE., Feb. 10.—Organiza- 
tion of a Northwest Congress of life 
insurance representatives to include all 
the states of the Pacific Northwest was 
outlined at a meeting of the Oregon 
Association of Life Underwriters in 
Portland last Friday. 

W. D. Mead, assistant to the president 
of the National Association, was present 
at the meeting and outlined a proposed 
publicity campaign extending over a 
period of ten years. 


Richmond Manager Entertains Men 


E. M. Crutchfield, manager of the Rich- 
mond, Va., agency of the Equitable Life 
of New York, was host at a St. Valen- 
tine’s dinner in honor of the Petersburg 
district agency, which paid for $700,000 
in 1919 during its eight months of opera- 
tion. Altogether, the general agency 
paid for a total of $4,500,000 in 1919. 
Pledges were given Mr. Crutchfield that 
not less than $6,000,000 would be deliv- 
ered the current year. One agent pledged 
$1,000.000 alone. Two others pledged 
$590,000 each. All three general agencies 
covering the state for the Equitable paid 
for a total of $10,000,000. The dinner is 
an annual affair originated by Mr. 
Crutchfield last year. The principal 
speaker was Edward A. Woods of Pitts- 
burgh, former national president and 
premier producer for his company. He 
spoke on the “World’s Needs,” stressing 
the urgent necessity for more insurance 











protection to stabilize the citizenship of 
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finn following is only 
one of several similar 
orders from prominent in- 
stitutions, showing that 
‘“Jackson’s Easy Lessons 
in Life Insurance” is the 
standard text book on the 
fundamentals of life insur- 
ance for college and edu- 
cational purposes. The 
price has been reduced 
to $1, including the Quiz- 
Book. 


The College Book Store 


Educational Books 
of All Publishers 
College Goods 
F. B. LONG, Proprietor 
Columbus, Ohio, January 27, 1920 
Gentlemen: 
Please express: 


65 “Easy Lessons in Life In- 
surance.’”’ For use as text in Ohio 
State University. 


Have You Your Copy? 





the world. 


Address THE NATIONAL UNDERWRITER 
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“SOMETHING 
NEW FOR 
AGENTS” 








National 
American 
Life 
Insurance 
Company 








Burlington, lowa 








MR. AGENT! 


Do you care for QUALITY, not 
SIZE? Age, Sound Experience. 
Low Cost, a Splendid Record 
for 70 years? 


Then why not take a General Agency 
in its HOME STATE for 


THE ST. LOUIS 
MUTUAL LIFE 


OUR AGENTS AND POLICY HOLDERS 
STICK! WRITE THE HOME OFFICE 

















ACTUARIES 


| F. CAMPBELL 





CONSULTING 
ACTUARY 


76 West Monroe Street 
Telephone Randolph 918 


CHIGAGO, ILL. 
-_ J. HAIGHT 


CONSULTING 
ACTUAR *¥ 


811-812-813 Hume-Mansur Bldg. 


INDIANAPOLIS 


ULIAN C. HARVEY 
Consulting Actuary 


Chemical Building ST. LOUIS, MO. 


T J. McCOMB 


COUNSELOR AT LAW 
CONSULTING ACTUARY 


2+emiums, Reserves, Surrender Values, etc., caletr 
sated Valuations and Examinations made. 
Policies and all life Insurance _— —= 
The Law of Insurance a Speci 


Colcord Bldg. 
OKLAHOMA CITY 


J H. NITCHIE 
o ACTUARY 


1223 Assuctation Buildin: 
19 S. LaSalle St., CHICAG 














Telephone 
Central 





REDERIC S.WITHINGTON,F.A.LA 
CONSULTING ACTUARY AND EXAMINER 
804-306 Security Building 
DES MOINES, [OW/4 





Ads of this size and style won’t 
build prestige for the advertiser, 
but they will do a lot of odd jobs 
for small fees. One inch, one col- 
umn wide, one time, $3.75. 

AD 




















LIFE AGENCY CHANGES 

















Mutual Trust Changes 


A complete reorganization of the 
northwestern department of the Mutual 
Trust Life will be effected April 1, when 
the company will establish a general 
agency at Minneapolis, with O. I. Herts- 
gaard of Fergus Falls in charge. A. B. 
Slattengren, who has been manager of 
the Minneapolis branch, having charge 
of North and South Dakota and Minne- 
sota, will be transferred to Chicago to 
join the home office staff. The Mutual 
Trust Life is one of the leading com- 
panies in the northwest. The H. A. 
Kneeshaw Agency of Devils Lake, N. D., 
produced $3,500,000 of business in 1919 
and has set its mark at $5,000,000 for the 
present year. The Minnesota organiza- 
tion produced $3,000,000 and the produc- 
tion from its combined general agencies 
in that state will be at least $5,000,000 
this year. In South Dakota $1,100,000 
was produced by the company’s two gen- 
eral agencies, which are now writing at 
a $2,000,000 pace. 


Smith, Bickerman & Calland 


Announcement is made that George A. 
Smith of Indianapolis, manager of the 
Guardian Life for central Indiana, will 
now have associated with him F. M. 
Bickerman and H. E. Calland, under the 
firm name of Smith, Bickerman & Cal- 
land. Mr. Bickerman and Mr. Calland 
have been with the company for some 
time as district managers. This agency’s 
territory will be extended to include sev- 
eral more northern Indiana counties. 
A. B. Scherer has been appointed district 
manager of the company at Richmond 
under the Indianapolis office and a dis- 
trict manager will also be appointed at 
Terre Haute in the near future. The 
agency did the biggest business in its 
history during 1919. 


A. L. Spence 


A. L. Spence, former leading represen- 
tative of the Bankers Life of Des Moines 
in the San Francisco agency, has ac- 
cepted an appointment as regional sales 
manager for the company in the south- 
west district, which includes the states 
of Texas, Oklahoma, Tennessee and Kan- 
sas. As a member of the agency of A. F. 
Smith at San Francisco, Mr. Spence was 
for several years a producer at the rate 
of half a million a year. 


R. M. Messick 


R. M. Messick, formerly deputy insur- 
ance commissioner of Montana and more 
recently with the Illinois Bankers Life, 
with offices at Great Falls, Mont., has 
opened offices for that company in the 
Paulsen building, Spokane, and will have 
charge of Washington and Idaho. 


Life Agency Notes 
E. Smith, who has been an agent of 
the speuteanae of Iowa, at Kokomo, Ind., 
has been appointed general agent of the 
company at Fort Wayne. 


McCutchan, Hill & Hedges Company 
have been appointed general agent of 
the Equitable of Iowa at Chillicothe, Mo. 
Messrs. McCutchan and Hedges were for- 


7" agents of the company at Quincy, 





Can’t Discount Premium Note 


AUSTIN, TEX., Feb. 10—It has been 
held by the Texas department that non- 
interest bearing notes cannot be accepted 
as premium for insurance because they 
discriminate in favor-of the makers and 
now Deputy Commissioner Chas. V. 
Johnson holds that the maker of a note 
for an insurance premium cannot dis- 
count his own note before maturity. In 
a letter to a north Texas agent he 
wrote: 

“In the opinion of this department it 
would be a direct rebate and violation 
of the anti-rebate law for an insurance 
agent to permit an applicant for an in- 
surance policy who has given his note 
in payment of any part of the premium 
to discount his own note. 

“As stated by you, this would be get- 
ting his insurance at a lower rate than 
the man who pays cash, and, as we un- 
derstand it, is a direct violation of the 
law.” 


William Frederick Paige, member of 
the firm of Paige, Scales & Harris, city 
agents for the Southland Life at Dallas, 
Tex., died at his home there last week. 
He contracted influenza which developed 
into pneumonia. He was born in England 
and had been in the insurance business 
for sixteen years. 








Agents in Chicago 
are making money. 


THE FRANKLIN LIFE 
INSURANCE COMPANY 


of Springfield, Illinois 


can find places for a few good men. 


ADDRESS 


WOLFLE, STEFFELIN & COMPANY 


823 The Rookery, Chicago 

















Globe Mutual Life Insurance Company of Chicago 
Claims Paid by Telegraph 
Claims Paid by Telephone 
Claims Paid by Special Delivery 


BY CHECK DIRECT TO THE BENEFICIARY. 


Lar PAID “ON SIGHT.” CLAIMS PAID FOR DEATH AND TOTAL AND 
PERMANENT DISABILITY BENEFIT. STANDARD AND SUB-STANDARD RISKS 
ACCEPTED. PRACTICALLY NO REJECTIONS. FIFTEEN THOUSAND DEATH, 
DISABILITY, AND OTHER CASH BENEFITS PAID. POLICIES ISSUED ON 
RESIDENTS OF CHICAGO AND WITHIN THE FORTY-MILE LIMIT OF CHICAGO. 
THIS IS MORE THAN PAID BY ANY ILLINOIS LIFE INSURANCE COMPANY 
IN THE SAME TERRITORY 

SUCH IS THE RECORD OF THE GLOBE MUTUAL LIFE INSURANCE COMPANY 
of Chicago, incorporated under the Illinois Insurance Laws, 1895, or twenty-five years 
old. The Globe is the oldest Life Insurance Institution of the State of Illinois 
transacting Industrial Insurance. 


PROGRESS FOR 1919 LAST FIVE YEARS 


Gem 1 AGGGRGR i cekdcdeshevcctidss 70 percent Gain in ASsets......ccceeseeceee 420 percent 
Gait im INCOM see oc cei cs cictececic 30 percent Gain in Income...........+seeee- 190 percent 
Gain in Insurance............... 18 percent Gain in Insurance..........c..e- 135 percent 


ORDINARY AND INDUSTRIAL BRANCHES: 


Pushing agents wanted. Our agents 
are making big money. 


We give them the best leads to work on in the world. 


Apply T. F. BARRY, Sec. and Gen’! Manager and Founder 


431 SO. DEARBORN STREET PHONE HARRISON 199 

















A Record of Thirty Years of Progress— 


Ten-Year Periods 


Assets Insurance in Force Income Policies Issusd 
Dee. 31—1888.... $ 104,307 §$ 889,073 1889-1898......$ 2,128,182 $460,386 
1898.... aavie 8,392,902 1899-1908...... 12,088,346 1,169,329 
1908.... 621,170 43,443,633 1909-1918...... 35,887,982 2,199,357 
1918.... 15,758,208 145,055,484 


The WESTERN and SOUTHERN 


Life Insurance Company 
W. J. WILLIAMS, President 
Organized February 23rd, 1888 


Attractive Opportunities 
Open to Agents in Ohio, Indiana, Kentucky, West Virginia, 
Western Pennsylvania and Michigan 





CINCINNATI 
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FLOURISHING EXPANDING 
PROGRESSIVE EVERYWHERE 


THE BANKERS RESERVE 
LIFE COMPANY 


We are keeping pace with the wonderful impulse which 
life insurance now feels and we are placing men 
who are building solidly for the future. 





Business in Force, $50,000,000.00 
Assets, Nearly $9,000,000.00 
Monthly Production, about $2,000,000.00 





A few openings available only to Managers and General 
Agents competent to Produce Results. 


Telegraph or write— 


The Bankers Reserve Life Company 


ROBERT L. ROBISON, President JAMES R. FARNEY, Vice-President 
WALTER G. PRESTON, Vice-President RAY C. WAGNER, Secretary-Treasurer 


Home Office: Omaha, Nebraska 

















A Wider Field—An Increased Opportunity 


Our Agents can sell policies on the annual premium plan, up 
to $3,000, to young men and young women as young as age 2— 
protective insurance and Educational and Business Start Endow- 
ment Insurance. This extension of the age limit for Ordinary 
Insurance down to age 2 helps our Agents considerably, and we 
have other advantages that help still more. We provide banking 
facilities for our Agents in the rural districts. We issue Par- 
ticipating and Non-Participating Policies. As regards adults, we 
write contracts with Double Indemnity provisions covering any 
kind of fatal accident, or with Double Indemnity provisions cover- 
ing fatal travel accident only, as may be desired. We issue poli- 
cies with waiver of Premium and Disability Annuity or Instal- 
ment Payment features. We insure males and females at the 
same rates. 


OLD COLONY LIFE INSURANCE COMPANY 
CHICAGO, ILLINOIS 














OF DES MOINES, IOWA. 


JAS. H. JAMISON, Pres. 
FAVORABLE POLICIES 
SERVICES TO AGENTS 

A progressive Company with progressive 
methods. We offer an opportunity to a reliable 
man who can secure 100 applications during 
twelve months. 














Progress in Twenty-Four Years 
Shown in Five Year Periods 


Assets 
2,972.00 


Year — Insurance in Force 


1896 $ 256,000.00 § 
1901 = 2,363,054.00 102,687.00 
1906 10,576,110.00 661,430.00 
1911 20,565,597.00  1,952,407.00 
1916 48,026,506.00 4,922,478.00 
1919 4,777,274.00 7,982,899.00 
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NEWS ABOUT LIFE POLICIES 











Policy Literature, Rate 








New Policies, Premium Rates, Dividends, Surrender Values and all Changes in 
Books, etc. Supplementing the “Unique Manual-Digest” 
and “Little Gem,” Published Annually in May. PRICE, $3.00 and $1.50 respectively. 











PLAN OF INDIANAPOLIS LIFE 

Company Finds It Could Have Paid 

Dividend for 1919 and Will 
Make Good 





The Indianapolis Life, which at the 
beginning of 1919 suspended dividends 
on account of the “flu,” has now taken 
action which speaks especially well for 
the character of that company. It went 
through the year 1919 as a company 
which had suspended dividends. Now 
it finds that its record was such that it 
could have really paid a dividend and 
it has gone back and paid dividends 
from Jan. 1, 1919. It now issues two 
schedules, one for the year 1919 just 
past based on 40 percent of its usual 
dividends and one for 1920 based upon 
50 percent of its normal dividends. The 
company’s statement is as follows: 

“At the beginning of 1919 the com- 
pany considered it necessary to suspend 
dividends. As the year passed, however, 
it was found that the excessively high 
mortality of the early months was fol- 
lowed by an abnormally low mortality, 
and it was evident complete suspension 
had been more drastic than has been re- 
quired. The 1919 scale of dividends was 
then adopted, and made effective exactly 
as if it had been decided upon Jan, 1, 
1919. It was paid to or credited to 
policyholders. The 1920 scale brings 
the two years’ dividends to 90 percent 
of one normal year’s dividends. The 
reduction has been entirely sufficient to 
recoup all “flu” losses already incurred 
and to provide ample margin in case of 
violent recurrence of the epidemic in 
1920.” 

Samples of the 1920 dividends on the 
standard forms at age of 35 are as fol- 
lows: 

Ordinary Life, first year dividend, 
$3.03; 2nd, $1,72; 8rd, $1.80; 4th, $1.90; 
5th, $2.00; 6th, $2.09; 7th, $2.18. 

Twenty Payment Life, first, $3.21; 2nd, 


$1.84; 3rd, $1.97; 4th, $2.10; 5th, $2.21; 
6th, $2.32; 7th, $2.43. 
Twenty Year Endowment, first pre- 


mium changed to $49.56, $3.37; 2nd pre- 
mium, $49.26, $2.13; 8rd, $3.42; 4th, $2.52; 
5th, $2.68; 6th, $2.86; 7th, $3.05. 





Western & Southern Life 


The Western & Southern Life of Cin- 
cinnati, on Jan, 1, began issuing a 30- 
payment life in its ordinary department. 
This plan is intended as a substitute for 
the whole life plan for all ages up to 45, 
inclusive. From ages 45 to 60 the whole 
life plan will be used as at present. The 
advantage of a 30-payment plan up to 
age 45, as compared with the whole life 
is shown by the following comparison of 
premiums with difference noted: 


30-Pay Whole 
Age Life Life Difference 
20! 2 SSeS ecw $18.18 $14.83 $3.35 
BOs Succ wins aes 19.83 16.61 3.22 
- | Ne reres, 21.88 18.91 2.97 
| Sa eae 24.50 21.90 2.60 
Pee ERE ee 27.96 25.85 2.11 
BS os ch cssase es. Cee 31.33 1.36 





Philadelphia Life 


The Philadelphia Life will maintain 
the same dividend schedule in 1920 as 
in 1919. 





Missouri State Life 


The Missouri State Life, pending the 
issuance of its new rate book, has sent 
out special instructions to its force. On 
Jan. 1 all old non-participating forms 
appearing in the regular rate book were 
withdrawn, including the guaranteed 
paid-up addition policy and the double 
indemnity policy. The only non-partici- 
pating policies now written are those in 
the new supplemental non-participating 
rate book. The special feature applying 
to the new non-participating forms do 
not apply to the annual dividend form. 
The annual dividend forms will be writ- 
ten only in accordance with the old rate 
book. 

Last year the Missouri State Life made 














it is the hope of the company that a sub- 
stantial increase can be made. The com- 
pany’s dividend year commences April 1. 





Bankers Life, Iowa 


The Bankers Life of Iowa, which 
passed its dividends in 1918, has decided 
upon the following schedule for 1920: 


Ordinary Life 


Year Age Age Age 
Issued 25 35 45 
1919 $3.20 $3.80 $5.25 
1918 3.27 3.95 5.50 
1917 3.35 4.10 5.76 
1916 3.43 4.27 6.04 
1915 3.52 4.43 6.34 
1914 3.61 4.61 6.64 
1913 3.71 4.79 6.93 
1912 3.81 4.97 7.21 
1911 3.92 5.16 7.51 
Twenty-Payment Life 
Year Age Age Age 
Issued 25 5 45 
1919 $3.36 $3.96 $5.39 
1918 3.53 4.20 5.73 
1917 3.71 4.46 6.09 
1916 3.90 4.74 6.47 
1915 4.10 5.01 6.85 
1914 4.31 5.31 7.26 
1913 4.52 5.61 7.66 
1912 4.75 5.92 8.05 
1911 4.99 6.24 8.47 
Twenty-Year Endowment 

Year Age Age Age 
Issued 25 35 45 
1919 $3.49 $3.98 $5.25 
1918 3.87 4.39 5.69 
1917 4.28 4.83 6.16 
1916 4.70 5.28 6.65 
1915 5.15 5.75 7.16 
1914 5.61 6.24 7.69 
1913 6.10 6.75 8.20 
1912 6.61 7.27 8.75 
1911 7.15 7.82 9.30 





American Life of Iowa 


The American Life of Des Moines paid 
no dividends last year and has decided 
not to issue a dividend schedule for this 
year although it is paying a small divi- 
dend. The company says: ‘We discon- 
tinued the dividends altogether in 1919 
and the dividends that we are paying in 
1920 are almost immaterial, and for these 
reasons we are of the opinion that it is 
best that we postpone publication of our 
schedule for another year at least.” 





Central States of Indiana 


The Central States Life of Indiana has 
been increasing its dividends each year 
1 percent of the premium, 





National American Life 


The National American Life of Bur- 
lington, Ia., has discontinued the pay- 
ment of dividends for the present. 








Founded 1865 


ROVIDENT 
LIFE AND 
TRUST COMPANY 


OF PHILADELPHIA 
PENNA. 


THE 


The far sighted ‘‘Maturing 
Policy’’ of the Provident is 
in accord with the Spirit of 
the Age. 


It protects your own declin- 
ing years. You can make 
it ““Shark-proof’’ if 
you die. 











a reduction in its dividends. This year 
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@Every agent is a 
general agent— all 
have an equal 
chance. 


Gardlanfite 
Write 


C. L. MILLER, V. P. 








HOME LIFE 


INSURANCE Co. 
At Mutual) 

_256 BROADWAY, NEW YORK 
WILLIAM A. MARSHALL, Pres 
The 59th Annual Report of the Home Life 

Insurance Company shows over Four Mil- 
lion Dollars paid to policyholders in 1918. 
of which over Seven Hundred Thousand 
was in dividends. The influenza pneumonia 
epidemic caused an abnormal mortality. 
greater than any experienced in the Com- 
pany’s history, but notwithstanding this 
the assets show an increase of more than 
4% and are now over Thirty Six Million 
Dollars. ‘ 
The total insurance in force was increased 
during the year 8.6% and is now nearly One 
Hundred and Fifty Nine Million Dollars. 
W. A. R. BRUEHL & SONS 
General Managers 
Central and Southern Ohio and 
Northern Kentucky 
Rooms 601-606 The Fourth Nat. Bank Bidg. 
CINCINNATI, OHIO 


HOYT W. GALE, General Manager 
For Northern Ohio 
229-232 Leader-News Building 
CLEVELAND, OHIO 











“THE COMPANY OF CO-OPERATION” 


DES MOINES 
LIFE AND 
ANNUITY 


COMPANY 


We will insure the whole family! 
Any plan, any age, either sex! 


This is a service our men 
appreciate these days. 


If it appeals to you, write 


HOME OFFICE 
DES MOINES -(R-T Bldg.) IOWA 


TERRITORY 
IOWA SOUTH DAKOTA 


NEW BUSINESS BEING 
WRITTEN AT FAST RATE 


(CONTINUED FROM PAGE 2) 

the needs of the month. Every week 
an advance in the price of some com- 
modity or another is announced. So 
when the life insurance man comes 
along and asks the prospect what his 
family is to do in the event he is taken 
away and the income stops, the pros- 
pect knows what he is talking about. 
He can quickly be made to see that 
if it is hard for him to get along, it 
would be out of the question to ex- 
pect his wife, without business experi- 
ence, to earn enough money to supply 
the wants of the family and keep things 
going. 

Effect of H. C. of L. 

The difficulty of buying merely the 
necessities of life has been impressed 
upon salaried workers, and, as a con- 
sequence, life insurance men are 
getting a quicker response to their 
selling appeals. There are few pros- 
pects today who are willing to believe 
that if they should be taken away by 
death their family would “get by 
somehow.” The difficulties of living 
today are numerous and do not have 
to be recounted by the life insurance 
man. They are only too well known 
by everyone. 


Home Offices Rushed 


The rush of business has been so 
great that most home offices have been 
put to it to handle the business being 
sent in. As a matter of fact, in most 
home offices, the whole effort of the 
clerical force has been directed to- 
ward actually issuing the policies. 
Other departments have been allowed 
to suffer and the attention of the home 
cfiice force has been directed toward 
issuing policies and rendering service 
to the men on the firing line. In spite 
of the great increases in business, the 
companies want to keep things going 
so far as the agents are concerned, and 
very few have slowed up their delivery 
time. Policies are getting back to the 
agents as quickly as ever, but all other 
home office departments are far behind 
in their work. 


Help Situation Serious 


The difficulty of getting competent 
help at home offices has greatly added 
to the worries of life insurance offi- 
cials. Competent, efficient clerks, will- 
ing to work a full day are becoming 
scarcer every day, and in the midst 
of the big rush of January applica- 
tions, the influenza epidemic crippled 
the home office forces. There is a 
great labor turnover in most of the 
offices and employes are constantly 
coming and going. Perhaps if business 
were coming in at a normal rate, com- 
panies would be able to cope with the 
situation, but with the heavy increase 
in volume, it is impossible to keep pace 
with the many requirements. 


Plan Round-Up at Louisville 


LOUISVILLE, KY., Feb. 23—A big 
round-up of the local agents throughout 
Kentucky and Southern Indiana of the 
Metropolitan Life, will be held in Louis- 
ville Feb. 28. It is planned to have about 
225 or 250 agents present, including about 
fifty from each of the two local offices, 
one of which is presided over by Superin- 
tendent Z. T. Miller, and the other by 
Superintendent W. P. Smiley. Haley 
Fiske, president of the company, and 
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“a Penn Mutual Premium, less a Penn Mu- 
tual Dividend, purchasing a Penn Mutua: 
Policy, containing Penn Mutual Values, 
makes an Insurance Proposition which in the 
sum of all its Benefits, is unsurpassed for net 
low cost and care of interest of all members 


The Penn Mutual 
Life Insurance Company 


of Philadelphia 


On January 1, 1909, Rates Were Reduced 
gna Values Increased to Full 3% Reserve. 











three or four men from the New York 
ij office, will be present. 


4 Big Meeting for Kansas City 


KANSAS CITY, MO., Feb. 24—Life men 
of Missouri and Kansas who attend the 
sales congress in Kansas City next week 
will hear addresses on the important 
phases of life insurance selling, from the 
biggest men in the country, the program 

being on a par, in quality, with that of 
ya national convention. There will be 
opportunity, also, for personal contact 
with leading life men of the territory, 
and with the insurance officials of the 
two states. 

Reports received by officials of the 
local association point to a large at- 
tendance from all parts of the territory 








MUTUAL TRUST 


LIFE INSURANCE 


COMPANY 
CHICAGO, ILL. 


For Men Who Want to Grow 


We have some attractive general agency openings in 


ILLINOIS — MICHIGAN — NEBRASKA 
Paid-for Business Produced by Our Agencies in Other States During 1919; 





North Dakota - - - > - - - - - $3,466,000 
Minnesota > - - - - ~ - - - - 3,000,000 
Iowa - ee ee 2,073,000 
Connecticut - - 7 7 - o - - - - 1,797,000 
Wisconsin - - ~ ~ - - 7 - - = 1,700,000 
South Dakota ~ - - ~ = - - ~ - 1,100,000 





Insurance In Force — Over Fifty-one Millions 
Write For Information to 


HOME OFFICE 


30 North La Salle Street Chicago, Illinois 








INSURANCE PAID FOR 
NINETEEN -NINETEEN 


$72,000,000.00 


BANKERS LIFE COMPANY 
Des Moines 


George Kuhns. President 














tributary to Kansas City. 








“The Oldest Company in America’ 


Issued its first Policy in 1843 


Three leadership achievements of the Mutual Life:—The 
American Experience Table of Mortality, the cornerstone of 
modern life insurance. The “contribution plan” of surplus dis- 
tribution, used almost universally by American companies. The 
Continuous Instalment policy, the basic form of all Life Income 
contracts. 


‘‘Mutual Life’’—known in every household. Unexcelled 
policies and service, notable financial strength, co-operation with 
agencies. Life Insurance at its best!—the Agent’s desire and ideal. 


For terms to producing Agents address 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street, New York City 
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What Money Could Not Buy 


B bree name Massachusetts Mutual is packed full of meaning 
to the insuring public. It stands for perfect protection at 
low net cost, for absolute security, and for unexcelled service. 
It stands for something which no money could buy—an un- 
tarnished reputation. Sixty-eight years of square dealing have 
gone into the making of that name. Is it strange that it 
means so much to the representatives of the Company ? 


JOSEPH C. BEHAN, Superintendent of Agencies 


Massachusetts Mutual Life Insurance Company 
Springfield, Massachusetts 


Incorporated 1851 














The Company that 


Leads Them All In Kansas 





Has the largest volume of business 
in force ever placed upon the books 
of any Kansas Company 


The Farmers & Bankers Life Insurance 
Company — Wichita, Kansas 











| nounced that Virginia Manager Swink of 














| LOCAL ASSOCIATIONS 





Grand Rapids, Mich.—The Grand 
Rapids association will hold a one day 
sales congress on Feb. 27. The busi- 
ness sessions will be held at 1:30 p. m. 
and 7 p. m. and dinner will be served 
at 6 p. m. Addresses and discussions on 
topics of vital interest to life men led 
by underwriters of recognized ability 
will be given. W. Merrill Eastcott, man- 
ager of the Sun Life of Canada, is chair- 
man of the sales conference committee 
and is arranging the program. Mr. East- 
cott attended the Mid-West Life Insur- 
ance congress in Chicago to get ideas. 
The subjects to be discussed by the 
Grand Rapids association will include 
business insurance, income insurance, 
value and use of time, brief selling talks, 
building prospect lists, securing pros- 
pects, keeping daily records and methods 
of approach. 

* 

Richmond, Va.—Officers of the Rich- 
mond Association were elected as fol- 
lows at the annual meeting: Charles B. 
Richardson, Massachusetts Mutual, presi- 
dent; W. W. Keen, Travelers, first vice- 
president; R. P. Harrison, Union Central, 
second vice-president; L. W. Wells, Paci- 
fic Mutual, treasurer; J. C. Goode, Con- 
necticut Mutual, secretary. These, to- 
gether with A. O. Swink and T. P. 
Reynolds and retiring President J. C. 
3ristow, comprise the executive commit- 
tee. The following new members were 
admitted: Calvin Satterfield, Jr., Penn 
Mutual; George Stanley Clarke, Travel- 
ers; W. E. Pearce, Jr., Travelers; E. R. 
Aiken, Jefferson Standard. It was an- 


the Atlantic Life, who is convalescing 
from an attack of double pneumonia, is 
planning to spend two weeks in Florida 
in the hope of fully recovering his health 
and strength. He was unable to be pres- 
ent at the meeting. 
oS Oe 

Kenosha, Wis.—Alexander C. Grant of 
Milwaukee, state superintendent of the 
Prudential in Wisconsin, was the guest 
of honor at the monthly dinner and 
meeting of the Racine-Kenosha Life Un- 
derwriters’ Association, held Feb. 14 in 
Kenosha. 











Midland Mutual Life 


Insurance Company 
Columbus, Ohio. 


W. O. Thompson, President G. W. Steinman, Secretary 














Courteous—Safe—Conservative | 


Great Republic Life Insurance Company 


LOS ANGELES, CALIFORNIA 


Capital $500,000 Fully Paid 
A Great Opportunity for LIVE Men 
NINE STATES 


Address W. H. SAVAGE, Supt. of Agencies 











THE FARSEEING AGENT KNOWS 












The demon- 
that his strated values 
abilities linked 4 offered your 
° Nom prospect 
up with the <MUIUAL WILL CAIN Ets 
policies of WIFE INSURANCE COMPANY CONFIDENCE 


of BOSTON, MASS. 


MUST WIN ALL THE TIME 














FEDERAL UNION LIFE 
Insurance Company 
Cincinnati, Ohio 

has just issued a very interesting booklet 
‘¢Suggestions for Increasing 
Your Income’”’ 
and would be pleased to send a copy to every 
Life, Fire and Accident Agent in 


Ohio, Illinois and Kentucky 


WT 














THE COLUMBIAN 
NATIONAL LIFE 


Insurance Company 


Boston, Massachusetts 


LIFE, ACCIDENT AND 
HEALTH INSURANCE 


Low Guaranteed Rates 








MANAGERS WANTED 


Three men for managers at Stockton, 
Fresno and Sacramento. Give age, ex- 
perience, four references, and choice of 
location in first letter. Duryea & Finley, 
General Agents, Penn Mutual Life Insur- 
ance Co., 901 Phelan Building, San Fran- 
cisco, Cal. 
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National Life, Iowa—The newly ap- 
pointed Secretary of Agriculture, E. T. 
Meredith, is one of the directors of the 
company. It shows an increase of 20 
percent in new business thus far this 
year compared with the same period of 
1919. It has recently made some ex- 
cellent agency contracts and is. getting 
a good volume of business. 

*k *k *k 

Pan-American—Its new statement 
shows assets of $7,540,662 ,policyholders’ 
surplus, $1,540,662; New insurance, $20,- 
277,308; insurance in force, $70,067,323; 
income, $2,582,280; income in excess of 
disbursements, $944,064; legal reserve on 
policies in force as required by law, 
$5,691,424; assets in excess of liabilities 
for protection of policyholders, over 
$1,625,885. The company makes a fine 
showing in every way. 

* * OX 

Northern States Life—The company 
has just completed its first full year of 
business, having only written for the 
latter sixty days of 1918. During 1919 
the company made a record of securing 
over $5,000,000 in paid-for and issued 
business. The Minnesota business was 
over $2,000,000, the South Dakota busi- 
ness over $2,000,000, and the North Da- 
kota business a little under $1,000,000. 
So far this year, material increases are 
being made in comparison with the same 
time last year. President Dalton, as 
managing underwriter, is to be congra- 
tulated on the excellent showing. 

* * * 

Twin City Life—It now has $3,405,500 
insurance in force. Its assets are $263,- 
027, its capital $100,000 and its net sur- 
plus $52,649. The company’s funds are 
well invested and its management is 
trustworthy in every respect. 

* * x 

National Relief, Philadelphia—It re- 
ports for 1919: Premium income, $265,- 
089.88; claims paid, $84,105.01; admitted 
assets, $169,631.87; surplus to policy- 
holders, $141,572.43. 


The Continental Life of Kansas City, 
which succeeded the Continental Life of 





Agency Openings in 
SOUTH DAKOTA 


OUR POLICIES SELL 
WHEN OTHERS WILL NOT 


RATES PER $1,000 
Age 40........ $16.00 Aged45........ $17.50 


NATIONAL LIFE 
ASSOCIATION 
Des Moines, Ia. 





























Utah, has been licensed in California, 








WANTED! 


DISTRICT AND SPECIAL 
AGENTS 


both in NORTH DAKOTA and 
SOUTH DAKOTA, by one of 
the most active and progressive Old 
Line companies in the Northwest- 
ern field. Writing business in its 
home state at the rate of $500,000 
per month. 


Men of integrity and ability, 
who wish to stay and build for the 
future, will be given liberal con- 
= directly with the Home Of- 

ce. 


We invite correspondence. 


PROVIDENT INSURANCE 
COMPANY 


BISMARCK, NORTH DAKOTA 
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MODERN BUSINESS GETTING METHODS 














How Successful Salesmen of Life Insurance are Finding and Closing Prospects 


by Applying the Best Selling Systems to Their Business. 
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S. J. ROSENBLATT ESTABLISHES 
BIGGEST RECORD IN CHICAGO 


General Agent of State Life of Indiana Writes $1,265,800 of Personal 


Paid for Business Without 


or Helpers 


AST year S. J. Rosenblatt, Chi- 
L cago general agent of the State 

Life of Indiana, produced per- 
sonally $1,265,800 of paid-for business 
for total premiums of $52,745, an aver- 
age per $1,000 of $41.67, representing 
216 policies, or an average per policy 
of $5,860. In addition 99% per cent of 
the business written the previous year 
renewed. This is the largest produc- 
tion record made by any life insurance 
man in Chicago without the assistance 
of helpers, pluggers and part time men. 
All of Mr. Rosenblatt’s business is 
initiated and written by him, and his 
record last year stands as the biggest 
life insurance producing achievement 
in Chicago. 


Has Formed the 
Working Habit 


In rolling up this big volume of busi- 
ness, Mr. Rosenblatt establishes him- 
self as one of the great life insurance 
producers of the country. In analyzing 
this record and the man that produced 
it, the fact that all of the business was 
written without the assistance of 
helpers of any kind, gives a suggestion 
of the tireless energy of which Mr. 
Rosenblatt is possessed. He is an in- 
defatigable worker and stays on the 
job early and late in season and out. 
He produces about 50 per cent of his 
business from old policyholders, and 
a study of the selling methods that he 
employs and has made “work” should 
be of benefit to every individual pro- 
ducer of life insurance. 


Forms Connection with 
All Public Movements 


Mr. Rosenblatt works almost en- 
tirely among the Jewish population of 
Chicago. No man is better known to 
his own people than Mr. Rosenblatt. 
He is actively associated with every 
Jewish charitable organization or 
public welfare movement. He takes 
a prominent part in every movement 
conducted by the Jewish people for 
the benefit of the community at large. 
He does not simply affiliate with these 
movements, but once he has become 
associated with them he gets on the 
job and does things. He is possessed 
of a fund of good humor and is in 
great demand as a toastmaster at ban- 
auets. He is a great mixer and is 
adding many names to his list of 
friends every day. 


Does Not Believe in 
Rushing Prospects 


After meeting a man for the first 
time, Mr. Rosenblatt believes in going 
slow about asking him to get interested 
in life insurance. In other words, he 
does not cash in on his new introduc- 
tion the first week. Instead, he culti- 
vates the prospect without mentioning 
life insurance for from three to six 
months. In various ways he tries to 
render the prospect some sort of serv- 
ice. He likes to pass on some infor- 
mation that may be of value. His large 
acquaintance places him in touch with 
men of affairs, and he is often able by 
a word or two to impart information 


Assistance of Part Timers 


that may prove invaluable to the re- 
cipient. 


Methods of Lining Up 
Prospects in Advance 


He is always on the subscription or 
organization committees of the char- 
itable organizations with which he is 
connected. He says that he can often 
take a man’s measure while discussing 
charitable work with him. That is, in 
asking for a charitable donation he can 
get an idea of what the prospect thinks 
about things generally. He can find 
out if he is selfish. He can discover 
something about his financial standing 
and whether he has very much ready 
cash or not. He can give him a talk 
about the value of charitable organiza- 
tions that will perhaps broaden the 
prospect’s vision, and will certainly 
make him a better prospect for life 
insurance by giving him a keener ap- 
preciation of his duty to the community 
and to others as well as to himself. 


Agent Should Assume 
Responsibility of Selection 


Regarding the actual presentation of 
life insurance to the prospect for the 
first time, Mr. Rosenblatt says: 

“Make it as easy as possible. Avoid 
the use of figures and matter pre- 
pared in advance as much as possible. 
The thing should be made easy to un- 
derstand. People generally do not like 
to take on new responsibilities. Most 
people shrink from responsibilities. If 
the life insurance agent submits to a 
prospect three or four different life 
insurance propositions, all elaborately 
prepared, and thrusts upon the pros- 
pect the responsibility of choosing the 
correct one, he is driving the prospect 
away instead of attracting him. The 
thing to do is to simply decide what 
the man needs and then tell him that 
he needs it. If he wants figures, don’t 
give them to him. 


Argument That Gets 
an Examination 


“When a man asks me for figures 
and a lot of information about what 
I am trying to sell him, I always tell 
him that all that he wants to know 
about what I am trying to sell him is 
in the policy. I often say to such a 
man: ‘It doesn’t make any difference 
what I tell you, because what I tell 
you is not necessarily what you buy. 
What you buy is in the policy that 
you get, and the only way that you 
can find out what it is, is by reading 
it in the policy. So the thing for you 
to do is get examined, so that I can 
find out if you can get a policy. Then 
if you can get one, I will have the 
company fix one up for you and bring 
it around so that you can get a look 
at it and so that I can explain it to 
you. I do not write the policies—I 
simply sell them. When you get the 
policy, you can see what it is I am 
talking to you about’.” 


Does Not Use Elaborate 
Prospect File 


complicated selling methods, card 
systems, lists of prospects, etc. As he 
goes around and digs up prospects, he 
writes their names down on slips of 
paper. Each day when he comes in, 
he gives these slips to his cashier to- 
gether with the date upon which he 
wants to call on each. Every day when 
he starts out in the morning, his 
cashier hands him a list of people to 
see. He sets down in advance no de- 
tails. He simply wants the prospect’s 
name, address and telephone number. 
He believes that the agent who puts 
down a lot of details concerning the 
man’s birthplace, age, approximate in- 
come, number in the family, general 
financial standing, etc., is simply clut- 
tering up his mind with matter that is 
aside from the main point, which is 
that the prospect should have life in- 
surance and should have it at once. 


Value of Showing 
the Policy 


That is the point to put over 
strongly, Mr. Rosenblatt says, and 
everything else will follow along later. 
The man who has his facts all shaped 
up in advance, has not, in Mr. Rosen- 
blatt’s estimation, a flexible mind. His 
thought is focused on the facts in hand 
and he cannot quickly adapt himself 
to new conditions as they arise in the 
actual solicitation. Mr. Rosenblatt 
says that he goes to a prospect with 
the one idea—that the prospect needs 
insurance and should have it without 
any further delay, and that he is going 
to sell it to him. It cannot be sold 
until the prospect is examined so the 
big thing to do is to get the man 
examined. After he has been ex- 
amined, and it is possible to show him 
a policy, the sale is much easier. There 
is something tangible to present. The 
policy has an individual touch about 
it that cannot be described or pictured. 
There is a personal note that cannot 
be struck in a mere description. As 
the prospect examines the policy, he 
sees his name, the names of his bene- 
ficiaries and the data about himself. 
The policy is his. It was made for 
him, and seems to be something that 
he should have. 

“To be able to show a prospect a 
policy, is to be able to show him,” says 
Mr. Rosenblatt, “what you are talking 
about. Asa matter of fact, after many 
life insurance agents get through tell- 
ing a man about a policy. he does not 
know what they have been talking 
about.” 


Cheerful Side of 
Life Insurance 


Mr. Rosenblatt says: “Sell life in- 
surance with a smile. There is no use 
going to a man with a long face. Don’t 
talk about widows being left with chil- 
‘dren and having to take in washing 
and dark clouds and dire want and 
proverty and all of that sort of thing, 
but picture the bright side to the man. 
Tell him all of the fine splendid things 
that life insurance will do. Tell him 
that it is the instrument by means of 
which all of the cherished plans that 
he made in his boyhood can be car- 
ried to completion. Tell him that with 
the proper amount of life insurance, he 
can make certain all of the things that 
he has been dreaming about and hoping 
for. Tell him that if he dies, life in- 
surance will act as the great strong 
arm to reach out from the grave and 
carry on. 

People are tired of being talked to 








Mr. Rosenblatt has little use for 





S. J. ROSENBLATT 








way. There is too much dullness 
about business anyway. Men like to be 
cheered up and be made to smile and 
laugh. They like to have a little 
novelty in the day’s work. I find that 
a good story, if it has some point to 
it, breaks the ice for me better than 
anything else. 


Must Gain Confidence 
of Prospect 


“T don’t do any straight canvassing, 
because I think it is the wrong prin- 
ciple to operate on. In order to get 
the business and get it from the right 
kind of people, the insurance man has 
to establish confidence. If a man has 
confidence in me, he will buy from me. 
He will listen to what I have to say 
and accept the recommendations that 
I have to offer. If he never saw me 
before, he will not deal with me so 
readily. He wants to know something 
about me before he pays me any 
money. So in cultivating prospects 
and getting their confidence, the life 
insurance man is not wasting time, but 
is really going through the first stages 
of the sale. After the prospect knows 
him and believes in him, he will be 
ready to accept what he has to offer 
in the way of advice and suggestions. 
An honest man has few competitors. 
I don’t believe in getting into discus- 
sions with people about dividends, 
character of the company, surplus, 
liberality of the policy or anything of 
the kind. I probably have these objec- 
tions offered to me as often as any 
one else, but if I allowed myself to 
talk about them, I would never write 
any business. If a man asks me what 
the dividends are going to be, I tell 
them that I don’t know what they are 
going to be and that the company does 
not know what they are going to be, 
or anybody else, and the only way to 
find out is to buy a policy and then see 
what dividend is paid each year. I be- 
lieve in wasting no time at all on the 
first interview, but concentrate on get- 
ting the examination so that the next 
time I call I can show the policy. The 
policy is what I have to sell and when 
I am able to show my goods, I can get 





and approached in the old stereotyped 


the results.” 
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Organized 1871 a 
LIFE INSURANCE COMPANY OF VIRGINIA 
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Richmond, Virginia 
OLDEST—LARGEST—STRONGEST 
Southern Life Insurance Company 
Issues the most liberal forms of Ordinary Policies 
from $1,000.00 to $50,000.00 and 
Industrial Policies from $12.50 to $1,000.00 


Condition on December 31, 1918: 





RR ie ia Sy eo ig Oe se a latinas « sae ee Seabee See OeN EM $ 18,362,862.75 
PABDTINGCS cabs <0 sce SSeS acu ee se eh iteds osuee cee eeh Se ehee wes - 16,626, 824.78 
Capital and Surplus. RD ae Saudis etekwidesie sels 1,736,037.97 
Insurance in Force......... SOs sew awalewa wens seem pyirhioss inte 149,170,320.00 


Payments to Policyholders.......... 2 "376,218. 75 
Total Payments to Policyholders since Organization. seceecees 21,988,834.83 
JOHN G. WALKER, President 
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THE PERFECT PROTECTION POLICY OF 


THE RELIANCE LIFE 


gives you something absolutely new and different to talk to your 
prospects. Gives you a chance to earn more money than you 
are now making. 


Our Life Insurance Contracts contain the most up-to-date clauses 
known to the Insurance World. The Accident and Health gives 
. full protection for at least a third less cost than regular casualty 
companies. Our agency contracts are as liberal as can be made. 


WRITE AND WE WILL TELL YOU MORE ABOUT OURSELVES 
Reliance Life Insurance Company of Pittsburgh  *psi32s"* Pittsburgh, Pa, 
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The OHIO STATE LIFE 


LIFE. HEALTH, ACCIDENT**° MONTHLY INCOME INSURANCE. 


iia LATEST PULICIES AND AGENCY CONTRACT Bias lH 
Openings OHIO, IND., KY., MICH. and W.VA. Write Columbus 














WANTED: Agency Supervisor Familiar with Kansas Territory 


One who is acquainted in the territory, has had experience in securing and training 
agents and who has the ability to develop a good agency organization in the State 
can secure a good contract carrying salary, traveling expenses and a bonus on 
production by addressing 


J. Frank Montgomery, Agency Manager 
American National Insurance Company 


of Galveston, Texas 














State Mutual Life Assurance Company 


OF WORCESTER, MASSACHUSETTS 


Incorporated 1844 


1919—SEVENTY-FIFTH ANNIVERSARY YEAR 


For 75 years—far longer than the average life—the STATE MUTUAL has 
furnished unsurpassed ange and service. 

Additions are made to our agency force when the right men are found. 

STEPHEN IRELAND 

Superintendent of Agencies 





B. H. WRIGHT 
President 


D. W. CARTER 
Secretary 

















One pr 4 OUR We have a contract for you under which your 
JERVICE income will be limited only by your activities 


A REAL PROPOSITION FOR A REAL MAN 


FEDERAL CASUALTY COMPANY mctichs 


Cash Capital $200,000.00 V. D. CLIFF, President 


fee 








Are You Permanently Established? 


Write for Territory 
Pennsylvania—Ohio— West Virginia 


PHILADELPHIA LIFE. INSURANCE CO. 
PHILADELPHIA 
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leaders in the Chicago office of the 
Travelers, makes the following com- 
ment on group insurance: 

Group insurance is employes’ life in- 
surance paid for by the employer and 
remaining in force as long as the em- 
ploye holds his job. One of its avowed 
purposes is to reduce labor turnover by 
providing an incentive to steadiness of 
occupation and especially by enlisting 
the co-operation of the employes’ fam- 
ilies. A splendid thing about group in- 
surance is that its benefits are mutual. 
Practically every payment of a death 
claim relieves a distressing situation and 
far more effectively than “passing the 
hat.” Every claim paid means a better 
understanding between employer and 
employe. 

Group insurance is help insurance. 
Group insurance is the modern employ- 
er’s way of saying to the people he 
employs: “You are helping me and I 
want to help you. The longer you work 
for me the more valuable you become, 
and the more appreciation I wish to 
show.” 

It does not take any deep knowledge 
of either economics or human nature to 
realize that employes who are convinced 
of such an attitude and who are per- 
ceiving its material benefits; will have 
a deeper loyalty for their employer, as 
well as a very natural wish to hang on 
to their jobs as long as they can. And 
every employer knows that it is the old 
“reliables’ and not the new and con- 
stantly shifting element in his labor 
that permit dependable production. 

Group insurance invariably tends to 
encourage longer, steadier service, 
aside from the natural desire to remain 
in an employment that is congenial and 
remunerative in an unusual way. 

* 


J ies J. WILLIAMS, one of the 


In his desire to capture friendliness, 
the big employer has adopted group in- 
surance on a wide scale. The biggest 
fact about group insurance today is that 
there is approximately $800,000,000 
group life insurance in force and it is 
predicted that soon there will be nearly 
a billion dollars in force. 

The English employers have recently 
gone on record as stating that produc- 
tion and the solution of labor unrest, 
considered from its many angles, de- 
pends on contentment; that content- 
ment cannot be secured merely by 
wages—employes are largely influenced 
by the family; group insurance reaches 
the family; the certificate of insurance 
received by each employe is in the 








home. The annual announcements of 
increase go to the homes. The wife 
and all that has an insurable interest 
has a warm regard for an employer who 
insures the dependent of his employes 
against that critical period following the 
loss of the income through death. When 
an employe talks of quitting his job for 
trivial reasons, he encounters opposition 
from home. 
a. 

Some general plan or formula elimi- 
nating personal selection should con- 
trol the amount of insurance upon em- 
ployes. The plan may be a flat amount 
upon all or may be based upon wages, 
length of service, or other conditions, 
subject to the laws of the state in which 
contract is written. The consensus of 
opinion among employes insured is that 
the service formula would be: 

$ 500 of insurance after 30 days of 


service. 
600 of insurance after one year 
of service. 
700 of insurance after two years 
of service. 
800 of insurance after three years 
of service. 
900 of insurance after four years 
of service. 
1,000 of insurance after five years 
of service. 


This might be increased at the same 
rate to a maximum not in excess of 
$5,000, depending upon the size of the 
risk and wishes of the employer. When 
such a formula is made retroactive, old 
employes are rewarded for past years of 
service. A waiting period is desirable te 
eliminate “floaters” and as a genuine 
incentive placed before new employes 
to remain in vue ice. 


The sient: are some of the ways 
in which group insurance has helped 
other employers. First, stabilization of 
labor; second, reduction of the cost of 
overturn; third, solution of the transient 
problem; fourth, creation of good will 
between employer and employe; fifth, 
establishment of co-operative shop 
spirit; sixth, attraction of capable op- 
eration; seventh, increased mental and 
physical worth of employes; eighth, 
publicity value to employer; ninth, in- 
centive to initiative; tenth, monetary 
saving to employe; eleventh, counter- 
action of city allurements for operatives 
in small communities; twelfth, stimulus 
to higher efficiency; thirteenth, better- 
ment of community conditions; four- 
teenth, alleviation of distress among 
employes and their families. 





* 

















IFE insurance is one of the few 
L_ things sold and bought without 

the use of samples. True, a spec- 
imen policy is a sample, but most 
agents will agree that when it is used 
very little insurance is sold—except by 
a competing agent. 

One has only to observe the equip- 
ment of most traveling salesmen, 
ranging from the excess baggage of 
the cloak and suit man to the cumber- 
some catalog of the hardware repre- 
sentative, to be aware that, to a very 
great extent, the whole scheme of mer- 
chandising is based upon the princi- 
ple of “see before you buy.” 


* * * 


There is a decided value in having 
something to show to the prospective 
buyer of a life insurance policy—some- 
thing to supplement the agent’s talk 
and attract that part of his interest 
and desire which can be_ reached 
through the eye. Many life insurance 
men have supplied this lack of “goods” 
to show by the use of a scrap-book. 
Not a few life insurance men are mak- 
ing good use of scrap-books. A col- 





DO YOU USE A SCRAP-BOOK? 


From the Fidelity Field Man 














lection of newspaper items containing 
powerful life insurance arguments, in- 
teresting facts and figures, significant 
local items—these form the basis of a 
very helpful canvassing kit. Some 
agents use a display of returned lead 
service cards and corresponding ac- 
ceptance receipts—a_ striking  testi- 
monial argument to the man who is 
hesitating. 
* * * 


E. H. Schaeffer, Southern Pennsyl- 
vania, has been using this latter 
scheme to excellent purpose. At the 
proper moment in the canvass he 
opens his book and points to the sig- 
nature on a lead card of a man, possi- 
bly known personally or by reputa- 
tion to the prospect, and then shows 
the identical signature on a _ photo- 
graphic copy of the acceptance receipt. 
A subtle impression that takes hold. 
E. S. Freeman, of North Carolina, has 
been accumulating a collection of du- 
plicate acceptance receipts for a long 
time. They are great boosters and 
they boost at the right time. 

Supervisor F. W. Heron has _ for 
many years been an enthusiastic advo- 
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cate of the scrap-book idea. J. A. 
Houston, Spokane, Wash.,, has been 
using a small book of clippings, human 
interest stories and a few statistjcs. 
One page is tragic—newspaper notices 
of the deaths of men to whom he has 
presented the subject of life insurance 
without having been able to close their 
applications. Another man who em- 
ploys the plan is F. L. Bettger, Phila- 
delphia, who, since he picked up the 
idea from a fellow agent has become 
so convinced of its value that he al- 
ways has it with him for use in every 
canvass. Mr. Tripp, of Albany, N. Y., 
is another enthusiastic scrap-book 
man. 
x * x 

The consensus of opinion of those 
who make use of the idea is_ that, 
while there are many cases that can be 
closed without resorting to its use, 
there are many instances in which the 
judicious use of the book proves the 
turning point of the sale, and they 
carry it regularly as a permanent part 
of their selling equipment. 

x * x 


How to start a scrap-book? The 
newspapers afford a _ veritable gold 
mine of suggestive material. Almost 
every day we see interesting items that 
deserve a place in the insurance sales- 
man’s book. America’s most noted 
surgeon, Dr. W. J. Mayo, of Rochester, 
predicts that ten years will be added 
to man’s life through the development 
of medical science in the next fifteen 
years. That will help to “keep the 
prospect alive” when you are talking 
“Income for Life.” An article cover- 
ing the recent death in England of 
Viscount Astor explains that it is the 
established custom for wealthy Eng- 
lishmen‘to provide for the payment of 
inheritance taxes by means of life in- 
surance. A prominent local man dies 
without life insurance. A _ business 
firm collapses—without business in- 
surance. These few examples _ illus- 
trate the abundance of material from 
which selection can be made to suit 
individual requirements. 

There is no trouble in keeping up a 
scrap-book. It’s a, pleasure. If you 
have ever kept a scrap-book of any 
kind, you know that there is some- 
thing fascinating about it, and there 
is also something profitable about a 
life insurance scrap-book. 








Business Insurance 
For Colleges 











HE following modification of an 

outline, used by the Connecticut 
Mutual in placing insurance on the life 
of a president of a western college for 
the benefit of the institution, suggests 
a comparatively new avenue for pro- 
fessional public service. 

The advantages of insuring the presi- 
dent of a college in its favor include: 

(1) Unimpeded development of the 
college by guaranteeing a fund which 
will leave the president free and con- 
fident to project plans reaching, pos- 
sibly, beyond the duration of his life, 
knowing that at his death funds will 
be available to mature such obligations. 

(II) Indemnity for loss of presi- 
dent—A college president often has 
charge of the business management and 
financing of the institution. The death 
of such a man leaves the college with- 
out anyone to carry the burden of debt, 
interest payment, and the acquisition 
of new endowments and other income. 
Moreover, it occasions considerable ex- 
pense contingent upon the selection and 
appointment of a new president. 

(III) Creation of a sinking fund— 
The cash value of the policy could be 
applied to meet the expense of replacing 
the president if he should resign. 

Business insurance will provide the 
funds with which to meet these 
emergencies. 


Indiana National Life Insurance Co. 
INDIANAPOLIS 


WE AIM TO GIVE THE FULLEST SERVICE TO ALL WITH WHOM WE HAVE RELATIONS 


Our policy contracts are liberal and modern, having many Our Home Office is helpful: our agents are pleased with 
features that appeal to agents and prospects. the treatment accorded them. 


WE PAY OUR AGENTS WELL WHO DESERVE WELL 
For Territory and Agency Contracts Address C. D. RENICK, President 














FIRST RURAL OLD LINE COMPANY 


Low participating rates; double indemnity insurance; shortest, 
cleanest policies in the world; complete protection disability clause. 


THE AGRICULTURAL LIFE INSURANCE COMPANY OF AMERICA 


FRANCIS F. McGINNIS, President, General Counsel and Founder 


We are writing at the rate of over three millions a year and have a particularly attractive prop- 
osition for men with clean records who can deliver the goods—as General, State or District Agents. 


WILLARD E. KING, Vice President and Manager of Agencies FRANKLIN A. BENSON, Secretary and Superintendent of Agents 
Home Office: BAY CITY, MICHIGAN 























Standard Life Insurance Company 


HOME OFFICE, DECATUR, ILLINOIS 


All we ask is an opportunity to show to Address the Company at once tor agency con- 
the up-to-date Agent either part time or pote nes Proper omitbae uae allowance 
whole time that we have the best proposi- Company operates in Michigan, Iowa, Illinois 
tion and opportunities for his future success. Nebraska, Kansas, Oklahoma, Missouri and Indiana 


Approximately $35,000,000 insurance in force. 











THOMAS J. OWENS, President DR. ALBERT SEATON, Vice-President and Medical Director CLAUDE T. TUCK, Secretary 


CENTURY LIFE INSURANCE CO.,, txpisnaporig 


Capital, $200,000 NO ORGANIZATION EXPENSE Surplus, $100,000 


All of the stock is held by a few substantial business men Managed by men experienced and familiar with all de- 
of Indiana who believe in the ability of the management to partments of life insurance work. 
build a real life insurance company. 
We offer agents experienced management, superior policy contracts, 
choice territory, progressive field and home office methods and an 
old-fashioned general agency contract that means money. 
If you want to be affiliated with an institution that has real red blood in its veins---that has all the elements of growth and permanency--- 


Tell us where you want to work 








A live wire fellow who is capable of selecting agents for 


WANTED the sale of Accident and Health Insurance in monthly pay- 
ment department can secure a position with the undersigned 


A Company on salary and commission. When writing state 


full details, past history and references. 
MANAGER _ INCOME GUARANTY COMPANY 


SOUTH BEND INDIANA 











The Montana Life of Helena, Mont., 
has opened. a--branch-office-at Great+ 
Falls, covering six counties. 








J. O. LUAGMAN, President DR. ANDREW JOHNSON, Secretary 


Lutheran International 
Snsurance Company 


offers up-to-date contracts for good men. 


Sohrbeck Building 
__ MOLINE, ILLINOIS 


= oe 


19,712 LEADS 


were distributed among Fidelity field men in 1918— 
the result of our direct mail advertising, This is agency 
co-operation on a vast scale and explains why we are 
writing more business than at any time im our history. 
The Fidelity operates in 40 states. Full levei net 
premium reserve basis. Faithfully serving insurers 
since 1878. Insurance in force over $150,000,000. 


A FEW AGENCY OPENINGS FOR THE RIGHT MEN 


THE FIDELITY MUTUAL LIFE 


INSURANCE COMPANY, PHILADELPHIA 
Cau ww oe oe Walter Le Mar Talbot, President — . 
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Two Points of View. (1) 
INSURANCE IN FORCE OVER $40,000,000.00 


You Are Working for Commissions. Sell Policies 
Providing Real Protection. 


If totally disabled, the company waives payment of premiums and pays an income as long as total 
disability continues. If accidentally killed the company pays family double the amount of insurance 


WE PAY LIBERALLY FOR BUSINESS 
For Agency in Minnesota, North or South Dakota, write to H. J. C. HIRSCHMANN, Manager, 408-409 Essex Building, Minneapolis, Minnesota 


For District General Agency in other States, address 


Reserve Loan Life Insurance Company 


INDIANAPOLIS, INDIANA 
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HEALTH AND ACCIDENT 
CONFERENCE NUMBER 


HEALTH and ACCIDENT 


Underwriters Confer at Des Moines 


BY C. W. VAN BEYNUM 
ES MOINES, IA., Feb. 26.—The 
mid-winter meeting of the Health 
& Accident Underwriters’ Confer- 
ence closed this afternoon with a ses- 
sion beginning at 10:30 a. m., and ad- 
journing at 1:30 p. m. 


THE interesting feature was a criti- 

cism of the organization from 
Thomas P. Nelson of the Wisconsin 
department, with replies from President 
Hamilton and various speakers. Z. H. 
Austin, North American Life & Acci- 
dent of Minneapolis, came to Mr. Nel- 
son’s defense with a statement that he 
used Mr. Nelson’s model policy and that 
it was working out satisfactorily to the 
public, the agents and the company. 
Mr. Hamilton and others insisted that 
the form was not as advantageous to the 
policyholders as many conference com- 
pany forms. 

Mr. Nelson announced that a ruling 
would soon be issued by the Wisconsin 
department against forms which had 
been permitted in the past, but did not 
comply with Wisconsin statutes. 


THOMAS T. WALTERS, JR., deputy 

Iowa commissioner, read only a few 
portions of his address because of the 
late hour. He announced that the de- 
partment would seek enactment of the 
standard provisions law at the next leg- 
islative session. At present the Iowa 
statutes vary from those of many states 
and necessitate many eliminations from 
and some additions to policies which 
companies use elsewhere. Rulings of 
previous administrations also required 
certain features which the present de- 
partment does not take pleasure in de- 
manding. 


ASSISTANT General Counsel Wil- 
liam McLaughlin, of the Southern 














ISAAC MILLER HAMILTON, Chicago 
President of Conference 


Surety, pointed out that compensation 
insurance had done much to advertise 
the need for accident and illness pro- 
tection and had been the stimulating 
factor in the growth of group insurance. 

W. T. Grant of the Business Men’s 
Accident, invited the conference to hold 
one of its future meetings in Kansas 
City. 


"THURSDAY afternoon was given 

over to an automobile ride post- 
poned from both previous days and to 
visits to the insurance department and 
the home offices of the Des Moines 
companies, who provided the best en- 
tertainment and arrangements ever en- 
joyed by the conference. These com- 
panies are the Bankers’ Accident, Great 
Western Accident, Interstate Business 
Men’s, Iowa State Traveling Men’s, 
National Travelers’ Benefit and South- 
ern Surety. 


TTENDANCE records at meetings 

of the Health & Accident Under- 
writers Conference went by the boards 
when the mid-year sessions were called 
to order Tuesday morning. The hosts 
Says it is because of the attractiveness 
of Des Moines and its desirability as a 
convention city. The guests say it is 
because of the good preliminary work 
of the Des Moines contingent. But 
there is no disagreement over the re- 
sults—“the crowd” came. 


GOVERNOR W. L. HARDING was 

detained in Chicago over Tuesday 
and could not extend the welcome of 
the state until Wednesday, but Insur- 
ance Commissioner A. C. Savage and 
Alex. Fitzhugh, president of the Des 
Moines Chamber of Commerce, spoke 
for insurance interests of the common- 
wealth and the citizens of the commu- 


Cc. 0. PAULEY, Chicago 
Chairman Mutual Section 


nity. Mr. Savage said that insurance 
men were privileged to render a serv- 
ice such as befell the lot of few occu- 
pations or professions and that insur- 
ance men were living well up to their 
opportunities in this respect. Accident 
and health men are peculiarly able to 
favorably improve the economic status 
of society. One of the outstanding fea- 
tures of the history of accident and 
health insurance, said Mr. Savage, is 
the improvement in the policy contract 
—an evolution so marked with changes 
for the better that one could scarcely 
believe the present day policy is the 
outgrowth of the original contracts. 

Mr. Fitzhugh said there had been a 
wonderful moral development in the 
past fifty years, a development more 
pronounced in the last thirty. The suc- 
cess of accident and health insurance, 
particularly health insurance, is de- 
pendent on the morals of the public 
that organizations engaged in disabil- 
ity insurance should contribute liber- 
ally to all forces working for the ad- 
vancement of morals. 


THE response to these ae of wel- 

come was giveniby W. Sanders, 
chairman of the executive dean 
and secretary and general manager of 
the American Liability of Cincinnati. 

C. O. Pauley, vice-president of the 
conference, presided while Mr. Hamil- 
ton read the president’s address, his 
third year as chief executive of the 
organization, and again did the confer- 
ence vote to have his address printed 
in pamphlet form for distribution. 

Mr. Hamilton pointed out that never 
before was insurance so well under- 
stood, so greatly appreciated and so 
freely purchased as now. Insurance has 
become almost an exact, but also, a 
progressive science. 


E. C. BUDLONG, Des Moines 
Secretary of Conference 


The great growth in accident and 
health insurance is due to both the in- 
creasing need for and the increasing 
liberality of the service. Disabilty pro- 
tection can now be purchased for 
weekly, monthly, quarterly, semi-an- 
nual, annual or quinquennial premiums. 
Claims are now paid by the week or 
the month and not at the end of the 
disability period. Policy ambiguities 
have been removed. The high cost of 
living has made more protection neces- 
sary. 


[N closing Mr. Ha:~ilton pointed out 
that the dollar has not decreased in 
value but that the things for which we 
exchange dollars have increased in 
price. A dollar buys just as much pro- 
tection as it ever did but the public 
needs a larger amount of protection. 
The only reports received at the 
opening session were those of the treas- 
urer by C. H. Brackett, Hoosier Cas- 
ualty, and the grievance committee by 
W. R. Sanders, American Liability. 


Wednesday Afternoon 


At the Wednesday afternoon session 
much business, deferred from previous 


sessions, was completed. 

After discussing the tendency of 
courts to broaden the construction of 
the accidental death clause, O. B. Hart- 
ley of the Great Western Accident 
recommended the elimination of the 
principal sum as far as it covers death. 

C. W. Van Beynum of The National 
Underwriter pointed out that the acci- 
dent and health business had developed 
about as rapidly as it was further sta- 
bilized. 

Cameron H. Sanders of the Ameri- 
can Liability pointed out the great field 
for accident and health insurance that 


W. R. SANDERS, Cincinnati 
Chairman Executive Committee 
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remains unworked, particularly along 
the line of group and business cov- 
erage. 

Wednesday morning W. T. Grant of 
Kansas City, secretary of the Business 
Men’s Accident, reviewed certain con- 


ditions existing in the business today 
which could well be eliminated, and 
F. J. Tharinger, of Milwaukee, assistant 
secretary of the Old Line Life, dis- 
cussed the disadvantages of the 
monthly payment plan. 


Tuesday Afternoon's Session 


NSTEAD of having sessions of the 

mutual section on Tuesday and opening 

the full conference meeting the fol- 
lowing day, this year’s program was so 
changed that mutual numbers came in 
Tuesday afternoon. The papers pre- 
sented were so fruitful of discussion, 
however, that a section had to be post- 
poned until W ednesday morning. 

C. O. Pauley, chairman of the mutual 
division and vice-president of the con- 
ference, arranged the mutual program 
and presided at the mutual session Tues- 
day afternoon. Because the mutuals 
transact the accident and health business 
on so many different plans he provided for 
a paper from some official representative 
of each plan and discussions of each 
paper. 


Ce E. Harsh, vice-president of the Fed- 
eral Sav ings, Indianapolis, represented 
the monthly premium companies; W. W. 
Dark, Business Men’s Indemnity, Indian- 
apolis, the business men’s associations ; 
George R. Kendall, Washington Life & 
Accident, the weekly premium compan- 
ies; A. J. Alwin, Minnesota Commercial 
Men’s, the Traveling Men‘s Associations. 

Neither E. J. Faulkner, Woodmen Ac- 
cident, nor either of the men scheduled 
to discuss his paper was here to repre- 
sent those associations specializing on the 
members of various fraternal organiza- 
tions. Mr. Faulkner has just gotten up 
after a siege of influenza with complica- 
tions. William F. Jarvis of the Frater- 
nal Protective was kept at his desk by 
the illness of another officer of the asso- 
ciation and S. W. Munsell of the Masonic 
Mutual was detained by illness in his 
family. 


THE paper by Mr. Harsh advocated the 
use of a flat rate for industrial busi- 
ness, ignoring classifications as made by 
the conference manual, and charging an 
extra premium for only the most hazard- 
ous occupations. Mr. Harsh backed his 
reasons with statistics and with figures 
from the experience of his own company. 
He also expressed the belief that the 
system would result in the greater devel- 
opment of the business. Mr. Harsh also 
pointed out the value of settling with 
claimants week by week during their per- 
iod of disability instead of holding up 
payment till the final adjudication of the 
claim. 

A. R. Arford, secretary and treasurer 
oi the Fidelity Health & Accident of Ben- 
ton Harbor, took issue with Mr. Harsh 
on the non-classification point. The adop- 
tion of classification for health insurance 
was considered a step in advance and he 
believed that to go back to non-classifica- 
tion would be a step backward. Classifi- 
cation is the proper basis but as far as 
health insurance is concerned the com- 
panies are not yet on an adequate basis. 


THE Peoples Health & Accident of 

Grand Rapids operates on the non- 
classification basis and President H. M. 
Best of that company said the plan had 
worked out very satisfactorily, using the 
rate for a more hazardous occupation 
than the average the company was able 
to eliminate two provisions that formerly 
caused trouble—the change of occupation 
clause and the reduced benefit for partial 
disability. 

C. W. Ray of the Hoosier Casualty 
called attention to the fact that both com- 
panies using the so-called non-classifica- 
tion system charged more for certain 
very hazardous occupations than for 
others and so were, in fact, using a class- 
ification, but one that wasn’t reduced to as 
scientific a basis as the companies em- 
ploying the conference manual. 


A E. Forrest of the North Ameri- 
* can Accident said his company col- 
lected $300,000 in premiums last year with 


satisfactory results but if the system was 
used for all business the loss ratio would 
be 68 percent. As far as health insurance 
is concerned Mr. Forrest prefers the 
hardy railway engineer to the bank pres- 
ident. “As far as health insurance is 
concerned I prefer the man who is shov- 
ing a cart to the man who is shoving a 
pen,” said Mr. Forrest. He told of a 
claim made under a commercial policy 
for illness on Thanksgiving day and half 
a day after. He predicted a premium of 
$15 a year for each $5 of weekly health 
benefits. 


RESIDENT Hamilton corrected the 
statement made by a previous speaker 
that life companies ignored classifications 
in charging for the double indemnity 
clause. More and more they are refining 


their charges for this provision and are 
relying on the experience of accident com- 
panies for these improvements. 

H. B. Hawley of the Great Western 











A. R. ARFORD, Benton Harbor, Mich. 
Fidelity Health & Accident 


Accident took up the cudgels against the 
system of paying benefits weekly. The 
system breeds malingerers and often in- 
troduces a moral hazard where none pre- 
viously existed and aggravates the moral 
hazard where it does exist, he said. 


M EMBERS of the conference have 

come to look forward to a paper by 
W. W. Dark. They were not to 
in his address on the Economy of 
operation. Among other proposals ra 
better co-operation was the establishment 
of independent adjustment offices to 
handle claims where two or more com- 
panies are interested. He made an anal- 
ysis of recent advertisements of various 
fire insurance companies, showing how 
some tended to upbuild the business as a 
whole while others tended to tear down 
competitors. 

W. E. Huggins, superintendent of the 
claim department of the Mutual Benefit 
Health & Accident, took the place of C. 
C. Criss, treasurer of the same company. 
He cited various cases to show the value 
of exchange of information among com- 
panies on claims and claimants. Careful 
underwriting and co-operation on claims 
will, he said, save a company as much 
money in a year as several good agents 
can produce. 


C A. FAIRLY, of the National Trav- 

elers Benefit of Des Moines, treated 
the subject of co-operation under three 
headings—educative, legislative and exe- 
cutive. Much good can be accomplished 
by co-operative educational efforts, many 
of the woes of the business can be elim- 


inated. He urged greater participation in 
the educational work of health activities, 
the Red Cross and the Boy Scouts. He 
also touched on the possibilities of adver- 
tising. 

The need for co-operation in legislative 
matters, said Mr. Fairly, was demon- 
strated when no standard policy was 
adopted in lowa last year because there 
was a division among insurance men. 
The legislature was ready to enact a law 
but didn’t know which counsel to observe. 


EORGE R. Kendall, secretary and 
treasurer of the Washington Life & 
Accident, which wrote $300,000 of weekly 
premium business last year, explained how 
his company secured and trained agents. 
Most of them are secured through present 
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agents. They are friends, acquaintances 
and sometimes relatives. The agents in- 
troducing these men feel a ge gd 
and help make them successful. Mr. Ken- 
dall prefers men without previous insur- 
ance experience, married men to single 
men and men who can look one straight in 
the eye. Some single men, those past the 
flighty stage, are as good as married men. 
The men who gaze out of the window in 
thought and study but meet your glance 
squarely from time to time are often as 
good or better than those that look you 
in the eye steadily but those that cannot 
meet your gaze steadily should be avoided. 
First impressions of men are usually re- 
liable. Men can be judged by their gen- 
eral appearance, their poise and their flow 
of language. 


Roster of the Convention 


Alpaugh, Walter G., secretary, Inter- 
Ccean Casualty, Cincinnati. 

Alwin, A. J., secretary-treasurer, Min- 
nesota Commercial Men’s, Minneapolis. 

Arford, A. R., secretary - treasurer, 
Fidelity Health & Accident, Benton Har- 
bor, Mich. 

Austin, Z. H., president, North Amer- 
ican Life & Accident, Minneapolis. 


Beck, E. L., manager claim department, 
Inter-State Business Men’s, Des Moines. 

Beson, R. B., president, Bankers Cas- 
ualty, Minneapolis. 

Best, H. M., M.D., president, Peoples 
Health & Accident, Grand Rapids, Mich. 

Bowlby, E. C., president and general 
manager, Fidelity Health & Accident, 
Benton Harbor, Mich. 

Brackett, C. H., president, 
Casualty, Indianapolis. 

Brookens, Edwin E., claim adjuster, 
Kansas Insurance Department, Topeka, 
Kans. 

Brown, Ernest W., secretary-treasurer, 
Inter-State Business Men’s, Des Moines. 

Budlong, E. C., vice-president, Bankers 
Accident, Des Moines. 

Budlong, T. W., division superintend- 
ent, Bankers Accident, Omaha. 

Bunting, Ross L., division manager, 
Federal Life, Des Moines. 


Campbell, M. B., secretary, Peoples 
Health & Accident, Grand Rapids, Mich. 

Challes, Grady, superintendent accident 
and health department, Federal Surety, 
Davenport, Ia. 

Cobb, C. S., president, Southern Surety, 
Des Moines. 

Crittenden, Frank C., manager adver- 
tising and employment department, Na- 
tionai Life U. S. A., Chicago. 


Dark, W. W., secretary-treasurer, Busi- 
ness Men’s Indemnity, Indianapolis. 

Donovan, G., claim adjuster, Southern 
Surety, Des Moines. 


Edmunds, Paul G., assistant secretary, 
Provident Life & Casualty, Charleston, 
W. Va. 

Emery, R. D., secretary, Great Western 
Accident, Des Moines. 


Fairly, G. A., secretary-treasurer, Na- 
tional Travelers Benefit, Des Moines. 

Faulkner, Dr. E. E., manager Chicago 
office, Inter-State Business Men’s, Chi- 


eago. 
Forbes, Calvin ©&., general auditor, 
Benefit Health & Accident, 


Mutual 
Omaha. 
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Health and Accident Conference 


Trend of Dis ability Underwriting 


ROBABLY in no line of insurance is 
P ite present growth and development 
so great as in accident and health in- 
surance. The accident and health policy 
of today is vastly superior to its forerun- 
ners. There has been an enormous in- 
crease in the volume of accident and 
health insurance. What are the funda- 
mental and underlying causes of the great 
demand for and growth of accident and 
health insurance? First is the increasing 
need for such protection. Second, the in- 
creased coverage and improved service 
granted by accident and health compa- 
nies. Then, too, a little study and consid- 
eration will make plain other underlying 
motives and fundamental principles re- 
sponsible for the popularity and great 
growth of accident and health insurance. 
It is the realization of the probabilities 
of accidental injuries and of disabilities 
from unavoidable illnesses due in some 
part no doubt to the constantly increasing 
strain and tension of modern living con- 
ditions, and the knowledge of prompt and 
satisfactory service rendered to his neigh- 
bors by the insurance organizations, which 
cause the prudent man-to provide against 
the possibility of his own and his family’s 
distress in the event of his disability from 
accident or illness. This causes rapidly 
increasing appreciation of accident and 
health insurance and its purchase in un- 
heard of amounts by largely increased 
numbers of applicants. 


T should be noted that during the past 

decade especially, the service rendered 
by accident and health companies to their 
policyholders and beneficiaries has in- 
creased materially in quality and that with 
the increasing experience and skill of 
company managements there has been a 
decrease in cost with reference to the cov- 
erage granted and amount of claims paid. 
Prompt and satisfactory service to policy- 
holders and beneficiaries on the part of 
the companies and the proportionate de- 
crease in cost undoubtedly has done much 
to popularize and standardize accident and 
health insurance and to increase the de- 
mand for it. 

Accident and health insurance now is 
regarded with great favor by the public 
generally and by the officials of the va- 
rious states whose duties it is to supervise 
the transactions of accident and health in- 
surance companies. Policy forms and 
rates have been standardized to a great 
extent. Ambiguities have been removed 
from policies so that the holder of a 
policy may understand clearly the kind 
and degree of protection afforded him in 
the event of illness or accident. 


NDOUBTEDLY the high cost of liv- 

ing has been a large factor in the in- 
creased sales of accident and health in- 
surance. It has made larger lines of 
insurance necessary in order to provide 
the same relative degree of protection. 
These are facts which insurance men 
should circulate widely otherwise it seems 
to me they are not doing their duty to 
their clients and to the public. But care 
should be used in so doing that no wrong 
impressions will be given. 

Sometimes we hear opinions voiced to 
the effect that insurance today is only 
worth about half as much as a few years 
ago. And sometimes, I regret to say, such 
opinions have been expressed by insurance 
men. From my point of view such opin- 
ions are wrong and harmful and would 
not have been expressed had careful 
study been given to the facts and different 
propositions involved. It seems clear to 
me that insurance companies are paying 
their claims in exactly the same dollar, 
of exactly the same standard, as before 
the recent increases in living costs. The 
dollar is as big and powerful as ever in 
paying or liquidating debts and when the 
supply of commodities increases over the 
demand for them, which I venture to pre- 
dict will be the case in the reasonably 
near future, the dollar will purchase a 
ratably larger proportion of such com- 
modities than at present. Insurance bene- 
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fits purchased now later on will be rela- 
tively more valuable and more powerful 
in purchasing commodities. To urge an 
applicant to purchase more insurance be- 
cause of his need for increased protection 
is proper, but to urge him to purchase it 
on the ground that a dollar today is only 
worth half what it was a few years ago, in 
my opinion, is a mistake and incorrect. 


HAT we need to do is to study condi- 

tions, to get and hold the right per- 
spective, the proper sense of proportion 
and value in all things and to help our 
associates and the public to do likewise. 
We should be rational in all things, at all 
times, under all circumstances and urge 
others to be likewise. We can render no 
greater service to humanity. It is so easy 


to lose one’s poise and the consequences 
of so doing sometimes are very harmful, 
far reaching in effect and utterly irre- 
mediable. This, probably more than any 
other in history, is an age of service and 
the better we serve others along sane and 
rational lines the larger will be the re- 
turns secured for ourselves and for those 
of our day and age. 

Without any hesitation whatever, I pre- 
dict continuingly increasing opportunities 
for the accident and health companies, and 
their representatives, to render increasing 
broader and better service to an increasing 
and more appreciative clientele. The 
companies furnishing accident and health 
coverage have rendered a needed service 
for which there is a constantly increasing 
demand. They have been pioneers and 


Is Monthly Plan Necessary? 


By F. JF. 


THARINGER 


F. J. Tharinger is assistant secretary of the Old Line Life of Milwaukee, 


manager of its accident and health department. 


He advocated doing away 


with monthly premium payments in disability insurance, and putting it wholly 
on an annual, semi-annual or quarterly basis, as life insurance is at the present 


time. 
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S it necessary to write accident and 

health insurance on the monthly plan? 

This question to my mind is of equal 
importance to the policyholder, the agent 
and the company. From the insured’s 
standpoint it is of particular advantage to 
deposit premiums annually, semi-annually 
or quarterly on account of the savings in 
the premium and the convenience, as well. 

I am assuming when premiums are paid 
in advance companies can increase the in- 
demnities or reduce the premium; also 
better protection is afforded to the in- 
sured, as the possibilities of lapsing be- 
come less. People are now accustomed 
to paying higher prices and it seems to 
me that we can with little effort educate 
them not to pay higher prices for their 
insurance, but to save money by deposit- 
ing premiums in advance. 


S for the agent, it affords an oppor- 

tunity to increase his income, as less 
time is spent in making collections, thus 
providing more time for interviewing 
prospects, which is the answer to in- 
creased sales. 

To illustrate: If an agent writes twelve 
policies on the monthly premium basis, it 
would be necessary for him to make 144 
calls in the course of a year to make the 
collections. Writing the same number of 
policies on the annual premium basis, only 
twelve calls would be required, or a sav- 
ing of 132 calls, which time could be de- 
voted to the securing of new business. 
On the semi-annual basis 120 and on the 
quarterly basis 86 calls are saved. 


HEN, too another important factor to 

consider is that annual, semi-annual and 
quarterly business renews much better. 
Again, we all know agents frequently, 
although it is contrary to instructions, 
advance premiums for monthly policy- 
holders that are not often collected and 
the agent is out the money advanced. 
When collecting advance premiums this 
abuse is eliminated as a policyholder 
would not expect an agent to advance 
several months’ premiums for him. 


n the industrial life field, the successful 
solicitor is the one who collects his debit 
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not by the week, but four, eight or twelve 
weeks in advance and it may surprise you 
to know that one industrial agent in- 
formed me that 10 percent of his debit is 
collected one year in advance. 

Ordinary life insurance, as you know, is 

written with premiums deposited only an- 
nually, semi-annually or quarterly and 
very little of it written with premiums 
deposited quarterly. 
_ Therefore, if it is possible to sell life 
insurance with premiums collected in this 
manner, why cannot our representatives, 
who are just as capable as life insurance 
underwriters, sell accident and health in- 
surance with advance premiums? 


LET us look at this from another angle. 

Most industrial accident and health 
policies have policy fees, the average fee 
being about $3. Now, our solicitors go 
forth and secure a monthly premium of 
say $1.50 plus the policy fee, making a 
total of $4.50. Now, then, if it is neces- 
sary to write a policy with a monthly 
premium, this should be followed up on 
the delivery of the policy by suggesting 
to the policyholder that by depositing a 
premium of $4.50 (the same amount col- 
lected when the application was written) 
next month when the subsequent premium 
is due, he will be insured for three 
months. 

I believe right now when the industrial 
classes are making more money and 
spending more/’money than at any time 
during the history of the world, is the 
time to educate our agents to take advan- 
tage of the splendid opportunity. 


F ROM the company’s point of view, less 

items would consequently be handled, 
making it possible to render better serv- 
ice to policyholders. This method also 
reduces that costly class of business that 
is written this month and lapses next 
month. 

It is not going to require a change in 
agency methods to bring this condition 
about; it is only going to be a question 
of suggesting it to your representatives 
and no doubt the vast majority will see 
the possibilities. 


have had to blaze trails by their own ex~- 
periences by which their future develop- 
ment could be guided with safety. They 
have made mistakes it is true but the mis- 
takes have not been comparable to the 
good they have done. 


F ROM all the foregoing it seems very 
clear to me that the trend of accident 
and health underwriting is toward sub- 
stantial and improving development. 
Broader and more reliable coverages are 
being granted and with no, or the least 
necessary, increases of premiums. Fixed 
charges and operating expenses are being 
reduced where possible and the utmost is 
being done to make adequate returns to 
policyholders. Freak or misleading cov- 
erages are avoided as never before and 
care is taken to supply the applicant with 
a coverage suited to his needs and upon 
which he confidently may rely if honestly 
entitled to the protection of its provisions. 
Constantly increasing care is exercised in 
the selection and management of agents 
to see that applicants are properly in- 
formed and under no circumstances mis- 
lead or deceived about the benefits as- 
sured to them and their beneficiaries in 
the event of honest loss by accident or ill- 
ness. Better agents means better selec- 
tion of applicants and with better appli- 
cants there’ are less fraudulent claims 
which means another source of savings 
to aid in liberalizing as rapidly as may be 
with safety the general provisions granted 
other policyholders. 


HERE is too, I am pleased to say, a 

markedly better understanding of the 
accident and health companies and the 
service they render their policyholders on 
the part of supervising officials, the public, 
the legal fraternity and even the judiciary. 
The prejudices, which so frequently were 
encountered, and accepted by insurance 
men almost as a matter of course, appear 
to me to be gradually abating and before 
censuring a company merely because it 
renders an insurance service, more inves- 
tigators are demanding facts upon which 
to base a conclusion, even often commend- 
ing the company where commendation is 
deserved. There are helpful and encour- 
aging indications, I trust, of what we may 
hope from the future, if we but continue 
on the even tenor of our way, as I feel 
sure we shall, striving to improve our 
underwriting and service until it will be 
regarded as unsurpassed by the efforts of 
any others engaged in any way in serving 
the public weal. 


The Evil of Taxes 


Taxes on insurance as a deterrent to 
the expansion of the service of the 
business came in for attention when 
Commissioner Arthur C. Savage of 
Iowa pointed out that Iowa last year 
collected $780,000 in taxes on insurance 
and $100,000 in fees and would this year 
collect $900,000 in taxes and about the 
same amount in fees as a year ago. 
President Isaac Miller Hamilton 
pointed out that this million in taxes 
and fees could be used to give greater 
benefits to policyholders, either by way 
of larger indemnities or more liberal 
provisions. 


Fifty-Two Companies in Des Moines 


Insurance Commissioner Savage 
pointed out that 642 insurance com- 
panies operate in Iowa. Of these 160 
are country mutuals writing only fire 
or fire and tornado insurance in one 
county. These are not necessarily 
small, however, and one has $23,000,000 
of insurance in force. There are 100 
stock and mutual companies, additional 
to the county organizations, that have 
home offices in Iowa and 52 of these 
are located in Des Moines. These com- 
panies have $117,000,000 in securities on 
deposit with the state. Last year there 
were 54,000 agents’ licenses issued in 
Towa. 
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Economy Found in Co-operation 


BY W. W. DARK 


ORPORATIONS having the fur- 
C. nishing the public with coverage 

for disability as their aim, have 
no right to quarrel with each other be- 
cause they operate upon different plans. 
Their aims are identical and are so 
recognized by law. There is strength 
and safety in the fact that the insur- 
ance business is transacted upon dif- 
ferent plans, all recognized by the laws 
of the various states of the United 
States, as being perfectly sound. 

Self interest should make us jealous 
of the reputation of the great business 
of underwriting, for the same reason 
that self interest makes us jealous of 
the reputation of our government 
among the nations of the world. 


“THE purposes of the Accident and 

Health Underwriters Conference 
are broad and constructive; as proof 
of it the corporations transacting busi- 
ness on the before mentioned plans 
have come together and been greatly 
benefited by stabilizing -the insurance 
coverage afforded, rates, classifications, 
adjustment of claims and _ curtailing 
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business practices that menace health 
and accident business. There are pos- 
sibilities for further improvement, but 
let us begin by recognizing that any 
insurance corporation has just as much 
right, according to law, to be engaged 
in the business as has the corporation 
which we represent. 


AS to the handling of claims, I be- 

lieve that accident and health organi- 
zations can greatly profit by following 
the plan of the fire insurance companies, 
particularly as to commercial business. 
The fire companies have, throughout 
the United States many adjustment 
bureaus that take charge of adjustments 
in the interests of and for all of the 
companies that may have policies cov- 
ering the loss from each conflagration 
in a given district. This has resulted 
in eliminating from the fire business 
the injurious installation into the minds 
of the buyers of insurance that they 
should be very careful in the selection 
of fire insurance because some com- 
panies will not pay them their claims 
or may not pay them as promptly as 
others or may have adjustors who wiil 
shave them. 

You, perhaps, all know from your 
own experience that when you buy 
fire insurance, you leave it entirely to 
the fire insurance agent to furnish you 
with companies of his own selection, 
and you have perfect confidence that 
if you have a fire the companies will 
all settle with you equitably and upon 
the same basis. Unfortunately, this 





cannot be said of our business. I wish 
to cite two or three experiences, just 
as examples, that have come to my 
knowledge, realizing that all of you 
know of hundred of similar expe- 
riences that have caused you losses, 
aggravation and unkindly feeling. 


A BUSINESS man on the rear end 

of a street car met an agent from 
whom he had purchased an accident 
and health policy. The business man 
had a rag tied round two of his fingers. 
The agent asked him: “What’s the mat- 
ter?” The business man_ replied: 
“Nothing of any consequence. In 
striking a match the matches in the 
box ignited and burned slightly a 
couple of my fingers. I have treated 
them and tied them up as a matter of 
protection to the blisters.” The agent 
replied: “You have a claim. If you 
will come to my office when we reach 
town, I will give you a check.” The 
business man replied: “I have no claim 
as I have not been disabled in the least 
and the injury is so slight that it would 
be ridiculous to bother with a claim.” 
The agent replied: “You have a claim 
and it will be no bother to you to col- 





constantly on the lookout for produc- 
tion managers and are prone to value 
the service of a production manager on 
the basis of volume rather than quality 
and stability of what he produces. All 
sorts of plans and schemes are devised 
for the securing of new business—in 
fact, it is right that we all, as officers 
of companies, should encourage legiti- 
mate methods for inducing the public 
to protect themselves against losses 
and the more we advance our business 
and the greater the percent of the pub- 
lic that we induce to set aside a nom- 
inal amount of their earnings to meet 
their obligations, when at a loss of 
time, the greater economic benefit are 
we to the financial welfare of the na- 
tion. We should all be quick to award 
ingenuity in the securing of business, 
so long as it is at no expense to the 
policyholder, either from a financial 
standpoint or in changing his regard 
for the medium of indemnifying him- 
self against loss from unforeseen 
causes. 


T is perhaps reasonable to assume 
that there are hundred of instances 
every day wherein salesmen of insur- 
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lect it, just come to my office.” The 
business man went to his office, the 
agent told him: “I will give you a 
check for one week of total disability” 
and handed him a check for $25. The 
business man remembered that he had 
another policy with another company. 
Upon reaching his office he phoned to 
the agent of such company that he had 
been paid for a week of disability by 
another company and that he should 
pay him the same. When the agent of 
the second company called upon him 
the story above told was related. The 
agent of the second company said: 
“But you recognize the fact and ac- 
knowledge that you have no claim.” 
The business man replied: “That is 
true but companies engaged in your 
kind of business seem to have so much 
money that you can give it away and 
consequently I want all I can get. You 
can ill afford to be less liberal than the 
other company and I want to file a 
claim for $25; furthermore, your com- 
pany is new in this territory and you 
should be very careful not to antagon- 
ize new policyholders you have se- 
cured.” The agent replied: “You are 
the president of a large civic organiza- 
tion composed of representative busi- 
ness men from whom I am at the pres- 
ent time trying to obtain business. Your 
attitude is such that I lose and will 
send you check for $25.” 


THIS is a matter of dead loss of but 

only $50. What is $50 out of a 
premium income for accident and 
health insurance of over $100,000,000? 
However, a reasonable estimate that 
throughout a year there are 20,000 or 
30,000 such instances—a matter of $1,- 
000,000 or $1,500,000 is an amount that 
we would all be glad to have each year 
divided among our respective organiza- 
tions. This incident was the direct re- 
sult of lack of co-operation between 
executives in the handling of their 
claims. 


AS to co-operation in agency work: 
_ Volume of business is what we all 
strive for naturally. Executives are 
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ance tell business men either by broad 
statements or by subtle insinuations, 
that the insurance policies which they 
have selected, bought and paid for, are 
not as good as they can secure, and 
that they should change to other pol- 
icies. Of course, in many instances, 
salesmen accomplish their purpose. 
This method of securing business is 
considered legitimate—however, let us 
analyze. In these times when accident 
insurance is undergoing a great change, 
due to the use of automobiles, which 
affects all classifications; days when 
health insurance is in a somewhat 
chaotic condition on account of the 
immediate effects from the influenza 
epidemic, and attendant results which, 
as yet are an unknown quantity—are 
not all companies striving to intelli- 
gently meet the conditions—change the 
coverage and adjust rates? Is there 
any equity in a company that advances 
its rates and liberalizes its policy con- 
ditions going to the policyholders of its 
own or another company and leading 
them to believe that the coverage 
which they have is not good but should 
be changed to its thoroughly up to 
date policy. 

We will admit that it is—provided 
that a clear explanation is made to the 
insured that he is going to pay more 
for what he gets. Nevertheless, when 
any policyholder is told by insinuations 
or otherwise that a policy which he 
possesses is not good, is there not sown 
a seed of discord and suspicion in his 
mind of all insurance and although he 
may change—is he not left with the 
wrong idea as to the main purpose of 
insurance protection? Instead of being 
an enthusiastic supporter and spread- 
ing propaganda among his associates as 
to the value of protection is he not in- 
clined to keep silent and hesitate to 
recommend the carrying of protection, 
fearing to support any one medium 
through which the protection may be 
obtained? 


A COMMON evil is due to the irre- 
sponsible statement by salesmen 
in regard to the settlement of claims 


by competitors. I think you all have 
had many experiences which can be 
illustrated by the following: 

A salesman went into a large town 
where he had never visited before. He 
soon found a number of the business 
men carried policies in a competing 
company. After having called on half 
a dozen men and finding that they al- 
ready had policies, he commenced tell- 
ing them that the company with whom 
they had policies had a reputation for 
not paying its claims. He did not suc- 
ceed in writing much business, natural- 
ly, but nevertheless, he disturbed the 
business of the competing company by 
causing its policyholders to have a 
feeling of distrust. The two or three 
policies which he did succeed finally 
in supplanting with his own were quick- 
ly recovered by a representative of the 
competing company and it took several 
days to overcome the harm done and 
to conserve the business. But what 
was the greatest harm done? It was 
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not to the company whose business 
was disturbed, as it was fully recovered 
at an expense, but it was the creating 
of a feeling of dissatisfaction on the 
part of the business men in this town, 
with all insurance and causing them to 
have slight regard for insurance com- 
panies. 


HE primary purpose of insurance 

corporations is to increase the vol- 
ume of insurance carried. Is anything 
created when a company secures busi- 
ness at a loss to another company? I[s 
it not true that the best business any 
company has on its books is the busi- 
ness it secures from men who have 
never carried insurance before or from 
men whose prosperity has caused them 
to increase their coverage? 

In these wonderful days of prosperity 
and enormous increase in value of 
labor and material is it not our great- 
est work to strive to increase the 
amount of insurance carried rather 
than to be switching policies already 
in force that furnish coverage in pro- 
portion to the premiums paid? 

Do you not think it is the duty of 
the executives of all insurance com- 
panies to keep close to their customers 
—to see that their salesmen approach 
business and professional men in such 
a way as to impress upon their minds 
the necessity of insurance for their 
welfare and to make them such staunch 
supporters of underwriting that they 
will unconsciously become our. best 
advertisers? 
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Health and Accident Conference 


Selecting and Training 


HE proposition of securing, selecting 

and training agents is one of the big- 

gest, most vital questions with which 
the executives of insurance companies 
have to deal. The success of any com- 
pany can be no greater than the success 
of its agents. 

One of the ways we have found most 
successful in getting in touch with agency 
material is working through our success- 
ful agents—getting them to bring in their 
friends and acquaintances, sometimes rel- 
atives. Knowing your own man as you 
do, you can judge pretty well who or what 
kind of a man he will bring into the 
business. Naturally the agent bringing in 
the new man feels a certain responsibility 
for his making good and is therefore 
going to assist him as much as possible— 
in this way decreasing the chances of a 
failure. 


THE weekly premium business has no 

room for the part time man—to be 
made a success, the business requires the 
full time of the salesman. So, in order 
to get the right caliber of men even to 
consider taking up the work, we must be 
able to show them beyond any possible 
doubt that they can at the very least 
make a respectable living from the very 
beginning. Our company for sometime 
past has made it a point to get men who 
have had no previous experience in the 
insurance work. We have found from past 
experience that if the proper material is 
secured to begin with, then with the right 
sort of training by experienced super- 
visors, you can break the new agent in, in 
your way. In so doing you have a rep- 
resentative who does your work after 
your own fashion. 

Our experience has been that the mar- 
ried man makes the best industrial insur- 
ance agent, as he is more settled, has 
larger responsibilities, and will “stick” to 
his job, which is not always the case with 
a man who is not attached and has no 
family. Of course, this should not ap- 
pear as a criticism of the ability or stay- 
ing qualities of all single men, for there 
are exceptions. 


THE first thing I consider in hiring a 

man is his personal appearance, his flow 
of language, and his poise and personality. 
Rarely am I mistaken in first impressions. 
If a man fails to meet my gaze when in 
conversation, or is “shifty” with his eyes, 
or cannot express himself in a logical 
manner it always makes me feel that he is 
not the man for this business. There is 
no place in the insurance profession for a 
man of shady reputation, a lazy man, a 
mollycoddle or a drone. 

We all like a man to look us straight in 
the eye. However, there is one type of 
man who does not often look you in the 
eye and yet, in his case, it does not repel 
me. He is the thoughtful type. And he 
thinks better when he can detach himself 
from outside influence. He is very likely 
to be looking out of the window, or down 
at his hands, while you are talking. He 
is listening and thinking. But when he 
does bring his eyes back to your face 
there is a quiet directness about his 
glance. 


FTER hiring a man and arranging 

his contract, he is taken in hand by the 
superintendent or assistant superintend- 
ent, who puts him through a course of 
sprouts, getting his ideas concerning the 
different phases of the business, and cor- 
recting those which do not conform to the 
policies and instructions of the company. 
He is then given an instruction book, 
sample policy contract, some canvassing 
literature and told to make himself fam- 
iliar with every clause in that contract, the 
limitations on women and children, and 
the rules in force regarding age and the 
writing of certain class of risks. 


THE second day, the new agent is intro- 

duced over his prospective debit, and 
instructed in the actual rudiments of field 
work, which by the way is a post-grad- 
uate course to the school of theory, for in 


By G. R. KENDALL 


G. R. Kendall, secretary-treasurer of the Washington Life & Accident, 
outlined in some detail the plans which his company has followed in securing 
new agents and training them into successful producers. 





the field is where he gets his actual expe- 
rience. The new agent is taught respect, 
for himself, his profession, and his policy- 
holders, for it is through them he is to 
secure his bread and butter and make a 
record, if he is to stay in the business. 
If he respects himself, and the company 
for which he works, they will respect 
him and the company to which they have 
intrusted their protection. 

The industrial sick and accident business 
is 49 percent energy, 50 percent power of 
will, and the other 1 percent we will 
divide between tact and personality. So 
the new agent must be full of “pep,” and 
use his will power to make his prospects 
feel as he does regarding insurance and 
their need of it. 

]N settlement of claims the agent is 
taught to use his initiative, his good 


common sense and ability in making set- 
tlements, remembering that should he be 
called upon to make a rejection, the pres- 
ent status of the business in that house is 
at stake, and he should explain just why, 
according to the policy contract, the claim 
cannot be allowed, not taking a belligerent 
attitude, but one of right and fairness to 
the member as well as to the company. 
If this is done, the agent has made a 
friend and not a “knocker” for the com- 
pany. 

In canvassing, the agent is taught to 
memorize names, faces and locations and 
to keep a “prospect book” in his pocket at 
all times. It will be worth its weight in 
gold to him before many weeks have 
passed. Every live agent carries some of 
the company’s literature in his pocket to 
give to his prospects, with his own name 


Good Institutional Advertising 


ES MOINES, IA., Feb. 26—While 
D institutional advertising is often 

discussed by insurance men, it is 
only occasionally practiced. The Des 
Moines companies inserted “dominant” 
advertisements in each of the four Des 
Moines daily newspapers. Three dif- 
ferent pieces of copy were used in the 
three evening publications and the best 
of the three was repeated in the morn- 
ing paper. Each advertisement oc- 
cupied a space five columns wide by 20 
inches deep. The “copy” of the ads 
explains the plan better than any ex- 
planation. This copy follows: 


No. 1 


EVERY MINUTE 
TWENTY-ONE PERSONS ARE 
ACCIDENTALLY INJURED 
* oe O* 

So say government statistics. Startling, 
isn’t it? But figure it out on an hourly 
basis—then daily—then yearly. These 

are the figures you'll get: 


21 persons are accidentally 
injured every minute. 

1,260 persons are accidentally 
injured every hour. 

30,240 persons are accidentally 
injured every day. 

11,037,600 persons are accidentally 
injured every year. 


Here are some other statistics on the 
number of persons disabled yearly 
through sickness or accident: 


Five times as many persons are 
killed and injured each year as die 
from natural causes. 


56,000 people were killed in the 
United States during 1919 as a re- 
sult of automobile accidents. 


Millions of people are kept from 
their duties at some time during 
each year because of illness. 
Hundreds of thousands have been 
ill with influenza during the past 
month. 


A person is twice as liable to die 
from sickness or accident as from 
old age. 


Health and Accident Insurance Entitles 
you to Substantial Financial Aid 
at the Time When It Is 
Most Needed 


All of the Des Moines Health and Acci- 
dent Insurance Companies extend to 
the representatives of the companies 


attending the Health and Accident 


Underwriters’ Conference a most 
hearty and cordial welcome. 
No. 2 
“LIFE IS AN UNCERTAIN 
PROPOSITION” 


The truth of this old saying has 
been brought home to everyone 
mighty forcibly in the last two 
years. The diseases and accidents 
which always take their toll in 
human lives have been as_ per- 
sistent as ever, while in addition 
to them we have experienced two 
other important causes of sickness, 
disability and death. 


One of these is influenza— 
the other is the automobile 


It is not necessary to go into 
detail about the two great influ- 
enza epidemics, the one in 1918 
and the one which is just now dy- 
ing out. Everyone knows that hun- 
dreds of thousands of our coun- 
erymen have been ill with it, and 
thousands upon thousands have 
died. 

But the automobile—few know 
that during 1919, 56,000 people right 
here in the United States gave up 
their lives as a result of automo- 
bile accidents, to say nothing of 
the thousands who were injured and 
disabled. Fixty-six thousand! An 
average of 4,666 deaths per month 
from this one source alone—a total 
considerably greater than our av- 
erage monthly losses on the fight- 
ing fronts during the war. 

What does it mean? It simply 
means that life is becoming more 
and more uncertain. The automo- 
bile and modern conveyances are 
increasing the accident danger, 
while such epidemics as influenza 
and pneumonia are increasing the 
disability and death rate through 
sickness. 


Health and accident insurance will 
not prevent sickness nor accidents, 
but it offers the protection which no 
one should be without in these 
times. 


‘ 
All of the Des Moines Health and Ac- 
cident Insurance Companies extend to 
the representatives of the companies 
attending the Health and Accident Un- 


Agents 


as agent stamped thereon, and in that 
manner the people with whom he comes in 
contact learn of his company and his 
agency. Selfishness predominates in 
human nature, and with that idea in mind, 
Mr. Insurance Buyer is told what he will 
get, rather than what his beneficiary will 
receive. The new agent is always “gun 
shy” when it comes to taking out an appli- 
cation, but soon he learns to have his 
application out in front of him as soon 
as he commences the interview, which im- 
presses the prospect with the idea that, 
of course, he is expected to sign. 


A NEW representative should be par- 

ticularly careful about ~“over-insur- 
ance,” which in some respects is worse 
than no insurance at all, in that it creates 
in the mind of the policy-holder the im- 
pression that it is easier to “play sick” 
and stay around the house than it is to be 
at work. From a financial standpoint too 
much insurance is bad in that it taxes the 
pocket-book of the member, and conse- 
quently he is always in arrears or com- 
pelled to drop all the protection he is 
carrying. 


Raise Price of Manuals 


Because of the increased cost of 
printing, binding and paper the price 
of conference manuals will be in- 
creased. 

While it has always been the idea to 
keep manual revised up to date, few 
suggestions have been received from 
companies. Suggestions, inquiries and 
corrections will hereafter be solicited 
by the manual committee. ! 

The conference code of ethics will 
hereafter be printed in every manual. 
The suggestion came from = ie 
Peterson of the Merchants Life & Cas- 
ualty of Minneapolis. 








derwriters’ Conference a Most Hearty 
and Cordial Welcome. 


No. 3 


DO THE HEALTH AND ACCI- 
DENT COMPANIES OF THE 
COUNTRY PERFORM A 

REAL MISSION? 


READ THIS! 


Government statistics show that 


Every minute twenty-one persons are 
accidentally injured. 

Every five minutes one person is ac- 
cidentally killed. 

Over 11,000,000 are killed or injured 
yearly, about 60,000 each day. 

Five times as many persons are killed 
and injured each year as die from natu- 
ral causes. 

56,000. people were killed in the 
United States during the year 1919 asa 
result of automobile accidents. 

Millions of people are kept from their 
duties at some time during each year 
because of illness. 

Hundreds of thousands have been ill 
with influenza during the past month. 

More people are kept from work by 
accidental injury than are idle from lack 
of employment. 

One death in every twelve is due to 
accidental causes. 


A person is twice as liable to die 
from sickness or accident as from old 
age. 


Health and Accident Insurance en- 
titles one to substantial financial aid at 
the time when it is most needed. 

x * * 


All of the Des Moines Health and 
Accident Insurance Companies extend 
to the representatives of the companies 
attending the Health and Accident Un- 
derwriters’ Conference a most cordial 
welcome. 








The National Underwriter 


tabilizing Disability Insurance 


CCIDENT and health insurance 
has been developed just about as 
rapidly as the men promoting it 
have been able to stabilize the busi- 
ness. Efforts at stabilization are as 
old as accident and health insurance. 


COMMERCIALIZED accident and 

health insurance began as a ticket 
business when railway travel seemed 
as hazardous as aviation does today. 
And it is interesting to note in this 
connection that the first accident in- 
surance written for aviators or people 
taking trips in airplanes is in the form 
of ticket policies not unlike the original 
railway ticket accident policies. An ex- 
amination of the accident and health 
business as conducted today shows 
many ramparts and some wrecks of 
ramparts erected against the great 
enemy of every business—instability. 


MONG the devices that have been 
invented to secure greater stability 
for modern accident and health insur- 
ance were accumulations on commer- 





W. W. POWELL, Des Moines 
Vice-President Southern Surety 
cial policies, policy fees on industrial 
policies, the code of ethics of this con- 
ference, the anti-twisting laws of vari- 
ous states and the anti-twisting ruling 
of various state insurance departments, 
the advance payment system in the 
weekly field, the conversion of monthly 
business into quarterly, semi-annual and 
annual premium business, the compila- 
tion and adoption of the new confer- 
ence manual, the recent advances in 

health insurance rates, etc. 

Probably a good many of these de- 
vices had purposes additional to the 
purpose of stabilization, but in advo- 
cating these devices their originators 
or proponents have always pointed out 
that the adoption of these measures 
would assist in the stabilization of the 
business. 


SOM E of these measures were adopted 

with an idea of directly holding the 
business on the books of the company, 
by making it worth while to the policy- 
holder to persist, some were adopted 
with the idea of holding the agents to 
the company and consequently the busi- 
ness that they control, some were 
adopted with an idea of making it suffi- 
ciently interesting to the agent, so 
that he would see that the business did 
not lapse, some were adopted with an 
idea of stabilizing the companies finan- 
cially. 


HE code of ethics, backed up by 
anti-twisting measures, is as I un- 
derstand it fairly effective in prevent- 
ing the loss of agents to competing 


BY C. W. VAN BEYNUM 


companies, but for every one lost in 
this way in the past, there were prac- 
tically ten who have gone to other 
lines of business, and I dare say that 
one of the greatest causes for what 
instability remains is the departure of 
men from the selling forces to other 
selling lines and to office and factory 
work. It would seem to me that it 
would pay every company to examine 
the reason for every resignation, for 
every failure to continue production of 
applications among the men on the 
agency rolls. 

Would a standard contract giving 
no man a specific territory, grading 
commissions according to his produc- 
tion and according to the development 
work he does, be possible? Some fine 
results with such a contract are being 
attained in the life insurance business. 
Fire insurance companies have re- 
moved one cause of unrest among their 
agents by paying a standard rate of 
commission to all representatives. 


' 
ANOTHER question, should  acci- 
dent and health companies encour- 
age some agents to take on lines of 
insurance other than accident and 
health? The average company doing 
exclusively a disability business pre- 
fers to discourage men from taking up 
other insurance lines. Very often these 
companies argue that this is the day of 
the specialist. The supersalesman prob- 
ably does best in specializing on one 
line of insurance. So also does that 
type of salesman who cannot sell any- 
thing unless he knows absolutely every- 
thing there is about the service or the 
product he is selling. But there are a 
great many men engaged in the selling 
of accident and health insurance who 
rely about 25 percent on their knowl- 
edge of the business, about 25 percent 
on their selling ability and about 50 
percent on their standing and acquaint- 
ance in the community where they 
work. Many such cannot make a liv- 
ing out of one line of insurance no 
matter whether it be accident- and 
health, life insurance, fire insurance or 
what line, but they could make a good 
living out of several of these lines of 
insurance. If they are confined to one 
line, they will ultimately leave the in- 
surance business and with them will 
go a great deal of the business that 
they have written. If encouraged to 
become salesmen of other lines of in- 
surance, they may be preserved as fair 
producers of accident and health busi- 
ness. This problem resolves itself right 
down to one of being fair with the 
agent and thinking of his good first 
and remembering that what is best for 
the agent will, in the long run, be best 
for the company or companies that he 
represents. 


ANNOT the training that is given to 

men engaging in the accident and 
health business be greatly improved? 
The National Association of Life Un- 
derwriters, representing the general 
agents and agents of the country, and 
the Life Agency Officers Association, 
representing life insurance companies, 
have done a great deal toward improv- 
ing the methods of training men for 
the life insurance business. There is no 
national organization of accident and 
health insurance agents that might 
take up this work, but this conference, 
or a section of it made up chiefly of 
superintendents of agents of the com- 
panies holding membership, could no 
doubt accomplish a great deal in this 
direction. Agency training is now 
done largely by salaried representatives 
who-.work with the men, by weekly 
meetings, by bulletins, by correspond- 
ence, and by various forms of printed 
matter. There is probably room for a 


great deal of improvement in all of 
these methods. They are not as effi- 
cient as they might be and general dis- 
cussions of them, more frequently than 
are held at present, would probably be 
helpful in this direction. Training has 
been largely unsystematic and _ hap- 
hazard. It has also been sporadic. 


DVERTISING is frequently recom- 

mended as a means for further sta- 
bilizing accident and health insurance. 
At your last mid-summer meeting, 
co-operative institutional advertising 
was proposed and in commenting on 
that proposal, I heard one com- 
pany executive say in endorsement: “It 
is high time that we did some construc- 
tive as well as obstructive publicity 
work.” 

Advertising is truly a great power. 
Many lines of business have used it 
very effectively for years and more 
lines of business are finding it useful 
as advertising is further developed. 
Some companies have already learned 
how to use advertising of various kinds 
for securing agents, some have learned 
how to use it in holding agency forces, 
some have learned how to use it in 
stimulating agency forces, some have 
learned how to use it in the mainte- 
nance of the morale of their office as 
well as their field forces, and of course, 
nearly all that have done any advertis- 
ing of any kind have found that it does 
build that very intangible but very 
worth while asset known as prestige, or 
good will. 


UT insurance advertising is still a 

long way from being as efficient and 
effective as it should be. While a few 
companies have attempted what is com- 
monly termed national advertising, we 
see none of them so pleased with the 
results that they are competing with 
the automobile tire manufacturer and 
others for space in popular publications. 

Probably another reason why the 
problem of effectively advertising acci- 
dent and health insurance to the pub- 
lis has not been solved, is because the 
business has had no men engaged in it 
such as William Wrigley, Jr., king of 
gum manufacturers. He spent $100,000 
in advertising just to get his Spearmint 
products in use in New York City 
and failed. He then spent another 
$100,000 and failed. Finally he took 
$250,000 to New York and was success- 
ful. I do not believe that it would 
take $450,000 to discover how to ad- 
vertise accident and health insurance 
effectively. I do not think that the in- 
vestigation need be as expensive as 
that, but the persistency which Wrig- 
ley showed must exist in some one or 
in some group of men before the prob- 
lem will have a solution. 


ig may seem peculiar for one connected 

with business publications, known in 
the vernacular as trade papers, to even 
suggest that advertising direct to the 
public might be made to pay. But the 
day when men dealing in one form or 
one phase of advertising say that their 
form is the only kind, and that all 
others are either unprofitable or too ex- 
pensive, is past. I can remember when 
I was working on a daily newspaper 
some 14 or 15 years ago that our busi- 
ness manager ran a series of articles, 
explaining why dodger advertising and 
bill board advertising was a pure waste 
of money. I do not believe that that 
same manager would do that today. He 
would be more inclined to spend his 
time in explaining why daily newspaper 
advertising did pay. And I believe that 
the man of today who really knows ad- 
vertising will say that every form of 
publicity has a particular use and that 
if any one form can reach the right 


people and present the subject adver- 
tised in the proper way, that it will be 
of use to the advertiser. 


THE problem of advertising is ex- 

actly the same in some respects as 
the problem of selling. It is a problem 
of getting an audience and then pre- 
senting the proposition in such a way 
that the audience is convinced. Then, 
of course, it must be remembered that 
the advertising which is most effective 
is that which is followed up by sales- 
men and that unless the advertiser has 
the organization of salesmen to follow 
it up, there is a resultant waste. I do 
not know whether there are more than 
one or two companies that have a suffi- 
ciently extensive agency plant to prop- 
erly follow up ordinary campaigns of 
advertising. Campaigns in localized 
and specialized publications might be 
followed up effectively and so might 
also campaigns in those intensively 
localized publications, known as news- 
papers. With these, however, the 
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Vice-President Massachusetts Bonding 


question arises as to whether the com- 
pany or the agent should pay the ad- 
vertising bill, usually with each one in- 
sisting that the other should. 


WHILE publication advertising di- 
vides itself into three classes of 
trade paper, magazine and newspaper 
advertising, there are two other forms 
of advertising—outdoor or bill-board 
advertising, which has previously been 
mentioned, and direct mail or circular 
advertising. The latter form, has of 
course, been used by a good many 
companies and is being used today more 
resultfully than ever before. 


PROBABLY a further development 
and a more extensive use of rein- 
surance would have a_ tendency to 
stabilize surpluses and permit of the 
assumption of larger risks, which in 
turn would have a further stabilizing 
effect. ; 

The non-cancellable policy, which is 
in its infancy at present, may or may 
not prove a means of securing greater 
stabilization. It has its faults from the 
policyholders’ as well as the company’s 
standpoint, but it also has its alluring 
possibilities. It has been issued by one 
or two companies for quite a few years 
and has recently been taken up by three 
others. There are a few other com- 
panies which are considering the issu- 
ance of similar contracts. The expe- 
rience on this form of policy is too 
limited to say what it will do for or do 
to the business. I do not believe that 
anyone should set too enthusiastic or 

(CONTINUED ON PAGE 14) 
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Health and Accident Coe tference 


RIOR to the adoption in America 
P.: the workmen’s compensation 

principle of trade risk, as distin- 
guished from the doctrine of negli- 
gence or fault, the early legislation 
upon the subject of employer’s liabil- 
ity for personal injuries in master and 
servant cases was confined to the en- 
actment of safety regulations, insuring 
greater safety to employees in the op- 
eration and management of dangerous 
machines and appliances, and _ the 
modification of the common law de- 
fenses of the employer. Many of these 
statutes expressly gave to the injured 
workman, or his dependents, a right 
of action for damages in case of injury 
resulting by reason of the failure of 
the employer to comply with safety 
statutes. 


B fone trend of this legislation has 
been to make the master liable for 
all accidents arising in the business 
due to the negligence of anyone in the 
master’s service, to shift the burden 
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of proof so as to require the master, 
where defects existed, to show that 
there was no negligence, or, in case of 
contributory negligence, to require the 
master to show that the injured work- 
man was negligent, and to require all 
questions of negligence to be left to 
the jury, to prohibit any contracting 
out of such liability, etc. The very 
great uncertainty which has resulted 
from these widely variant, technical 
and unscientific statutes, as affecting 
the rights of both employer and em- 
ployee in case of accident, has oper- 
ated to the serious disadvantage of 
both. Their respective rights and ob- 
ligations have become matters of opin- 
ion and not of certain and predeter- 
mined fact. 


UT in addition to the uncertainties 
which have resulted from this 
piece-meal attempt to modify the rules 
of law, which in the opinion of many 
are intrinsically and fundamentally 
wrong, no provision was made, or could 
be made, on the basis of negligence, 
for that large class of accidents which 
inevitably occur in industries con- 
ducted under modern conditions, and 
which are not due to the fault either 
of the employer or the employee. 
Statistics compiled within the last 
few years show that at least 40 percent 
of the accidents which occur in indus- 
try are due neither to the fault of the 
employer nor to the negligence of the 
employee, but to the inevitable and in- 
herent hazard of the trade, or what the 
French economists caf ‘the “risquie 
professional.” 


ompensation an 


BY WILLIAM 


IS fact being established, it is at 
dynce seen that a large element of 
public interest has been introduced by 
modern industrial conditions into the 
general question of accidents in em- 
ployment cases, which might reason- 
ably give the courts pause before say- 
ing that the legislatures might not with 
propriety declare “that all phases of 
the premises are withdrawn from pri- 
vate controversy and full and certain 
relief for workmen injured in extra- 
hazardous work, and their families and 
dependents, is hereby provided, re- 
gardless of questions of fault,” in 
which industries so large a proportion 
of the accidents occur without fault. 
It is obvious that for losses such as 
these, someone must pay. In the first 
instance, it is the workman himself. In 
the long run, however, there is an eco- 
nomic loss which is charged upon the 
community, and the fundamental prin- 
ciple of workmen’s compensation leg- 
islation is that the industries shall in 
the first instance pay for these acci- 
dents which inevitably result from the 
conduct thereof. 


HE countries of Europe, where the 
need is less urgent than here, recog- 
nized first that the elasticity of the 
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(optional), or voluntary, depending 
upon the degree of constraint to 
which employers are subjected to ac- 
cept the compensation provisions. A 
compulsory law is one which requires 
every employer within the scope of the 
compensation law to accept the act and 
pay the compensations specified. Usu- 
ally, but not always, the employee must 
also accept the provisions of the act. 

An elective act is one in which the 
employer has the option of either ac- 
cepting or rejecting the act, but, in case 
he rejects, the customary common-law 
defenses are usually abrogated. In 
other words, the employer is penalized 
if he does not elect. In most states the 
employee also has the right to accept 
or reject the act although in Texas 
he has no option and must accept if his 
employer elects. 


ONE of the compensation laws 

covers all employments. Usually 
agriculture, domestic service, employ- 
ments casual in nature or not con- 
ducted for the purpose of the employ- 
er’s business, and in some laws non- 
hazardous employments, are exempted 
from the provisions of the act. In some 
states such employments, however, 
may come under the provisions of the 





William McLaughlin is assistant general counsel of the Southern Surety. 
He is an attorney of experience and ability. He is a student of insurance law. 
In his Des Moines paper he reached far back into the history of compensation 
insurance and its forerunner, employers’ liability. 
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common or civil law was no match for 
the strain put upon it by the develop- 
ment of modern industry, and, accord- 
ingly, they have almost without excep- 
tion, by workmen’s compensation and 
industrial insurance legislation, struck 
at the roots of the fundamental doc- 
trine of tort liabilty in master and 
servant cases. 

England began its legislative changes 
in the law of employer’s liability for 
damages to injured employees with the 
Gladstone act of 1880, since which time 
the compensation system has been de- 
veloped by frequent amendments and 
additions culminating in the act of 
1906. 

Beginning with the early years of the 
nineteenth century, the nations of con- 
tinental Europe began to build up by 
legislation various systems of work- 
men’s compensation for trade injuries, 
differing somewhat in their details, but 
all recognizing, as does the English 
act, the principle of trade risk as the 
only legitimate and sound economic 
basis for the settlement of injury 
claims in master and servant cases. 

Germany was the pioneer of work- 
men’s insurance against the economic 
insecurity arising out of the modern 
wage system. State insurance was long 
an economic and social theory before 
it became a fact, and the general prin- 
ciples to which the theory appealed for 
its sanction were used in Austria, 
France and England with frank 
acknowledgment that Germany had 
originated the idea out of which it all 
grew. 

The rapid growth of compensation 
legislation, involving, as it has, the al- 
most simultaneous enactment of laws 
in a number of states, has operated to 
prevent the adoption of any one form 
of law as a type, so that although a 
single fundamental principle underlies 
the entire group of laws of this class, 
its expression and application present 
great diversity of details in the differ- 
ent states. 


OMPENSATION laws may be 
classified as compulsory, elective 
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law through the voluntary acceptance 
of the employer or the joint election 
of employer and employee in these 
exempted classes, but the employer 
loses no rights or defenses if he does 
not accept. 

Furthermore, the employments re- 
ferred to are private employments. An 
act may be elective as to private but 
compulsory as to public employments. 
In fact, one-half of the elective com- 
pensation laws are compulsory as to 
public employees. Classification, how- 
ever, is based exclusively upon private 
employments. 


ISTINCTION must also be made 

between the effective and theoret- 
ical scope of an act. A compulsory 
compensation law may be limited in its 
scope, but at least all employees within 
this scope are covered, while an elec- 
tive act may include all employments 
and yet fail to cover a large proportion 
of employees because of the employers 
—, to accept the provisions of the 
aw. 

Hereafter, unless otherwise specified, 
the theoretical scope of an act is meant, 
and when such expressions as 50 per- 
cent of employees are “covered” by 
the act, or “affected” by the act, or 
“come under” the act, or are “subject 
to” the act, it is presumed that all 
employers in the state referred to have 
accepted the compensation provisions 
of the law. 

Compensation laws may be classified 
as compulsory, i. e., of obligatory ac- 
ceptance, or elective, where acceptance 
of the law is optional. Again, the law 
may require the employer coming un- 
der the act, whether voluntary or by 
compulsion, to insure his liability to 
make payments, or the matter of in- 
surance may be left to his choice. 

No two compensation laws are alike. 
A number of provisions have been 
adopted quite uniformly by nearly all 
the states, and certain states have been 
taken as models by others. 


[XN attempting to compare and weigh 
the various acts it is necessary to 
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concentrate upon the more important 
features. The scope of an act is per- 
haps of foremost importance. In other 
words, what industries are covered, 
what persons are compensated, and 
what exemptions are made? These are 
vital questions. 

The amount of compensation re- 
ceived is probably the next most im- 
portant feature of a compensation law. 
This includes the compensation scale, 
the length of time for which compen- 
sation is paid, the maximum and mini- 
mum limits, the amount of medical 
service provided, and the length of the 
waiting period. 


THIRD important feature is the 
provision for an administrative 
system. It is essentiaf that the rights 


of injured workmen be looked after by 
some responsible agency in order to 
prevent intimidation on the part of 
It is desirable that injured 
receive the full 


employers. 


employees should 
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amount of compensation due them and 
to receive it immediately and regularly. 
Other important provisions are those 
relating to security of compensation 
payments and injuries covered. 

No state compensation act, even 
when full use of the elective provisions 
is taken into account, covers all em- 
ployees. The nearest approach to uni- 
versal coverage is the New Jersey act, 
which exempts only casual laborers, 
public officials, and public employees 
receiving salaries in excess of $1,200. 
The principal exemptions in the order 
of their importance, perhaps, are: (1) 
Non-hazardous employments; (2) ag- 
riculture; (3) domestic service; (4) 
numerical exceptions, i. e., employers 
having less than a specified number 
of employees; (5) public employees; 
(6) casual laborers or those not em- 
ployed for the purpose of the employ- 
er’s business; and (7) employments not 
conducted for gain. In addition, there 
are a number of minor exemptions af- 
fecting individual states. 


S already noted, most of the states 
which exempt certain employ- 
ments provide that the parties exempted 
may accept the provisions of the com- 
pensation system through voluntary, 
agreements or joint election, but the 
ordinary defenses of the employer are 
not abrogated if they do not elect. 
Another feature pertaining to the 
scope of compensation laws is the 
question of extraterritoriality, i. e¢., 
whether employees injured outside of 
the state are entitled to compensation. 
Some states include such injuries, 
(CONTINUED ON PAGE 14) 
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The National Underwriter: 


The Accident and Health Field 


E have often heard the expres- 
W sion “From the bank president 
to the day laborer” as typifying 

the extremes of hazard in accident and 
health insurance, but these extremes 
have been applied as it were to the 
top and bottom limitations. However, 
it appears to me that there is a larger 
dimension which might be called 
breadth and this has no_ limitations. 
The breadth of accident and health in- 
surance extends over a wide plane and 
should be divided into groups: 

The individual prospect. 

The home of a policyholder. 

A street on which a policyholder 
lives. 

A shop, store or office. 

A factory (either individual or fac- 
tory plan). 

Mines, contracts, 
and many others. 

“Every man you meet is a prospect” 
and most women. However, I shall 
not discuss the latter, as various com- 


blanket coverage 
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Des Moines 
panies’ experience with the female risk 


has not been the same. 
THE conscientious agent is the bus- 
iest man in town and if he is not 
then his time is being wasted or spent 
in other pursuits. Accident and health 
insurance, as a commodity, is by far 
more important than any other line 
and insurance education is increasing 
this idea daily. The individual pros- 
pect automatically does many things. 
If he buys a house he calls the fire 
insurance agent before he signs the 
deed. If he buys an automobile, insur- 
ance coverage is his first thought. His 
furniture is covered for a_ certain 
amount and when he gets married some 
enterprising life man shows him the 
importance of life insurance to take 
care of his family immediate and po- 
tential. 


|Z is very easy for the prospect to see 

the necessity for this insurance and 
he pays the premiums with a certain 
degree of satisfaction, knowing the 
value of insurance in case of fire, liabil- 
ity or death. But that which is more 
important than any of these and makes 
possible this coverage’ is looked upon 
by the majority like the magic pitcher 
which as soon as emptied replenished 
itself automatically. The all powerful 
omnipotent product which buys the 
food and shelter, clothes the family, 
pays for the necessities and luxuries of 
life including premiums on insurance 
is always the last to be considered. 

A man will worry for fear he will lose 
his job, get a cut in salary or diminished 
return on an investment, but he makes 
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no effort to prevent fate from relieving 
him of his earning power through acci- 
dent or disease until some one shows 
him the error of his ways. 


[N COME makes the outgo and income 

insurance is primordial, basic and 
fundamental. Incomes increase as one 
becomes more skillful; as one becomes 
more skillful it takes less time to do 
the task and the issue arises as to the 
larger money value of time. The 
primal instinct should be to protect the 
income upon which is based the con- 
dition and station in life and opens the 
way to acquiring various properties 
which call for insurance coverage. 

When your prospect gets a job does 
he insure his income against the exi- 
gencies of sickness and accident? Does 
he protect himself so that if disability 
lays him low he can keep up. his pay- 
ments on his other insurance? As his 
income increases does he correspond- 
ingly increase his income insurance? 
No, not unless some clever agent makes 
him, but he will take out more life, 
more fire, more auto without a mur- 
mur. 


VERY policyholder is a_ prospect, 
for as he rises in the world his 
time becomes more valuable and by 


H. SANDERS 


up, using your original sale as an ex- 
ample. 


HE man who lives next door—has 
he a policy? and so on down the 
street, then the cross street, etc., etc. 
Where does your policyholder work? 
Look him up and get the other em- 
ployees. If it is a fair sized plant see 


‘the time keeper and appoint him col- 


lector or show the owner the advan- 
tage of insuring the whole plant on a 
24-hour basis. Show him how to cut 
out the charity drafts for disabled em- 
ployees and the hat passing for the 
suffering family. 

Don’t talk accident and health in- 
surance, it doesn’t cover a wide enough 
field. Talk “Time Insurance and In- 
come Protection.” Compare the value 
a! time against the value of anything 
else. 


OING into specific occupation, we 

immediately think of the man who 
is making the most money today. He 
is the prospect to work on. Find out 
the value of your prospect’s time and 
make your proposition accordingly. 
The capitalist wants big insurance and 
the small policy man of a few years 
ago won’t listen to a proposition that 
guarantees anything less than $60 per 
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Cameron H. Sanders of Cincinnati, assistant secretary of the American 


Liability, is a close student of disability underwriting questions. 
“The Field for Health and Accident Insurance” 


on 


His address 


at the mid- winter session 


of the Accident & Health Conference was a review of the ways in which the 
field for business may be broadened and where new prospects may be found. 
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watching carefully the agent who made 
the original sale can increase the re- 
newals as the prospect mounts the 
ladder of success and not bemoan his 
fate after many years because some 
other salesman has sold him a big pol- 
icy commensurate with his income. 
Every policyholder’s home has many 
possibilities as the various members of 
his family can be insured easily by 
showing that already one of them ap- 
preciates the value of income protec- 
tion. When you insure a doctor find 
out if he has a chauffeur, a nurse or 
assistants in his offices; does he op- 
erate at the hospital? If so the em- 
ployes of the hospital can be followed 


month. Find out how much it costs 
your prospect to live, then cover it. 
The farmer, the mechanic, the banker, 
the merchant, the milkman and the day 
laborer; all are receiving correspond- 
ingly increased incomes and accident 
and health insurance is applicable to 
every one according to the valuation of 


his time. 
AS your agent succeeds larger areas 
await him and then the subject of 
subagents comes up. Again your pol- 
icyholder is the man to see. Arrange 
for him to handle the business you have 
written in his vicinity and to work up 
new prospects. Have him go with you 
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ance Co. 


to close them and then gradually let 


him close them himself. Eventually 


you have him working as hard as you 


are then let him alone except for gen- 
eral supervision. In this way more 
territory is opened to the agents who 
by always working outward from the 
center is able to control more and more 
business as he himself increases his 
personal development. Never go too: 
far afield for business, the farther 
away you work, the more expense and 


time consumed. 
E ores successful life agents are selling 
lot of corporation insurance 
wheveby the corporation pays the 
premiums on large policies covering 
executive heads and making the cor- 
poration the beneficiary in case of 
death. In Cincinnati one man was in- 
sured for $1,750,000.00 and it was ac- 
complished by an agent who has been 
in the business only three or four years, 
including time consumed while in the 
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army. Why wouldn’t it be possible to 
get up an accident and health policy to 
protect these men against loss of time? 
Is it not true that these men are in 
more danger of illness and accident dis- 


ability than death. 
A MAN can die but once but he can 
have influenza and other ills many 
times and the big executive is just as. 
vulnerable when a Ford hits him as the 
corner bum. You can’t transact busi- 
ness successfully with fever or broken 
bones and the accident and health com- 
panies have a field here that promises 
enormous possibilities. 

The field for accident and health in- 
surance should be intensive instead of 
extensive. When your agent writes his 
first policy it is like dropping a stone 
in a boundless sea whose ripples radi- 
ate ever outward and onward to infinity 
where the sky and horizon become one. 


Three New Companies Admitted 


There were 42 companies represented 
by 82 officers or department heads at 
the meeting, two associate members, 
eight ladies and fifteen guests. <A total 
of 107 people were registered. 

Three new companies admitted to 
the conference were the Washington 
Life & Accident of Chicago, Minnesota 
Commercial Men’s of Minneapolis and 
American Bonding of Sioux City. The 
resignation of the Kansas Casualty & 
Surety, due to its retirement from the 
accident and health business, was ac- 
cepted. 
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Health and Accident Conference 


What ™ 


O THE person itiar with ac- 
Ce, “accidental death” 
generally means any death that is 
unforeseen, undesigned, unnatural or 
unexpected, and in the early history of 
this necessary and important branch of 
insurance, companies, under loosely 
drawn insuring clauses were held liable 
for all accidental deaths, irrespective of 
the means by which such death was 
produced. The companies were in real- 
ity insuring against all unexpected, fatal 
bodily injuries, defects, lesions, external 
and internal and morbid changes result- 
ing from disease or abnormal con- 
ditions. 
_When courts began by their deci- 
sions to point out the scope and ex- 
tent of their accident insuring clause, 
these companies were quick to realize 
the misconception of their intentions 
with the result that the present-day 
accident insurance clause was con- 
structed, and it has been adopted in 
substantially the same form by all com- 
panies and associations. 


















































































B* it they now insure against “bodily 
injuries caused solely by violent, ex- 
ternal and accidental means.” These 
are common, every-day, plain words, 
found in the same dictionary with the 
ordinary words of our constant usage 
and employed for the purpose common 
to all words in furnishing the means by 
which our thoughts are conveyed to 
one another. In the interpretation and 
application of this insuring clause to 
the facts brought before them, courts 
generally found little difficulty in con- 
struing the “accidental means” element 
of the new clause according to the 
meaning intended; and even today, in 
some jurisdictions courts are content 
with giving to this language its real 
meaning. 


N “accidental death” as thus contem- 

plated and intended was such a 
hazard as companies and associations 
could with some degree of certainty es- 
tablish rates to insure against, and for 
a while it seemed that the great weight 
of court authority would blaze a trail 
along which accident insurance progress 
could be made with the hope and some 
assurance that language with a settled 
meaning had at last been found, at least 
to the extent of making clear the dis- 
tinction between accidental results and 
accidental means. 

The word “means” is defined as that 
through which, or by the help of which, 
an end is attained. It is therefore the 
act leading up to the result, but no part 
of the result itself. It is the cause of 
the result, and if the cause of an injury 
be not accidental, then the injury is not 
such an accident as is contemplated by 
the usual insuring clause. In a way, 
means can be likened to the act of pro- 
ducing as distinguished from the finished 
product. 

Keeping in mind these definitions of 
“accident” and “means,” it is clear that 
a thing cannot be said to be accidental 
which is intentionally done, and an acci- 
dental death is not produced by “acci- 
dental means” within the meaning and 
intention of that language as used in 
an accident insurance policy when the 
bodily injury causing death is the nat- 
ural result of an act or acts in which 
the insured voluntarily or intentionally 
engages. A person may do certain acts 
resulting in unforeseen and unintended 
consequences that are usually and com- 
monly called accidents, but if these con- 
sequences or results are brought about 
or caused by a voluntary movement or 
act, exactly as intended, then the means 
are not accidental. 


N the following cases death or injury 
was not due to accidental means: 
Where insured while lifting cotton 

bales died of rupture of the heart caused 
thereby, and it appeared that he was in 
apparent good health and had no knowl+ 
edge of any heart trouble, that he was 
accustomed to the work and had not be- 
fore that time suffered any harmful re- 
sults therefrom, and that he did not 
anticipate any injury from lifting the 
cotton bales at the time and in the man- 
ner he did his death was accidental; but 
it was not a death “by accidental means” 


n 


a 
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if his act in lifting the cotton bales was 
just what he intended, and was done in 
the manner intended. Pledger v. Busi- 
ness Men’s Acc’d of Texas, C. C. A., 197 
S. W. 889. 

Where the insured ruptured an artery 
while reaching to close the shutters of a 
window, there being no evidence that he 
slipped or did anything other than what 
he intended. Feder v. lowa State Trav- 
eling Men’s Asso., 107 Iowa, 538, 43 L. R. 
A. 693, 70 Am. St. Rep. 212, 78 N. W. 252. 


ERE death occurred from menin- 

gitis resulting from a violent snuff- 
ing of a nasal douche, which caused 
infection to pass into the middle ear, 
and thence through the mastoid process 
into the brain, the snuffing having been 
no harder than was intended. Smith v. 
Travelers, 219 Mass. 147, L. R. A, 191 B, 
872, 106 N. E. 607. 

Where the insured took hold of an 
automobile tire with both hands in an 
effort to remove the tire, and it came off 
with such suddenness as to cause him to 
stagger back several steps with the tire 
in his hand,.and he immediately turned 
pale and died shortly afterward from a 
blood clot which resulted. Lickleider v. 


v. United Brotherhood C. J., 93 App. Div. 
364, 87 N. Y. Supp. 640. 

While there are a number of decisions 
of other courts directly opposed to these 
in the construction given this same lan- 
guage, yet it is safe to say that the 
weight of judicial authority is well on 
the side of the clear distinction intended 
and made between “accidental results” 
and “accidental means.” 


EYOND this point in our insuring 

clause, a perusal of various court de- 
cisions might easily lead one to the con- 
clusion that they had been shot from an 
old-fashioned bell-muzzled gun, while 
the target of principle, though plain, 
large and near, remained untouched ex- 
cept for a few scattering shots. 

The words “injury,” “solely,” “violent 
and external’ have been much less con- 
sidered by the courts than the words 
“accidental means,” and yet a correct in- 
terpretation of the clause would certainly 
require the consideration of all words 
employed in its construction. In other 
words, it seems clear that liability under 
the clause should be determined by due 
consideration of the whole language 
employed. 





Oscar B. Hartley is a Des Moines attorney and is general counsel of the 
Great Western Accident of that city. Mr. Hariley believes in eliminating 
death benefits from accident policies. He is a forceful and courageous thinker 


as well as a profound barrister. 
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Iowa State Traveling Men’s, — Iowa —, 
151 N. W. 479. 

Where appendicitis resulted from the 
irregular working of the muscles of the 
side because of their strain in bowling. 
Lehman v. Great Western Acci., 155 Iowa, 
737, 42 L. R. A. (N. S.) 562, 133 N. W. 752. 

Where death occurred from appendi- 
ecitis which resulted from a bicycle ride, 
during which the insured sustained no 
fall or shock, and did nothing which he 
did not intend to do. Appel v. Aetna Co., 
86 App. Div. 83, 83 N. Y. Supp. 238, af- 
firmed in 180 N. Y. 514, 72 N. E. 1139. 


HERE the insured, a man fifty-four 

years old, after raising and lower- 
ing himself by the use of his hands and 
arms on the arm of a chair, gasped and 
in a few minutes died from heart disease 
caused by his exertions. Hastings v. 
Travelers’, 190 Fed. 258. 

Where a rupture of the heart, which 
was in a state of fatty degeneration, re- 
sulting from assisting in carrying a 
heavy door, or from filling the lungs 
with air by drawing a long breath after 
putting the door down. Shanberg v. Fid. 
& C. Co., 19 L. R. A. (N. S.). 

Where a carpenter suffering from 
hardening of the blood vessels sustained 
a rupture of one of them by lifting tim- 
bers while working on a house. Niskern 


HERE should be an injury—it should 

be produced by violent, external and 
accidental means—and if death occurs it 
should be solely the result of such injury. 
In short, injury plus violent, external and 
accidental means equals liability, and if 
any of these elements is missing, then 
there is no liability any more than there 
can be no equation when any one of a 
series of numbers required to produce a 
certain sum is absent. 

In the case of Elsey v. Fidelity & Cas., 
109 N. E. 413, the court said that sun- 
stroke is ordinarily and perhaps univer- 
sally classed as a disease rather than an 
accident. That with practical uniform- 
ity (up to that time), in the few cases 
involving the question, liability has been 
denied, when the policy insured against 
bodily injuries incurred through “acci- 
dental means.” The decision in such 
cases is based on the ground that sun- 
stroke is a disease. 

The distinction between “injury” and 
disease was also touched on in the Bacon 
case, 123 N. Y. 304-25, N. E. 399. The 
insured died from the effects of a malig- 
nant sore on his lip, and the expert 
testimony for the plaintiff was that 
malignant postule is caused by the in- 
fliction upon the body of a certain kind 
of animal substance; the court, however, 
took the view that the insured died from 
a disease. 
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HE interpretation inferenti 
to the word “injury” as distin 
from “disease” in the two cases 





approval of the meaning given it i 
common usage, and in the light of such 
decisions, and on principle, the word “in- 
jury” should be co-important with the 
phrase “accidental means” in determin- 
ing liability. 

In the few cases where the words 
“violent and external’ have been before 
the courts, they seem to have been con- 
tent in assuming that if death results 
from an accident, then that in itself im- 
ports an “external” and “violent” agency 
as the cause. See Healy v. Mutual Acc., 
133 Ill: 556-25, N. E. 52, and cases cited 
therein. 

On principle it is difficult to see where 
there is anything violent about the 
means in a case of sunstroke, gas poison- 
ing or ptomaine poisoning, and yet in the 
numerous cases where liability has been 
fixed against the companies and associa- 
tions in such instances the word “violent” 
has almost universally been an element 
of the insuring clause. 


T MAY BE that in the far distant future } 

all of these other words of the insuring 
clause will come to have a fairly well 
settled meaning commensurate that given 
to the words “accidental means,” but I 
fear by that time history will repeat 
itself and the exigencies of the occasion 
brought on by the constantly increasing 
and alarming number of “accidental 
death” cases will demand a radical con- 
tract change. 

Quite a discernible feature in the his- 
tory of court decisions is that no sooner 
does language receive a well defined : 
meaning than difficulty arises in the prac- 
tical application of that language to the 
circumstances surrounding and govern- 
ing each particular case. This is evi- 
denced by the court’s language in the 
New Amsterdam Cas. v. Johnson case 
(110 N. E. 475), where the interpretation 
given “accidental means” is fully con- 
curred in, but the court says that “the 
separation of injuries occasioned by ‘ac- 
cidental means’ from those occasioned by 
means non-accidental is not free from 
difficulty, and an attempt to logically 
analyze every supposable case of this 
character and differentiate along con- 
sectary lines would lead to some con- 
tradictions.” 


IS observation is quite timely and 
applies with much force to that line : 
of cases which hold that if in the act } 
which precedes the injury, though an / 
intentional act, something unusual, un- . / 
foreseen and unexpected happens, which / 
produces the injury, the means are acci- | 
dental. A very recent New York case is / 
illustrative of this proposition: | 
The insured had a pimple on his lip; it 
looked like just an ordinary pimple, but 
in a day or two it had become larger and 
was inflamed. On the fourth day the 
insured called a doctor, who found a 
punctured wound on the lip, which had 
inflamed and infected the deep tissues. 
The lip was opened by physicians and 
remedies applied, but to no avail, and 
the infection spread through the cheek 
toward the eye, resulting in paralysis 
and blindness, and finally death on the 
eleventh day. His death was due to in- 
flammation of the brain produced by a 
germ with an unpronounceable name 
(staphylococcus aureaus). The court 
said: “There is little doubt that the 
germ came from the infected pimple, that 
a jury might find that the pimple had 
been punctured by some instrument, and 
that the result of the puncture was an 
infection of the tissues. That unexpect- 
edly it drove destructive germs beneath 
the skin and thereby became lethal. The 
punctured wound is an adequate cause. 
The-evidence suggests no other; at least— | 
a jury might so find. Here, as elsewhefe, _ A 
the law contents itself with probabilittes — 
and declines to wait for certainties 
(Lewis v. Ccean Av. & Guar., Ltd. of 
London, Eng., 224 N. Y. 18-120, N. EB. 56.) 

Under this decision the insured could 
have intentionally picked the pimple, and 
if in the act something unforeseen or 
unexpected happened, the means thereby 
became accidental. 

The court in this same case says that 
it has held that infection resulting from 
the use of a hypodermic needle is caused 
by “accidental means,” in support of 
which the court cites: Bailey v. Inter- 
state Cas. Co., 8 App. Div. 127-140, N. Y. 
Supp. 513, Id. 158 N. Y. 723, and Marchie 


(CONTINUED ON PAGE 15) 
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Undesirable Conditions Shown 


provement in the conditions ex- 

isting in our business as compared 
with those of ten years ago I am opti- 
mistic indeed concerning our future. 
However, he who has become self-sat- 
isfied has reached the zenith of his 
business life and is already on the de- 
cline, so let us not be self-complacent 
because of improvements already ef- 
fected, nor close our eyes to undesir- 
able conditions that yet exist. 

It is not likely that we would all 
agree as to the most important of these 
undesirable conditions at this time, but 
I wish to direct your attention for a 
few moments to some that I regard 
as worth your consideration. , 

First: Classification of risks. 

Second: The issuance of limited poli- 
cies. 

Third: Employment of part-time 
representatives. 

Fourth: Cause of increased produc- 
tion. 


WY prove I think of the great im- 


UCH splendid work was accom- 
plished by the manual committee of 


BY W. T. 


GRANT 


W. T. Grant, secretary of the Business Men’s Accident of Kansas City, 
started in the business ten years ago. He is a former life man. He has been 
a constructive force in the disability field. He is a keen analyst and thinker. 
In this paper he gives the results of some of his observations. 





this conference under the efficient 
supervision of our former president, R. 
P. Shorts, that it would seem reason- 
able to believe that we would all have 
gladly adopted the recommendations of 
that committee. I realize that the mem- 
bership of this conference is composed 
of several different classes of com- 
panies and on that account it is per- 
haps impossible for them all to follow 
the same manual, but it would seein 
possible, and certainly most advanta- 
geous, for companies of the same char- 
acter to at least agree in their own 
classification of similar risks. Having 
had my attention called to certain dif- 
ferences in classifications, I recently 
addressed an inquiry to 20 conference 
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companies concerning the classification 
of osteopaths and upon tabulating their 
replies I found: 

Five companies placed them under 

Class A 

Six companies placed them under 

Class B 

Eight companies placed them un- 
der Class C 
One company placed them between 

Classes B and C. 

It is admitted that our experience on 
osteopaths is not yet broad enough to 
enable companies to arrive at as defi- 
nite a classification as in many other 
occupations, but I believe we should 
get together, make concessions if nec- 
essary, and for the sake of the impres- 
sion made upon the public and upon 
our representatives indicate to the out- 
siders that we know our own business. 


T is not necessary to say to you prac- 

tical insurance men that the effect 
upon the morale of your salesmen is 
bad when the representative of one of 
our companies calls upon a prospect-- 
let us say an osteopath—and sells him 
a policy under class 3. A little later 
the representative of the second com- 
pany visits him and informs him that 
had he seen him sooner he could have 
given him a much more liberal policy 
placing him under class 2. Finally the 
third company comes along and tells 
him that both the former salesmen 
were treating him unfairly, that in fact 
he is entitled to an Al rating just the 
same as the banker or lawyer. It dis- 
pels confidence in our business and 
confidence is, and ever will be, our 
greatest asset. 

I should like to see the companies 
whose business is chiefly among com- 
mercial lines appoint a committee 
among their own members to take up 
the question of uniformity in classifi- 
cation so that if it were impractical 
for them to adhere to the same classi- 
fication followed by the industrial com- 
panies they might at least operate in 
harmony with others of their own type. 


HE day will eventually come when 

we will appreciate that our business 
is of such dignity that we will insist- 
ently demand and require that those 
who desire to engage in it may do so 
only by the same thorough preparation 
and training that would be expected 
as a matter of course if they were en- 
deavoring to qualify for a professional 
er commercial career. 

Is it the feeling of any of you that 
the business of insurance is of so much 
less consequence and dignity than that 
of commercial or industrial lines that 
it requires no special training for suc- 
cess? Would you have confidence in 
the success of a wholesale establish- 
ment that permitted its field salesmen 
to go out through its trade territory 
with little or no knowledge concerning 
either the business in which they were 
engaged or the house with which they 
were connected? Would you respect 
such an establishment if it were their 
common practice to pay a commission 
to everyone who knew where a cus- 
tomer could be found for a quantity of 
goods no matter how large or how 
small the order? 


REGRET the fact that it is the com- 
mon practice today of the majority 
of the companies in our field of insur- 
ance to appoint almost anyone as agent 
who is willing to accept the contract 


and able to give reasonable assurance 
of responsibility. It is the rule rather 
than the exception to place supplies in 
the hands of these men with no method 
of determining how much or how little 
they may know concerning the contract 
which they are authorized to sell. 
Many of you are paying hundreds, and 
some of you thousands, of dollars each 
year covering license fees for which 
you receive little or nothing in return 
and I fear that some of you may still 
be doing it on the theory that inasmuch 
as the agent is to work on a commis- 
sion basis, so long as he sends in the 
net premium on what business he does 
produce there is no loss to you. Never 
was there a more mistaken theory. The 
man who undertakes to represent you 
without thorough knowledge of your 
contract and an intimate acquaintance 
with your methods is costing you more 
because of the unfavorable impression 
created upon those upon whom he calls 
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than if he merely appropriated to his 
own use the net premium which he 
should report to you. 

I am not sure in my own mind that 
we have yet reached the time when it 
has become advisable to eliminate all 
part-time men. I have been greatly im- 
pressed, however, by the development 
in the life insurance field along this 
line and I remind you that if it is im- 
portant that the life salesman has a 
complete understanding of his contract 
then it is doubly so in our own busi- 
ness. 


AM convinced that as far as the 

part-time contract among men en- 
gaged in some line of work entirely 
foreign to insurance is concerned we 
have reached the stage where it should 
be discarded. The man who is en- 
gaged in a general line of insurance or 
in any other one line may be an asset 
to your company even though you do 
not secure his entire time, but again I 
say if we would dignify our own busi- 
ness let us discontinue appointing as 
agents any and each one who is will- 
ing to accept the agency without re- 
gard as to their qualifications or the 
portion of their time to be devoted to 
actually representing us. 

I know that the theory that I am 
advocating is both sound and practical 
because I have been following it in our 
Own individual experience for a num- 
ber of years, making few exceptions to 
our rule of requiring those who sell 
our insurance to sell ours only, and the 
more rigidly we have adhered to this 
rule the more success we have had in 
both the volume and the character of 
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business secured. There is no one thing 
that adds to the loyalty and efficiency 
of your sales force more than the 
knowledge that they do not have to 
compete with other men representing 
the same company—getting the easy 
business that requires little solicitation 
and selling the contract with very little 
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of the business and professional men 


ers of insurance. No men were better 
qualified either by natural disposition 
or training to solicit subscriptions for 
war charities or for Liberty loans and 
in working side by side with the 
banker, the merchant, the lawyer, and 
have won their admiration and their 


a greater feeling of respect for an ap- 
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writes, life, accident and health insurance. 


petty kingdoms constantly at war with 
each other, thus taking yet another step 
upward toward increased security for all. 


extent do not need their money weekly |B) 


nearly as much as does the average buyer 
of monthly premium insurance it is the 


Through its medium, the policyholder can 
provide ample protection against the per- 
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rather than benefiting the few at-the ex- 
pense of the many. 

Non-classification, weekly benefit health 
and accident insurance gives the benefits 
to the policyholder at the time most 
needed as the big majority of buyers of 


this time. Statistics show that the major- 
ity of accidents happen away from duty. 
There seems to be no question. that 
classification by occupation is costing the 
companies a great deal of money. 





ISAAC MILLER HAMILTON, President 
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per 100,000 for falls and 11.5 per 100,000 
resulting from railroad accidents and in- 
juries and then realize that a so-called 
preferred risk is just as liable to a fall 
or to take a railroad trip as is someone in 
a lower classification. Further realize 
the difference in liability to a classifica- 
tion company when a certain percentage 


Constructive Cooperation 


DO not believe that there ever was a 

business of so great a magnitude and 

which has at its command the natural 
resources in wealth and personality, 
which has seemingly failed to realize to 
the greatest degree possible the advan- 
tages of constructive co- operation. This 
is true not only to the business in which 
this Conference is as a whole engaged 
but to all other lines of the business as 
well. 

To my mind the three subjects upon 
which insurance organizations as a 
whole have failed to realize the oppor- 
tunities before them are embraced in 
the following: 


ANY of the difficulties which in- 

surance organizations have en- 
countered in the past, and for that mat- 
ter which they are encountering at the 
present, could have been and will be 
eliminated through a broad and pro- 
gressive educational campaign. This is 
One important branch of the business 
which has been much neglected by all 
and through which more benefit to the 


| 
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G. A, FAIRLY, Des Moines 
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business as a whole can be derived and 
which is so great in its application to all 
the business that it would be imprac- 
tical for any one organization to con- 
duct such a campaign alone, but with 
all organizations co-operating with a 
definite aim in view and utilizing the 
natural resources at their command, an 
efficient and economic campaign of this 
character can be conducted through 
the press and other avenues of public 
interest, which will be of benefit not 
only to the organizations themselves, 
but to the policyholders as well. 


N the intensive campaigns which 

most of our sales departments employ 
in placing business upon their books, in 
the majority of instances the policy- 
holder has gained little, if any, true 
conception of the fundamental princi- 
ples of the policy contract which he is 
purchasing and with the small percent- 
age who read their policies once they 
are received, is it any wonder that we 
find so many policyholders with exag- 
gerated opinions as to their rights un- 
der a policy contract? 

It was my misfortune, in a way, and 
yet it was one of the most valuable ex- 


of a higher classified risks are disabled 
by accident. Take further into consid- 
eration that a so-called preferred risk is 
just as subject to disease as is a lower 
classified risk with all of the additional 
liability to a company centered in the so- 
called preferred risks. The result can be 
readily seen in an abnormal claim ratio. 


BY G. A. 


WITH the non-classification plan our 
claim ratio in 1918 was between 47% 
and 48% and in 1919 was just about 34% 
and our policies include a funeral benefit. 

There is no question but what life in- 
surance is a scientific business and yet 
those life companies who pay double in 
case of accidental death ignore the occu- 


FAIRLY 


G. A. Fairly is secretary-treasurer of the National Travelers Benefit of 


Des Moines. 


He discussed the advantage of constructive co-operation and 


said that the three lines on which it was especially needed, and on which in- 
surance organizations generally had failed to realize its possibilities, were 


educative, legislative and executive. 
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periences through which I have ever 
passed, to have once been drawn as a 
juror. One of the cases in which my 
services were required, involved a con- 
troversy as to the liability in a personal 
injury. I have no hesitancy in saying 
that if there is one place where an 
executive of an insurance organization 
can get first-hand information as to the 
antagonistic attitude of the average 
juror to corporations of any character, 
and insurance in particular, it is in a 
jury room. 


NOTHER avenue through which 

our organization can be greatly 
benefited by utilizing the natural re- 
sources at our command is in the ques- 
tion of health hygiene, by assisting in 
the preparation and furnishing of sub- 
jects for discussion in the health bulle- 
tins sent out by the Red Cross, the state 
and municipal boards of health, where 
we have one of the most efficient means 


of checking the spread of contagious 
disease and eliminating the source of 
many of what might otherwise be seri- 
ous epidemics. 

Another avenue which should be util- 
ized is the organization known as the 
Boy Scouts. The benefit to the acci- 
dent business of this organization can- 
not be computed through the teaching 
which they give the younger generation 
in efficient methods of first aid and 
health hygiene. 


DOUBT not but that every insurance 

executive views with apprehension 
the convening of our state legislatures 
and I know of no subject which re- 
ceives more adverse legislation at the 
heads of the average assemblymen than 
the question of insurance. I am sure 
you will all agree with me when I say 
that this does not reflect favorably to 
the business in which we are engaged. 
Why it should be so, modesty forbids 
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pational hazard and make the same charge 
to all policyholders regardless of the 
occupation and with no provision for a 
readjustment of the amount payable if the 
person insured changes his occupation to 
one more hazardous than the work en- 
gaged in at the time the contract was 
made. 


Needed 


that I should attempt to tell you, but 
if there are any who doubt the veracity 
of my statement, I would suggest that 
they introduce into their general as- 
sembly a bill upon this subject and I 
believe the result will speak ultimately 
for itself. Much of this I believe is due 
to the lack of co-operation upon the 
part of the insurance executives in pre- 
senting to the General Assemblies dif- 
ferent matters upon which the enact- 
ment of new laws were thought to have 
been required, through their lack of a 
mutual understanding of the results 
sought for and their failure to first 
come to an agreement upon a definite 
program and then all industriously 
working to the same end. An instance 
of this character occurred only a short 
time ago in this state involving the 
Standard Form Policy Law, which 
failed of consideration not because the 
General Assembly were opposed to it, 
but owing to the fact that the insurance 
interests themselves could not and 
would not agree as to the form in which 
such legislation should be presented. 
Notwithstanding the home companies 
were behind the movement and secured 
the co-operation of the insurance de- 
partment, the attitude of one or two 
outside organizations made it unwise to 
call on the floor for consideration the 
pending bills dealing with this subject. 


Nw long ago, having occasion to 
make inquiry involving the per- 
sonal history of an applicant for insur- 
ance in our organization from an or- 
ganization engaged in the business of 
insurance but conducting a different 
line. I received a reply which read 
something as follows: 

“With reference to your inquiry will 
state that owing to the fact that we 
have been importuned for information 
of this character from so many different 
organizations and it not appearing that 
any fraud or any intended fraud is be- 
ing perpetrated, and as you are not a 
member of our Bureau, we do not feel 
called upon to give you the informa- 
tion asked.” 

A search through our files revealed 
that this organization had felt called 
upon to request, upon three different 
occasions, our co-operation by seeking 
information in a question involving 
claims in which both organizations 
were interested. 


WISH to say to the credit of similar 

organizations that more courteous 
consideration had been given our re- 
quest for information than was ac- 
corded us by the executive of this or- 
ganization in question. It is oniy fair 
also to state that this reference should 
in no way cast any reflection upon any 
member of this Conference, whom I 
am pleased to say have always re- 
sponded in the most courteous manner 
with any information which we have 
felt free to request of them. 


W: do need a greater co-operation of 
oth capital and labor, for until labor 
puts itself in a more receptive attitude 
to listen not only to reason but to the 
dictates of sound business principle, the 
results which we expect to achieve can- 
not be accomplished: Until labor is 
willing to put forth a conscientious ef- 
fort to produce in greater quantities and 
until capital and capitalists are willing 
to check their greed for ruthless 
profiteering, there can be no construc- 
tive co-operation. 
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Assessment Contracts Outlined 
By A. J. 


A. J. Alwin, secretary-treasurer of the Minnesota Commercial Men’s of 
Minneapolis, discussed the question of whether any changes should be made in 
the contracts offered by the traveling men’s associations and took the view 
that in most cases they were very satisfactory in their present form. 
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HOULD the traveling men’s asso- 
S ciations continue writing a $9 acci- 

dent policy or issue a more liberal 
policy at a higher premium? 

There is in this question the implied 
and inferential suggestion that the present 
schedule of benefits and indemnities pro- 
vided by the several Traveling Men’s 
Associations is not all that could be de- 
sired, that it does not meet the want as 
fully as it might and should, that there is 
some unsatisfying phase or feature about 
it making it fall short of its expectation. 


ALTHOUGH in some minor respects 

the benefits of these several organiza- 
tions now under discussion may vary, it is 
safe to state that in the main they all pay 
substantially alike, that is to say, for total 
disability due to accidental injury $25 
weekly, and for partial disability due to 
accidental injury $12.50 weekly. Besides 
this disability schedule they provide a 
schedule of specific indemnities for spe- 
cific losses, which also in the main are as 
follows: $5000 for accidental death, $5000 
for loss of both hands, $5000 for loss of 
both feet, $5000 for loss of both eyes, 
$5000 for loss of one hand and one foot, 
$1250 for loss of one hand or one foot, 
$1250 for loss of one eye. 

I take it that there is absolutely nothing 
in the above cited schedule that would 
recommend itself to changing and im- 
provement. It is as liberal and as gen- 
erous as offered by the most reliable and 
best reputed companies in the world. 


THIS being admitted, let us therefore 
take under closest scrutiny and con- 
sideration the weekly benefit schedule to 
see wherein it might and ought to be made 
more liberal. As above stated, the popu- 
lar, I might say the standardized, schedule 
of weekly disability benefits provides $25 
for total disability, effective for 104 weeks, 
and $12.50 weekly for partial disability, 
effective at least for four weeks and with 
some five and six weeks. While there 
undoubtedly are policies written providing 
much greater indemnities, the cost is so 
much greater that they cannot be con- 
sidered in comparison with the class of 
insurance here under discussion. 

If this schedule means just what it 
says; if it°’does just what it agrees to do, 
wherein should it be made more liberal 
and the cost correspondingly increased? 


W HAT is the layman, the unsophisti- 

cated claimant to understand by the 
contract terms? What is he to under- 
stand by total disability, and when does he 
qualify for the full benefit of $25 weekly? 
Let us have a fair and square ruling 
adopted and applied. 

Very well then: “Total disability im- 
plies total incapacity to perform any and 
all duties of the occupation under which 
the claimant was accepted into or con- 
tinued in his members.” No clearer, 
plainer and fairer ruling is employed by 
any company. 


W ELL, perhaps it is in the partial 

schedule where the flaw is hidden, so 
let us look again. “Partial disability im- 
plies total incapacity to perform one or 
more important duties of the occupation 
under which the claimant was accepted or 
continued in his membership.” 

-Now, these rulings were not invented by 
these associations. They gladly admit 
that these rulings and these definitions 
and constructions were borrowed and 
plagiarized from _ old-line companies. 
Under this. ruling and interpretation the 
claimant. is entitled. to $12.50 weekly so 
long as there remains one important duty 
which he cannot perform by reason of 
accidental injury, and he can draw such 
indemnity for from four to six weeks, 
according to as the schedules may vary 


in the different associations. These 
schedules cannot and do not permit of 
any further desires. They are all that 
has ever been asked for. 


T HIS leaves but one item more to con- 

sider and that is the exemptions or 
exceptions. What are the exceptions? 

These associations by specific agree- 
ment and stipulation in the insurance con- 
tract hold themselves exempt from lia- 
bility in case of injury of any member 
while in a state of intoxication. This 
particular exemption may now, and con- 
sequentially should become obsolete and 
ineffective since our country is now sup- 
posed to be rid of the “red dragon” and 
we may therefore strike out and eliminate 
from our plan all reference to said ex- 
emption. But while it lasted and was in 
effect by reason and because of a condi- 
tion that was admittedly a national 
menace, it was regarded as an avowed 
barrier against inebriety and a proponent 
for absolute sobriety. It stood as an un- 
compromising declarant for a life of 
temperance. 


N ow, what is the next exemption: 
These associations hold themselves 
exempt from liability “in case of injury or 
death or loss of limb or vision of eye 
resulting from an accident to a member 
where said member is violating any law 
or is unnecesarily exposing himself to 
danger or is not in the exercise of due 
diligence for his self-protection.” 

You will note how closely these two 
clauses are linked together, the breaking 
of law and lack of due diligence for self- 
protection. Truly the moral and ethic 
attitude as just displayed with reference 
to the vicious habit of alcoholism and 
drugs is even more emphasized and ac- 
centuated with reference to law breaking. 
I know you are with me when, in the 
popular idiom I say “absolutely nuthin 
doin’.” We do not care to encourage or 
invite that kind of risk. 


PERHAPS it should be mentioned that 
there are one or two items in these ex- 
ceptions where a good and liberal amount 
of generousness and altruistic sentiment 
is constantly invoked with reference to 
claim settlements of that particular type 
and where so far as practical and ma- 
terial results are concerned such excep- 
tions and exemptions might as well be 
eliminated altogether for the very good 
reason that such claims are always paid 
just the same; and one of those items is 
“injury inflicted by the member upon 
himself.” There is no evidence in our 
records that claims for injuries uninten- 
tionally self-inflicted were ever rejected. 
As a matter of fact, these exemptions 
are largely, if not entirely prompted and 
read into the insurance contract on the 
theory and thesis that it is safer and more 
in accord and harmony with good judg- 
ment and the part of wisdom to trust an 
advantage to the fraternal and mutual 
spirit of the organization, than to the 
possible inborn avidity, avarice and par- 
simony of the individual. 








CANNOT but feel that these organi- 
ations should continue along the well 
defined plan as now obtains and as fol- 
lowed for the past forty years, subject 
of course, to such changes and improve- 
ments as new conditions and new situa- 
tions, as they arise, may demand. 

Finally, I am in favor that these organ- 
izations adhere to and continue along the 
lines of the original plan because there. i is 
a most pronounced and popular demand 
for just that kind of policy and insurance. 


Y OU. will have observed at the onset of 
this. paper the question submitted 
reads: “Whether or not the Traveling 
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Men’s Organizations should continue to 
write a $9 accident policy or issue a more 
liberal policy at an increased cost.” 

Judging by this question the idea and 
opinion seem to be firmly fixed in the 
minds of the proponents—and with a 
great many people—that this $9 cost is a 
fixed proposition, a flat rate for which 
all these schedules of disability benefits 
and specific benefits are to be furnished. 
That is misleading. 

These associations have not a flat rate 
and no fixed premium in their casualty 
insurance proposition, but on the con- 
trary they are all operating on a typical 
assessment plan. These assessments are 
to be levied whenever the management 
shall deem it necessary and the members 
shall have at least thirty days in which to 
pay them. 


OST of these associations have levied 
four assessments during the year at 
$2 per and collected $1 in annual dues, 
thus making an annual cost of $9. Some 
of the associations have levied these as- 
sessments on the same day of certain 
dates year in and year out, so that there 
is every likelihood that the general mem- 
bership has been educated to an assess- 
ment plan that is akin to and in effect 
little less than an absolute flat rate. 
It has been the policy and purpose of 
the association which I represent to edu- 
cate our membership to the idea that our 


assessments are likely to come at any old 
time and that on that account it is good 
habit and good practice to pay at sight and 
never defer until a later date. 


S HOULD it become apparent that more 

assessments are needed, the association 
may simply levy them. If indeed there 
is a trend and tendency toward further 
letting down of the bars, admitting to 
indemnification conditions now excepted 
and which really have no relation and are 
absolutely foreign to the accident insur- 
ance proposition, such as disease, surgical 
operations and a number of other condi- 
tions, it can be done without the slightest 
commotion so far as increase of cost is 
concerned. I know that in our own asso- 
ciation we have in contemplation certain 
eliminations and they will be effected in 
due course. 


WAYS TO STABILIZE BUSINESS 


(CONTINUED FROM PAGE 6) 
too condemnatory of the policy until 
they know more about it, and that no 
one will know more about it, until it 
has been given a further trial. 


OSSIBLY a further refinement or 
some change in the rating system 
might have a beneficial result on the 
business. Possibly age, as well as oc- 
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cupation of applicant, should have 
something to do with the premium 
charge. There are some experiments 
being conducted along this line that 
will be watched with great interest. 
There is a possibility, of course, that 
rates which increase as ages increase 
will have no more tendency to hold 
business on the books than accumula- 
tions and that after the age basis has 
become generally adopted, as was the 
accumulation plan, the companies will 
begin throwing the fat in the fire by 
dating back contracts. The dating back 
process in the life field resulted in 
some great abuses. The life insurance 
business, however, succeeded in stamp- 
ing out this abuse to a great extent. 

The companies that find the solution 
of the problem of stabilization will be 
those that take unto themselves the 
advice which they give to agents, when 
agents are new in the selling game,— 
that failure is temporary to the man 
who tries again and permanent only to 
the man who tries but once. 


EFFECTS OF COMPENSATION 


(CONTINUED FROM PAGE 7) 


either specifically by law or through 
the decisions of the commissions and 
courts. Some exclude them, while 
others make no provision. 

An employment which must necessar- 
ily be excluded is interstate railroads. 
The power to legislate for them is 
vested in the federal congress, and 
since it has acted the state laws can 
not enter the field. This exclusion is 
automatic by force of the facts. A pe- 
culiar exclusion is that of the law of 
Texas, affecting all steam and street 
railways, while the law of Minnesota 
excludes all steam railroads. In both 
these states, however, the legislature 
has provided for this class of employ- 
ees by enacting a liability law pat- 
terned after the federal statute. 


HE difficulties in interpreting and 

determining the jurisdiction of state 
and federal liabilty laws, when both 
were based on negligence, were suff- 
ciently great, but the entrance of state 
compensation laws, involving new and 
different ideas of responsibility, intro- 
duces questions ofseven greater com- 
plexity. The judicial answers for the 
solution of these problems, moreover, 
have been irreconcilably conflicting. 

The problem of how the conflict may 
be avoided is a difficult one, and various 
methods of solution have been pro- 
posed, one being the abrogation by 
Congress of the liability law in those 
states in which an adequate compensa- 
tion law has been enacted, a precedent 
for such a step being found in the so- 
called Webb-Kenyon law, which sub- 
jects interstate shipments of intoxicants 
to the operation of state laws on ar- 
rival within the jurisdiction of the state 
affected. A second suggestion is incor- 
porated in a bill introduced in the 63rd 
Congress and again in the 64th Con- 
gress (H. R. 3651) proposing a federal 
statute providing compensation for in- 
juries to employees engaged in inter- 
state commerce by railroad, the law 
to be administered by referees who 
may also be referees or administrative 
officers under the compensation laws 
of the state in which they act, thus 
permitting an award under the proper 
law on the presentation of evidence to 
a single individual or authority. A third 
proposition is that with the progress 
of compensation legislation makinz 
adequate provision, which did not ex- 
ist at the time of the enactment of 
the federal liability law of 1908, no 
federal law be enacted, that the act of 
1908 be repealed, and the whole sub- 
ject relegated to state law, as it prac- 
tically was prior to the enactment of 
the federal liability statute. 


T is said that one-half of the families 
of the country and nine-tenths of 
those in the cities and industrial com- 
munities are propertyless; that in a 
group of states, including Massachus- 
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etts, one-fifth are in poverty, that one- 
twentieth are paupers; that one-eighth 
of the families hold seven-eights and 
one percent hold over one-half of the 
property of the country; and that 71 
percent of the people hold 5 percent 
of the wealth; that one-eighth of the 
families receive over one-half of the 
total income; and that two-fifths of 
the better-paid laborers receive more 
than the remaining three-fifths. 

Statistical studies show conclusively 
that (and to what extent) the social 
and economic order of the people of 
the United States is gravely threat- 
ened in the permanency of its security 
by the economic insecurity of the 
workingman which accompanies the 
modern wage system under the opera- 
tion of the prevailing common and 
liability laws through which working- 
men must seek compensation when 
they are injured in the due course of 
their employment. 

Further, it should be said that the 
ultimate object of compulsory state 
insurance for workingmen is to con- 
serve the normal capacity of the aver- 
age worker of all the classes of work- 
ingmen and to maintain the same at 
the highest possible efficiency. 

Now, the common law does not pre- 
sume to furnish a plan of relief except 
where it can be proven that the de- 
fendant is at fault; therefore, the com- 
mon law does not presume to furnish 
any relief for something like 80 per- 
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cent of all workingmen injured and 
killed in the United States, and the 
lowest estimate of the number of per- 
sons injured and killed in the indus- 
trial accidents in 1909 is 536,000 people. 


T must follow that while compensa- 

tion furnishes to the working classes 
one of the greatest means of protec- 
tion devised by modern civilization, yet 
it comes short of being sufficiently 
ample to care for the necessities of 
life with which the employe is bur- 
dened to obtain. The compensation law 
can never in itself furnish that measure 
of compensation which is equivalent to 
the wages received by the employe. 
Here we find a place for accident in- 
surance and its great purpose in mak- 
ing the employe independent of char- 
ity in time of injury or calamity, 
wherein he is unable to perform his 
ordinary service to his employer. 


CCIDENT insurance is much older 

than compensation insurance, at 
least in its present scope, and for 50 
years it has been common in both Eu- 
rope and America. It has at all times 
been dictated by personal choice of 
both the seller and the buyer and has 
varied sufficiently as to cost and cover- 
age so that any ordinarily industrious 
person could afford to purchase sub- 
stantially what he desired in the line 
of accident protection. Accident in- 











ee ee i el 


ad 











Health and Accident Conference 


surance is contractual protection be- 
tween the insured and the insurer. 

It was undoubtedly the opinion of 
the various accident insurance com- 
panies that compensation law would 
injure, if not practically eliminate all 
demand for accident insurance. Expe- 
rience, however, has demonstrated that 
while compensation insurance is one 
of the blessings of the times, it is short 
of affording adequate provision during 
disability regardless of the extent of 
such disability. 


N no case does compensation cover 

over two-thirds of the usual pay. It 
was also argued, and there seemed ‘to 
be just grounds to fear, that if the 
companies writing accident insurance 
wrote on employes covered by com- 
pensation insurance, that it would in- 
crease the incentive to malinger and 
that the business would be doubtful and 
uncertain as to value. It has been con- 
clusively demonstrated that malinger- 
ing is no more in evidence since the 
adoption and operation of the compen- 
sation law than it was prior to its 
adoption and operation. It has been 
demonstrated beyond all question that 
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the compensation laws have accom- 
plished more in the advertising of ac- 
cident insurance, in fact, manifold 
more than all the advertising done by 
the accident insurance themselves. It 
not only led people to purchase acci- 
dent policies that never before consid- 
ered them, but it was the cause of what 
is known as group insurance where 
bodies of men, employed by one em- 
ployer, under the compensation law, 
evidently realizing the blessings of 
compensation were led to purchase ac- 
cident policies at one time, showing 
concerted effort. 


E experience of the Southern 
Surety indicates that a considerable 
portion of these group policies fully 
supplement compensation coverage as 
to accidents and provide coverage on 
sickness as well. The employers, as 
well as the employees, have had a gen- 
eral awakening as to the real meaning 
of insurance in a way never before 
comprehended, believing now that the 
morale of their establishments is kept 
at a higher point by relieving their em- 
ployes of the former attending worry 
and fear of disability. 


T must be concluded that on account 
of the maximum compensation paid 
under the compensation law being less 
than the wages paid, that when acci- 
dent insurance is carried, the insured 


will be enabled to break even and ow- 
ing to this double protection, will re- 
ceive substantially as much in money 
as he did in weekly wages. That it is 
important for a man to carry accident 
insurance, even when employed under 
the compensation law, is beyond all 
question. On this proposition there 
can be no room for debate and the 
seller of accident insurance can ap- 
proach the employe under compensa- 
tion with better grace and with better 
opportunity for success than he could 
prior to the adoption of the compen- 
sation laws. The compensation law 
has been a great educator and mankind 
now comprehend and appreciate acci- 
dent insurance as it never compre- 
hended it and appreciated it before. 


HE opportunity for the accident 

salesman was never so promising as 
today and it will be more promising to- 
morrow. The employe understands the 
purpose of the accident salesman and 
he has more respect for him and he 
has learned to appreciate that while 
the accident salesman in selling a pol- 
icy is doing something for the accident 
salesman, yet he is performing a 
greater blessing for the man to whom 
he sells a policy. There is no greater 
field of usefulness than the field of in- 
surance. Insurance protection is as 
necessary as bread, butter and clothing, 
and he who accepts as his calling some 
particular field in the great insurance 
world and performs his task devotedly 
and conscientiously is a server of hu- 
manity. 


“ACCIDENTAL DEATH” DEFINED 
(CONTINUED FROM PAGE 9) 


v. Aetna Life Ins. Co., 140 App. Div. 901, 
125 N. Y. Supp. 1130, Id. 205 N. Y. 606. 


N THE CASE of Lewis v. Iowa State 

Traveling Men’s, reported in 248 Fed. 
602 in 1918, it was held that the inten- 
tional picking of a pimple by the insured 
with his tie pin, which was infected, by 
reason of which he became infected with 
poison and died within a few days, con- 
stituted death from bodily injuries 
through “accidental means” within the 
terms of the policy. 

In this case the by-laws of the associa- 
tion provided that there would be no 
liability for accidental death resulting 
wholly or partially, directly or indirectly, 
from local or general infection unless 
such infection results from a visible or 
open wound caused by external violent 
and accidental means. 

The court holding that when the germ 
entered the wound in its making the as- 
sociation was not relieved from liability. 

In the Branum case, reported in 169 
S. W. 389, the insured while voluntarily 
witnessing a fire in which a helpless man 
was burned to death became excited and 
died from the bursting of a blood vessel 
in the brain. 

Here the man was doing just what he 
intended to do—that is, watch the fire— 
but in the act preceding the injury that 
caused his death the excitement occurred 
which furnished the unexpected or in- 
voluntary element upon which liability 
was predicated. 


SIMILAR LINE of cases are those 

wherein the insured eats poisoned 
food or takes an overdose of harmful 
medicine without the knowledge of the 
condition of the food & of what quantity 
of the harmful medicine he is taking. 

It has been mentioned in the early part 
of this paper that sunstroke was consid- 
ered a disease, and the earlier cases held 
that there was no liability on the part of 
the company or association under the 
accident insuring clause; but my opinion 
is that the so-called weight of authority 
is against the earlier view, and later de- 
cisions are quite generally holding com- 
panies and associations liable. 

To this effect is the case of Higgins v. 
Midland Cas. Ills., 118 N. E. 11, where the 
disability of a traffic policeman due to 
sunstroke while performing his duties in 
the usual way was held to be a bodily 
injury sustained solely through acci- 
dental means. It is worthy of note here 
that any possible question of over-exer- 
tion is entirely eliminated, as the court 
says the policeman was performing in 
the usual way. See also the case of 
Continental Cas. v. Clark—an Oklahoma 
case reported in 173 Pac. 453. 


| gee rene in these cases, like the pto- 
maine poisoning and the overdose of 


harmful medicine, there is the element of 
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lack of knowledge on the part of the in- 
sured, and in the sunstroke case the 
insured did not know just how much 
knockout powers the sun’s rays pos- 
sessed at the particular time and place— 
so in that light the extent of the known 
means was unforeseen and unexpected. 

If this be the basis of such decisions, 
then if one voluntarily takes hold of a 
live wire and is killed by the shock, all 
that is necessary to prove is that he 
didn’t know how much current the wire 
was carrying, and therefore the means 
were accidental within the insuring 
clause. 


HESE cases and many other of the 

later decisions are indicative of the 
alarming extent to which courts are go- 
ing in order to fasten liability on the 
insurer. To my mind, they are a timely 
warning of the necessity of early and 
concerted action on the part of all acci- 
dent underwriters by which accidental 
death cases can be held within the rea- 
sonable limits intended by the insuring 
clause. 

There is no gainsaying the fact that 
too much litigation on any subject is 
extremely detrimental, if not entirely 
subversive of that subject’s welfare, and 
we ought all to meet on a common 
ground in the conclusion that there are 
far too many “accidental death” cases 
finding their way daily into our courts. 

Such a condition is not good for insur- 
ance as a whole, and the sooner some- 
thing is done to correct this evil by the 
companies and associations themselves, 
the earlier the same stability and perma- 
nency enjoyed by fire and life insurance 
will be realized. 


HERE is a cause for so much litiga- 
tion, and courts are not to be severely 
criticized and blamed if they adopt a 
course that will bring about a change by 
which insurance companies and associa- 
tions will be forced to act on a matter 


that the trend of their decisions has 
clearly and unmistakably pointed out as 
demanding the right kind of attention. 

One of the primary causes for so much 
legal strife over “accidental deaths” is 
the too large accidental death benefits. 
We prominently display these large and 
tempting amounts—we create the desire 
for them that is intended, and who is to 
blame when that desire is brought nearer 
a realization on the questionable death 
of the insured? 

There is no layman unacquainted with 
the knowledge of what a jury will do 
to an insurance company, and the bene- 
ficiary who won’t take a gamble on the 
high stakes is in the class with the good 
Indian. 


APPY is the beneficiary who finds 

among the effects of the deceased an 
accident insurance policy that has been 
maintained in force. He immediately 
proceeds to a law office and there unfolds 
a story that makes the gamble worth 
while; all he stands to lose is the small 
amount of court costs, and if he wins it’s 
50-50 with him and his lawyer. No doubt 
many instances occur where these cases 
fall into the hands of so-called “ambu- 
lance chasers” and snitch attorneys, 
whose experience has taught them just 
what a susceptible client needs suggested 
or supplied in the way of necessary evi- 
dence on which to insure a recovery. 
However, the remedy does not lie in rail- 
ing at or abusing the legal profession as 
a class on account of these few un- 
desirables—for far too many reputable 
lawyers are engaged in prosecuting such 
cases with the honest contention that 
their client’s case comes within the 
meaning of the language employed in the 
insuring clause. 


HE REAL REMEDY, whether you con- 
sider it practical or otherwise, at this 
time lies in concerted action on the part 
of companies by which “accidental death 
benefits” will be entirely eliminated from 
the policy contract. To charge an ade- 
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quate premium to meet the death cover- 
age to which present-day court decisions 
extend the meaning of the insuring 
clause is to make a rate approximately 
equal to life insurance, and when that is 
done “accidental death benefits” are ipso 
facto set aside, for such a change is in 
effect equivalent to their elimination. 

That accident policies can be success- 
fully and satisfactorily sold without the 
death benefit is demonstrated by the fact 
that the company with which the writer 
is associated has written quite a percent- 
age of its business on such policies from 
the beginning of its existence. These 
policies were sold for the sole purpose of 
protecting the policyholder from loss cf 
time, which is the real and underlying 
purpose of this class of insurance. | 

Under these policies the company 
avoids the controversies out of which 
lawsuits are made, and its experience 
leads the management to the belief that 
if the benefits provided for accidental 
Geath were entirely set aside companies 
generally would experience no loss in 
the public demand. On the other hand, 
such a change would establish public 
confidence, remove temptations to sue, 
insure stability and promote the welfare 
of that needful branch of insurance in 
the interest of which we are here 
assembled, 


New Adve rtising Plan 


The Health & Accident Underwrit- 
ers Conference has definite plans to 
advertise cooperatively not only acci- 
dent and health insurance but also the 
conference. W. W. Dark of the co- 
operation committee reported that a 
series of institutional advertisements 
was being prepared and would be 
printed as enclosures for mail from the 
companies. These are to be furnished 
at cost .to the companies. 

C. F. E. Peterson of the Merchants 
Life & Casualty proposed that the con- 
ference members use the conference in- 
signia on letterheads, envelopes and 
advertisng matter. He also favored 
constructive publicity, pointing out the 
advantages of insurance as conducted 
by individual companies as against 
government insurance. He proposed 
also more health and safety first propa- 
ganda. Mr. Peterson was added to the 
cooperation committee, succeeding the 
late Isaac Newton Stevens, 


Kansas Adjuster Speaks 


Elmer E. Brookens, claim adjuster 
of the Kansas Insurance Department, 
said that the thing that hurt the legal 
profession is the snitch lawyer and the 
things that hurt the insurance business 
are snitch companies. In three years 
he has passed on 1,200 claims, of which 
750 were settled by correspondence. 
Last year his office collected $225,000 
in claims, mostly under fire and life 
policies. .From 10 to 15 percent of the 
amount was collected under accident 
and health policies. Asked whether 
the decisions of his office were final, 
Mr. Brookens said “No,” but that 99 
percent were accepted as final and the 
courts had never differed on any of the 
cases in the other 1 percent. No 
claimants turned down by the depart- 
ment have ever sued the companies. 
Mr. Brookens saifl his department was 
really serving the insurance business 
as well as the public because it is elimi- 
nating improper adjustments which 
hurt insurance. 


Grievance Committee 


Makes Report to Conference 


The report of the grievance com- 
mittee was presented by W. R. 
Sanders, chairman. He said: 

The grievance committee is glad to 
report that its records are clean. To 
be sure we. have answered some in- 
quiries from non-conference companies 
as to our opinion in case of pilfering,— 
we use this term advisedly,—to which 
we have replied, giving our views from 
an individual standpoint, which, how- 
ever, appeared to be sufficient. 

The most important work of the 
grievance committee has been accom- 
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plished and the utmost harmony exists 
between all company members. Pos- 
sibly we have assumed some author- 
ity not intended for this committee 
such as, occasionally endeavoring to 
harmonize difference of opinion be- 
tween conference and non-conference 
companies, but, as we have usually 
been successful we presume our as- 
sumption is pardonable. 


Committee on Hygiene 


The committee on dental hygiene 
was converted into a committee on 
hygiene with Dr. W. B. Kitchen of the 
Business Men’s Indemnity of Indian- 
apolis as chairman. C. E. Heienman of 
the Occidental Life was made a mem- 
ber. The latter company has been 
experimenting with free dental exam- 
inations up to an amount of §2 to 
policyholders who pay premiums for 
three months in advance. His company 


E, C. BOWLBY, Benton Harbor, Mich. 
President Fidelity Health & Accident 


issued 8,500 dental drafts Jan. 2 and 
had 250 of these returned by Feb. 20, 
and had increased the monthly income 
20 percent in January. 


Banquet Wednesday Evening 


The banquet was held Wednesday 
evening. Elmer Loucks of the Na- 
tional Travelers Benefit presided. The 
speakers were Henry Adams, attorney 
for the Northwestern Railway and 
former state senator, and Lafayette 
Young, publisher of the Daily Capital 
and former United States senator. Mr. 
Young spoke on the need for a return 
of the original American virtues, par- 
ticularly industry. 


Memorial Resolutions 


A special committee was named to 
prepare memorial resolutions on the 
death of Isaac Newton Stevens, presi- 
dent of the Commonwealth Casualty 
of Philadelphia, chairman of the press 
committee of the conference and one 
of the leaders in thought among the 
membership. The committee consisted 
of C. P. Orr, Southern Life & Health; 
A. E. Forrest, North American Acci- 
dent; C. O. Pauley, Central Business 
Men’s. 


E. C. Budlong, secretary of the confer- 
ence and vice-president of the Bankers 
Accident, was appointed chairman of the 
advertising committee, which replaces 
the press committee, of which the late 
Isaac Newton Stevens was head. 


. The arrangements for the convention 
were as complete as possible. Everything 
necessary was provided. The eight Des 
Moines companies cooperated effectively 
in the work. 


The Des Moines companies were hosts 
at a luncheon at the Chamber of Com: 
merce Wednesday noon. 
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Men are making, none are 
losing, buying and selling 
Glens Falls Insurance. 





There is nothing speculative in 
being a policy-holder or a rep- 
resentative of the Glens Falls. 
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Continental Commands Confidence 


HE CONTINENTAL'S sound 
underwriting, its careful man- 
agement and unexcelled agency 
service, and the Company’s unvarying policy of 
respecting and protecting the Agent’s rights in the 


Agent’s territory, have won for THE CONTI- 
NENTAL the confidence of American Agents. 


THE CONTINENTAL'S policy, since 1853, of 
square treatment of every honest claim, of 


prompt payment—cash without discount—of settled losses, and of 
satisfactorily rapid service to its policyholders, have earned for THE 
CONTINENTAL the confidence of American Assureds. 











“AMERICA FORE” 














In every State of the Union and in every branch 
of enterprise, THE CONTINENTAL commands the confidence and 
esteem of discriminating American Agents and Assureds. 


The Continental 


Insurance Company 
Cash Capital HENRY EVANS 


TEN MILLION DOLLARS : HOME OFFICE: President 
80 Maiden Lane, NEW YORK 








Canadian Department: Pacific Coast Department: Western Department: 
W. E. Baldwin, Manager C. E. Allan. Secretary J. R. Wilbur, Secretary 
17 St. John Street, MONTREAL Insurance Exchange Building, SAN FRANCISCO 332 South La Salle St., CHICAGO 
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BIG RAILROAD VALUE 
RETURN TO COMPANIES 


Both Eastern and Western Syndi- 
cates Bound Large Amounts 
Last Week 








VALUES HAVE INCREASED 


Insurance People Been Hard at Work 
Recently, Getting Up the New 
Schedules 


NEW YORK, March 3.—The offices 
writing railroad insurance have been 
exceedingly busy during the last 
month or so and especially during the 
last week in getting their railroad in- 
surance lines in shape. The Eastern 
Railway Syndicate in this city and the 
Western Railway Underwriters of 
Chicago are the two big markets han- 
dling railroad insurance. Outside of 
these syndicates, there are very few 
facilities for absorbing this business. 
Both the eastern and western syndi- 
cates have had their hands more than 
full in shaping up the schedules that 
went into effect last Sunday at mid- 
night. 

Every road that carried insurance in 
private companies before the war has 
returned to them, but with greatly in- 
creased values. It is estimated that 
the increase will run from 60 to 100 
percent. Both syndicates bound enorm- 
ous values last week to take effect the 
first of the month. 


Many Complications Seen 


The shaping up of the schedules has 
been fraught with numerous compli- 
cations because of the uncertainty of 
the roads as to what policy they would 
pursue inasmuch as new officers and 
directors had to be elected. Further- 
more, the government was in control 
and frequently the railroad corpora- 
tion managers came in conflict with 
the government auditors and it was 
difficult to make headway. There was 
no one to give orders and see they 
were carried out. Therefore the shap- 
ing up of the schedules was a delicate 
and difficult task. Furthermore, this 
work entailed a vast amount of labor 
because of the intervening time be- 
tween the opening of the war and 
March 1 of this year, as great changes 
had taken place, so that it meant the 
filing of entirely new schedules. Ow- 
ing to the great increase in values and 
the desire on part of the railroads to 
insure the greater percentage of the 
values it required some careful inven- 
torying and investigation. 


Property in Fair Shape. 


The railroad properties as a whole are 
in pretty good condition. There has not 
been much new equipment purchased but 
the railroad companies have taken good 
care of what equipment they had. The 
railroads handled last year 33% per cent 
more freight and passengers than they 
did the year before. With the roads 


now back in private control there will 





be an effort made to rehabilitate the 
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DES MOINES, IA., March 3.—There 
are a lot of people who want the next 
annual meeting of the National Asso- 
ciation of Insurance Agents at Des 
Moines. A number of the national offi- 
cers favor it. So do the officers of a 
good many state associations. And as 
for the Iowa agents, the Des Moines 
agents in particular, and the business 
men of Des Moines are concerned— 
well, they’ll make their wants known 
at the mid-year conference in Rich- 
mond, Va., March 17. 

The executive committee of the 
Iowa Association of Insurance Agents 
met with a committee from the Des 
Moines chamber of commerce last 
week and plans were formulated for 
bringing home the bacon. 


A Tested Convention City 


Des Moines claims to be equipped in 
better fashion for such a convention as 
the agents’ association will have this 
year than any other city in the coun- 
try. Two new hotels and a lot of 
others are ready to give the visitors 
good accommodations. Des Moines 
with this hotel equipment is in the 
convention business and had 125 such 


gatherings here last year. This doesn’t 
count the many conventions which va- 
rious business institutions held of their 
sales men or agents. Nor does it count 
the numerous conferences of various 
sorts. Des Moines claims to have ca- 
pacity for 5,000 visitors at a time. She 
has a hotel convention hall that will 
seat 1,500, an auditorium that will seat 
2,000 and a coliseum that will seat 
8,000. 


Factors for Successful Sessions 


The Des Moines chamber of com- 
merce maintains a convention bureau 
which functions not only in getting 
conventions to the city but in taking 
care of them after they come. This 
chamber of commerce bureau, the effi- 
cient local organization of agents, the 
strong state association of agents and 
the fifty-two insurance companies with 
home offices in Des Moines have 
planned to cooperate in making the 
agents’ meeting successful if held in 
Des Moines. 

The location of Des Moines and its 
accessibility by railroad would no 
doubt be helpful in swelling the at- 
tendance at the annual convention of 
the agents’ organization. 











properties and also to purchase new 
equipment. This, however, will take time 
as the manufacturing establishments 
have contracts far ahead. 


Will Have Inspection Service. 


The handling of railroad insurance is 
a highly specialized business that re- 
quires expert handling and definite study. 
Both the eastern and western syndicates 
have increased their facilities and can 
handle larger lines than ever. Charles 
N. Rambo, who was head of the govern- 
ment railroad inspection service and who 
was the underwriter of a mutual at 
Philadelphia that specializes on railroad 
insurance, is in charge of the eastern 
syndicate and will establish an inspec- 
tion service for the company members. 
Just how successful this will be remains 
to be seen. The railroads have relied on 
the inspection service of their insurance 
brokers and have rather resented any 
further inspection made or at least have 
been indifferent to recommendations of 
the syndicate inspectors. The Western 
Railway Underwriters has no inspection 
service but relies on the engineering de- 
partment of the brokers handling these 
lines. 


Agencies That Have the Business. 


Marsh & McLennan have a larger rail- 
road business than any other house in 
the country, have a very efficient engi- 
neering and inspection service, costing 
well up to $50,000 to $70,000 a year. 
Johnson & Higgins of New York City 
have an extensive railroad business, as 
do Smyth, Sanford & Gerard of New 
York. Alexander & Alexander at Balti- 
more have some good railroad accounts. 
Moore, Case, Lyman & Hubbard of Chi- 
cago have some railroad insurance and 
Critchell, Miller, Whitney & Barbour of 
Chicago are breaking into the railroad 
insurance game. There are scattering 
accounts in the east and some in the 
west. Some insurance offices have but 
one road. They all look, however, to the 
eastern and western syndicates to take 
eare of the insurance. 

One of the interesting features of the 
return of the roads to private insurance 
is the fact that none of them have been 
impressed with the desirability of carry- 





CAPITAL WILL BE INCREASED 


National Union Directors Vote to 
Double Its Present Stock, 
Giving It $2,000,000 


PITTSBURGH, PA., March 2.—The 
directors of the National Union at their 
recent meeting unanimously resolved 
that the authorized capital stock be in- 
creased from $1,000,000 to $2,000,000. A 
special meeting of stockholders to con- 
sider and vote on the propositon is 
called for April 9. Thereafter an- 
nouncement will be made of terms on 
which the new stock will be offered. 
Each stockholder is to have the option 
of purchasing in proportion to his pres- 
ent holdings. This will give the Na- 
tional Union greater capacity and 
power. It is making progress fast. 


London Guarantee Gets Control 


The London Guarantee & Accident has 
purchased control of the North Empire 
Fire of Canada, with head offices at Win- 
nipeg. It has paid in capital $206,970. 





Warnshuis Selling Stock 


J. W. Warnshuis of Des Moines, the 
former well known field man in Iowa, 
is now connected with the fiscal organi- 
zation of the Pan-American Fire of Des 
Moines which is being organized and is 
selling stock for the company in Iowa. 


The Commercial Union will capitalize 
part of its accumulated profits, adding 
£1 share to capital, making £5 shares, 
£2 10s. paid up, instead of £1 10s. 








ing their own lines, They have had an 
experience with government control and 
evidently feel that the insurance business 
can be better conducted by private com- 
panies than by themselves or by the 
government. 
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IN TWO 
PARTS— 


Part One 


SATISFACTORY MARINE 
PLAN TO BE EVOLVED 


Underwriters Look for Agreement 
Which Will Meet Their 
Present Problems 


INCLUDE ALL COMPANIES 


Modification May Extend Benefits to 
Foreign Concerns Which Have 
Offices in U. S. 


NEW YORK, March 2.—As the re- 
sult of a series of conferences between 
representative American underwriters 
and the chairman and vice-chairman of 
the house committee on merchant ma- 
rine and fisheries, held recently in this 
city and in Washington, and of further 
meetings scheduled to take place dur- 
ing the next ten days, it is confidently 
anticipated a workable plan will be 
evolved for improving the marine in- 


surance situation here—now in a de- 


plorable state—and of placing the home 
companies in position to effectively 
meet the competition of foreign offices. 

The original suggestion of limiting 
to American institutions the benefits 
that are expected to accrue from the 
scheme of reform previously outlined 
cshas been modified, at least to the ex- 
tent of including within the scope of 
the proposed agreement all companies 
regularly admitted here. This, of 
course, will embrace the British and 
Swiss offices, many of which have been 
represented in New York for many 
years, and have large business upon 
their books. 


May Form Salvage Association 


A further anticipated development is 
the creation of an organization here 
similar to the London Salvage Asso- 
ciation, the activities of which have 
proven of such signal service to the 
British companies in the handling of 
their losses. 

Benjamin Rush, president of the 
North America and of the Association 
of Marine Underwriters of the United 
States, has been foremost in the reform 
movement, and has devoted a great 
deal of time to its advancement, fre- 
quently visiting Washington to confer 
with government officials who are 
anxious to protect American shipping 
interests and to improve the opportu- 
nities for close cooperation between 
shippers, bankers, and the marine un- 
Gerwriters of the country. 

The Federal lawmakers fully appre- 
ciate the handicap under which the 
home companies operate in competi- 
tion with the foreign offices, and are 
determined that if possible, such obsta- 
cles be removed. 


Profitable During War 


During the period of the world war 
marine insurance in this country, by 
virtue of the high rates paid both upon 
hulls and cargoes, was very profitable, 

(CONTINUED ON PAGE 40) 
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Men are making, none are 
losing, buying and selling 
Glens Falls Insurance. 


There is nothing speculative in 
being a policy-holder or a rep- 
resentative of the Glens Falls. 
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Continental Commands Confidence 


HE CONTINENTAL’S sound 

underwriting, its careful man- 
agement and unexcelled agency 
service, and the Company’s unvarying policy of 
respecting and protecting the Agent’s rights in the 
Agent’s territory, have won for THE CONTI- 
NENTAL the confidence of American Agents. 


THE CONTINENTAL’ policy, since 1853, of 
Square treatment of every honest claim, of 


prompt payment—cash without discount—of settled losses, and of 
satisfactorily rapid service to its policyholders, have earned for THE 
CONTINENTAL the confidence of American Assureds. 








“AMERICA FORE” 

















In every State of the Union and in every branch 
of enterprise, THE CONTINENTAL commands the confidence and 


esteem of discriminating American Agents and Assureds. 


The Continental 


Insurance Company 
Cash Capital HENRY EVANS 


TEN MILLION DOLLARS | HOME OFFICE: President 
80 Maiden Lane, NEW YORK 








Canadian Department: Pacific Coast Department: Western Department: 
W. E. Baldwin, Manager C. E. Allan. Secretary J. R. Wilbur, Secretary 
17 St. John Street, MONTREAL Insurance Exchange Building, SAN FRANCISCO - 332 South La Salle St., CHICAGO 
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